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ANNUAL MESSAGE 


TO WEBSTER DEALERS 


For many years now, it has been my custom to write a message to Webster dealers at this 
season of the year — to talk with you informally about the future, as I should like to do with 


each one of you in person. 
The year 1946 will be a year of innovation and change. New products held back by the war 
will appear in great profusion. You will be able to satisfy much of the pent-up demand for goods 


unavailable during the war. It should be a banner profit year. 


As General Manager of a company dedicated to a research program designed to keep us 
abreast or even ahead of the times, I would be inconsistent if I did not advise Webster dealers to 


capitalize on these “‘breaks’’ to the full. Not to be alert to change is to permit your business to 
die a slow death. 


On the other hand, there are some things that never change. So long as mankind is human, 
there will be those who will come to you with fancy propositions and get-rich-quick schemes. 
Some of them will be unsound, and others even dangerous. The reputation of the seller —in the 


future as in the past — will always be your safest guide. 





Second, it is going to be easy for dealers to permit new and novel items to distract their sales 
efforts from the steady profit lines. Take carbon paper, as an example. Even the best carbon 
paper wears out in a short time! Therefore, the sale of a box of Webster's Micrometric to a new 
customer is an investment for the future. Because you dealers are the only source of supply in 
your territory, you can count on steady repeat business, year after year. To guarantee reliable 


profits, don’t neglect such items. Give them your full sales support. 


I could not end a message of this kind without a word of appreciation for the loyalty of 
Webster dealers throughout the war years. We have always highly prized your support and 
friendship. Now that we have turned the corner to peace, the F. S. Webster Company has 
dedicated itself to serving you better than ever before — with improved products and packages 


and the consistent selling and advertising support which have always made our dealer franchise 


such a valuable possession. 


All of us at the F. S. Webster Company extend to all of you best wishes for the holiday season 


and a prosperous New Year. 


Treasurer and General Manager 


F.S. WEBSTER COMPANY 


13 Amherst Street, Cambridge 42, Mass. 





























































{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


[No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 
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Acco Products, Inc............ 129 
Ace Fastener Corp......... 71 
Acme Bulletin & Dircty. Corp. 225° 
Acme Visible Records, Inc. 167 
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Copy Right Mfg. Corp.... 213 
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Meilicke Systems, Inc....... 214 
Meilink Steel Safe Co. ‘a 120 
Mercury Duplicator Corp. ...208 
Metal Office Furniture Co.........109 
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National Desk Co., Inc. 9 
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Norta Distributing Co...............182 
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|| THE SERVICE BUREAU| 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
of its various commissions this bureau calls upon 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 
turers. 
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They do, however, offer their services in resolving any disagreements which result from relations established 
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Quality Park Envelope Co. 176 
R 
Red Feather Products, Ltd.......163 
Regal Typewriter Co. 222 
Reliable Typw. & Adding Mach. 
NE i ee 152 
Remington Rand, Ine.. : 21 
Reyburn Mfg. Company, Inc., 
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Stewart, R. A., & Co... 231 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 


Accounting Systems 


Pemberton, L. N., Prtg. Co. 223 
Accounting Systems Equipment 
Eureka Specialty Prtg 189 
Adding Machine Parts 
Ames Supply Co... 89 
Shipman-Ward Mfg. Co 218 
Adding Machine Rolls & Paper 
Rockwell-Barnes Co. 227 
Adding Machines 
Allen Calculators, Inc 88 
Lightning Calculator Co., The 150 
Monroe Cale. Machine Co. 143 
Remington Rand, Inc. 211 
Smith, L. & Corona Type 
writers ...... 45 

Underwood Corporation. Back Cover 
Victor Adding Machine Co. 215 


Adding Machines, Rebuilt & Used 
Calculator Equip. Corp 
— Typw. & Adding Mach. 


Cor; 52 
Shipman-Ward Mfg. Co. 218 
Adhesives 
(See Inks, Adhesives, etc.) 
Albums 
Hanson, J. L., Co. 185 
Arch and Clip Board Files 
Globe-Wernicke Co., The 72,7 
Pengad Mfg. Co. 225 
Rockwell-Barnes Co. 227 
Service Products Co 217 
Shaw-Walker Co. . 125 
Yawman & Erbe Mfg. Co 191 


Ash Trays and Stands 
Fair Furniture Co. 134 
Santos & Co.............. ; 157 

Associations 
Wood Office Furniture Institute....118 

Atlases, Geographical 
Cram, George F., Co. 225 

Autographic Registers 
Unted Autographic Register Co 


Bank Supplies 
Downey, C. L., Co... 173 
Gibson, C. R. & Co.. 135 
Bankers Note Cases 
Art Steel Sales Corp. ont Oe 
General Fireproofing Co. 47 
Globe-Wernicke Co., The 72, 73 
Victor Safe & Equip. Co. 151 
Binders, Catalog and Periodical 
Acco Products, Inc. 129 
Amberg File & Index Co 121 
Master-Craft Corp. Div. S-W 99 
National Blank Book Co 224 
Sheppard. The C. E., Co. 229 
Wilson Jones Co.. 202 
Binders, Permanent Storage 
Boorum & Pease Co. .. 68 
Master-Craft Corp. Div. S-W on? 


Sheppard. by Cc. E. Co. 


Smead Mfg. Co....... a 103, 104 
Wilson Jones Co....... 
Blackboards 
Service Products Co. 217 
Blanks Books 
Boorum & Pease Co. 63 
Eureka Specialty Prtg. Co. 189 
National Blank Book Co. 224 
Rockwell-Barnes Co. 227 


Wilson Jones Co. 


Blue Print Papers 
Post, The Fred. Co.......... 81 


Blue Print and Plan File Cabinets 
All-Steel-Equip. Co. ...... 106 


Anderson-Hickey Co. .... 131 
Art Metal Construction Co. 53 
Art Steel Sales “ieee “ 76 
Browne-Morse Co. tha 156 
Cole Steel Sales Co........... 85 
Columbia Steel Equipment Co 111 
Corry-Jamestown Mfg. Corp....... 207 
General Fireproofing Co.. 47 
Globe-Wernicke Co., The 73,73 
Invincible Metal Furn. Co. 219 
Peerless Steel Equip. Co... 233 
Pronto File Corp. pans ..180 
Shaw-Walker o. . 125 
Yawman and Erbe Mfg. Co. 191 
Bond Boxes 
Art Steel Sales Corp. oes 76 
General Fireproofing Co...... 47 
Globe-Wernicke Co., The.... 72, 73 
Book Cases 
All-Steel-Equip. Co. ‘ 106 
Art Metal Construction Co. saveeeS 
Browne-Morse Co. : 156 
Corry-Jamestown Mfg. Corp. 207 
General Fireproofing Co...... 47 
Globe-Wernicke Co., The....... 72, 73 
Gunn Furniture Company... 175 
Michigan Desk Co. 164 


New England Woodworking. ‘Co 148 
Peerless Steel Equip. Co....... 
Shaw-Walker Co. 
Wabash Filing Supplies, om 
Weis Mfg. Co... 68, 
Yawman and Erbe “Mfg. Fn nce 


Bookkeeping Machines 











Int'l Business Machines Corp.......... 220 
Underwood Corporation ......Back Cover 
Box Letter Files 
Amberg File & Index Co. 121 
Art Steel Sales Corp... ceaiaaie 76 
Cole Steel Sales Co......... uA 85 
Globe-Wernicke Co., The me 
Hedges Mfg. Company.................. 214 


OFFICE APPLIANCES, 





obligation. 
Rockwell-Barnes Co. —s Cheeks, “se ey. 
Weis Mfg. Co. 67, 68, 69, 70 Gibson, C. 135 
Brief & Zipper Cases Checks, seams stetal 
Mashek, Frank Company...... . 65 Dayton Stencil Works 225 
Master-Craft Corp. Div. S-W 99 Meyer & Wenthe, Ine. . 79 
Stein Bros. Mfg. Co =~ 83 Clip Boards 
Business Forms (See Arch and Clip Board Files) 
Associated Stationers Bupoly Co. 100 Coat & Hat Racks 
Gibson, C. R. & Co. 135 Vogel-Peterson Company 186 
Calculating Devices Coin Bags, Trays & Wrappers 
Meilicke Systems, Inc 214 ane — Sales eure. 76 
Morey Products Comp’ ny 181 y L., Co 173 
Shipman-Ward Mfg. Co. 218 Coin Changers 
Victor Safe & Equip. Co 151 Galef, J. L., & Son. ...225 
Calculating Machines Copyholders 
Allen Calculators, Inc. 88 Acco Products, Ine. 129 
Lightning Calculator Co., The 150 Copy Right Mfg. Corp 213 
Monroe Cale. Machine Co. 148 Dawn Mfg. Corp., The... 281 
Victor Adding Machine Co. 215 Rite-Line Sales Co., The 1 82 
Calculating Machines, Used Wells Office Furniture Co................. 144 
Calculator Equip. Corp.................... 218 Costumers 
—" Typw. & Adding Mach. Fair Furniture Co. 134 
Cor ‘ ..152 Globe-Wernicke Co., The 72,7 
Shipman- ‘Ward Mfg. Co. 218 Peerless Steel Equip. Co. 233 
Calendar Pads & Stands Shaw-Walker Co. wovesee A 5 
Stark Calendar, Inc. ; 197 a Peterson Company ye 
Carbon Papers (See Ribbons and Carbons) ss 
Card Index Boxes and Trays rayon ; P 
All-Steel-Equip. Co. fee ee es 106 Dixon, Jos., Crucible Co.........187, 138 
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Art Metal Construction Co. . 53 Bickett, L. M. bi 116 
Art Steel Sales Corp. . 76 Fair Furniture ee 134 
Cole Steel Sales Co.. sent Sun. Rubber Co., The...... 184 
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General Fireproofing Co. ‘ ine Se Dating Stamps 
Globe-Wernicke Co., The... 72, 78 Consolidated Stamp atte Co., Ine...107 
Guide System and Supply Co. 200 Fulton Specialty Co.......... a 
Hedges Mfg. Company 214 Meyer & Wenthe, Inc. a 79 
Imperial Methods Co...... . 58 Rivet-O Mfg. Co. ................ EE eT. 224 
Invincible Metal Furn. Co...... 219 Stewart, R. A., & Co....... 231 
— Office Furniture Co. ae Superior Type Co...... 231 
Yew England Woodworking Co. 4 
Nw gM gr Equip. Co. i oy Co. 231 
onto File Corp. ......... e —e 
Rockwell-Barnes Co. 297 Globe Lightning Products Co ...199 
Midwest Naturalite Co. 149 
Shaw-Walker Co. = 125 Santos & Co... 157 
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Wells Office Furniture Co. 144 ¥ 
Yawman and Erbe Mfg. Co. 191 Desk yy Tops ‘ 
Aigner, J., Co. 136 
ay Cg enman 188 Fair Furniture 0.0.00 .ccc84 
Office Furn. Whole. Distr... 206 
Cash Boxes Sun Rubber Co., The veneee A B4 
Art Steel Sales Corp. 76 Wilson Jones Co. .. 75 
Cole Steel Sales Co. 85 
General Pirepreciing Co. 7 Desk Pen & Ink Sets ( te 
ag ha h Draw Cc 158 Sees os ae Cl teed Co. 330 
ndiana as rawer 0. o Shaeffer, Ww. A., Pen Co. ‘ 91 
Casters, Caster Bearings, Slides Desk Trays 
Bassick Company ...... 123 
Darnell a. aby 186 = — Pe moe ag Co. > 
Catalog & Directory Covers , Corry-Jamestown Mfg. Corp 207 
Stationers Specialty Co. 173 Eclipse Moulded Products (Co 110 
Celluloid Envelopes General Fireproofing Co . 47 
(See Envelopes, Celluloid) Globe-Wernicke Co., The 72, 73 
Chair trons edges Mfg. Company 214 
Bassick Company 123 Imperial Methods Co.. . 59 
. Peerless Steel Equip. Co. ..233 
Bolens Products Co 93 ice Products C 217 
Collier-Keyworth Co ..-128 cave wane Ge me 
Chair Mats Weis Mfg. Co... 67, 68, 69, 70 
Bickett, L. M., Co. 116 Yawman and Erbe Mfg. Co 191 
Office Furniture Wholesale Dist...206 
Service Products Co. 217 ay —_— oo oo es 
Chairs, Folding Globe-Wernicke Co, "The 72, 73 
Adirondack sa Chu. 166 Victor Befe & Equip. Co 151 
Farber, Louis H..................- ..160 Wilson Jones Co mae 
Royal Metal Miz: Co... 234 pete ; 
Chairs, Office 
Bright Chair Co 178 Sine Bat S.. as aeons . 
Cramer Posture Chair Co............ 158 rt Steal Soe tuetion Co.......... +4 
Domore Chair Co 141 “ com “x, Corp. - 156 
General Fireproofing Co.. Columbi orse r eae 
Gunlocke, The W. H., Chair Co...72, i ee Steel Mtg. co 0. 207 
Harter Corporation se — ifg orp pr 
High Point Bending | & Chair Co. 204 arber, Louis H wesee 160 
General Fireproofing Co 47 
JaSROP CRAIG CD, .ccccccccccccse 171 Wants © Th 79. 73 
Jasper Seating Co. 206 — Ponit e ah e ‘ea7 
Metal Office Furniture Co. 109 rae “D - ompany 93 
Michigan Desk Co............ 164 ees Dems  -spepnaata + 
New Indiana Chair Co....... 119 7 ineibi M . Fr G “919 
Royal Metal Mfg. Co. ...2..o-...------..-.234 — De Cc ce urn. Co Tha 
Shaw-Walker Co. ............ a = Ole i Fi ; re 128 
Shepherd, N. T. Chair Co. 212 ee urniture Co.. 59 
Sikes Co., e "51 Leopold Company, The = ae 
Sturgis Posture Chair Co. 139 oe Office Furniture Co ‘ 
Wells Office Furniture Co................. 144 eer rg eae Co. is? 
Chairs (Posture) National Desk Co., Ine. 97 
Bright Chair Co 178 Peerless Steel Equip. Co.... 233 
Cramer Posture Chair Co. ..153 Royal Metal Mfg. Co........ 234 
Domore Chair Co..... 141 Shaw-Walker Co 125 
General Fireproofing Co ~. 47 Victor Safe & Equip. Co 151 
ee ota The H., Chair Co aie Wells Office Furniture Co 144 
arter Corporation 4 Mfg. C 191 
High Point Bending & Chair Co. 204 Upees S56 Sees. Bie. Co 
Jasper Chair Co........ iacninibitadadsidel 171 Diaries (See Memo Books) 
Jasper Seating Co. 206 Dictating Machines 
ca 7 egg yg 7 Standard Business Machine Co. 57 
Sturgis Posture Chair Co.. 139 Dictating Machines, Used 
Wells Office Furniture Co... 144 Amer. Dictating Machine Co 124 
Chairs, Tablet Arm Shipman-Ward Mfg. Co. 218 
Jasper Chair Co.. a 171 Display Racks 
Jasper Seating Co... ie ae Pierce, The, Co. 225 
New Indiana Chait Co. ss Drafting Instruments & aaron 
Check Book Covers & Passports Brown, Arthur & Bro 154 
Amer. Passbook Co.............. ‘siete Cardinell eS he. S 198 
Check Protectors & Writers Cassell, John R.... ES | 
Hall-Welter Co. ..... : 231 Post, The Fred., Co snisaaniocininiinesss. AM 
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Duplicating Machines and Cuagites 
Autocopy, Inc. . 172 
Bainbridge, Kimpton *& ‘Haupt... 

Beck Duplicator Corp., The. 
Columbia Rib, & Carb, —_ Co. 





Copy Papers, Inc... 7 
hg OC eae ee 235 
Ink Specialties Co., Ine.. meee 197 
Manifold Supplies Co cepa. a 
Mercury Duplicator Corp...................208 
Mittag & Volger, Inc om 49 
Niagara Duplicator Co. ‘ 126 
Old Town Ribbon & Carbon Co... 61 
Pengad Mfg. Co. sae 295 
Red Feather Products, Lid...........168 
Shallcross €o., The 181 
Sinclair & Valentine Co... ...198 
Smith, L. C., & Corona Type- 
writers ...... ieee ae 
Speed-0- Print Corp. : 155 
Standard Business Machines Co..... 57 
Starkey Paper & Supply Co. ...226 
Technygraph, The ............... ; 198 
Victor Safe & Equip. Co.. 151 
Envelopes 
Globe-Wernicke Co., The 72, 73 
Northern States Envelope Co. 161 


Quality Park Envelope (€o. 176 
Smead Mfg. Co., Inc., The....103, 104 
Wilson Jones Co ‘ 75 


Envelopes, Celluloid 


Aigner, G. J., Co........ 136 
Hanson, J. L., Co aa 185 
Markilo Co 224 
Veet Mfg. Company 140 
Erasers 
Dizon, Jos., Crucible Co.. 137, 138 
Eraser Company. The..... 170 
Faber, A. W., Inc. TEL 195 
Koh-I-Noor Pencil Co 178 
Roberts, Weldon, Rubber Co.. 228 
Expense Books 
Beach Publishing Co. awe 226 
Eyelets & Eyelet Fasteners 
Rivet-O Mfg. Co ‘ 224 
File Boxes, Fibre 
Bankers Box Co. ‘ bai 
Barkley, C. L., & Co.......... 132 
Diebold, Ine, ............ wnsieaied 188 
Globe-Wernicke Co., The 72, 73 
Guide System & Supply Co — 
Oxford Filing Supply Co. 226 
Pronto File Corp ; 180 
Weis Mfg. Co. 67, 68, 69, 7 
File Boxes, Metal 
Art Metal Construction Co............ 58 
Art Steel Sales Corp. a 
Cole Steel Sales Co. 85 
Corry-Jamestown Mfg. Corp 207 
Globe-Wernicke Co., The 72, 73 
Peerless Steel Equip. Co ae | 
Pronto File Corp. 180 
Remington Rand, Inc........ 211 
Rockwell-Barnes C0. ..0...........-ccecceereohT 
Shaw-Walker Co - -- A 35 
Victor Safe & Equip. Co mm |)! 
Weis Mfg. Co. 67, 68, 69, 70 
Filing Cabinets, Insulated 
Meilink Steel Safe Co..... 120 
Shaw-Walker Co. ....... 5 125 
Victor Safe & Equip. Co 151 
Filing Cabinets, Metal 
All-Steel-Equip. Co. ...... 106 
Anderson-Hickey Co. . 131 
Art Metal Construction Co.. -.. 58 
Art Steel Sales vee. ae 
Browne-Morse Co. 2.0.0.2... 156 
Cole Steel Sales Co..................... &5 
Browne-Morse Co. . 156 
Columbia Steel Equipment Co... 111 


Corry-Jamestown Mfg. Corp... 207 
General Fireproofing Co..................... 

Globe-Wernicke Co., The ae 

Invincible Metal Furn. Co.. 219 
Metal Office Furniture Co.. 09 
Peerless Steel —_ Co. 
Rockwell-Barnes Co. 









Shawt- Wee CO, cncctitissiiteccsmte 125 
Victor Safe & Equip. Co.................151 
Weis Mfg. Co. 67, 68, 69, 70 
Yawman and Erbe Mfg. Co... 191 
Filing Cabinets, Wood 
Art Metal Construction Co. 53 
Art Steel Sales Corp. ‘ 76 
Bainridge, Kimpton & Haupt 90 










Browne-Morse Co. ...... vs 
Business Efficiency Aids. 
General Fireproofing Co......... 
Globe-Wernicke Co., The. 
Imperial Methods Co. R 
Indiana Desk Co... 
Michigan Desk Co.. 
New England Woodworking C 
Peerless Steel Equip. Co. 
Rockwell-Barnes Co. 
Shaw-Walker Co. ... 

Victor Safe & Equip. “Co. 
Weis Mfg. Co 67, 
Wells Office Furniture Co.............. 
Yawman and Erbe Mfg. Co.............191 


rises Supplies 

Acco Products, Inc... 
Aigner, G. J., Co. ; 
Amberg File and Index Co... 
Art Metal Construction Co.. 
Barkley, C. L., & Co. 
Browne-Morse Co. menor snsiiiaialiameeeseial 
Corry-Jamestown Mfg. Corp.............207 
General Fireproofing Co. and 
Globe-Wernicke Co., The.............72, 78 

(Continued on page 6) 














THE CLASSIFICATIONS 
(Continued from page 5) 
Guide System & RA ad iiditiestenes 







Imperial Methods Co...... . 59 
Metal Office a Co. ..109 
Northern States Envelope Co... ..161 
Oxford Filing Supply Co.. .-.226 
Pronto File Corp... ..1 80 
Quality Park Envelope Co. 176 
Rockwell-Barnes Co... 227 
Shaw-Walker Co. ..... cool 25 
Smead Mfg. Co., The. 104 
Veet Mfg Cape. ..140 
Victor Safe & Equip ih 

0 


Wabash Filing an Ry 
Warshaw Mfg. Co...................-..----- 
Weis Mfg. Co........... 6 
Yawman and Erbe Mfg. 


Finger Pads 
Speed Products Co........ 
Sun Rubber Co., The.... 


Folders (See Filing Supplies) ) 


Fountain Pens, Mfrs. 
Easterbrook Pen Co., The 
Eversharp, Incorporated ~ 
Kahn, David, Inc...... 
Parker Pen Company 
Sheaffer, W. A., Pen Co. 














Globes, Geographical 

Cram, The George E., Co. 225 
Gummed Cloth Rings 

Dennison Mfg. Company.. ca 

Graff, Geo. B., Co. Seoiicasaet oa 

Reyburn Mfg. Company, Inc... 112 

Warshaw Mfg. Co... eka 177 
Gummed Tape 

Dennison Mfg. Company 228 

Industrial Tape Corp.................... 147 

Reyburn Mfg. Company, Inc. 112 
Honor Rolls 

Acme Bulletin & Directory oo oe 825 

In’ti Bronze Tablet Co., Inc 205 

U. 8S. Bronze Sign Co... | 
Index Card eel 

Cook, H. Co. ieeoee 218 

Graff, Geo. BR: Co. ae 193 

Victor Safe & Equip. Co. 151 
Index Tabs 

Aigner, G. J., Co.. 136 

Amberg File and Index Co. 121 

Barkley, C. L., iene 132 

Globe-Wernicke Co., The 72, 73 

Guide System & Supply Co......... 200 


Markilo Co. .............. ....224 


Master-Craft “Corp., Div. S-W........ 99 
Reyburn Mfg. Company, Inc. .- 112 
Shaw-Walker Co. . 125 
Sheppard, The C. E., Co 229 
Speed Products Co... 95 
Veet Mfg. Company........ 140 
Victor Safe & Equip. Co. 151 
Inks (Writing), Adhesives, Ete. 
Dennison Mfg. Company 228 
Hartman-Wells, Inc. .......... 170 
Ink Specialties Co., The.. 197 
Parker Pen Company 117 
Rivet-O Mfg. Co SE 224 
Stewart, R. A., & Co......... 231 
Inkstands 
Sengbusch Self Cl. Inkst’d Co 230 
Labels 
Eureka Specialty Prtg. Co.. ..189 
Imperial Methods Co.. * 59 
Oxford Filing Supply Co........ 226 
Reyburn Mfg. ~qamasasatd Ine. 112 
Smead Mfg.. Co..........................103, 104 
Warshaw Mfg. Co... 177 





Weis Mfg. Co 67, 68. 69, 70 


Ladders, Library, Store & Vault 
Cotterman, I. D... neon 225 


Leads for Mechanical Poreils 











Dixon, Jos., Crucible Co. 137, 138 
Eversharp, Incorporated sense 118 
Faber, A. W., Ine.......... 195 
Kahn, David, Inc.. 101 
Rite-Rite Mfg. Co.. 225 
Sheaffer, W. A., Pen Co.. 91 
Leather Goods 
Canvas Products Corp.. 226 
Mashek, Frank, Company. ... 65 
Stein Bros. Mfg. Co..... . 83 
Leather Upholstered Furniture 
Bright Chair Co.. 178 
Gunlocke, The W. H., Chair Co...130 
Jasper Chair Co........ sacsaativenetaeenaee 
New Indiana Chair Co. 119 
Letter Trays (See Desk Trays) 
Library Equipment 
All-Steel-Equip. Co. 106 
Art Metal Construction Co 53 
Art Steel Sales Corp... 76 
Corry-Jamestown Mfg. Corp. 207 
General Fireproofing Co. 47 
Globe-Wernicke (o., The 72, 73 
Peerless Steel Equip. Co. 5 233 
Shaw-Walker Co. . ‘ ..125 
Yawman and Erbe Mfg. “Co. 191 
Locks, Drawer, Showease, Etc. 
Wonder Lock 224 
Lockers and Storage Cabinets 
All-Steel-Equip. Co. . 106 
Anderson-Hickey Co. .. 131 
Art Metal Construction Co 53 
Art Steel Sales Corp........ 76 
Browne-Morse Co. ............ 156 
Corry-Jamestown Mfg. Corp 207 
General Fireproofing Co 47 
Globe-Wernicke Co., The 72, 73 
Invincible Metal Furniture Co. 219 
New England Woodworking Co 148 


Shaw-Walker Co. ‘ 125 


Yawman and Erbe Mfg. Co 191 
Loose Leaf Books & Systems 
Amberg File & Index Co 121 


Boorum & Pease Co 63 


Feldco Loose Leaf Co nee | | 
Master-Craft Corp., Div. S-W 99 
National Blank Book Co. 224 
Sheppard, The C. E., Co 229 
Wilson Jones Co. ; . 75 


Loose Leaf Metals and Devices 
Sheppard, The C. E., Co... 
Wilson Jones Co... ion 

Loose Leaf Sheet Covers, “Celluloid 
Aigner, G. J., Co... y 
Markilo Co. 
Wilson Jones Co. 

Mail Bags, Canvas or Leather 
Canvas Products Corp........ ae 

Mail Distributors 












Globe-Wernicke Co., The 72, 73 

Victor Safe & Equip Co. 151 
Map Tacks 

Graff, Geo. B., Co. ..193 

Moore Push Pin Co... ..224 
Maps 


American Map Co., a? 
Cram, The George F., 
Matched Office Suites 
Art Metal Construction Co 
General Fireproofing Co.. . 
Globe- : 7 WG, . ee 
Leopold 
Royal Metal “Mfg. “Co... 
Shaw-Walker Co. ... 
Memorandum Books 
Boorum & Pease Co. 
Gibbons, Thomas H., & Co. 
Master-Craft Corp., Div. S-W 
National Blank Book Co....... 
Rockwell-Barnes Co. 
Wilson Jones Co.... 
Mending Tape 








Industrial Trape ERE 

Reyburn Mfg. Company, ‘Inc... 112 

WHATEIW BET. CB i eccceicnceccncncstcnsnnsecness 177 
Metal Badges, Checks, Tokens, ‘Ete. 

Dayton Stencil Works 225 

Meyer & Wenthe, Inc............. 7 
Moisteners 

Mohler, A. ... 226 

Rivet-O Mfg. “Co. ...224 

Sengbusch Self Cl. Inkst’d Co 230 
Numbering Machines 

Roberts Numbering Mach. Co 209 
Office Partitions and Railings 

Globe-Wernicke Co., The 72, 73 
Office Printing Outfits 

Fulton Specialty Co 194 
Pads, Figuring 

Boorum & Pease Co. 63 

National Blank Book Co.. 224 

Rockwell-Barnes Co. 227 

Wilson Jones Co. 75 
Paper 

Agency Paper Co. 223 

Eaton Paper Corp 217 

Rockwell-Barnes Co. 227 
Paper Clamps 

Acco Products, Inc. 129 

Autmtc. 2 we eee Co 233 

Cook, H. C 218 

Esterbrook *. “Co., The 105 

iraff, Geo. B., Co 193 

Vail Manufacturing Co 145 
Paper Clips 

Vail Manufacturing Co 145 
Paper Fastening Machines 

Ace Fastener Corp... 71 

Autmtc. Pencil Sharpener Co 233 

Markwell Mfg. Co...... 224 

Speed Products Co. . 95 

Victor Safe & Equip Co. 151 
Paste (See Inks, Adhesives, Etc.) 
Pencil Sets 

Williams Products Co 202 
Pencil Sharpeners 

Autmtc. Pencil Sharpener Co 233 
Pencils, Mechanical 

Cassell, John R....... 221 

Kahn, David, Ine...... 101 

Parker Pen Company.......................... 117 

Rite-Rite Mfg. Co........ 225 

Sheaffer, W. A., Pen Co. 91 
Pencils, Wood Cased Lead 

Dixon, Jos., Crucible Co 137, 138 

Faber, A. W., Ince......... 195 

Koh-I-Noor Pencil Co.. 178 

Staedtler, J. S., Inc 226 
Penholders 

Dixon, Jos., Crucible Co. 137, 138 
Pens, Steel 

Esterbrook Pen Co 105 

Sengbusch Self Cl. Inkst’d Co 230 
Pins and Pin Containers 

Vail Mfg. Co.......... 145 
Platens, Typewriter, & Etc. 

Ames Supply Co.. 89 

Shipman-Ward Mfg. Co 218 
Postal Scales 

Hanson Scale Company 209 
Presentation Covers 

Amberg File & Index Co 121 

Oxford Filing Supply Co 226 

Smead Mfg. Co........ 103, 104 
Price & Sign Markers 

Eureka Specialty Prtg. Co 189 

Fulton Specialty Co. 194 

Stewart, R. A., & Co 231 

Superior Type Co. 231 
Publishers 

British Staty. Exporter 174 
Punches 

Acco Products, Inc. 129 

Boorum & Pease Co. 63 

Globe-Wernicke Co., The 72, 73 

National Blank Book Co. 224 

New England Paper Punch Co 148 

Wilson Jones Co... 75 
Push Pins 

Moore Push Pin Co 224 


Ribbons and Carbons 
Allen & Co. 
Allied Carb. & Rib 


190 


Mfg. Corp. 80 
183 


Amer. Carbon Paper Mfg. Co 

Ames Supply Co. 89 
Beck Duplicator Corp., The 210 
Buckeye Rib. & Carbon Co. 221 


Codo Mfg. Corp. 
Columbia R. & C. 
Copy Papers, Inc. 
Little, A. P., Inc 
Manifold Supplies Co. 
Mittag & Volger, Inc. 
Old Town Rib. 
Pacifie Car. & Rib 
Peerless Imperial Co... 
Pengad Mfg. Co. i 
Phillips Process Co.......... 
Regal Typewriter Co 
Remington Rand, Inc.. 
Royal Typewriter Co., 
Shallcross Co.. The 
Shipman- -Ward win Co... 
Storms, Bs, 
Underwood ATE gy 


Mfe. “Co. 


& Carb. © 
Mfg. C 


Inc... 





Back Cover 


U. 8. Typewriter Ribbon pesos Co. 169 
Cc a 
”166 


Webster, F. S., 
Write, Inc. ... 


Rubber Bands 
Faber, A. W., 


Rubber Stamps 
Meyer & Wenthe, 
Stewart, R. A., & 
Superior Type Co. 


Rubber Type 
Fulton Specialty Co. 
Superior Type Co. 
Stewart, R. A., & Co. 
Rulers, Transparent 
C-Thru Ruler Co 


Ine 


Ine. 
Co. 


Safes 
Art Metal Construction Co. 


Diebold, Ine. 

General Fireproofing Co. 
Globe-Wernicke (o., The 
Herring-Hall-Marvin Safe 
Invincible Metal Furniture 
Meilink Steel Safe Co. 
Remington Rand, Inc. 
Shaw-Walker Co. .. 
Victor Safe & Equip Co. 
Yawman and Erbe Mfg. 


Sand Urns 


Co. 


Commercial Metal Products Co. 


Lawson, F. H., Co., The 


Scrapbooks 
Globe-Wernicke (Co., 
Hanson, J. L., Co 
Weis Mfg. Co 67, 
Wilson Jones Co. 

Seals, Gummed 
Eureka Specialty 

Secretary Desks 
Art Metal Construction Co. 
General Fireproofing Co. 
tlobe-Wernicke (o., The 
Peerless Steel Equip 
Shaw-Walker Co 
Wabash Filing Supplies, 

Shelving 
All-Steel-Equip. Co 
Art Metal Construction Co 
Browne-Morse (o 
Corry-Jamestown Mfg. 
General Fireproofing Co. 
Globe-Wernicke (o., The 
Shaw-Walker Co 

Signs, Changeable Letter 
Acme Bulletin & Dir 

Slide Rules 
C-Thru Ruler Co 
Post, The Fred., Co 

Stamp Pads 
Fulton Specialty Co 


The 


Prtg. 


Meyer & Wenthe, Inc. 
Phillips Process Co 
Rivet-O Mfg. Co. 
Rockwell-Barnes Co. .... 
Stewart, R. A., & Co....... 


Superior Type Co. 

Stands for Office Machines 
All-Steel-Equip. Co. ... 
Anderson-Hickey Co. 

Art Steel Sales Corp 
Fair Furniture Co. 
General Fireproofing Co. 


Globe-Wernicke ‘'o., The 
Harter Corporation 
Peerless Steel Equip. Co 
Shipman-Ward Mfg. Co 
Sturgis Posture Chair Co 


Toledo Guild Products, 
Wells Office Furniture Co 


Staple Extractors 
Ace Fastener Corp. 


Schollhorn, William, Co. 


Co. 


Inc. 


68, 


Inc. 


Corp. 


Corp 


Staples and Stapling Machines 


Ace Fastener Corp 
Markwell Mfg. Co. 
Speed Products Corp 


Vail Manufacturing Co 
Stationery 

Farnham Staty. & School Sup. 
Stencils, Brass 

Dayton Stencil Works 
Stenographers’ Note Books 

National Blank Book Co 


Rockwell-Barnes Co 


Stools 
Harter Corporation 
Wells Office Furniture Co. 


Storage and Transfer Cases 
All-Steel-Equip. Co 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corp 
Bankers Box Co. 

Barkley, C. L., & Co. 
Browne-Morse Co. 

Cole Steel Sales Co. 
Columbia Steel Equipment 
Corry-Jamestown Mfg 
General Fireproofing Co 
Globe-Wernicke Co., The 
Guide System & Supply 
Imperial Methods Co 
Invincible Metal Furniture 


Corp. 


Co. 


Co. 


Metal Office Furniture Co...... 


OFFICE APPLIANCES, 


i ctiticnints 


Co. 





Peerless Steel Equip. Co.. 








Pronto File Corp....... 
Rockwell-Barnes Co. 227 
Shaw-Walker Co. 125 
Weis Mfg. Co. 67, 68, 69, 70 
Yawman and Erbe Mfg. Co. 191 
Store Fixtures and Equipment 
All-Steel-Equip. Co. q....................-00. 106 
Strong Boxes, Fire Protected 
Diebold, Ine. ....... ere 
Herring -Hall-Marv e Co. 146 
Meilink Steel Safe Co. 120 
Tables 
Art Metal Construction Co............... 53 
ee 156 
Corry-Jamestown Mfg. Corp. 207 
General Fireproofing Co......... oa 
Globe-Wernicke (o., The 72, 73 
Peerless Steel Equip. Co.. --1-233 
Shaw-Walker Co. . viteee 125 
Victor Safe & Equip. Co. 151 
Wells Office Furniture Co. 144 
Tabulation and Statistics Machines 
Int’] Business Machines Corp. 220 
Remington Rand, Inc. 211 
Tags 
Dennison Mfg. Company. 228 
Reyburn Mfg. Company, Inc...... 112 
Tax Record Books & Systems 
Commonwealth Publishing Co......... 87 
Telephone Accessories 
Victor Safe & Equip. Co............ 151 
Telephone Stands 
Art Metal Construction Co 53 
Art Steel Sales Corp. 76 
General Fireproofing Co. .. 47 
Globe-Wernicke Co., The 72, 73 
Peerless Steel Equip. Co. 233 
Shaw-Walker Co. : 125 
Yawman and Erbe Mfg. Co. 191 


Thumb Tacks 


Graff, Geo. B., Co. 193 
Ticket Holders 

Aigner, G. J., Co. ’ 136 

Vail Manufacturing Co. 145 
Time Clocks & Recorders 

Int'l Business Machines Corp. 220 
Trimming Boards 

American Photo Lab. ............:.-.<:.:cs-: 229 

Photo Materials Co. 177 


Type, Typewriter 
Ames Supply Co. 89 
Shipman-Ward Mfg. Co. 
Typewriter Cleaning Material 
Bainbridge, Kimpton & Haupt, 


Inc. 9" 
SL, CEI || 
Clarotype Co. 190 
Harriman-Wells, Inc 170 
Mittag & Volger, Inc 49 
Norta Distributing Co. 182 
Red Feather Products, Ltd 163 
Regal Typewriter Co. 222 
Rivet-O Mfg. Co. 224 
Shipman-Ward Mfg. Co. 218 
Webster, F. S., Co. 2 

Typewriter Cushion Keys 
Peerless Imperial Co 17§ 
Shipman-Ward Mfg. Co. 218 
Speed Key Mfg. Co................ 226 


Speed Products Co 95 
Typewriter Cushion Knobs and Bases 
Amer. Hair & Felt Co. 98 
Ames Supply Co. 89 
Bickett, L. M., Co.... 
Business Mach. Products, 
Peerless Imperial Co 
Shipman-Ward Mfg. Co. 
Sun Rubber Co., The 


Typewriter Parts and Tools 
Ames Supply Co..... ... 89 


“Ine. 





Shipman-Ward Mfg. “Co. 218 
Typewriter Tables 

(See Stands for Office Machines) 
Typewriters, Mfrs. of 

Int’] Business Machines Corp. 220 

Remington Rand, Ince....... 211 

Royal Typewriter Co. 55 

Smith, L. C., & Corona Type- 

ee 45 
Underwood Corporation. Back Cover 
Woodstock Typewriter Co. 168, 185 

Typewriters, Rebuilt and Used 
Regal Typewriter Co. 222 
— Typw. & Adding Mach. 
52 
Shipman: Ward” “Mfg. Co 218 
Visible Systems Equipment 
Acme Visible Records, Inc 167 
Aigner, G. J., Co 136 
Art Metal Construction Co 53 
Boorum & Pease Co 63 
Diebold, Inc. . 188 
Globe-Wernicke Co., The 72, 7 
Master-Craft Corp., Div. S-W 99 
National Blank Book Co. 224 
Remington Rand, Inc. 211 
Shaw-Walker Co. . 125 
Sheppard, The C. E., Co. 229 
Victor Safe & Equip. Co. 151 
Wilson Jones Co... 75 
Yawman and Erbe Mfg. Co 191 
Wardrobe Racks 
New England Woodworking Co. 148 
Vogel-Peterson Company 186 
Waste Baskets 
Art Steel Sales Corp 76 
Bainbridge, Kimpton & Haupt, 

Inc. . ‘ 90 
Cole Steel Sales Co R5 
Corry-Jamestown Mfg. Corp. 207 
Federal Fibre Corp... é 210 
General Fireproofing Co 47 
Globe-Wernicke Co., The 72, 73 
Lawson, F. H., Co., The 192 
Peerless Steel Equip. Co. 233 


Shaw-Walker Co. .. 125 
Wholesale tathenan 


Associated Stationers Supply Co. 100 
Bainbridge, —— & Saas 

ea ae 0 
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WANTS AND tOR SALE 


The rate for classified advertisements is ten cents a word, minimum charge $2.00. 


SITUATIONS WANTED 


RETURNED OVERSEAS VETERAN, lifetime of experience in office ma- 
chines. equipment and supplies, with broad sales and executive experience, 
and high mechanical aptitude, seeks connection with manufacturer or re- 
tail dealer. Has well rounded knowledge of all office items; can effectively 
build sales and distribution. Address M-150, care Office Appliances, Chi 
cago 6 


OFFICE MACHINE SERV. MGR. AVAILABLE: Experienced sales, repairs, 
organizing mech. serv., training assts. Now located Midwest. Capable 
building profitable dept. Refs. Write M-146, care Office Appliances, Chi- 
cago 6. 





RETURNED SERVICEMAN, 23 years’ traveling for same manufacturer, 
excellent sales record, open for new connection with manufacturer of 
major line or will consider two or three lines that are non-competitive. 
Knows nearly every dealer in the Middle West. Will consider any terri- 
tory. Available January 1. References. Address M-156 care Office Appli- 
ances, Chicago 6. 


POSITION WANTED: In Stationery Business, age 50, have 25 years 
experience in Retail Stationery, Furniture, Books and Office Supply Busi- 
ness. Have worked as Salesman, Buyer and Manager. Know I can do 
satisfactory work. Will work either on salary or Commission. Reply 
M-157 care Office Appliances, Chicago 6. 


SALESMEN WANTED 


WANTED: Experienced indexing, systems, and furniture salesman by well 
established stationer with largest stocks in this territory. Salary $75.00 
per week plus traveling expenses. Car furnished. State age, experience, 
and former connections. Address BY-276, care Office Appliances, Chicago 6. 


AAA-1 MANUFACTURER of most complete, fine quality line of hekto- 
graph and spirit duplicating materials, printed forms and supplies, inked 
ribbons, carbon papers, etc., has territory openings for steady, reliable 
type of salesmen who are workers. New exclusive products have created 
an unusual opportunity for able representatives. Permanent employment. 
Excellent earnings on commission basis with guaranteed drawing account 
and expenses paid. Full credit on all business in assigned territory. Old 
Town Ribbon & Carbon Co., Inc., 750 Pacific Street, Brooklyn 17, N. Y. 


WANTED FACTORY REPRESENTATIVE 

By nationally known mid-western manufacturer of office equipment and 
supplies. Excellent opportunity. Must have experience selling dealers; 
be able to conduct sales meetings; evaluate markets; open up new dealer- 
ships. The position is full time and permanent. Western Pennsylvania 
and New York State—and Southern Ohio and West Virginia territories 
open. Give complete background and details of experience. All letters 
shall be kept confidential. Write BY-288, care Office Appliances, Chicago 6. 


WANTED: Young man experienced as inside salesman in office supply and 
equipment lines by well established stationer carrying largest inventory in 
this territery. Starting salary $65.00 per week. State age, experience, and 
former connections. Write BY-280, care Office Appliances, Chicago 6. 


EXECUTIVES WANTED 


STORE MANAGER and Buyer under 50 with proven ability and complete 
knowledge of stationery and office equipment. Globe Wernicke, National 
Blank Book and furniture. Most unusual opportunity but must be aggres- 
sive type with plenty experience in modern store arrangement and display. 
A situation where the right party can accomplish wonders. Write full 
details. Strictly confidential. Diehl Office Equipment, Columbus, Ohio. 


SALES DIRECTOR. Exceptionally attractive opportunity with New York 
manufacturer of stapling devices and office specialties. Responsible post 
with commensurate reward for a man with initiative, experience, sound 
judgment and unquestionable integrity. Practical knowledge of stationery 
field desirable. Man under forty preferred. Consideration will be given 
only to those responses containing full information. Replies confidential. 
3ox BY-289 care Office Appliances, 100 East 42d St., New York 17, N. Y. 


300K AND STATIONERY STORE MANAGER WANTED—Experienced 
store manager wanted by an old established firm in southeastern state. 
Good salary. Replies confidential. Give details of experience when reply- 
ing. Address BY-283, gare Office Appliances, 100 E. 42nd St., New York 17, 
Ms Ys 


ASSISTANT STORE MANAGER WANTED—One capable of handling com- 
plete store operations and buying as well as display work, by well estab- 
lished stationer in South Texas. Give complete details of experience when 
writing and date you would be available. Write BY-274, care Office Appli- 
ances, Chicago 6. 


RETAIL STORE MANAGER WANTED in old time, well established 
Boston stationery house. Must understand stock arrangement, pricing, 
display and window dressing. We are interested in one who can reorgan- 
ize and develop retail business. Give full particulars including age, quali- 
fications, salary and references. All letters will be kept confidential. 
Address BY-281, care Office Appliances, Chicago 6. 





OFFICE APPLIANCES, December, 1945 


SALES MANAGER POSITION OPEN for Office Form and Equipment De- 
partment for well known aggressive Western printing firm. Will be re- 
sponsible for sales of loose leaf, carbon inserted forms, general form print- 
ing, and office equipment. Give full details of experience. References will 
be asked for later. A salary commensurate with the position. Confi- 
dential. Address BY-277, care Office Appliances, Chicago 6. 


YOUNG MAN WANTED with office supply business experience to take 
charge well known store in South Georgia, fast growing city. Will con- 
sider contract on percentage basis or interest in business. Address BY-282, 
care Office Appliances, Chicago 6. 


MECHANICS AND REPAIRMEN WANTED 


TYPEWRITER AND OFFICE MACHINE MECHANIC—Prefer man with 
excellent knowledge of Noiseless typewriter. Excellent salary and plenty 
of overtime. Ideal working conditions with advancement. Will consider 
combination sales and service arrangement. References exchanged. Write 
for full information. Address BY-284, care Office Appliances, Chicago 6. 


WANTED—Experienced typewriter and adding machine mechanic who also 
has sales experience. Flat salary guarantee with liberal commission on 
repairs and typewriter sales. Must furnish references as to reliability. 
Thatcher Printing Co., Plainview, Texas. 


BOOKKEEPING MACHINE SERVICE MAN—Must be experienced on Bur- 
roughs Bookkeeping Machines and Moon Hopkins. Permanent position, 
good pay. All applications strictly confidential. Write BY-285, care Office 
Appliances, Chicago 6. 


TYPEWRITER REPAIRMAN WANTED-—He should be especially good 
with Royals and Smiths. Good pay with chance to become shop foreman. 
Located in the north Missouri River Basin. Write BY-279, care Office 
Appliances, Chicago 6. 


WANTED—ADDING MACHINE and typewriter mechanic in large college 
town. Knapp Business Equipment, 505 East Lincoln, DeKalb, Ill. 


GOOD TYPEWRITER MECHANIC to work into position of shop manager 
must be steady worker. Midwest location. Address BY-286, care Office 
Appliances, Chicago 6. 





WANTED EXPERIENCED DICTAPHONE and EDIPHONE repairman. 
Young Office Equipment Co., 210 W. Adams St., Chicago 6. 





TYPEWRITER AND ADDING MACHINE MECHANIC WANTED. Perma- 
nent. Address BY-287, care Office Appliances, Chicago 6. 





HELP WANTED—Typewriter Repairman—We have a nice job for a good 
man. Bergen Typewriter Service, 253 Main St., Hackensack, N. J. 








REPRESENTATIVES AVAILABLE 








ACTIVE MANUFACTURER’S REPRESENTATIVE with large following 
who covers Eastern States and as far West as Chicago with a high-grade 
line could give you results on another good item or fast-selling line. 
Address M-151, Office Appliances, 100 E. 42nd Street, New York 17, N. Y. 








ATTENTION WHOLESALERS AND RETAILERS: Experienced office furni- 
ture buyer, able to obtain surplus property stocks, all types office equip- 
ment, unlimited quantities, make inspection, submit your bids. Arrange 
for shipment in railroad cars or trucks. Direct contact with supply 
sources. Reasonable compensation. Bank references. Details on request. 
Box M-153, care Office Appliances, Chicago 6. 








MANUFACTURERS ATTENTION—Here’s a man with 12 years experience 
in selling to Government and private business—now wanting to represent 
your organization in Washington. Write James F. Hardy, Barr Building, 
Washington 6, D. C. 





SOUTHWESTERN REPRESENTATIVE AVAILABLE. Salesman now lo- 
cated in New Mexico seeks one major line or several lines on commission 
for Colorado, Kansas, Oklahoma, Texas, New Mexico, Arizona, or any part 
of that area. Will change location if necessary for better coverage of 
territory. Formerly sold pens, inkstands, stapling machines. Address 
M-147, care Office Appliances, Chicago 6. 











EXPERIENCED SALESMAN with established following in California sell- 
ing stationery to jobbers, chain, department, drug, gift, stationery stores, 
etc., desires additional line. Commission basis. Address M-154, care Office 
Appliances, Chicago 6. 





SALESMAN, LARGE FOLLOWING among wholesale and retail stationers 
in New York City desires to represent manufacturers on commission basis. 
Box M-155, Office Appliances, 100 East 42nd Street, New York 17, N. Y. 








WANTS AND FOR SALE, Continued page 8 
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WANTS AND FOR SALE, Continued from page 7 


SALES REPRESENTATIVES covering Northern Ohio office and Industrial 
accounts, desire additional factory connection. Address M-148, care Office 
Appliances, Chicago 6. 


WANT TO REPRESENT large manufacturers for distribution and sale of 
all types of office equipment; have large following. Will pay cash for all 
goods. What have you to offer? Most lucrative market in the United 
States, Washington, D. C. Write M-149, care Office Appliances, Chicago 6. 
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EXPORT REPRESENTATIVES AVAILABLE 


MANUFACTURERS’ EXPORT REPRESENTATIVE in position to act as 
export department for progressive firms interested in world-wide distribu- 
tion of their merchandise. Creative selling our specialty. We pay cash 
and handle all foreign credit risks and other marketing details. Address 
M-152, care Office Appliances, Chicago 6. 








REPRESENTATIVES AVAILABLE ABROAD 


CANADIAN FIRM HAVING LARGE SALES ORGANIZATION wishes to 
contact Manufacturers of Office Equipment, Machines or other Business 
Devices. Must be substantial and practical. Quality Items only. No 
gadgets please. Products can be imported or manufactured by us in 
Canada on royalty basis, as we have excellent engineering and manufac- 
turing facilities available. We are well established, with highest Banking 





references. RAMSAY BUSINESS SYSTEMS, 7 Adelaide Street, East, 
Toronto, Canada. 

AGGRESSIVE CANADIAN SALES ORGANIZATION open to consider 
representation of products of high standard which can be distributed in 
conjunction with existing duplicator and office supply business. Kerr- 
Ellams Office Ltd., 1100 Bleury Street, Montreal, Canada. 


Appliance 
BRAZIL 

RELIABLE SALES ORGANIZATION, wholesalers on General Office Sup- 

plies and Equipment, Drafting and Surveying Supplies, accepts representa- 

tion on commission basis or distribution on own account. Best references. 

Please write to Inter Comercial e Industrial Ltda.—Caixa Postal 52 

Sao Paulo, Brazil. 


REPRESENTATIVES WANTED 


REPRESENTATIVE WANTED to sell an established line of waste baskets 
and letter trays. Advise territory traveled; how often covered: other 
lines carried and commission desired. Graff Furn. Mfg. Co., 503 Monroe 
Ave. N.W., Grand Rapids, Mich. 


THREE SALESMEN WANTED—Manufacturer of one of most widely dis- 
tributed stationery lines seeks three salesmen for metropolitan New York, 


North Jersey and New England, age between 25 and 35, prepared to live 
in territory. Car ownership essential. Apply in own handwriting, state 
qualifications, education, starting salary required, to BY-273, care Office 


— ances, Chicago 6. 


WANTED TO BUY RETAIL BUSINESS 


WILL BUY Office Machines and ene 
ate; prepared to pay cash. What have you? 
care Office Appliances, Chicago 6. 


Business. Qualified to oper- 
Write full details to BY-278 


Business. 
Appliances, 


Would like to buy in 
Reply BY-2 Office 


BUY IN BUSINESS: 
Florida or Northwest. 


WANTS TO 
Would prefer 
Chicago 6. 


200 care 


FOUNTAIN PEN REPAIRING 


WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, 
etc. Repaired at standard prices but now require 90 to 150 days’ time 
We especially feature “CONKLIN,” SWAN, WATERMAN, WAHL, 
PARKER, WELTY, SHEAFFER, MOORE, etc., but can repair all other 
makes. We feature Gold Pen Points and Repairing. Mail all makes to 
ONE place for better service. ASK ABOUT NEW WELTY PENS, $1.50, 
TO $10.00 LIST. Welty pen and Repair Co., (Est. 1904), 38 So. State St., 
ee 8. 


FOUNTAIN shop in 


PEN REPAIRING—Largest and best equipped pen 


Middle West gives TWO-DAY SERVICE on Fountain Pens 

Pencils. Authorized and recommended by Sheaffer, Parker, Eversharp, 
Waterman and other leading manufacturers. Factory prices. All work 
guaranteed. We pay return postage, furnish dealer repair envelopes. 
Price list and envelopes on request. Collins Pen Shop, 150-52 E. Fourth 


Street, Cincinnati 2, Ohio. 


GUARANTEED FOUNTAIN PEN REPAIRING 

SAVE TIME AND MONEY BY SENDING ALL YOUR PEN AND PENCIL 
REPAIRS TO KENTUCKY PEN COMPANY. OVER 1,000,000 PENS HAVE 
BEEN REPAIRED BY OUR FACTORY TRAINED EXPERTS FOR DEAL- 
ERS THROUGHOUT THE COUNTRY. FULLY AUTHORIZED BY ALL 
LEADING MANUFACTURERS INCLUDING PARKER, SHEAFFER, 
EVERSHARP AND WATERMAN. PROMPT SERVICE. WRITE TODAY 
AND FREE REPAIR EN- 


FOR PRICE-LIST, DEALER DISCOUNTS 
VELOPES. 
KENTUCKY PEN CO., INC., 316-A West Chestnut St., Louisville 2, Ky 


TRADE SCHOOLS 


Original, " simplified Home Study Course. 


TYPEWRITER REPAIRING 
Weber Typewriter Mechanics School, 


Students operating own repair shop. 
Box 269, Osborn, Ohio. 


and Mechanical. 


ADDING MACHINE PARTS, TYPE, etc. 


‘Adding and Calculating Machine Parts 
specific parts upon request. 
Calif. 


LARGE STOCKS of new and used 
available. Quotations furnished on 
Dehn, Jr., 1643 101st Ave., Oakland, 


REPAIRING AND OVERHAULING 











COMPTOMETERS R EPAIRED, overhauled. 
Write, Chicago Adding Machine Service, 537 S. 
Ill 


Cieestainands parts repaired. 
Dearborn St., Chicago 5. 


FOR SALE AND WANTED TO BUY, USED asettshesipel 





Adding- Cale tities Ma- 
Chicago Office Appli- 


Chicago 5. 


Moon Hopkins, 
bought and sold. 
Room 306, 


Burroughs, 
Ediphones, 
Dearborn St., 


ELLIOTT-FISHER, 

chines, Dictaphones, 
ance Co., 537 South 
machines—all 
434 Caswell 


adding 
Company, 


machines, 


ELLIOTT-FISHER machines, calculating 
Crowley 


office equipment, bought and sold. W. J. 
Bldg., Milwaukee 3, Wis. 


QUANTITY of Monroe and Marchant Calculators, hand and electric, 


rough, complete. Inquiries solicited on all types of other machines. 
American Business Machines, 135 Grand St., New York 13, e 
E ELLIOTT- FISHER Machines, Adding Machines, Comptometers, Burroughs 


and Monroe Calculators, Typewriters and all office machines bought and 


sold. Teeter-Warsh Co., 849 N. 3d St., Milwaukee 3, Wis. 
BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. We buy, sell, repair, 
rebuild. Comprehensive service for dealers. Adding and Bookkeeping 
Machine Service Co., 1307 Grand, Kansas City 6, Missouri. 
BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, 
Comptometers, all makes calculators bought and sold. Dorrell-Markel, 
93 S. 11th, Minneapolis, Minn. 
BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington spaiianee 
Machines, and everything in the office machinery line. State model, 
serial number and we will quote highest cash prices. International 
Office Appliances, Inc., 326 mesons New York 7, N. Y. 
DICTAPHONES—EDIPHONES—Foremost specialists in rebuilding, sales 
dictating equipment. Write for catalog. American 


and purchases of 
Dictating Machine Co., 235 Fifth Ave., New York 3, N. Y 


DICTAPHONES, EDIPHONES—for 
supplies, Supertone cylinders, wholesale. 
28 South Wells St., Chicago 6. 
GUARANTEED REBUILTS, KARDEX, other visible systems, 
refinished, thoroughly rebuilt for years of additional service, 
priced. Used equipment also bought and exchanged. Universal 
Equipment Co., 7-9 Waverly Place, New York 3, N. Y 


20 years, headauarters for machines, 
Chicago Dictating Machine Co., 


attractively 
moderately 


Office 


KARDEX, ACME, all makes used visible filing equipment. asiiciail of 
reconditioned cabinets. panels, books, always on hand. Special service 
and prices to dealers for purchase or sale. Get our quotations. Chas. S. 
Nathan, Inc., 548 Broadway, New York 12, N. Y. 


inked ribbons remanufactured, 


MULTIGRAPH RIBBONS—and other wide 
Dealer proposition. 


also silk ribbons. New ribbons of all kinds in the reel. 
Lewis, 413 West State, Milwaukee. 


KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all types 
bought and sold. We specialize in this field and offer full cooperation 
to dealers. Commercial Card System, 135 Grand St., New York 13, N. Y. 


units, also 6x4 and 5x3 size. 


ACME (Insite) 8x5—14 and 23 drawer 

Quantity of McCasky Production Panels. Commercial Card System Co., 
1385 Grand St., New York 13, N. Y¥ 

WANTED TO BUY Surplus equipment of all types. Ready buyer. 
Columbia Trading Corp., 7 Waverly Place, New York 3, N. Y 
WANTED—Want to buy an OLM Filing Folder Machine. Address, 


Ivan Allen-Marshall Co., Atlanta 1, Ga. 


Gravity Lock Binders—used. Sheet 
diameter telescoping posts spaced 
3” minimum capacities; some 
binding. Used about one 
Michigan Ave., Chicago 1, 


SALE 1400 Remington Rand 
size 814” binding side by 11”; four 34” 
13,” center to center, 514” outside; 2” and 
hard fiber covers, some leather and corduroy 
vear—good condition Diebold, Inc., 201 N. 
Illinois. 


FOR 


CHECK WRITERS FOR SALE. Laskow, 132 Nassau St., New York 7, 
N. ¥ 

WANTED 
INTERNATIONAL Visible Factograph cabinets, in 6 and 12 drawer 
8x5 size, complete with card holders. We are also interested in extra 
8” International card holders in any quantity. Advise what you have 


552, 


Heineman, Box 552, St. Louis 1, Mo. 


available. E. H 


VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in 
rebuilt Kardex, Acme and International Visible Factograph cabinets, as 
well as other makes. Write and tell us what Visible Equipment you 
need or have for sale. Special prices to Dealers. E. H. Heineman, 
4 North Eighth St., St. Louis 1, Mo. 
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BUSINESS OPPORTUNITIES 


Wanted Abroad 


Capital Export Company Seeks Connections—The Capital Export Company, 
exporters and manufacturers’ agents, 475 Fifth Avenue, New York 17, N. Y., 
recently organized by B. Lowenthal, who has had more than 12 years’ ex- 
perience here and abroad in the field of international trade, is seeking export 
connections. The company wishes to get in communication with manufac- 
turers, especially those who have no export organization of their own and 
would welcome the services offered by such a firm as the New York one. 
Capital Export Company wishes to add new lines to the present one of 
rebuilt office machines, as they become more freely available, products such 
as adding and calculating machines, checkwriters, duplicators, photocopy 
machines, staplers, paper punches and pencil sharpeners. They would either 
buy from manufacturers on their own account and resell abroad after 
adding their profit or would act as manufacturers’ export representatives 
on a commission basis. 

Products Wanted for Trade in China—Central Engineering & Merchandis- 
ing Company, 102 Central Arcade, Shanghai, China, desires connections with 
American manufacturers wanting to arrange for distribution of their prod- 
ucts in China and Manchuria, particularly office appliances. The firm was 
organized in 1941 by 8. Ginsbourg and G. Bloch, respectively Shanghai man- 
ager and head of the import department of Messrs. Malcolm & Company, 
Ltd., 220 Szechuen Road, leading British engineers and importers. During 
the past four years they have built up a sales force having close connec- 
tions with the purchasing departments of utility companies, municipal 
administration, and department stores. Agents are located in Tientsin, 
Nanking, Hankow, Pekin and Tsingtao. 

Milan Dealer Seeks U. S. Contacts—Virginio Svidercoshi, V. Le Romagna 
74, Milan, Italy, is interested in securing agencies for all office equipment 
products and will furnish bank references on request. He is an official 
of the Commission of Importers and Exporters, attached to the Chamber 
of Commerce in Milan, and is well acquainted with Italian merchants and 
firms in the office machine and equipment field. 

East African Firm Wants U. S. Products—Telling of the demand in 
Kenya, Uganda and Zanzibar of East Africa for office appliances and 
kindred products, Gathani Limited, P. O. Box 329, Nairobi, Kenya Colony, 
East Africa, desires contacts with U. S. manufacturers regarding prices, 
samples and export procedure. It is pointed out that Kenya, smaller in 
size than Uganda and Tanganyika, is the center of trade for all East 
African territories and has a population of 3,500,000. 

Firm in France Makes Commercial Inquiries—M. Faure, chairman, Centre 
D’Etudes D’Organisation Commerciale, 18, Place Gabriel Rambaud, 18, 
Lyon, France, wants information on American sales methods. He is also 
seeking agency contacts and information from American manufacturers of 
office equipment and supplies, accounting systems and bookkeeping 
machines. 

Bulgaria Firm Desires U. §. Contacts—Matme Machine Tools & Metals, 
Sofia, 2, Bulgaria, a manufacturers’ agent, is interested in contacts with 
American manufacturers of office appliances and allied products which they 
desire to sell in Bulgaria. 

Firm In Switzerland Seeks Trade Catalogs—Walter Frey, Krongasse 1, 
Lucerne, Switzerland, desires to receive descriptive catalogs and price infor- 
mation from American manufacturers of all types of office appliances, 
machines and furniture. 

Trade Publications Sought By Swiss Firm—The firm of Weber & Buhrer 
Gesellschaft, Frauenfeld, Switzerland, requests the co-operation of Ameri- 
can manufacturers of office machines, office appliances and office furniture. 
The Swiss firm wants trade catalogs listing these products. 

Canadian Firm Seeks Agencies for Office Supplies—The Shawinigan Cash 
Register and Supply Enrg., 96, Rue Champlain, Shawinigan Falls, Canada, 
is interested in securing the agencies for new lines of office and store 
appliances and supplies, advises A. Pelletier, sales manager. 

Agencies Sought by Holland Firm—C. G. Campagne’s Boekhandel, 
Oldenzaalschestr 6, Enschede, Holland, is seeking opportunities to repre- 
sent American manufacturers in Holland for varied stationery products. 
Listed are pencils, pencil sharpeners, propelling pencils, fountain pens, 
punches, set squares, compasses, rubber erasers, writing pens, all types of 
stationery and photo albums. A. Holter is manager of the firm. 





Wanted at Home 


Catalogs, Price Lists Wanted By Coiumbus Firm—Kellnai Systems, 236 
East Long Street, Columbus, Ohio, are adding office equipment, including 
desks, files and safes, to their present line of printing and commercial 
stationery. They would like to receive catalogs and price lists covering 
these lines. 

Expanding Chicago Firm Seeks Catalogs—R. G. Roberts & Company, 
703 W. 120th Street, Chicago 28, Ill., who have been handling certain office 


specialties since 1928, have now branched out to handle a complete line of 
stationery and office equipment. The firm would like to receive catalogs 
from manufacturers. The south side of Chicago and the Calumet region 
is covered. 

Firm at Fort Wayne, Ind., Seeks New Items for Distribution—The General 
Specialties Company, 224-226 Farmers Trust Building, Fort Wayne, Ind., 
distributors of office appliances and supplies, desires to enter into corre- 
spondence with manufacturers having new items of this type which could be 
handled by the firm. 

Oak Ridge, Tenn., Firm Wants Trade Catalogs—Alphonzo Land, Office 
Service Company, 252 Highland Avenue, Oak Ridge, Tenn., desires to 
obtain catalogs and other trade literature from manufacturers of office 
supplies. He will provide exclusive representation for office supplies and 
engineering specialties. 

Office Equipment Catalogs Desired by Ohio Firm—The Manring Office Sup- 
plies, 236 Court Street, Hamilton, Ohio, desires catalogs and other informa- 
tion from manufacturers and wholesalers on all types of office equipment. 














CORPORATION REPORTS AND 
FINANCIAL NOTES 


Eversharp, Inc., Chicago— Distributors of Eversharp, Inc., have declared 
an extra dividend of 15 cents and the regular quarterly dividend of 30 
cents on common stock outstanding. Payments for the current fiscal year, 
which ends February 28, were 30 cents and a five per cent stock distribution 
April 15. In May, the stock was split two for one. Disbursements on the 
new common were 30 cents on June 16 and 30 cents plus 10 cents extra on 
October 15. (Chicago Sun, November 30) 

International Business Machines Corporation, New York, N. ¥.—Thomas 
J. Watson, president of International Business Machines Corporation, on 
November 20 announced that the board of directors had declared a regu- 
lar quarterly cash dividend of $1.50 per share on the outstanding stock of 
the corporation, pavable December 10 to stockholders of record at the 
close of business, November 30. Instead of the company’s previous prac- 
tice of declaring an annual stock dividend, the board of directors has 
called a special meeting of the stockholders for January 8, 1946, to act 
upon recommendations to increase the number of shares of capital stock 
of the company for the purpose of effecting a stock split-up on the basis 
of five shares for each four shares now outstanding, Mr. Watson stated. 


Remington Rand, Inc., New York, N. Y.—-Remington Rand, Inc., has 
sold $22,000,000 of a 234 per cent 15-year debentures issue to a group 
of insurance companies to provide funds for a current refunding opera- 
tion, it was announced November 16. Proceeds will be used to redeem, 
on December 15, all outstanding sinking fund debentures due July 1, 
1956, at 106 and accrued interest plus a premium equal to six per cent 
of the principal amount. There are $13,820,000 of these debentures out- 
standing. (Chicago Daily News, November 16). 

W. A. Sheaffer Pen Company, Fort Madison, iowa—Net income of W. A. 
Sheaffer Pen Company for the six months ended August 81, 1945, is re- 
ported as $352,727, or $2.26 a share. For the like 1944 period, net income 
was $502,659, or $3.14 a share. (New York Herald Tribune, October 30.) 














NEW TRADE LITERATURE 





The McBee Company, Athens, Ohio, has had an interesting booklet, ‘‘The 
Key to McBee”’ prepared by Byer & Bowman, advertising agency, 203 East 
Broad Street, Columbus, Ohio. This booklet is made available in the re- 
ception room of the company for visiting salesmen and not only supplies 
information about McBee Company but the city of Athens as well. The 
products that McBee buys and the personnel of the company are subjects 
covered. Salesmen will find the map of the city and listings of hotels, 
churches, clubs and driving distances of value. 


The Sun Rubber Company, Barberton, Ohio, has just issued a profusely- 
illustrated brochure, ‘“‘Looking Into the Sun,” outlining the plans for 
reconversion to peacetime production and answering many current ques- 
tions about office supplies and other products of the company. The book- 
let describes pre-war Sunruco all-rubber items and tells how they were 
pushed off the production lines in 1941 to make way for war materials. 
Those interested in securing a copy of ‘Looking Into the Sun” may do so 
by writing to The Sun Rubber Company, Barberton, Ohio. 


Willard Bronze Company, Cincinnati, Ohio, has just issued a circular which 
features the Willard “‘Add-A-Name” type of cast bronze honor roll tablet. 
The company is now in production for not only this type of tablet but also 
cast bronze memorial plaques, signs, metal letters, statuary, and sun dials. 
Interested parties may secure the trade literature by writing the company 
at 3608-16 Colerain Avenue, Cincinnati 23, Ohio. 





In the early thirties, a debtor who had finan- 
cial difficulties almost invariably sought as 
cheap a settlement as could be gotten, and the 
suppliers in most cases sought the maximum 
amount of settlement that could be extracted. 

The attitude has changed as a result of the 
moratorium program instituted by the Board 
about ten years ago. Today, it is fairly gener- 
ally recognized that if the dealer’s difficulties 
are not caused by either dishonesty or incur- 
able incapacity, it is preferable to assist him 





UNITED WE STAND—DIVIDED WE FALL 


(From the “Weekly Bulletin” of The Stationers and Publishers Board of Trade, Inc.) 


to work out full payment rather than to allow 
a settlement. 

An excellent case in point is that of a sub- 
stantial dealer that is about to complete full 
payment. In that case the suppliers consoli- 
dated their views . . . and accomplished a full | 


payment program. 

The post-war problems are likely to produce 
a greater number of dealer involvements than 
developed in the early thirties. It is well for 
the suppliers to maintain their tendency to act 
in concert. 





si ae 
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PATENTS 


Copies of patents shown here can be obtained 











from the Commissioner of Patents, Washington, Seat =, 
D. C., for ten centa each in cash, postoffice “ey 
money orders or certified check. Stamps and cae e 
personal checks not accepted. i , Ul 
rit Ag 
2,387,830. Ribbon Feeding Mechanism for Steno- eo oe mors + aed $ oe 


graphic Machines. Clarence W. Johnson and John G. 
Sterling, Chicago, and Milton H. Wright and Robert 
T. Wright, Lake Bluff, Il., assignors to Stenographic 





Machines, Inc., a corporation of Illinois. Application 1+ 
May 18, 1942, Serial No. 443,466. Granted October 23, i | 
945. ; 
2,387,337. Loose-Leaf Binder Construction. Adolph ¢ 
G. Lotter, Milwaukee, Wis., assignor to Stationers Loose ae § 
Leaf Company, Milwaukee, Wis., a corporation of Wis i: are 
consin. Application July 9, 1943, Serial No. 493,995 fF aim 


Granted October 23, 1945 oe 

2,387,390. Inking Mechanism for Duplicating Ma- gers 
chines. Alfred E. Goodwin, Ottumwa, Iowa. Application oer 
September 15, 1941, Serial No. 410,816. Granted Octo 
ber 23, 1945. 

2,387,443. Communication System. Werner Hassen- 
berg, Rio de Janeiro, Brazil. Application May 17, 1944, eseesee 
Serial No. 535,996. Granted October 23, 1945. 

2,387,506. Desk Furniture. Roland J. Freeman, 
Baldwin, N. Y. Application September 2, 1943, Serial 
No. 500.898. Granted October 23, 1945. 

2,387,554. Bookkeeping Machine. Kurt Aurbach, 
Bielefeld, Germany; vested in the Alien Property Cus- 
todian. Application August 24, 1938, Serial No. 226,468. 
Granted October 23, 1945. 

2,387,605. Envelope Fastener Machine. Abraham No- 





2.387.007 2,387,618 2,387,739 





vick, Flushing, N. Y., assignor to F. L. Smithe Machine ae ee 
Co., Inc., New York, N. Y., a corporation of New York. + fe 
Application August 2, 1940, Serial No. 349,960. Granted r is 
October 23, 1945 Sas 

- 77 2.387.808 


2,387,607. Bookmark. Alex Pascoo, New York, N. Y. 
Application November 16, 1943, Serial No. 510,455. 
Granted October 23, 1945. 

2,387,618. Caleulating Typewriter. Hugo Schuler and 
Hans Gruttner,. Chemnitz, and Erich Dronigke, Som- 
merda, Germany; vested in the Alien Property Custodian 
Application October 8, 1938, Serial No. 234,006. Granted 
October 23, 1945. 

2,387,643. Heetograph Blanket Having a Copy Mass 
Comprising a Silicate. William J. Champion, Chicago, 





Ill., assignor to Ditto, Incorporated, Chicago, Ill., a Gig 9 
corporation of West Virginia. No drawing. Application ; : Se 
August 4, 1941. Granted October 23, 1945 mye ! - : 
2,387,739. Duplicating Machine. Charles H. Bradt, tt 2 F = 
Groton, N. Y., assignor to L. C. Smith & Corona Type- 2 387.837 2.387.861 2.387.863 
387. 4 2,387,870 


writers, Inc., Syracuse, N. Y., a corporation of New 
York. Application December 17, 1942, Serial No. 469,337 
Granted October 30, 1945. 

2,387,740. Duplicating Machine. Charles H. Bradt, 
Groton, N. Y., assignor to L. C. Smith & Corona Type 
writers, Inc., Syracuse, N. Y., a corporation of New 
York. Application December 23, 1942, Serial No 














469,878. Granted October 30, 1945. 
2,387, . Typewriting Machine. Charles Walker a 
Syracuse, N. Y., assignor to L. C. Smith & Corona 
Typewriters, Inc., Syracuse, N. Y., a corporation of ARQ OR 
New York. Application March 1, 1944, Serial No. Sa 7 “1 ee ¥ 
524,506. Granted October 30, 1945. A so ay {<9 
2,387,808. Calendar Edging and Calendar and Meth- ad ; — 
od and Machine for Assembling Same. Joseph L. Pru 
neau, Chicago, James Mullally, River Grove, and James 2 388 063 2,388,332 


F. Hanrahan, Chicago, Ill., assignors to Paper Converting 
and Finishing Company, Chicago, Ill., a corporation of 
Illinois. Application October 4, 1943, Serial No. 504,896 
Franted October 30, 1945 


2,387,828. Punching Mechanism. Karl J. Braun, a 
North Merrick, and Otto E. Kase, Valley Stream, N 
assignors to Remington Rand, Inc., Buffalo, N. Y., a \ iTS PT | 
corporation of Delaware. Application December 1, 1944, } — 
Serial No. 566,200. Granted October 30, 1945 }- ry Jj 
2,387,837. Punch. John T. Ferry, Ilion, N. Y., as j e 4 
signor to Remington Rand, Inc., a corporation of Dela- | f 1 
ware. Application October 21, 1943, Serial No. 507,071 ™ aw | Eo Nee 
Granted October 30, 1945. A : : 
2,387,861. Accounting Machine. George P. Smith, a — 2.388.771 
Snyder, and Floyd €. Gressel, Dion, N. Y., assignors 


to Remington Rand, Inc., Buffalo, N. Y., a corporation 
of Delaware. Application December 30, 1943, Serial 
No. 516,226. Granted October 30, 1945 

2,387,863. Tabulator. Albert F. Turner, Herkimer 
N. Y.. assignor to Remington Rand, Inc., Buffalo 
N. Y., a corporation of Delaware. Application May 25 























1943, Serial No. 488,404. Granted October 30, 1945 
2,387,870. Actuating Mechanism for Registers. Harold : “P 
T. Avery, Oakland, Calif., assignor to Marchant Calcu RB E 
lating Machine Company, a corporation of California. ° = 
Application August 2, 1940, Serial No. 349,940. Granted z 
October 30, 1945 2,388,922 2,388,936 2,389,062 
2.388.063. Cash Register. Joseph J. Klosterman, de 
ceased, late of Dayton, Ohio, by Mary Klosterman, -- +4 
executrix, Dayton, Ohio, assignor to The National Cash =) -— 
Register Company, Dayton, Ohio, a corporation of Mary - 
land. Original application September 30, 1940. Serial 1) 
No. 359,047. Divided and this application May 23, 1942, pr 
Serial No. 444,223. Granted October 30, 1945 ¥ 1 
2,388.315. Printing Device Index. Harmon P. Elliott, TE iT- are 
Watertown, Mass. Application May 19, 1943, Serial £ fe 5 i.) 
No. 487,548. Granted November 6, 1945 sip = +S 
2,383,332. Tape-Dispensing Machine. Alfred P. Krue ‘ ‘ ; c Se 
ger, Stratford, Conn., assignor to Derby Sealers, Incor ; * 
porated, Derby, Conn., a corporation of Connecticut 2,389,251 2.389.103 2.389.343 
Application March 8, 1945, Serial No. 581,637. Granted 
November 6, 1945. 
2,388,353. Lectern. Thomas J. Watson, New Canaan, 
Conn., assignor to International Business Machines 
Corporation, New York, N. Y., a corporation of New 
licati 9 9 Seri; y 
ea Sees Aare ot. 1942, Serial No. 440,414 2,388,695. Letter Opener. Alex A. Kriewaldt, Oconto, 2,388,936. Line Spacing Device for Typewriters. 
® 388.354 Aces ntin : Machi Joon N. W Wis , assignor of one-half to Harold W. Krueger _Oconto Giuseppe Prezioso, Yverdon, Switzerland, assignor to 
oes 35: - peou ing achine. John N, heeler Wis. Application August 5, 1944, Serial No. 548,202 E. Paillard & Cie S. A., a corporation of Switzerland 
awthorne, N. Y., assignor to International Business Granted November 13, 1945 Application November 22, 1943, Serial No. 511,296 
yang | Corporation, New York, N. Y.. a corporation 2,388,729. Ink Pad and Spreader Assembly. John A. Granted November 13, 1945. 
of 3 ew York. Application January 15, 1943, Serial No Dondero, Brooklyn, N. Y. Application December 28, 2,389,062. Calculating Machine. Harry L. Lambert, 
72,466 : Granted November 6, 1945 1942, Serial No. 470,390. Granted November 13, 1945 Enfield, N. Y., assignor to Allen Wales Adding Machine 
2,388,397. Method of Making Binders and Split Rings 2,388,736. Bookmark. Louis Germain, Brooklyn, N. Y Corporation, Ithaca, N. Y. Application February 20, 
Therefor. Charles Edward Emmer, Chicago, Ill., as Application February 19, 1944, Serial No. 523,156 1942, Serial No. 431,745. Granted November 13, 1945 
signor to General Binding Corporation, Chicago, Il., a Granted November 13, 1945 2,389,108. Seale. Matthew Thorsson, Rutland, Vt., 
corporation of Illinois. Original application January 2,388,771. Collapsible Book Rest and Holder. Paul assignor to The Howe Scale Company, Rutland, Vt., a 
2, 1943, Serial No. 471,175. Divided and this applica H. Thompson, Wheaton, Ill. Application September 14, corporation of Vermont. Application September 23, 1942, 
tion April 26, 1943, Serial No. 484,530. Granted No 1944, Serial No. 554,063. Granted November 13, 1945 Serial No. 459,456. Granted November 13, 1945. 
vember 6, 1945 2.888.922. Swing Front Face Drawer for Vertical 2,389,182. Listing Caleulator. George C. Chase, South 
2,388,435. Display Easel. Joseph H. Puerner, also Filing Cabinets. Auguste Hubert Lieken, Brussels, Orange, N. J., assignor to Monroe Calculating Machine 
known as J. Harold Puerner, Jefferson, Wis. Application Belgium; vested in the Alien Property Custodian. Ap Company, Orange, N. J., a corporation of Delaware. Ap- 
June 5, 1944, Serial No. 538,753 jranted November plication June 26, 1941. Serial No. 399,921. Granted plication November 19,1940, Serial No. 366,261. Granted 
6, 1945. November 13, 1945. November 20, 1945. 
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2,389,237. Finger Cot. John A. Petrullo, New York 2,389,408. Attachment for Typewriting Machines. Al 
N. Y. Application May 20, 1943, Serial No 487,776 bert W. Boyd, Detroit, Mich. Application April 28, 
Granted November 20, 1945. 1944, Serial No. 533,140. Granted November 20, 1945 
2,389,303. Lettering-Guide Holder. Gustav J. Fors- 2,389,424. Lecking Device. Otto De Cardy, Chicago 
lund, Chicago, Ill. Application April 15, 1944, Serial Ill., assignor to The Heyer Corporation, a corporation 
No. 531,200. Granted November 20, 1945 of Illinois. Application January 8, 1941, Serial No 
2,389,343. Card Sorting Machine. Roger Connor, 373,594. Granted November 20, 1945. ‘ 
Athens, Ohio, assignor to The McBee Company, Athens, 2,389,499. Roll for Typewriters. Ronald A _ Gordon 
Ohio. Application October 30, 1943, Serial No. 508,385. New York, N. Y. Application February 8, 1943, Serial 
Granted November 20, 1945. No. 475,156. Granted November 20, 1945. é 
2,389,345. Card Time Recorder. James A. Dell and 2,389,511. Display Device. John V. Horr, North 
Harold E. Hobby, Gardner, Massachusetts, assignors to Tarrytown, N. Y., assignor to Einson-Freeman Co., Inc., 
Simplex Time Recorder Co., Gardner, Mass., a corpora- Long Island City, N. Y., a corporation of Delaware. 
tion of Massachusetts. Application June 17, 1944, Serial Application January ie 1944, Serial No. 519,273. 
No. 540,859. Granted November 20, 1945. Granted November 20, 5 
2,389,369. Computer Seale. Howard B. Kittleson, 2,389,551. poh By vy Feeding and Ejecting En- 
Salt Lake City, Utah. Application March 12, 1943, velopes. Commodore D. Ryan, Los Angeles, Calif., as- 
Serial No. 478,914. Granted November 20, 1945. signor to Commercial Controls Corporation, a corporation 
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of Delaware. Original Application December 2, 1941, 
Serial No. 421,321. Divided and this application October 
16, 1942, Serial No. 462,262. Granted November 20, 
1945 

2,389,606. Advertising Display. Ernest Borregard, 
Long Island City, N. Y., assignor to Fuller Displays, 
Inc., Long Island City, N. Y., a corporation of New 
York. Aj plication February 12, 1942, Serial No. 430,565. 
Granted November 27, 1945 

2,389,612. Filing Receptacle. Oluf L. Cleven, Wash- 
ington, D. C., and Lawrence A. Wilson, Riva, Ma. Ap- 
plication May 27. 1944, Serial No. 537,666. Granted 
November 27, 1945. 

2,389,747. Envelope. Ralph K. Stone, Elmhurst, II, 
and Frank O. Brougham, Springfield, Mass., assignors 
to United States ae Company, Springfield. Mass., 
a corporation of Maine. Application April 5, 1943, Serial 
No. 481,796. Granted November 27, 1945. 

2,389,748. Envelope. Willard E. Swift, Worcester, 
Mass., assignor to United States Envelope Company, 
Springfield, Mass., a corporation of Maine. Application 
January 2, 1943, Serial No. 471,114. Granted November 
27, 1945. 

2,389,813. Pin Wheel Register. William C. Pfeiffer, 
Dayton, Ohio, assignor to The Egry Register Company, 
Dayton, Ohio, a corporation of Ohio. Original application 
February 6, 1941, Serial No. 377,715. Divided and this 
application October 16, 1941, Serial No. 415,237. Granted 
November 27, 1945 

2,389,848. Paper Handling Mechanism for Duplicating 
Machines. James L. Gibson, Chicago, and Erie W. Peter- 
son, Glen Ellyn, IIL, assignors to Ditto, Inc., Chicago, 
Ill., a corporation of West Virginia. Application De- 
oumnes 18, 1941, Serial No. 423,480. Granted November 

1945. 

9 389,923, Card Tray Follower Construction. Karl H. 
Miller, North Canton, Ohio, assignor to Diebold, Incor- 
porated, Canton, Ohio, a corporation of Ohio. Application 
November 16, 1943, Serial No. 510,505. Granted Novem- 
ber 27, 1945. 


DESIGN PATENTS 


142,611. Design for a Book Holder. William P. Ba- 
ham, Baton Rouge, La. Application June 27, 1945, 
Serial No. 120,360. Granted October 23, 1945. 

142.635. Design for a Combination Calender Stand 
and Seratch Pad Holder. Joseph S. Fisher, Bronx, N. 
Application July 17, 1945, Serial No. 120,761. Granted 
October 23, 1945 

142,650 Design for a Memorandum Pad Holder or the 
Like. Joshua Meier, New Rochelle, N. Y. Application 
june 30, 1945. Serial No. 120,429. Granted October 
23, 1945. 

142,699. Design for a Desk. George C. Brainard, 
Youngstown, Ohio. and Raymond Loewy. New York, 
N. Y., assignors to The General Fireproofing Company, 
Youngstown, Ohio, a corporation of Ohio. Application 
June 22, 1945, Serial No. 120,259. Granted October 30, 
1945 

142,745. Design for a Book End. Donald J. Smith, 
Los Angeles, Calif. Application June 23, 1945, Serial 
No. 120,311. Granted October 30, 1945. 

142,750. Design for a Display Case. Henry K. Tour- 
neau, New York, N. ¥. Application December 8, 1944, 
Serial No. 116,797 tranted October 30, 1945. 

142,751. Design for a Writing Tip Section of a Foun- 
tain Pen. Joseph Tully, Toronto, Ontario, Canada. Ap 
plication January 10, 1945, Serial No. 117,368. Granted 
October 30, 1945 

142,775. Design for a Memorandum Note Pad Unit. 
Leo di Rebaylio, Culver City, Calif. Application De- 
cember 18, 1944, Serial No. 116,992. Granted November 
6, 1945. 

142,843. Design for a Telephone Desk Stand. Gerald 
Deakin, New York, N. Y., assignor to a 
Standard Electric Corporaiton, New York, N. Y., 
corporation of Delaware. Application Des 26, 1944. 
Serial No. 117,085. Granted November 13, 1945 

142,863. Design for a Pencil Sharpener. Edward Cc, 
Hoffmann, St. Louis. Mo. Anovlication July 14, 1945, 
Serial No. 120,714. Granted November 13, 1945. 

142,942. Design for a Drawer Pull. Earl M. Borchers, 
Rockford, Tll., assignor to American Cabinet Hardware 
Corporation, Rockford, Tll., a corporation of Illinois. 
Application August 8, 1945, Serial No. 121,312. Granted 
November 20, 1945 

142,943. Design for a Drawer Pull. Earl M. Borchers, 
Rockford, Ill., assignor to American Cabinet Hardware 
Corporation, Rockford, Tll., a corporation of Tlinois 
Application August 8, 1945, Serial No. 121,313. Granted 
November 20, 1945 

142,944. Design for a Door Pull. Earl M. Borchers, 
Rockford, Ill., assignor ot American Cabinet Hardware 
Corporation, Rockford, Illinois. a corporation of Illinois. 
Application August 8, 1945, Serial No. 121,314. Granted 
November 20, 1945 

142,945. Design for a Catch Handle. Earl M. Bor 
chers, Rockford, Ill., assignor to American Cabinet 
Hardware Corporation, Rockford, Illinois, a corporation 
of Illinois Application August 8, 1945, Serial No. 
121,315. Granted November 20, 1945 

142,984. Design for a Display Frame. John W. Brow 
Los Angeles, Calif. Application April 2, 1945, Beriai 
No. 118,826. Granted November 27, 1945. 

142,985. Design for a Display Frame. John W. Brown, 
Los Angeles, Calif. Application April 2, 1945, Serial 
No. 118,827. Granted November 27, 1945. 

143,017, Design for a Smoking Stand. Onnie Mankki, 
Cleveland, Ohio, assignor to Smokador Manufacturing 
Co., Inc., Bloomfield, N. J., a corporation of Delaware. 
Application July 7, 1945, Serial No. 120,565. Granted 
November 27, 1945. 

143,018, Design for a Combined Smoking Stand and 
Serving Tray. Onnie Mankki, Cleveland, Ohio, assignor 
to Smokador Manufacturing Co., Ine., Bloomfield, N, J., 
a corporation of Delaware. Application July 7, 1945, 
Serial No. 120,566. Granted November 27, 1945. 

143,019. Design for a Smoker’s Stand. Onnie Mankki, 
Cleveland, Ohio, assignor to Smokador Manufacturing 
Co., Inec., Bloomfield, N. J., a corporation of Delaware. 
Application July 7, 1945, Serial No. 120,569. Granted 
November 27, 1945. 

143,048. Design 4 a Mechanical Pencil. Maurice J. 
Waldinger, Flushing, N. Y. Application August 1, 1945, 
Serial No. 121,132 Granted November 27, 

143,049. Design for a Mecharical Pencil. Maurice J. 
Waldinger, Flushing, N. Y. Application August 1, 1945, 
Serial No, 121,133. Granted November 27, 1945. 

143,049. Design for a Mechanical Pencil. Maurice J. 
Waldinger, awe, N. Y. Application pages 3 1945, 
Serial No. 121,136. Granted November 27, 1945. 

143,052. “eaten for a yee +d, Maurice J. 
Waldinger, Flushing, N. . lication Au ‘ 1, 1945, 
Serial No. 121,137. ‘ranted B ovember 27, 
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Turn the Spotlight on Turnover 


OME YEARS ago the retail 
business world went turnover 


crazy. The sole road to success 


was supposed to be via “quick 
turnover, small profit,’ or “big 
turnover, big profit.” Because of 
war restrictions and shortages of 
merchandise, these credos were 
put in moth balls after Pearl 
Harbor, but they may take a new 
lease on life in the post-war 
period, inasmuch as many office 
appliance dealers and other re- 
tailers still think them worth fol- 
lowing. 

Nothing could be more askew. 
Hence, we shall turn the spotlight 
on turnover, so that you do not 
encounter foxholes in the post- 
war period when many new items 
and old ones in new dress will 
come to market when you will be 
expected to give a good account- 
ing of yourself as a competent 
businessman. If you revert to the 
pre-war mental status and judge 
results solely or largely on turn- 
over, you may walk the plank into 
a sea of red despite the big op- 
portunities awaiting when this 
post-war period gets under way. 


Must Consider Other Factors 


Turnover should be appraised in 
connection with other factors. 
Taken alone, it does not yardstick 
profit. Price level, margin, mark- 
up and average stock carried 
must be considered with the turn 
to measure business fitness. More- 
over, there are two kinds of turns 
—item turn in units and inventory 
investment turn in dollars. The 
former is far more important than 
the latter in gauging the profit- 
ability of turn, yet many dealers 
put their entire trust in the turn- 
over of inventory investment. The 
tables at the right (A-B-C-D) will 
Simplify understanding of this 
problem because they make visu- 
alization easy. 


By FRED MERISH 


Business Analyist and 
Financial Counsellor 


A stock control system provides 
the best medium to check on the 
profitableness of item turn. Rec- 
ord units, not dollars, using this 
type form: (Exhibit E) 


Stock Control Polices Inventory 


Profitable items beget business. 
Stock control polices inventory 
and weeds out shelf-warmers and 
unprofitable lines. Figures under 
January show how recordings are 
listed from month to month. The 
dollar spread or margin earned 
on items sold during a period is 
the best yardstick of  profit- 
productiveness. Summarize results 
at bottom of form. 


So much for item turn. Now 


EXHIBIT E 


Item Supplier 
Selling Price 


Jan Feb \I 
Beginning 110 90 
Purchased 50 
Sold 70 


Ending 90 


Average stock Sales T 


Size Quantity 
Cost Price Min Max 


\ Nl J JY \ S Oo N D 


urn | Dottar spread 








EXHIBIT A 
Purchase’ Selling Margin % Average Unit Average Dollar 
Item price price on sales stock sales turn spread 
No. 1 $0.90 $1.50 40% 100 units 100 4 $240 
No. 2 1.20 2.00 400% 100 units 400 4 320 


Same turn, same margin percentage. Yet 33 
because price level is higher. 


1/3 per cent more spread on Item No. 2 





EXHIBIT B 
Purchase Selling Mark-up Average Sales Average Dollar 
Item price price on cost stock units turn spread 
No. 3 $1.00 $1.30 30% 100 units 400 4 $120 
No. 4 1.00 1.40 10% 100 units 400 4 160 


Same turn, same price level, but 33 1/3 per 
mark-up is higher. 


cent more spread on Item No. 4 because 





EXHIBIT C 
Purchase Selling Margin % Average Sales Average Dollar 
Item price price on sales stock units turn spread 
No. 5 $0.90 $1.50 410% 100 units 400 4 $240 
No. 6 .90 1.50 10% 50 units 300 6 160 
Same price level, same margin, bigger turn on Item No. 6, but 25 per cent less 


spread on Item No. 6 because average stock ¢ 


‘arried is 50 per cent less 


EXHIBIT D 





Purchase Selling Margin ‘ Average Sales Average Dollar 
Item price price on sales stock units turn spread 
No. 7 $1.20 $2.00 10% 100 units 200 2 $160 
No. 8 .60 1.00 10% 100 units 300 3 120 
Item No. 8, with 50 per cent higher turn, shows 25 per cent less spread, although 
average inventory is the same on both items. 
13 
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we dissect inventory investment 
turn. 


THE WRONG WAY TO FIGURE 
INVENTORY INVESTMENT 
TURN 


Purchases during year........ $20,000 
Inventory at end of year at 

Se EE 2 es ee 
Turnover — $20,000 divided 

I i a 5 

If inventory at end of year is 
lower than average during year, 
your turn will figure higher than 
it really is. If ending inventory 
is higher than monthly average 
during year, your turn will figure 
lower than actual. 


THE RIGHT WAY TO FIGURE 
INVENTORY INVESTMENT 


TURN 

Inventory beginning of year 

AEC es $6,000 
On hand end of January at 

0 Se DEERE EVO Oe ER 4,000 
On hand end of February at 

SEAS CaS an ne eae 2,500 
On hand end of March at 

a EN ee ee eee 5,500 
On hand end of April at 

tae 6,000 


On hand end of May at cost 7,000 
On hand end of June at cost 5,000 
On hand end of July at cost 5,500 
On hand end of August at 


PES aie each! See BRT 4,500 
On hand end of September 

RS eS ee 5,000 
On hand end of October at 

EE eee een 5,800 
On hand end of November 

SS ones ce 4,200 
On hand end of December at 

ee Ra I apres, ee Oe eR re 4,000 
UN te i Be 13/65,000 


Average inventory at cost....$ 5,000 
Purchased during year........ 20,000 
Bverawe GUIN. ...5....-..00<.2.:...... 4 

Compare with current carry to 
denote trend and variance from 
average. 

Surveys show that dealers with 
four turns of inventory investment 
operate unprofitable businesses, 
others with three turns operate 
profitably. The former had too 
many unprofitable item turns. 


HOW TO GET THE MONTHLY 
INVENTORY FIGURE 


Inventory beginning of year 
at cost .. a 
Purchases during January.... 1,000 





$7,000 


Sales during month at cost... 3,000 





On hand end of January at 
SF 
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This formula presumes that you 
cost your sales, either with a code 
on each sales ticket, or by some 
other method. If you do not cost 
your sales, you may deduct your 
average mark-up or margin from 











FRED MERISH | 


selling prices and enter the result 
as “Sales during month at cost.” 
Check the accuracy of this com- 
putation with a physical inventory 
taken quarterly, semiannually or 
annually, and adjust your records 
with the physical check. 

Inventory, as a balance sheet 
asset, should be watched because 
too much capital tied up in stock 
is bad. Take these balance sheet 
listings: 


at a SE $1,000—1 
Receivables ........ . 1,200 
Inventory ............ 4,400—2 





Current assets......$6,600 

















It is widely believed that when 
the ratio of inventory to cash and 
receivables is two to one, that all 
is well but this ratio is not de- 
pendable. The best yardstick is 
how you pay your bills. If you are 
prompt pay with your own money, 
and you are getting profitable 
item turns, your inventory is 
usually in safe ratio because you 
are turning it fast enough to meet 
obligations. 

Contrary to business counselors, 
there is no fixed turn that will 
produce the most profitable re- 
sults. The turn will differ with 
the business, the item and busi- 
ness conditions. The average turn 
as shown by group studies is a 
guide after a fashion, but do not 
place too much dependence in it. 
Find out YOUR most profitable’ 
turn on different items or lines 
by means of adequate recordings 
and maintain it as long as it is 
profitable. Profitable turnover will 
vary from time to time, so you 
must keep watching this figure 
continually. At one time you may 
turn an item or line five times and 
lose money on it, at another time 
you may get a stock turn of only 
four and make a nice profit. 

In conclusion, we want to em- 
phasize that a high turn is no as- 
surance of big profit and the turn 
on inventory investment blankets 
so many imponderables that it 
blacks out the possibility of com- 
petent analysis. 
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MISSOURIAN WHO BECAME A HOOSIER— 
For some 17 years, this journal has carried a story 
annually about the ice cream party which Edward 
L. Little of Wabash Filing Supplies, Inc., Wabash, 
Ind., gives for the children who are friends of 
his dog, “Gypsy.” 
facts, however, concerning the life of this native 
Missourian, who became a Hoosier and a leading 
figure in the industry. Ed Little was born in 
Harrisonville, Mo., in May, 1881. 


There are other interesting 


His first job, 


when he was 12 years old, was at a typical small 
town general store selling drugs, groceries, coal, hay, grain, ice, 
and so forth. In 1898, he went to St. Louis and his first position 
in the stationery business was with George D. Barnard & Company. 
Other jobs followed and in 1914 he joined the Wabash Cabinet 
Company, Wabash, Ind., remaining with that organization ever 
since. This division was taken over in January of 1944 by Art 
Metal, the company now being known as Wabash Filing Supplies, 
Inc. As for hobbies, Ed says that in an amateurish way he has 
played around with magic for a number of years. For an amateur 
he does right well, as regular attendants at National Stationers 
Association conventions can attest. In addition to being a presti- 
digitator in good standing, Ed uses the magic of skill and personal- 
ity in handling the seating at NSA convention banquets and 


keeping everybody happy. 
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bet Down to Earth in the Sales Joh 


By JACh DEWITT 


ROM the day that the atomic 

bomb put a blinding white 
period to a war which the Army, 
the Navy and the Marines had al- 
ready won in the Pacific, “re- 
adjustment” became a_ catch- 
word in the language of stationers 
and office equipment dealers in 
every state in the nation. 

The chap who formerly ran his 
legs off to sell a single typewriter 
for so much down and the rest 
“when-and-if” tasted the sac- 
charine thrill of receiving an 
order for 100 with payment to 
come in the form of a Govern- 
ment check. With the war’s end, 
would he have to start chasing 
the single sale again? 

I asked the question of Clark 
F. Hannah, a stationer and office 
supply man who sat on one 
of the hottest jobs of its kind in 
the United States during the en- 
tire war period. 

Hannah’s reply was to the 
point: “Readjustment is the word, 
of course,” he said. “But there’s 
a stronger colloquial phrase, ‘Get 
down to earth.’” 

Clark Hannah “left the earth” 
as far as the office supplies and 
equipment business is concerned, 
when he took over the job of 
managing that department for the 
Pacific Naval Air Base contractors 
who had accepted the assignment 
to build and maintain the secret 
Seabee supply base at Port 
Hueneme, Calif. 


Could Have Made Fortune 


Hannah could have made a for- 
tune merely by knocking on the 
front gate at the prospective sea- 
port in 1941 and offering for sale 
the stationery equipment and sup- 
plies with which he had years of 
familiarity as a retail dealer in 
Santa Barbara and Ventura, 
Calif. But war was on. Clark 
Hannah’s conscience was hard at 
work. “If I can help the war 
effort” he told the P.N.A.B. con- 
tractors, “that’s the main thing.” 

So he went to work at com- 
paratively low pay. The job was 
not very big to start with. Amer- 
ica was concentrating on the 
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European phase of the war. The 
Jap’s turn was yet to come. Vice- 
admiral Moreell had just begun 
to form his famous battalions of 
Seabees, the construction-fighting 
units that later started out with 
machinery and equipment to pave 
and roof the road to Tokyo. 
During the first few months at 
the secret little port, Clark Han- 
nah was able to furnish all the 
needed office supplies by direct 
purchase from local dealers. He 
set up a small stockroom and 
handed out pencils and paper in 
dibs and dabs over a counter. 
Then things moved. Hueneme 
became one of the most fabulous 
seaports in America. It loaded 
nine ships at once and turned 
them around in four days, Plimsol- 
deep with heavy machinery, 
equipment and building supplies 
for the Seabees in the Pacific. 
Clark Hannah’s department quit 
pushing pencils over a_ single 
counter. It was receiving and han- 
dling $60,000 worth of paper and 
supplies PER MONTH; in 1944 the 
figure went up to ‘$100,000 a 
month. ’ 


Paper by Carloads 


Two years after he had bought 
his first few gross of pencils and 
erasers and a half-dozen type- 
writers, Hannah found himself in 
need of spirit duplicator paper. 
The wholesale warehouses were 
already running dry. He located 
1,000,000 pounds of this paper. 
Clearing the purchase through the 
regular Navy channels, he bought 
it. Ten box car loads of paper, 
overloaded to 100,000 pounds to 
the car, rumbled into the office 
equipment and supply department 
at Hueneme. 

Final figures disclosed a total 
of 10,000 gross of pencils, 1,000,000 
feet of index tabs of the most 
costly type, spirit carbon paper 
that could be measured by the 
acre. Desks were bought hundreds 
at a time; so were filing cabinets, 
adding machines and all the 
30,000 or more items that go to 
make headaches for the retail 
stationer and office equipment 
man. 

Hannah was on the receiving 
end of this avalanche. For three 
years he met salesmen and deal- 
ers, large and small, from almost 
every city west of the Rockies. 
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He watched them abandon the 
old sales techniques with which 
he was so familiar, and casually 
tick off figures in the hundreds 
of gross. Men whom he knew had 
once worked for weeks to sell a 
school order of 30,000 folders, 
never batted an eye when he or- 
dered 1,000,000. When Hannah 
asked one salesman to supply 
75,000 pressboard folders at $156 
a thousand, the fellow sighed and 
said: “Couldn’t we make it an 
even $100,000.” 


Liked Dealing in Big Figures 


“It wasn’t the profit they were 
making,” Hannah says. “Their 
overhead and expenses had sky- 
rocketed. Government purchasers 
are not famous for letting any 
dealer have too much leeway. It 
was just that these fellows, who 
had been accustomed to beating 
their brains out to sell a coupon 
book for carbon paper, got to like 
the sound of big figures and the 
smell of big business.” 

In the opinion of the Hueneme 
Office Supplies general manager, 
the sound and the smell has got 
to come out of the ears and the 
nostrils of dealers, small and large, 
who went after this big Govern- 
ment business. 

“The fellow whose carbon paper 
quota used to be $200 a month, 
and who stepped it up to $5,000 
and even $10,000 a month during 
the war, has got to start thinking 
in terms of $200 again,” he says. 


Hannah believes that some of 
the dealers with whom he did 
business during the war are going 
to find the adjustment hard to 
make. Others were down to earth 
before the atom bomb burst. 

One Santa Barbara, Cailif., 
dealer, who had sold the Navy 
hundreds of thousands of dollars 
worth of supplies and equipment 
for the Hueneme base, got his 
sights lined up on his retail store 
trade in a hurry. 


“IT read it off to my clerks,” he 
said. “Once again the customer 
was right. We needed his dollar 
purchase. And the clerks promptly 
read it off to me. They said I had 
to get out and hustle to keep the 
small change clicking into the 
tills. I’ve got some carbon paper 
coupons to sell. Want to buy one? 
We'll deliver a box at a time——.” 
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Perspective of the Uffice Equipment Industry 





U. 5. STATIONERS 


The Year Ahead Will Be Filled with Hebuilding Things and Revamping Ideas 


HIS IS the post-war era. It’s 
here now. This is the “After 
Victory” period when we foresaw 
a new and better way of life! But 
with the promise of better things 
ahead have come problems—poli- 
tical, economic and social. Was 
there ever a year more certain 
than the year ahead to be filled 
with the rebuilding and revamp- 
ing of things and ideas. We are 
in a world working its way back 
to peace and progress. Looking 
about one at this moment, it ap- 
pears that man must “do or die,” 
and by “doing” I mean an active 
participation in, and understand- 
ing of, this rebuilding process. 
Our boys are coming back fast- 
er than we had thought possible 
to help us in this overwhelming, 
but not impossible, task. They 
have done their job well and cer- 
tainly are bringing back the much- 
needed enthusiasm for a better 
world. We are counting on them 
to give the extra “punch” neces- 
sary to put over this new and bet- 
ter way of life. 


By Hi. 0. LATSCH 


President, 
Latsch Brothers, 
Lincoln, Nebr., 
and 
President, 
National Stationers Association 








The stationer and office out- 
fitter holds an enviable position 
in the reconversion picture be- 
cause he must supply the “know 
how” and the materials for effi- 
cient office practice which is the 
foundation of every industry. 
Hence the stationer and office 
outfitter must be informed on the 
latest and best in office proce- 
dure. That takes alertness and 
constant study. I am happy to 
know that office equipment man- 
ufacturers are offering courses of 
instruction that will enable dis- 
tributors and their salesmen to 
really know their products. Here 
we have the indispensable co- 
operation between the manufac- 
turer and the distributor—a fact 
that makes for the success of the 
stationery industry. 

All signs point to very active 
business during the next three or 
four years. Stationers, by and 
large, have been “putting their 
houses in order” for just such an 
occasion. 


U. 5. OFFICE MACHINE DEALERS 


HE ROMANS had a word for 
rr “L.erigere.” The progressive 
office machine dealer in the post- 
war period should adopt it as his 
watchword. It means ALERT! 

I have talked to and exchanged 
correspondence with office ma- 
chine business men from all parts 
of this great nation. I must con- 
fess that I am somewhat alarmed 
at the attitude which some of 
these men now have in regard to 
business management. Too many 
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Progress! Short Term or Long? 


By GENE E. TAYLOR 


Pantagraph Printing & Stationery 
Company, 
Bloomington, III., 
and 
President, 

National Office Machine Dealers 
Association. 


men believe that buyers will 
eagerly clamor for the machines 


and other merchandise which 
they carry in stock. 

No doubt for a short time this 
may be a reality, but this “sellers” 
market” will come to an end all 
too suddenly. When that time ar- 
rives some machine dealers will 
continue to prosper while many 
of their competitors are trying to 
figure out why sales are dropping 
to lower levels. Some dealers who 
find themselves in the latter group 
may never know what has hap- 
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pened to them. The answer to 
their problem does not lie in any 
one phase of their business ac- 
tivity but will be the result of 
many different things. 

The alert dealer is already put- 
ting into effect a variety of prac- 
tices that will insure him of 
profits not only during his first 
lush period of consumer demand, 
but which will gather momentum 
to carry him on for a long period 
of years. This type of dealer will 
not be content with a short pros- 
perity period but is looking sev- 
eral years into the future. He is 
giving careful study to the fol- 
lowing five important steps that 
will spell success or failure to his 
organization. 


1. Selection and Training of 
Personnel. 


The keystone to success in any 
selling organization is to find 
the right people to perform suc- 
cessfully the duties of each job 
AND THEN TO TRAIN THOR- 
OUGHLY EACH PERSON FOR HIS 
PARTICULAR JOB. It is not 
enough to make good selections 
and then expect the people to 
learn the best way they can. Per- 
sonnel is one key that will turn 
the lock to long-time success. 

If you wish to be fair to every 
employee it is necessary to spend 
considerable time and money 
training each employee. You must 
realize that the neophyte in our 
industry does not even know the 
terminology that so glibly slips 
off the ends of our tongues in our 
daily conversations. The machine 
salesman who uses such words as 
gadget, thinga-mubob and whoozit 
may stumble into a few sales 
but when the going gets tough 
he will probably get discouraged 
and try his hand at some other 
job. (Your investment in this 
man is then lost.) Teaching him 
the vocabulary of this industry is 
only a very small beginning. Some 
conservative men in this industry 
estimate that it costs from $3,000 
to $5,000 to train a salesman to be 
a good producer. The time re- 
quired is estimated at two or 
three years. 

Many companies are using vis- 
ual aid equipment to help train 
their employees. Such items as 
slide projectors, movies and re- 
cording machines go far to reduce 
the length of time required to 
help a man attain a good achieve- 
ment record. Recording machines 
offer one of the best possibilities 
at the lowest-cost level. A sales- 
man who is asked to record his 
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sales talk will be his own worst 
critic when he hears it played 
back. 


2. Supervision of Employees. 


Good selection and good train- 
ing are only part of the story. 
The employees must be given con- 
stant assistance in planning their 
work and coping with new prob- 
lems that are constantly popping 

















MR. TAYLOR 


up. Employees are human beings 
and as such are subject to all the 
human emotions. The salesman 
who has hit a slump must be en- 
couraged. And all too often the 
man who has been on a selling 
spree may get cocky and go into 
a fast tailspin. Proper supervision 
will go far to prevent or cure 
these and other problems. 

The dealer who expects to be 
the leader in his market area will 
constantly supervise his employ- 
ees. He will provide records that 
accurately tell the story of the 
achievement record of every em- 
ployee. Promotions will be made 
from the ranks and solely on 
past and present results of the 
employees. Personal likes and dis- 
likes will never influence the 
dealer who has such records. And 
good employees will stay with the 
company who makes promotions 
solely on results. How often have 
you seen men get their training 
at the time and expense of one 
company and reach a good pro- 
duction level, only to be lured 
away by competition? 

Good records will be of daily 
assistance to both management 
and worker. Daily reports of sales- 
men can be used to help them be 
better producers. However, some- 
one in the office must post these 
to a customer prospect file and 
keep the files accurate to the day. 
The same office worker can pull 
the cards in advance and make 
up call lists as much as a week 
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in advance. If this is done sales- 
men will realize that their daily 
reports are not just so much 
drudgery, so that the boss will 
know that he did or did not put 
in a good day’s work. This sort 
of supervision turns dull reports 
into “Selling Aids”. 

Periodic conferences should be 
held with workers to keep them 
posted on all matters. Manage- 
ment may have in mind new poli- 
cies or certain changes. However, 
employees cannot be expected to 
be aware of things that are in the 
mind of the boss. 


3. Service Department. 


I hear frequent mumblings 
about a gloomy outlook for the 
future of the service departments 
—some management and all serv- 
ice department employees are 
worried. This is especially true 
of service employees that are on 
bonus or profit-sharing plans. 
Alert management should know 
that an efficient service depart- 
ment will be of more importance 
during a period of machine sell- 
ing than at any other time. 

Your service department will be 
in a position to make you more 
money for the company now than 
it did during the war. Careful 
checking and adjusting of new 
or rebuilt machines results . in 
more sales, lower sales costs, bet- 
ter satisfied users—which, in turn, 
produces more sales. Therefore, 
it is proper, yes, necessary, to 
credit the service department for 
all work done on new machines 
and on machines under guaran- 
tee. When a fair credit is made 
for this valuable work, repair de- 
partments will show a _ steady 
profit. 

If you do not now have effi- 
cient, courteous and dependable 
people in your service department, 
plan to make some changes. If 
your shop is undermanned, start 
looking for additions. Returned 
veterans make a good source of 
supply for additional repairmen— 
National Office Machine Dealers 
Association has worked for a year 
and a half to complete the most 
modern and efficient course of 
“On-the-Job Training” ever to be 
made available for this industry. 
This material is just off the press 
and is available to any dealer who 
has a GI apprentice in his shop 
or is training a civilian. 

The course was developed in co- 
operation with the Veterans Vo- 
cational Training men in Wash- 
ington, D. C., the U. S. Depart- 
ment of Education, and also in 
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co-operation with the War Man- 
power Commission. It is a week- 
by-week, step-by-step, two-year 
course on typewriter training and 
covers all makes of typewriters. 
In addition to the work process 
manual, NOMDA also furnishes 
an instructor’s manual with valu- 
able tips as to how your mechan- 
ics can teach the apprentice. 
Oftentimes an expert in any line 
is a poor teacher, so the instruc- 
tor’s manual will be welcomed 
both by mechanic and apprentice. 
Training course book is $2.00 per 
copy and one instructor’s manual 
is furnished free with each order. 

Many statements are being 
made about hiring or not hiring 
veterans. I strongly urge the hir- 
ing of veterans. I believe they 
will develop into satisfactory em- 
ployees when properly trained and 
supervised. What’s more, the vet- 
eran who qualifies for apprentice 
training will receive a monthly 
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Heconversion for 


N THE pre-war period, the 

office equipment industry con- 
tributed greatly to the develop- 
ment of our country’s industrial 
strength. During the recent war 
period, this industry proved to be 
a vital factor in our country’s 
armed might. Now, in the post- 
war period, it is successfully re- 
converting to its constructive role 
of product development and sales 
promotion for the continual ad- 
vancement of business efficiency. 


Answering the first call to our 
country’s defense, most of the 
companies in the industry started 
immediately to convert, either 
partially or wholly, from the man- 
ufacture of peacetime products to 
the manufacture of various war 
products, including time bombs, 
fuses, gunsights, aeroplane instru- 
ments, tank parts, and a myriad 
of similar war products. These 
included intricate mechanisms re- 
quiring highly skilled production, 
for which many of the companies 
in the industry were ideally suited. 

Some of the peacetime products 
of the industry were discontinued 
entirely for the duration. How- 
ever, many of the industry’s prod- 
ucts were continued on a restrict- 
ed and Government-controlled 
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check from the Government to 
supplement the beginner’s wage 
paid by the employer. This makes 
a very satisfactory plan for both 
parties and relieves the veteran of 
financial worries. 

Space does not permit elabora- 
tion on Items Four and Five. Num- 
ber Four is Store Arrangement. 
I will say that now is the time to 
examine your store with a critical 
eye—your customers do. A little 
money spent on arrangement and 
decoration is equivalent to hiring 
another salesman. 

Advertising is the last item of 
major importance in this list. 
Here again, a good advertising 
program is imperative. I mean 
a long-range steady, week-by- 
week plan. Money spent wisely on 
advertising is considered by some 
men to be more productive than 
adding additional salesmen. It 
helps your present crew to do a 
better job. The assistance of pro- 


By A. W. VANDERHOOF 


Vice-President and General 
Manager, 
Standard Duplicating Machines 

Corp., 
and 

President, 

Office Equipment 
Manufacturers Institute 


basis, for it was found that these 
products were highly essential to 
the war program, both for active 
use by all the armed forces and 
for indispensable use in main- 
taining the manufacturing sched- 
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fessional advertising men can be 
obtained at surprising low rates— 
and pays dividends. 

“L. erigere” office machine deal- 
ers will check and recheck the five 
items (1) Selection and Training 
of Personnel, (2) Supervision, (3) 
Service Department, (4) Store Ar- 
rangement, (5) Advertising, and 
many others, if they wish to hold 
a prominent position in their local 
market. Merely thinking about 
them is not enough. Start today 
to put them into effect. Then 
mark your calendar for periodic 
check-ups on yourself to see if 
you are actually carrying out your 
plan. Dean William T. Beadles of 
Illinois Wesleyan University fre- 
quently tells his classes in busi- 
ness administration, “Failure to 
put into effect and then to main- 
tain good business practices will 
quickly pave a smooth road to 
the industrial graveyard.” 

ALERT! is the watchword. 


EQUIPMENT MANUFACTURERS 


Peace Big Task Ahead for All Branches of Industry 


ules and production systems in 
war industries. 

In the armed forces, at home 
and overseas, business machines 
proved to be the machines behind 
the man behind the gun. In war 
industries they proved to be the 
indispensable tools of production. 


Need to Reconvert for Peace 


So, the first step was reconver- 
sion—and our industry went all 
out in production for war. The 
second step was co-operation for 
victory—and our industry co- 
operated unselfishly in the great- 
est co-operative enterprise in the 
history of our nation. The final 
step is reconversion for a lasting 
peace—and a sustained guarantee 
to our fighting men that their 
efforts have not been in vain. 


In doing its part as a recognized 
essential war industry during the 
war period, the office equipment 
industry benefited for the post-war 
opportunity by the new experi- 
ence and knowledge acquired. To 
do the original job of conversion 
and then meet the needs of war 
production, the industry had to 
devise new methods of produc- 
tion, improved manufacturing 
processes, new techniques. 
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The order of the day called for 
maximum efficiency and highest 
skilled workmanship. Research, 
development, and experimental 
work were necessarily impelled to 
unprecedented speed, exactness, 
and perfection. Substitute mate- 
rials had to be discovered, devel- 
oped, improved, and utilized, with 
amazing and unexpected results 
for the present and future. Sales 
and distribution policies had to 
be revamped and even revolution- 
ized for emergency requirements, 
with potent possibilities for the 
post-war period. Management had 
to become more flexible, more 
versatile, and broader in scope of 
vision and activity. 

Thus, all the forces of emer- 
gency conditions and wartime op- 
erations combined to draw forth 
the latent abilities and possibili- 
ties of the office equipment indus- 
try. The impetus was forcefully, 
but nevertheless fortunately, pro- 
vided for greater initiative, prog- 
ress, and successful accomplish- 
ment in every phase of each com- 
pany’s business. 


This Is the Opportunity 


Herein lies our opportunity for 
the present reconversion, since 
the details of product reconver- 
sion are of small matter by com- 
parison with the opportunity of 
capitalizing on this impetus for 
our continued improvement, prog- 
ress, and success in the post-war 


period. If we have any real re- 
conversion problem, it is that of 
not losing this impetus which we 
have gained. 

Likewise, the important part 
that office equipment played in 
business offices and war plants 
throughout the country during 
the war period has brought gen- 
eral recognition of the indispens- 
able nature of these products to 
all types of business, both for 
office and factory efficiency. Their 
practical and productive use in 
our country’s wartime operations 
has created a new level of “con- 
sumer acceptance,” and has defi- 
nitely and permanently estab- 
lished office equipment as unques- 
tionably essential to the proper 
functioning of all phases of busi- 
ness, in factories for production 
systems as well as in offices for 
office systems. 

The problems and exigencies of 
wartime production have com- 
bined to make all business more 
efficiency-conscious, more systems- 
conscious, and thus more office 
equipment-conscious than ever 
before. Hence, the products of our 
industry, with their systems ad- 
vantages and efficiency features, 
have received an additional im- 
petus for development in our 
post-war market. 


Will Retain War Systems 


Despite the reconversion from 
war production to peace produc- 


tion, most businesses will prob- 
ably retain, with certain modifi- 
cations, the office and factory 
systems and equipment as new 
applications and advantages be- 
come apparent and are developed. 
Other businesses and new manu- 
facturing establishments will fol- 
low this trend and will rapidly 
adopt and install these new and 
proven methods for paper con- 
trols, and for equipment systema- 
tizing the routine of factory pro- 
cedure as well as office procedure. 


Office equipment has now be- 
come business equipment, with 
equal advantages for all depart- 
ments of a business. This includes 
the factory departments of pro- 
duction control, manufacturing 
operations, shipping, and pur- 
chasing; likewise, it includes the 
office departments of sales, cleri- 
cal, accounting, purchasing, and 
advertising. 

Herein lies a golden opportunity 
for all office or business equip- 
ment salesmen. It is an opportu- 
nity to do a broader, more com- 
prehensive selling job, with multi- 
plied sales returns in the form of 
volume and earnings. An expand- 
ed market of sales prospects has 
been newly created for us; the 
impetus of acceptance and de- 
mand has been stimulated by the 
war tempo of production require- 
ments. It is up to us to realize this 
opportunity and capitalize on it 
now! 


GHEAT BRITAIN TYPEWRITER TRADES 


E HAVE seen some momen- 
tous happenings during the 
past year—the defeat of Germany 
and Japan, and, perhaps most im- 
portant of all, the birth of the 
atomic bomb, with its almost lim- 
itless possibilities for good or ill. 
The production, or rather the evo- 
lution, of the atomic bomb can be 
cited as a classic example of what 
can be achieved by teamwork and 
international co-operation, for al- 
though, because of her geographi- 
cal situation, the United States 
was largely responsible for per- 
fecting the bomb, British scien- 
tists discovered the principle and 
assisted in no small measure in 
the ultimate successful applica- 

tion of those principles. 
I remind my readers of this, not 
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The Two of Us—Hand in Hand 


By ARTHUR PATEMAN 


Managing Director, 
Imperial Typewriter Company, 
and 
President, 
Typewriter (and Allied) Trades 
Federation of Great Britain 
& Ireland 


because I wish to raise any con- 
troversial issue, but as an instance 
of how far nations can go by close 
co-operation, allied to an appreci- 
ation of each other’s difficulties, 
and the preservation of a sense 
of humour. Perhaps I should give 
the retention of a sense of hu- 
mour the place of honour, for I 
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am sure that if all nations study 
their problems in a _ good-hu- 
moured way, there is very little 
likelihood of tempers becoming 
frayed as international difficulty 
after difficulty arises. And there 
are very real difficulties lying 
ahead. The first major hurdle is, 
of course, the consequences aris- 
ing from the cessation of lend- 
lease. This is, however, a subject 
that can very well be left to the 
very able statesmen on both sides 
who are grappling with the prob- 
lem, and I merely wish to refer 
to it because I feel that whatever 
settlement is reached should not 
cause any rift in the happy rela- 
tionship which has stood the test 
of long years of war. 

I feel that the destiny of the 
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human race lies in the hands of 
the two great English-speaking 
nations—the U.S.A. and the Brit- 
ish Commonwealth and Empire. 
Both, by reason of geographical 
and economic situation, are in an 
advantageous position, and a com- 
bination of the two nations, both 
working for peace and the good of 
the world, cannot fail to have a 
deciding influence on the des- 
tinies of our children and their 
children. 

As president of the Typewriter 
(and Allied) Trades Federation of 
Great Britain and Ireland, and as 
managing director of a British 
manufacturing company, I am in 
a peculiarly unique position, for 
within the ranks of the Federa- 
tion are both American and Brit- 
ish companies, and, as a manu- 
facturer, I am a competitor of the 
American companies. But this has 





not impaired in any way the 
friendship that has grown up be- 
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tween us, and I could not wish for 
more loyal colleagues than the 
representatives of the American 
companies on my Council. I re- 
gard the election of myself as 


president for a third term as in- 
dicative of the happy relationship 
that has grown up _ between 
American and British interests. 
If this relationship can be estab- 
lished in one industry, there is no 
reason why the same state should 
not be achieved in all industries 
and on an international basis. 

I have preached this gospel of 
co-operation throughout my term 
of office and I make no apologies 
for it, for I do sincerely believe 
that the prosperity and the hap- 
piness of the world rests on our 
two peoples. 

With this in mind, on behalf of 
the members of my federation, I 
can in all sincerity hold out my 
hand to our opposite numbers in 
the U.S.A., and say at this period 
of Peace and Goodwill—A Happy 
Christmas to you all, and a Bright 
and Prosperous New Year. 


GREAT BRITAIN OFFICE APPLIANCE TRADES 


Keen Minds of Returning War Veterans Will Contribute to Advance of Industry in 1946 


T IS difficult to discover any 

lasting beneficial contribution 
to the world at large resulting 
from war. In the office appliances 
industry, however, we can point to 
the important part played during 
the war by our equipment and 
reasonably expect, as a _ result, 
that many more men and women 
have become aware of the impor- 
tance of efficiency in office and 
works organisation. 

Lend-lease has played its part 
in introducing new types of Amer- 
ican equipment to thousands of 
members of the British armed 
forces and, conversely, Americans 
and also our other allies in this 
country now have a greater ap- 
preciation of British products. 

Within the next 12 months 
thousands—nay, millions—of keen 
young men and women will be re- 
turning to their normal voca- 
tions anxious to make good the 
gap in their business career 
caused by war service. We may 
well expect them to introduce new 
ideas, including greater efficiency 
in the running of office and fac- 
tory. On our part, we must be 
ready to present the case for our 
products and thus foster the 
keenness of these businessmen 
and women of the future. 
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By J. A. CUMMING 


President, 
Office Appliances Trades 
Association of Great Britain 
& Ireland 


It is my conviction that we shall 
have the greatest opportunity of 
all time in assisting to organise 
post-war industry. 

Are we ready to tackle this 
post-war program? From my 
knowledge of English manufac- 
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turers generally, I would say it will 
be some time before we are able 
to manufacture goods of first- 
grade quality in sufficient quanti- 
ties to meet the demand. The 
planning is being done, but execu- 
tion is seriously delayed by the re- 
strictions which naturally follow 
the disruption of our business life 
for a period of years. However, 
if we keep together there is no 
doubt in my mind that we shall 
overcome these problems in the 
near future. 

Another pleasing result of the 
war has been the increased activi- 
ties of our Association. We now 
know that many of our problems 
can best be deait with by free dis- 
cussion between members of the 
Association. We recognise, for in- 
stance, that representations made 
from the Association as a whole 
carry more weight than ap- 
proaches made by individual 
firms. This, to my mind, is a very 
important point and I hope that 
we shall keep the machinery for 
the discussion of problems work- 
ing in the post-war period. 

Our industry can make a very 
valuable contribution to that co- 
operation and friendship between 
all nations which we all agree is 
so desirable. 


APPLIANCES, December, 1945 





KO.’ O9B it | 


@o 


GREAT BRITAIN RIBBON AND CARBON TRADE 


Value of Industry Not Fully Healized During the War 


S PRESIDENT of the Associa- 
tion of British Manufacturers 
of Carbon Papers, Inked Ribbons 
and Duplicating Materials, I am 
thankful to the editor for the op- 
portunity to write these few lines. 
I doubt very much whether the 
average “high up” fully realised 
the importance of our products in 
1939 or even 1940. Our factories 
were almost emptied of experi- 
enced operators, packers and the 
like. One official in the Ministry 
of Labour told the writer that “far 
too many letters were written. In 
fact, we might come to hand-writ- 
ten records before the war was 
over.” By the time we were able 
to really impress upon everyone 
what labour-saving was effected 
by the use of office appliances, the 
manufacturers of our products 
were down on their “beam ends” 
for labour. 
Even now, the makers of office 
machinery do not give me the im- 
pression that they appreciate how 


By JOHN H. TORRING 


Columbia Ribbon & Carbon 
Mfg. Company, Ltd., London, 
an 
President, 
Carbon Paper, Inked Ribbons 
& Duplicating Material 
Association of Great Britain 
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valuable we have been to them 
during the war. Not only had we 
to struggle along to keep our pre- 
war accounts supplied but also to 
come to the rescue of those who 
previously imported their require- 
ments. Here I would like finally 
to thank the suppliers of raw ma- 
terials. We have had “umpteen” 
forms to fill up but, on the whole, 
we have been very well supplied. 
For the future we rely on the 
early return of our staff without 
which we cannot hope to return 
to pre-war output, let alone in- 
crease it for the benefit of ex- 
ports. Like my predecessor, Mr. 
Dumont, I want to work for the 
benefit of our industry and in so 
doing trust the general public will 
profit. 

As we approach the festive sea- 
son and a New Year I send to 
you all heartiest greetings and 
best wishes for a lasting peace 
and continued good fellowship 
between us. 


GREAT BRITAIN STATIONERS 


Civilian Production Must He Stepped Up to Provide Employment for All 


F IT WAS thought that the ces- 
l cessation of the war would 
produce the conditions normally 
associated with peace, the world 
has been sadly disappointed. In 
England it will take us years be- 
fore we begin to approach a 
restoration of peacetime stand- 
ards. The average person in 
America is not able to appreciate 
what this country has had to go 
through during the past six years, 
and I would ask our American 
friends not to judge the capabil- 
ities of recovery in England by 
standards of success which will 
undoubtedly be achieved in the 
United States. 

There is one problem in com- 
mon, however, which we must face 
together, and that is the problem 
of employment. The wheels of in- 
dustry in both England and Amer- 
ica have been geared up to such 
an extent that men will become 
redundant, and we must ask our- 
selves a question which the 
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By J. W. HAMILTON-JONES 


Managing Director, 
Eversharp, Ltd., London, 
and 
President, 
Stationers Association of 
Great Britain & Ireland 
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Chinese had to resolve thousands 
of years ago, namely:—Was the 
machine invented to be the ser- 
vant of man, and if so, why is it 
rapidly becoming his master? 

Our governors and politicians 
will probably decide that both 
Germany and Japan must not be 
allowed to enter the competitive 
field for a long time to come. 
England is endeavoring to acquire 
a portion of what were formerly 
German markets; America is do- 
ing the same. The race is on to 
keep their respective nationals 
employed. There is a sense of 
frustration in the English attitude 
—you must continue to buy things 
from us because you did so before 
the war. 

The British found an answer to 
this kind of problem many years 
ago, when the Empire was being 
developed, by lending money to 
their customers, thereby creating 
what is called an “invisible” ex- 
port, because they received inter- 
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est on tne ioans. But within recent 
memory many of the countries 
who owed Britain money were not 
able to pay, and since Britain 
herself has defaulted on money 
owing to America, it would seem 
that that way of getting over the 
difficulty has been found to end 
in ultimate failure. Yet America 
appears to be favoring a policy of 


lending money to her customers, 
and this may be one way to keep 
her nationals employed. It may 
be a cheap way in the long run, 
but it won’t solve the problem any 
more than paying workers more 
money for working less time will 
solve it. This idea is just such 
another impracticable panacea. 
It seems, therefore, that both 





Britain and America have prob- 


lems in common which they 
should endeavor to solve with 
that same good fellowship and 
recognition of a common cause 
which bound us so closely togeth- 
er in time of war. One thing is 
certain: the hedonistic philoso- 
phy, the pursuit of pleasure of its 
own sake, is no answer. 


The Export Manager as Seen by a 
Foreign Agent 


Pertinent Extracts from an 
Address 


By P. 5. WIDDUP 


Managing Director and 
Chairman of Board of Directors, 
Office Appliance Company, Ltd., 
Shanghai, China. 


OUND ADVICE to the export 

manager, who now visualizes 
the post-war growth of trade, was 
given by P. S. Widdup, managing 
director and chairman of the 
board of directors of the Office 
Appliance Company, Ltd., with of- 
fices at Shanghai, China, in ad- 
dress at the Export Managers 
Club, New York, N. Y. Mr. Wid- 
dup’s company, a British firm, was 
established in 1914 and operates as 
agents for a number of well- 
known office appliance manufac- 
turers, including Royal Typewriter 
Company, Monroe Calculating Ma- 
chine Company, Kardex division 
of Remington Rand, Inc., Elliott 
Addressing Machine Company, 
Dictaphone Corporation; Pitney- 
Bowes, Inc., and others. 

Extracts from Mr. Widdup’s re- 
marks, titled “The Export Man- 
ager as Seen by a Foreign Agent,” 
follow: 

“It may surprise you to know 
that experienced foreign agents, 
including the American abroad, 
regard American foreign business 
methods with circumspect suspi- 
cion and prudent disbelief. My 
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experience of 20 years trading 
confirms that this attitude is not 
perverted or exaggerated. 


“Now that is a strong indict- 
ment, requiring explanation, for 
the average American export ex- 
ecutive is no more dishonest in 
principle or action than any sim- 
ilarly-placed executive in the do- 
mestic field, or in any other coun- 
try. The primary difference lies in 
the mental attitude and the meth- 
ods employed. Because he is trad- 
ing with a foreigner, ofttimes he 
is not as meticulous as he should 
be in his operations. Because he 
is trading with a foreign country, 
ofttimes old dumping-ground 
practices are unconsciously upper- 
most in his mind. Also, unhap- 
pily, much is still done in com- 
merce that passes for smart busi- 
ness. When analyzed or judged by 
simple tenets of probity, it is then 
recognized for what it is—un- 
adulterated sharp practice, or at 
best, the employment of time- 
honored but dishonored horse- 
trading practices. Too much of 
that spirit still animates business 
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today. Whenever in doubt as to 
what constitutes a fair deal, it is 
always sound procedure to reverse 
positions. If you will now do that, 
I am sure you will better appre- 
ciate what I would like to help in 
bringing about—namely, a closer, 
more trustful understanding and 
equity between agent and export 
executive. The lead should come 
from you. 


I can recite chapter and verse, 
in support of my plea, if you wish. 


An Example Is Given 


“Here’s an experience we had 
with one of the very largest man- 
ufacturers in the office equipment 
field. Our contract called for costs 
f.o.b. factory, or, at our option, 
specified West Coast port. There 
cannot have been any doubt but 
that West Coast port shipment was 
cheaper, far quicker, and much 
more satisfactory to us, for the 
factory was southeast of Chicago. 
After some years of operation we 
discovered we had been billed f.o.b. 
factory. On personally taking this 
matter up at the factory, for I 
found letter writing completely 
ineffectual, I failed to obtain sat- 
isfaction. Even the personal call 
induced no expression of regret, or 
the appreciable credit to which 
we were entitled, representing the 
differences in freight and other 
related charges. There was no 
argument as to our rights. That 
was not contended. But to this 
day we have not been able to right 
the balance due to us. 


“Bad business, possibly you are 
thinking. And it undoubtedly was. 
But what will you think when I 
tell you that after my personal 
call and up to the time we re- 
linquished the agency, years later, 
we were still billed f.o.b. factory. 
Judged by the standards of this 
manufacturer, no doubt I was con- 
sidered a dumb businessman, to 
use a favorite Americanism, or one 
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of that unfortunate ilk born every 
minute, to quote a great Ameri- 
can, for you must not forget I was 
reincarnated once into the bar- 
gain. Well, gentlemen, it is just a 


difference in ethics. We trusted _ 


our supplier and found him want- 
ing. 

“I want to get along my list of 
recommendations. They are: 

“1. One price only. If prices 
must be graded because of the na- 
ture of the business, or if there 
are quantity discounts, show all to 
engender confidence. If you don’t, 
your foreign agents, although 
thousands of miles apart, will 
sooner or later discover your dif- 
ferent prices and regard your 
methods with the suspicion they 
deserve. If you wish to grant an 
extra discount concession, allow it 
as a credit at the factory so that 
your one-price principle is not 
validated. 


Advertising Must Be Watched 


“2. Watch your advertising, a 
costly item. See that it is truly 
applicable to the country con- 
cerned. Americanisms of speech 
and picturization should be re- 
garded with suspicion. In my 
opinion, advertising should be 
charged for. It represents a net 
worth just as much as does mer- 
chandise. 

“3. Go out of your way to enter- 
tain generously and so become 
thoroughly familiar with your 
foreign agent when he visits you, 
for he doesn’t come often. It will 
pay you to get well acquainted 
under relaxing conditions when 
he will talk more freely. 

“4. Show a marked interest in 
his business,—a real interest, not 
just a casual perfunctory enquiry 
as to how he is getting along. Ask 
if your agency is a success to him. 
It may be to you, but not to him. 
Ask if he is making money from it, 
with what lines, and how much. 
Determine if it is enough. 

“5. More thought could be given 
to your agent’s recommendations. 
If they can not be carried out, the 
reasons should be explained and 
agreement reached. 

“6. Do not stall your agent 
along. Always answer his objec- 
tions fairly and squarely, without 
equivocation or cheapness. For in- 
stance, don’t tell him when he 
may request advertising assistance 
that you look after that by adver- 
tising in the important journals of 
the world. That may satisfy you 
but it does not satisfy him. 

“7. Don’t be arbitrary and big- 
oted about your products. I could 
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mention many cases, such as the 
steel furniture manufacturer we 
no longer represent, who scoffed 
at the then new airflow design of 
desks. 


Mother’s Day Is Out Abroad 


“8. Don’t ask your agent to sell 
more equipment because it is 
Mother’s Day in America. This 
actually happened to us. Your 
agent doesn’t even know what 
Mother’s Day is. 





“It may surprise you to 
know that experienced for- 
eign agents, including the 
American abroad, regard 
American foreign business 
methods with circumspect 
suspicion and prudent dis- 
belief. My experience of 20 
years trading confirms that 
this attitude is not perverted 


nor exaggerated.” ; 
—P. S. Widdup 











“9, Don’t bully your agent for 
more volume, or raise his quota 
without carefully weighing his ob- 
jections. They are not always 
stalls. 

“10. When you send a visiting 
representative, be sure that he is 
the right type. Mostly, they are 
not of much help to the agent, 
and seem to regard the trip as a 
holiday. 

“11. Be sure your representatives 
are able businessmen as well as 
salesmen. 

“12. Don’t tell your agent a par- 
ticular product of your line is just 
as good as some competitor’s, 
when he knows perfectly well it 
isn’t and assumes you do, too, al- 
though often you don’t. 

“13. Don’t persuade or allow an 
agent to represent you if you 
know the task ahead to be a com- 
pany operation. Stay out of the 
market until you are ready to 
operate. 

“14. Don’t adopt an intolerant 
attitude and don’t neglect an 
agent merely because his business 
is small. 

“15. Don’t threaten to change 
and don’t be tempted to change 
an agent because someone else 
promises greater volume. Usually 
it ends in failure. 

“16. Don’t, under pressure, delay 
deliveries to countries far dis- 
tant just because they are so far 
away. 


Market Must Be Considered 


“17. Don’t antagonize your agent 
by fighting him to sell a high- 
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priced product in a low-priced 
market. This frequently happens 
in China, with one of the lowest 
purchasing powers in the world. 


“18. Don’t send incomplete ship- 
ping data, and,if complete, be sure 
it is posted in time, thus avoiding 
annoying delays and extra work 
at the other end. 

“19. Be up-to-date with all ship- 
ping and finance formalities for 
each country. Know the routine. 

“20. Generally speaking, do not 
quote terms other than f.o.b., or 
c.if., if you wish. This would be 
an important convenience to your 
agent. 

“21. Don’t refuse to ship new 
product merchandise on a speci- 
fied sale or return consignment 
basis. Why should the agent carry 
all the risk? 

“22. One of the greatest short- 
comings, and one of the biggest 
problems of the exporter, in my 
opinion, is the almost complete 
lack of incentive reward, to stim- 
ulate the agent to do better. 

“23. Cease to view your agent as 
a source of ‘give,’ which becomes 
a natural viewpoint over the years. 
Your ofttimes-battered middleman 
likes to feel he is sometimes on 
the receiving end, if by no more 
than a _ sincere complimentary 
letter. 

“24. Provide more data of -an 
analytical nature really pertinent 
to your own and competitive prod- 
ucts and policies. 


Foreign Attitudes Are Different 

“25. Adapt yourselves to the 
psychological attitude of your 
agent and the country he repre- 
sents. Speaking by and large, 
and ignoring temperamental dif- 
ferences, the average foreigner 
cannot be worked up to the same 
pitch of enthusiasm as an Amer- 
ican businessman, simply because 
he does not value the financial re- 
ward as highly. 

“26. Allow more generous terms 
of payment for slow-selling stock. 
I see no good reason why the 
agent should be expected to tie up, 
unprofitably, large sums of money, 
without assistance from the man- 
ufacturer. 

“To summarize and generalize— 
in equity’s name, let us do unto 
others as we would have others 
do unto us. Difficulties we must 
expect. In dealing with agency 
difficulties, let us dispense with 
the old cat and mouse game of 
taking advantage of the other fel- 
low’s weakness, ignorance, or over- 
sight. Protect your agent’s inter- 
ests as you would your own.” 
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A Proved Plan for Merchandising 
Portahle Typewriters 


How to Heach a Great and Expanding Market 


Extracts From a Pamphlet 
Published by the 

Portable Typewriter Division 
of Remington Rand, Inc., 
New York, N. Y. 


EANING heavily upon the 
L proven experience of a large 
number of their most successful 
portable typewriter outlets, the 
sales promotion department of the 
portable typewriter division, Rem- 
ington Rand, Inc., has prepared a 
plan for merchandising portable 
typewriters in retail stores. The 
plan, as evolved, is designed for 
the increasing number of type- 
writer and retail store executives 
who have sought the company’s 
aid in formulating plans to estab- 
lish themselves in the portable 
typewriter business more solidly 
than at any previous time in their 
history. 

The portable typewriter con- 
sumer market, the plan points out, 
is a vast market. It embraces all 
families with annual incomes of 
$1,000 or over. It includes students, 
professional and business people, 
as well as small business firms 
having typewriter needs that can 
be filled through the use of a port- 
able. These markets are placed 
in such classifications as: 

1. Intermediate school, high 
school and college students. 

2. As an aid in the instruction 
of primary and elementary school 
pupils, of which there are 23,000,- 
C600 in the United States. As this 
movement gains momentum it will 
result in opening up a very large 
portable typewriter market which 
heretofore has been almost un- 
tapped. 

3. One of the largest potential 
markets is the home. 

4. Business and_ professional 
men and women, writers and 
teachers. 
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5. Returning soldiers will want 
and need portables. 

6. Anxieties about post-war of- 
fice employment will increase the 
need for typing skill. 

7. Women returning to the home 
from office work which they did 
during the emergency will want 
machines for use in the home. 

8. Portable typewriter owners 
desiring to exchange junior models 





- for standard complete models 


should become a factor in increas- 
ing sales volume. 


Potential Sales and Profit 


Since portable typewriters pro- 
vide a comparatively large unit of 
sale, a high markup and a rapid 
turnover, there results a propor- 
tionately higher profit. Space re- 
quirements, in relation to most 
lines of merchandise in any type 
of store, are modest. In fact, some 
leading stores have already dis- 
covered that their profit returns 
on portable typewriters per square 
foot of floor space occupied, has 
been ten times as great as on other 
items in the same department. 


With these increased sales vol- 
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DESIGNED FOR SALES—This cutaway view from the front of a model business 
machines store shows how typewriters can be arranged for effective display and 
demonstration in an ultra modern setting. 
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A FLOOR PLAN FOR THE OFFICE MACHINE DEALER’S STORE 
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FOR EFFECTIVE DISPLAY—Typewriters can be properly shown to the trade by 


say 


such a pedestal arrangement as this. 








ume and greater profit potentials 
in view, it is only natural that ag- 
gressive merchandisers are taking 
steps to provide adequate portable 
typewriter departments through 
which their stores can reap these 
benefits. 


Departmentalization of Sales 


Successful retail stores point out 
that they have found it necessary 
to segregate items known as 
“large household wares,” such as 
washing machines, refrigerators 
and stoves, from items known as 
“small household wares.” Only in 
that way could they free these 
costilier and important items for 
adequate sales development. Stores 
selling home appliances employed 
the same reasoning in separating 
their portable typewriter business 
from smaller so-called related 
items. 

Department stores found that 
by establishing separate numbers 
for portable typewriter depart- 
ments they were able to chart 
Clearly the profit opportunities 
and operating requirements. When 
the portable typewriter figures 
were made to stand alone, they 
showed a comparatively higher 
unit of sale (average of $50.00), 
a higher rate of turnover, an ab- 
sence of mark-down losses, lower 
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FLOOR PLAN FOR LAYOUT SHOWN IN TOP PICTURE 














handling and delivery expenses 
and, therefore, a higher net profit. 

Office machine stores, too, found 
that portable typewriters required 
less capital for inventory and that 
turnover is more rapid than on al- 
most any other allied line carried. 
There is less handling, delivery 
and service expense. Separation 
of the figures give these dealers a 
definite idea as to what space 
should be devoted to portable 
typewriters, and that the time and 
money devoted in promoting their 
sales was indeed a profitable in- 
vestment. 


Locating the Department 


Location is of major impor- 
tance to the success of any port- 
able typewriter department. There- 
fore, every effort should be made 
to utilize the advantages of choos- 
ing a location with maximum 
traffic. 

In department stores, the size 
and type of store will usually de- 
termine the final location. How- 
ever, it can be generally stated 
that the portable typewriter de- 
partment should be readily acces- 
sible to main-aisle traffic. Stores 
highly successful in the promotion 
of portable typewriters and major 
home appliance items have al- 
ready proved the value of locating 
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displays and demonstrations where 
traffic is heaviest. In such cases, 
the increased sales volume and 
gross profit return per square foot 
of space occupied by portable type- 
writers has been such as to justify 
the best traffic spot available. 

In office machine and commer- 
cial stationery stores the best lo- 
cation is usually near the entrance. 
Here, an attractive display will 
not only be imposing to the pa- 
trons of the store but it can also 
be observed from the street by 
passing traffic, thereby acting as a 
permanent window display. 


Departmental Display and 
Arrangement 


Knowing from experience that 
no two stores would use identical 
or even similar architectural de- 
signs for their portable typewriter 
department, Remington Rand, 
Inc., enlisted the aid of specialists 
in this field to bring together a 
series of new designs. E. Paul 
Behles and Associates of New York, 
N. Y., were commissioned to create 
these designs. 


A particularly effective innova- 
tion is a combination display-dem- 
onstration table. The main part 
of this novel store fixture simu- 
lates a “step-up” pedestal and‘ is 
used to attract passing traffic. The 
other part is separated by a cowl 
from the main part of the display 
and provides a place for the cus- 
tomer to be seated comfortably 
while trying out the machine. It 
can be built so that it is open at 
the bottom, with tubing for legs. 
However, when it is to be located 
at a point distant from stock (for 
example, when used as an island 
display) the bottom portion can 
be enclosed to form a cabinet 
where portable typewriter cases 
and a reserve stock of machines 
can be stored. 

In small department stores, a 
turntable has been introduced. It 
can be built in many ways to suit 
individual store requirements. 
Such a table can be built around 
a post to blend into the architec- 
tural design of the store. 


Portable Typewriter Stock 
Assortments 


The size of stock to be carried 
by a store will depend largely upon 
the size of its portable typewriter 
department and the aggressive- 
ness with which it promotes the 
sale of machines, the size and 
quality of its display and the fre- 
quency and size of its advertising 
program. 
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To capitalize on national con- 
sumer advertising by the manu- 
facturers, established consumer 
preference and trade-up possibil- 
ities, most dealers have found it 
profitable to maintain display and 
supply of all models. 

The more successful outlets in- 
terviewed agreed that when there 
is a normal flow of machines avail- 
from the manufacturers, it is es- 
sential to stock a sufficient re- 
serve of units to permit imme- 
diate delivery of all orders. Under 
ordinary conditions, once cus- 
tomers have decided to buy, they 
do not like to wait until the ma- 
chine chosen is obtained from the 
factory unless special type faces 
are specified. A delay of this kind 
usually loses the sale to a com- 
petitor who has the model in stock. 

In maintaining a balanced in- 
ventory it is well to remember that 
portable typewriters are predom- 
inately in demand with standard 
keyboard, with either pica or elite 
type. Based on demand, the gen- 
eral rule has been to stock 85 per 
cent pica and 15 per cent elite in 
each model. The demand for spe- 
cial type faces, keyboards and at- 
tachments is limited, and orders 
should be accepted with the un- 
derstanding that such machines 
will be supplied direct from the 
factory. 


Department Personnel 


Perhaps the most important 
single contribution of this study 
has been in bringing to light the 
fact that carefully-selected and 
properly-trained personnel is a 
must in the successful operation 
of any portable typewriter depart- 
ment. 

The right type of trained per- 
sonnel is your assurance of ob- 
taining maximum sales and results 
from a properly-organized and 
adequately - promoted portable 
typewriter department. 

Whenever volume permits, port- 
able sales personnel should be re- 
lieved of miscellaneous duties per- 
taining to the sales of items not 
closely related to portable type- 
writers. This permits proper at- 
tention and demonstration to 
every prospect, and freedom to 
watch random shoppers, a goodly 
percentage of which can be sold 
in this way. 


Selection of the Right Personnel 


Since the number of trained suc- 
cessful portable typewriter sales 
people is very limited, it is usually 
necessary to select and train your 
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own personnel. Sales persons with 
a successful selling background in 
such specialties as vacuum clean- 
ers, washing machines, electrical 
appliances, radios, refrigerators, 
and other items of higher-priced 
utility merchandise are generally 
ideally suited for becoming suc- 
cessful in portable typewriter 
sales. 

Following are some suggestions 
which may be of assistance in the 
selection of a satisfactory sales 
person: 

1. Neat appearance — alert, 
courteous attitude. 

2. Friendly, well-spoken, easily- 
met personality. 

3. Confidence in self and in the 
value and importance of the 
product. 

4. Ambitious, but not high-pres- 
sure—rather one who, by his or 
her very bearing, will lend dignity 
to any transaction through knowl- 
edge of the product and its value 
to the customer. 

5. Ability to size up a prospect, 
with a balanced judgment on 
what, when, and how much to say. 

6. The ability to close the sale. 


Compensation Plans for Salesmen 


To attract and keep the desir- 
able type of individuals qualified 
to obtain highest sales results, it 
is necessary to adopt a compensa- 
tion plan that will provide them 
with incomes commensurate with 
their abilities. Following are three 
compensation plans which have 
proven successful in actual opera- 
tion: 

Plan 1. Percentage rates of 
commission with drawing account. 
This is a common basis of com- 
pensation. Commission rates 
should be graduated to provide 
incentive for trading up to higher- 
priced and, consequently, more 
profitable typewriter sales. The 
following sliding scale of commis- 
sions will serve as an illustration: 

a. Seven per cent commission 
on medium-priced portables. 





TYPEWRITER CORNER—How portable 
typewriters can be effectively dis- 
played in corner layout. 


b. Nine per cent commission 
on highest-priced portables. 
Plan 2. Fiat dollar rates of 
commission with drawing account. 

Another satisfactory method of 
compensation is to place a flat 
dollar rate on each model. This 
plan seems to appeal to those sales 
persons who think in terms of so 
many dollars earned, in round fig- 
ures, for each model they sell. In 
addition, the store, by paying flat 
dollar commission rates on each 
model, can emphasize sales pro- 
motion of any one or more models 
on which it may desire special 
effort. For example: 

a. $5.00 on medium-priced 
portables. 

b. $7.00 on  highest-priced 
portables. 


Plan 3. As an alternative, 
where a new typewriter depart- 
ment is being established or when 
abnormal business circumstances 
prevail, a salary arrangement with 
or without a nominal small bonus, 
graduated to provide incentive to 
sell higher priced models, has 
been used with considerable suc- 
cess. 


Advertising and Promotion 


Good merchandising practice 
dictates a regular advertising 
budget. Even if previous sales do 
not seem to warrant one of rea- 
sonable proportions, setting up 
such a budget is your best guar- 
antee of assuring to your store its 
proportionate share of the vast 
increase in portable typewriter 
sales volume and prices. 


Promotional Methods Used 


Every promotional plan should 
include the departmental display 
of merchandise recommended for 
that purpose as previously covered 
under “display.” The right display 
in a good location will attract its 
share of traffic and sales, but to 
secure the fullest possible measure 
of business there must be a def- 
inite advertising program. 

The Number One medium in ad- 
vertising for the centrally-located 
merchant is, of course, the leading 
daily newspapers. This usually 
brings the best and most profit- 
able results. 

Next in value to the leading 
daily papers are the neighborhood 
papers, in larger cities published 
at regular intervals and usually 
distributed without cost to neigh- 
borhood readers. Rates in these 
papers are usually very reasonable. 
For neighborhood stores serving a 
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limited area, this is the best pos- 
sible medium to use. 

Short but consistently-repeated 
classified ads are very effective. 
Space is usually available at spe- 
cial rates on a contract basis. 

High school and college students 
represent the largest field of port- 
able typewriter users. Advertising 
in local school publications will 
help cover this lucrative market. 

Dealers who once try telephone 
directory listings seldom discon- 
tinue its use. While not especially 
adapted to the promotion of spe- 
cific models and prices, it does 
have tremendous value in identi- 
fying a dealer with the portable 
typewriter lines which he sells. 

The average office machine 
dealer has one or more windows 
at his disposal that are a natural 
means of attracting passing traffic. 
It is valuable space. 

Portable typewriter displays in 
windows should be allocated in 
direct ratio to its volume and gross 
profit potentials. 


Use of Student Salespeople 


Many students must necessarily 
work their way through college; 
others can use extra spending 
money. Stores in college towns 
or vicinities should contact deans 
of such schools for worthy stu- 
dents to represent them and sell 
to fellow students on a commission 
basis. Some of these student rep- 
resentatives will be sufficiently 
ambitious and have the time to 
extend their activities and do some 
direct selling to homes. 

Common practice among mer- 
chandisers of many specialty lines 
is to arrange home demonstrations 
with those prospects who are un- 
able to decide on the purchase in 
the store. This is an ideal way to 
trade up to higher-priced models. 
The whole family is witness to the 
demonstration, and quality always 
appeals to the majority, especially 
when it is pointed out that the 
better and best merchandise costs 
but little more than the lower- 
priced, less-complete models. 

Industrious and ambitious sales 
persons will welcome this oppor- 
tunity of additional income, as 
most demonstrations are in the 
evening when stores are usually 
closed. If more than one sales 
person is employed, floor time and 
outside time can be arranged so 
that some outside demonstrations 
can be made during the day. Store 
Sales and appointments for home 
demonstrations will be made dur- 
ing floor-time hours, with home 
follow-up during outside time. 
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A Wartime Necessity Shows Way 


to a Bigger Post-war Business 


By George W. Perry 


HERE IS one office appliance 

and supply firm that hasn’t a 
thing to worry about in this post- 
war world that we are in today. 
It is the firm of Wrona Brothers 
of Elgin, Ill., owned and operated 
by A. T. and W. J. Wrona. A 
necessary change in their business 
that was literally forced on them 
by conditions during the war pe- 
riod has shown them the way toa 
bigger business than they ever an- 
ticipated before the war. 

This firm was going along in 
fine shape before the world con- 
flict, quite content with its busi- 
ness. Both of the brothers are 
very much office equipment-mind- 
ed, so they concentrated on the 
equipment end of their business. 
Supplies, the endless little things 
which they handled, were a minor 
part of their business. They had 
a complete stock of them and sold 
them, but it was more of an ac- 
commodation for their customers 
than anything else. Standard lines 
of typewriters, adding machines, 
steel office desks and chairs—such 
were the bread and butter of this 
business. 

Then along came the war and 
with it the freezing of typewriters 
and the disappearance of office 
equipment from the market. Over- 
night, Wrona Brothers found 6!) 
per cent of their business had dis-- 
appeared. The remaining 40 per 
cent of business might have been 
enough for the firm to run along 
on until the war ended and condi- 
tions changed back to normal 
again. But the Wrona brothers 
are not the kind of businessmen 
to take a rap like this on the chin, 
and just grin and bear it. They 
knew that what had happened 
couldn’t have been avoided, but 
nevertheless they decided to do 
something about it. 

Being sensible business men, 
they did not rush into the whole- 
sale markets and buy babies’ dia- 
pers, ladies’ panties, china dinner 
sets and what have you to try to 
eke out the war period. On the 
contrary they sat down, the two of 
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them, and took stock of things 
and conditions. They talked over 
the war and their business with a’° 
view to finding out some sound 
solution for the problem which 
they were up against. 


Decided Service Was Needed 


Their conclusions were that 
with equipment off the market, 
that which was in customers’ 
hands would have to last until 
new was available. To them that 
meant service would assume tre- 
mendous importance in the offiee 
equipment and supply field. In 
addition, they concluded that sup- 
plies, those small items that the 
firm had always handled but 
never pushed, would most likely 
not be so hard to obtain during 
the war period. With these con- 
clusions as a basis, the two broth- 
ers decided to really go after 
service and give a brand they had 
never given before. They also de- 
cided to push the small business, 
the sale of items that had previ- 
ously been more or less neglected. 

It was decided that A. T. Wrona 
would be in charge of the service 
end of the business and the other 
brother, W. J. Wrona, would see 
what he could do with the small 
items and supplies. The wives of 
these men came into the store and 
more or less took over, which 
freed the brothers for more out- 
side efforts. 

A. J. Wrona, who took over the 
service end of the business, estab- 
lished a policy that all office 
equipment service calls originat- 
ing within Elgin would be taken 
care of within 24 hours, come high 
tide or tornado. On service calls 
originating outside of Elgin, a 48- 
hour limit was established, within 
which every out-of-town service 
call would be handled. In no time 
flat this new policy became known 
to users of office equipment, not 
only in the city of Elgin but in the 
surrounding territory. Service 
business came through in volume. 
At times it was a tough job to 
keep to the policy of 24-hour and 
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48-hour service but Mr. Wrona, by 
putting in extra hours and plenty 
of them, did keep his service work 
up to the new policy time limits. 

While this was going on, the 
other brother, W. J. Wrona, who 
was in charge of the small items, 
was really going after business in 
account books, paper, ribbons, ink, 
paper fasteners — literally every- 
thing in the supply line. Offices 
were visited, store owners were 
called upon, everybody who might 
be a prospective customer was 
contacted. And regardless of how 
small the wants were, these wants 
were satisfied as promptly and 
with as much courtesy as if they 
had been $1,000 orders. Firms that 
had never bought supplies from 
this firm before discovered Wrona 
Brothers a better place to make 
their purchases. 


Between the untiring efforts of 
the two brothers, A. T. and W. J., 
the 60 per cent hole that the war 
had made in their business began 
to fill up. It wasn’t too long before 
75 per cent of this lost 60 per cent 
had been made up in increased 
service and increased business in 
the smaller items. Long before the 
war ended, the gross business of 
this firm had reached a level that 
was only off 15 per cent from the 
normal pre-war level. But what is 
even more important is what this 
wartime experience taught these 
two brothers. 


Prove Little Things Count 


In the first place they had 
proven to them that the supply 
end of the business, the sale of the 
little items so: often despised in 
the office equipment field, really 
offer sales and profit possibilities. 
In the second place the firm has 
built up a backlog of good will 
that is invaluable. Before the war, 
the firm had a very high rating 
among business firms who were its 
customers, but during the war the 
extra service that was offered 
when so many fell down mate- 
rially helped boost this good will 
until today it is difficult to calcu- 
late its value. 

With the post-war world al- 
ready unfolding, Wrona Brothers 
are determined to go after the 
small item business in even a big- 
ger way than they did during the 
war period. They see the profit 
that lies in these little sales mul- 
tiplied many times. More than 
that, they intend to maintain 
their 24- and 48-hour service 
schedule on office equipment and 
appliances. They reason that if it 
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were possible for them to main- 
tain such a service schedule dur- 
ing the trying war period there 
cannot be any reason that would 
make it impossible to do so in the 
peace years that follow. The good 
will that they have developed, to- 
gether with what many of their 
customers have told them, leads 
the brothers to believe that it will 
be easily possible not only to 
maintain the extra service busi- 
ness and the increased business 
in small items but most likely 


materially increase both in vol- 
ume. And, of course, there is the 
equipment and appliance end 
which will come back when sup- 
plies are available. So the two 
Wrona brothers are facing the 
post-war world quite contented. 
What might have been a mean 
crack on the chin was turned into 
a blessing in disguise in that it 
showed the way to a bigger, better 
and more profitable post-war bus- 
iness than either of them had ever 
anticipated was possible. 





Private Report 


Hy George M. Dodson 


HY DO the office appliance 

dealer’s suggestions to an em- 
ployee so often result only in re- 
sentment, rather than the hoped- 
for improvement? Any of several 
reasons may have brought about 
this unfortunate condition: 

1. The office appliance dealer 
may have spoken in irritation, 
thus causing the suggestion to 
sound like criticism. 

2. He may have worded his idea 
too much like an appeal for more 
work, even when his primary aim 
was to be helpful. 

3. The discussion may have 
taken place in the presence of 
other helpers, who had no direct 
connection with the matter under 
discussion. Later, they are likely 
to tease their fellow worker by 
“interpreting” the office appliance 
dealer’s remarks in a way he had 
never intended. 

Obviously, there are times when 
an employee needs advice and 
suggestions. But the method used 
should avoid all three of the trou- 
blesome circumstances outlined 
above. A note slipped into the pay 
envelope, inviting the worker to 
discuss matters at his convenience, 
will stay clear of bad after-effects, 
provided certain common sense 
rules are followed. 

The note should be printed or 
typed on the same size and color 
of paper as the slip giving the 
payroll deductions. They should 
always be uniform, and therefore 
cause no embarrassment even 
when a worker opens his pay en- 
velope in front of others. Further- 
more, if the slip is lost, it contains 
only a routine notice bearing no 
name nor personal details. 

Most important feature of this 


plan is the wording of the note it- 
self. It must be concise, friendly, 
inviting. Something like this: 
“The management has been 
pleased with your efforts. We have 
a suggestion or two which may 
make your work a bit easier and 
more pleasant for you. At your 
convenience, we would be pleased 
to have you drop in at the office 
for a few minutes to talk it over.” 

Allowing the sales clerk or other 
worker to choose the time for dis- 
cussion will not only bring him to 
the office when he’s in the proper 
mood for such matters, but it will 
also prevent hasty and poorly- 
considered remarks by the office 
appliance dealer. Notes should be 
kept on the details to be discussed, 
but usually it will be found that 
the delay makes it possible to see 
all things in their true light—in- 
creasing the chances that the in- 
terview actually will be helpful. 

Efficient and contented workers 
will be most profitable to the of- 
fice supply and equipment store. 
Therefore, the dealer should stick 
closely to his promise to benefit 
the employee by means of the in- 
terview. Otherwise, they will soon 
pay no attention to the printed 
slip, believing the boss has only 
his own gain in mind. 

If the employee does not re- 
spond within a week or ten days, 
dealer had ready for discussion, 
the nature of the suggestions the 
must determine whether the no- 
tice should be followed up. In all 
cases, however, the lack of interest 
may be written into the personnel 
records, while more favorable 
notes will follow the names of 
workers who accept the sugges- 
tions and put them into practice. 
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(Office Machines in the Tall Timber 


By A. T. WEAVER 


ACK in 1927, OrFicE APPLIANCES 
H carried an article describing 
an attempt by a Hartford, Conn., 
man to return to his rural home 
village in western New York State 
and establish an office machine 
business in a tiny spot of 350 pop- 
ulation. A sparse area, comprising 
only small villages and two of the 
state’s smallest cities (one 50 miles 
distant) formed the nucleus for 
this typewriter man’s territory, 
specifically the counties of Alle- 
gany and Steuben. 

The story of that time, “Office 
Machines Among the Sticks,” pur- 
ported to relate a sort of success 
story in which a business had been 
established in five short years and 
was doing nicely, thank you. In 
reality it had just begun to creep, 
and as one looks back after 22 
years it is easy to see that its 
existence was still a very precari- 
ous affair at the time the article 
was written. Had the owner of 
the Mason Typewriter Exchange, 
R. C. “Bob” Mason, known then 
that he was destined to dominate 
the service and distribution of 
typewriters in his area, which now 
includes two additional counties, 
he would have considered it a 
pipe dream induced by over-ex- 
posure to solvent fumes. 

The recent addition of a com- 
plete modern shop, in a 15 by 
32-foot addition to the old store 
building on Main Street, was an 
occasion that called for the work 
of a photographer. The accom- 
panying picture shows the corner 
of the new shop where final as- 
sembly is completed after the 
machines have been processed in 
the adjoining rooms to the left of 
the photo. 


Work Benches Specially Designed 


The new shop .has ten double 
windows, a matched oak floor, in- 
Sulated walls and ceiling. The 
work benches were made to meet 
Mechanic Guy A. Washburn’s own 
ideas. They have drawers on the 
left for tools, a knee-hole spot un- 
der the turntables, and are mov- 
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R. C. MASON 


able to secure heat or light as de- 
sired. 

The man at the rear is Mrs. 
Mason’s brother, Edward H. 
“Ward” Shepard, and at his right 
is grandson Fred Mason, who is 
following in the footsteps of the 
other Mason boys who have worked 
in the service shop before him. 


The old compressor, shown in 
right foreground, has been retired 
to the status of portable equip- 
ment for use in high schools and 
larger industrial offices that are 
on annual service contracts. That 
is not a water snake from the 
Canacadea Creek lying on the 


floor to the left; it is the hose 
from a new large-capacity, two- 
phase compressor, with 300-pound 
pressure rating. Pressure usually 
employed is 175 pounds. 

Speaking of the Canacadea 
Creek, this mountain stream runs 
at the rear of the shop and the 
bank of the stream is just about 
50 feet from. where young Fred 
is standing. One and one-half 
pound brook trout have been 
caught from the pool directly back 
of the shop. 


An Advantageous Layout 


Beginning with the corner par- 
tition shown at the left front, and 
running to the rear, are two 
rooms: first, the compressor room 
where the 40-gallon hot water 
tank and compressor are housed, 
while at the rear corner is the 
cleaning room, where a three-tank 
metal cleaning vat has been in- 
stalled to meet the specifications 
of Mr. Washburn, ‘who has been 
with the Masons over 20 years. He 
is shown completing the shop re- 
building of a Woodstock electric 
typewriter. Mr. Washburn re- 
ceived factory training on electric 
typewriters, and has every reason 
to be proud of his record of ability 
to make these high-speed ma- 





MASON ADDS MODERN REPAIR SHOP—This is a portion of the complete 

modern repair shop, recently added to Mason Typewriter Exchange, Almond, 

N. Y., and supervised by Guy A. Washburn, who is shown completing the 

rebuilding of an electric typewriter. Working at the rear is Edward H. “Ward” 
Shepard and appearing at his right is Fred Mason. 
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chines perform as the original de- 
signer dreamed they should. 

The Mason exchange has the 
franchise for the Royal typewriter 
and also handles adding machines, 
duplicators, and checkwriters. 

Robert M. Mason, son of the 
proprietor, is in charge of the road 
work, including sales and emer- 
gency service. Mrs. Howard Fritz, 
with over ten years of service at 
the exchange, handles the tele- 
phone and the voluminous busi- 
ness records. 


Store Machines on Shelves 


The front end of the shop is 
devoted to five 12-foot shelves 
where machines are placed as they 
are unloaded from the route trips. 
These shelves face the side en- 
trance, located on a driveway that 
circles the building. The entrance 
is roofed over for loading and un- 
loading the cars under cover in 
stormy weather. To the left of the 
entrance are four ten-foot shelves 
that store the finished machines 
ready to be inspected. A long 
bench at the immediate right of 
the entrance is used to inspect 
machines before being loaded, and 
the inspected machines remain 
there until they are loaded into 
the cars for return to owners. 


The cars are out five days a 
week, and work, as far as possible, 
on regularly established trips. For 
instance, the offices at Wellsville 
know from long experience that 
one car from Mason’s will be in 
their city every Tuesday, come 
rain or shine, 95° or sub-zero 
weather. Hornell knows that an- 
other car will be in their city each 
Wednesday and Friday. Corning 
offices know that for 20 years 
Mason’s have delivered in their 
city on Thursdays, and other 
routes are handled in the same 
manner. When emergency calls 
arrive they either swing one of 
the routes for that day to include 
the community that needs emer- 
gency service, or ship a relief loan 
by bus or motor express to take 
care of the situation until the day 
of regular call brings a car to the 
customer’s office. 

Many a large-city typewriter 
exchange wculd be delighted with 
the gross business handled by the 
Masons in this little village, and 
the overhead, from the standpoint 
of building rental and conveni- 
ences, would seem to a city man 
to have neared the vanishing 
point. 

Only five miles from the city of 


30 


Hornell (16,000 pop.), the village 
of Almond has electricity, natural 
gas, city water (spring water), and 
with Alfred (the college town), 
enjoys the privileges of a $450,- 
000 centralized school system en- 
rolling 590 pupils and 32 full- 
time instructors. So, while on 
the face of it the Mason Type- 


writer Exchange would seem to re- 
quire that a path be beaten or 
broken to its door in some secluded 
nook, the somber truth reveals 
that it has concrete paved streets 
that terminate in concrete high- 
ways leading east and west from 
New York to Chicago, and a few 
points more westerly. 


Consumer Education Builds Sales 
By WILLARD C. HYATT 


ONSUMERS need to be edu- 

cated—it is good sales sense. 
Much consumer, as well as sales, 
time is wasted daily because of a 
lack of intelligent buying on the 
part of the customer in the aver- 
age retail stationery store. Very 
seldom does the buyer know what 
he wants when he comes into the 
store and, worse then that, if he 
does know what he wants he does 
not know how to ask for it, or 
call the merchandise by the right 
name so that the sales clerk can 
tell what is wanted. 

The remedy for this unfortunate 
situation is a series of projects 
to be carried on by the retail store 
to educate the buying public. One 
method that could be used is a 
series of window and counter dis- 
plays aimed at explaining the use 
of various items of related mer- 
chandise such as the various kinds 
and grades of paper, the value of 
eye-ease paper over white in 
ledger sheets, and the uses to be 
made of each. Other themes for 
window displays that could be 
used are: degrees of pencils and 
for what adapted, duplicating and 
mimeographing materials, kinds 
and uses of various drawing and 
stenciling equipment, various 
ledger rulings and uses, book- 
keeping systems for various needs, 
types of filing equipment and 
their uses, types of ring and 
ledger binders and what they bind, 
types and uses of different fast- 
eners. 


Persuasion of any kind depends 
upon meeting a need that the 
perspective desire has at the mo- 
ment. Hence education displays 
must be aimed at a seasonal need. 
To be potent, the window must 
have unity. Too many displays 
consist of many unrelated items 
with the result that the attention 
of the customer becomes scat- 
tered and confused instead of fo- 
cused and directed. 


Proper Labeling Aids 


In order to inform, merchandise 
must be well labeled and one item 
related to another. This relation- 
ship must be demonstrated and 
not implied, as in the different 
effect on the eye noted when look- 
ing at eye-ease paper as compared 
with the glare of white paper. 
Rubber bands should be displayed 
by number. 

Beside the educative possibilities 
in a well-integrated display cam- 
paign, the salesman and clerk 
must take time to explain names 
and uses of various equipment to 
the customer while he is in the 
store. Give the customer all the 
pamphlet material and everything 
that will increase his knowledge 
of the product. 

All we have to do to influence 
a prospective customer is to show 
him how what we have to offer 
will be of benefit to him in meet- 
ing his special needs. An educa- 
tive sales program will most cer- 
tainly be based on this axiom. 





STANDARDS FOR SALESMEN 


In the Socony-Vacuum sales Plan, "The Salesman’s performance 


is up to standard when— 


“A. When he holds all selected accounts. 
“B. He secures competitive selected accounts when competitive 


contractual relationships expire. 


“C. He secures all new, selected accounts as they become avail- 


able. 


“D. He furnishes accurate information to keep his records up to 


date.” 
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: Your Friend, Mr. Customer—hee 
SEE 
: our friend, Vir. p 
ls 
ts 
1- 
“a ba e and logically to friendly inquiry 
w ill Onl our | p as to the customer’s identity and 
the character of his business. 
“Know your customer” is a 
golden precept in retail merchan- 
The customer’s first call is, for dising, because the progressive 
By V. N. VETROMILE him, a very impressionable inci- stationer wants to see the cus- 
dent, and he should be received tomer again, and the customer’s 
in a manner that betokens the own name, in a sales conversa- 
= stationer’s recognition of the fact tion, are always to him the 
and his desire to welcome the new sweetest words in the language. 
ds customer to the fold. The business that makes no 
he E “ind SINCE the days of barter effort to obtain new customers 
0- and exchange when caveat Casual Buyer Needs Courtesy must sooner or later show a grad- 
ys emptor was the only rule of trade, The man who darts into the ual decrease in customer census, 
d. buyer and seller have been, re- salesroom for a few pencils, a because even the most loyal of 
st spectively, the foundation and the pocket memo-book or a bottle of old customers can not live forever, 
ys superstructure of business. The ink, should, of course, be served nor will circumstances necessarily 
ns customer is all-important, because as cordially as if he came in to permit them to remain within the 
on no transaction in any field of buy a typewriter or a filing cabi- = business zone of the stationer. 
.- commerce can come to life with- net. But in the case of the person = Even to hold his own, therefore, 
O- out him. who comes in to buy some appli- a stationer must constantly at- 
The specifications of a desirable ance of appreciable value, signifi- tract a reasonable percentage of 
customer are the ability to buy cant of his probable status as a new patrons. There is really no 
and the disposition to spend, the regular user of office supplies and solid, permanent gain if a new 
ise first-mentioned specification being equipment, the alert salesman customer is simply a replacement 
m of no value whatever to any busi- should endeavor to accomplish for an old customer lost from 
n- ness without the second. name acquaintance. avoidable causes. 
nd When, therefore, a stationer has This can always be accom- 
nt been successful in attracting the plished, easily and fittingly, by Reasons Why They Return 
k- patronage of that type of buyer developing conversation about the Observation and experience 
ed who is a progressive, liberal and range of usefulness of the appli- have amply proved that the aver- 
er. up-to-date purchaser of every ance and other customers’ appre- age person, when attracted to any 
ed practical new sundry or appliance ciation of its value, leading subtly retail business, will continue to 
that comes into the stationery 
ies market, the stationer should al- 
n- ways do his best to serve and 
rk please that kind of buyer. 
les The good repute of a stationer’s 
to business depends upon the cus- 
he tomers that he keeps year after 
he year in the face of competition, 
ng and his success depends upon 
ge them also, because profitable op- 
eration can be sustained only by 
ce the customers that he has—not 
Ow those that he had. Good will is 
fer simply another term for custom- 
st- ers’ trading allegiance, and it is 
2- probably reasonable to say that 
ar- in any long-established retail sta- 
tionery business of high good-will 
rating, at least one-half of the 
buyers are so-called “old custom- 
ers.” 
Any one of several factors may 
ce have influenced a customer’s first 
visit to the salesroom—in fact, in 
these days, the new customer’s 
ve call may be simply the result of 
exploration for some scarce item. 
1il- In other words, the buyer may TREATING CUSTOMERS ALIKE PAYS DIVIDENDS—The casual buyer, who makes 
come in by casual circumstance, a small stationery item purchase, needs cordial treatment the same as the big 
os ied tie enis't te eid on. 6 customer a who present his card and purchases appliances of considerable value. 
e smart salesman develops a technique which makes friends for his estab- 


by the magic of luck. 


lishment among the first-time customers. 
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come again and again, so long as 
he or she is given courteous at- 
tention, helpful service and qual- 
ity merchandise at prices that 
represent good values. These 
things are all that is needed to 
satisfy the average buyer, and, re- 
ceiving them, the buyer will usu- 
ally recommend the stationer’s 
store to his or her friends. Strang- 
ers, thus directed to the store, 
become in turn new friends of the 
business, and volume will continue 
to increase apace with the number 
of steady customers until the pop- 
ular stationer evolves to the 
happy status of ownership of the 
best business of its kind in his 
community. 


In view of the fact that sta- 
tistics show that 75 per cent of 
the customers of all retail stores 
throughout the country are less 
than 35 years of age, it is quite 
practicable for the well-stocked 
and well-managed stationery out- 
let to anticipate the active pat- 
ronage of a good customer, once 
acquired, for as long as 30 years, 
should the customer continue to 
be a purchaser of business-man- 
agement and business-recording 
supplies. 


The stationer cannot be sure 
how long his customers are going 
to live, but he can make certain 
of holding their patronage while 
they live, provided he manages 
his business correctly from the 
standpoint of unremitting satis- 
faction of each customer. Prob- 
ably few businessmen think of 
the longevity of a customer in 
the sense of what it should mean 
in patronage to their business, 
but the facts stated are enough 
to prove the profit-potentialities 
of building and retaining a large 
clientele of constant buyers who 
cannot readily be lured by com- 
petitors. 

It can easily be appreciated, 
therefore, why holding the cus- 
tomer close to the bosom of the 
business, so to speak, requires 
more merchandising sagacity than 
merely attracting the customer by 
some fleeting device of advertising. 


Friend Good Customer must 
never be forgotten nor neglected. 
The stationer’s best customers are 
always some other stationer’s best 
prospects, once there is the slight- 
est opportunity for alienation of 
patronage, and attention to little 
particulars of service and accom- 
modation will serve to cement 
that good customer or good com- 
mercial account to the store and 
strengthen the barrier between a 
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stationer’s best customers and 
some competitor’s effort to divert 
their business. 


Sell Satisfaction for Stability 


When we are successful in sell- 
ing satisfaction along with mer- 
chandise, we have no reason for 
anxiety about the future of the 
customer. Fakirs move on from 
point to point, or plant themselves 
in the midst of constantly chang- 
ing crowds, such as at beach re- 
sorts or on the fringe of the cir- 
cus, but modern retailers have to 
hold forth in the same spot all 
the time under a fixed business 
identification which is their badge 
of responsibility to the public. 

More particularly with regard to 
the appliances and heavy equip- 
ment phases of the business, let 
us remember that we have never 
really sold a piece of office equip- 
ment until we have made certain 
that the customer knows just how 
to use it so as to derive the maxi- 
mum of benefit, profit and pleas- 
ure from it—until we have deter- 
mined, with the customer, the 
most intensively-efficient applica- 
tion of the new appliances or fa- 
cilities to the specific needs and 
requirements of his office. The 
customer is always favorably im- 
pressed with this personal interest 
in his requirements in a measure 
far beyond his conviction merely 
that the machine or appliance is 
worth the price that he is asked 
to pay for it. 

In the nature of some retail 
trades—groceries, for illustration 
—service ends with the sale and 
delivery of the commodities, but 
in the case of mechanical equip- 
ment, more or less technical in 
construction and operation, sales 
service is not-completed until the 
installation, whether it be a new 
filing system or a new mechanical 
bookkeeping installation, is work- 
ing satisfactorily for the pur- 
chaser. This applies not merely 
with regard to the mechanical 
perfection of the equipment, but 
also with regard to its correct 
and efficient use in any special 
adaptation that some peculiar 
special requirement of that cus- 
tomer’s business may involve. 

Such solicitude for the custom- 
er’s satisfaction and profitable ap- 
plication of the equipment that he 
has purchased always builds 
priceless good will and prestige 
for a stationer. Even when there 
is no special problem of what 
might be called office efficiency 
engineering involved, a friendly 
visit to the customer’s store or 


office to make inquiry as to how 
well the equipment is working for 
the buyer and whether his ex- 
pectations of improved office effi- 
ciency have been fully realized, 
will go a long way toward making 
that customer’s repeat business 
impregnable to competition so 
long as the equipment itself lives 
up to its reputation. 

It is no contribution to trade 
knowledge to say that many sales- 
men who can sell a lot of supplies 
continually do not have an im- 
pressive record with regard to the 
sale of the relatively high-priced 
mechanical specialties of the in- 
dustry. Lacking the instinct of the 
professional demonstrator, many 
salesmen do not seem to know 
how to appraise the potentialities 
of inquiries about technical me- 
chanical appliances nor how to 
recognize the buyer wearing the 
mask of the inquirer. Inquiries 
may be called feelings, or con- 
templations, which, when nursed 
along in the right way, will bloom 
into sales-——-not immediately al- 
ways, but almost certainly, never- 
theless. 


Sales Personnel Training Needed 


An investigation conducted 
years ago by a piano and organ 
manufacturer disclosed that some 
salesmen had twice as many in- 
quiries converted into sales as 
some other salesmen did. Between 
the better salesmen and the oth- 
ers, judged by performance with 
inquiries, there was found to be 
a wide difference in procedure for 
interesting the contemplative in- 
quirer. The selling tactics of the 
best salesmen were therefore 
codified for the entire sales staff, 
with a remarkable increase in or- 
ders during the first year after 
putting the sales procedure on a 
more scientific basis. 


This same improvement would 
no doubt reward the commercial 
stationer who applied some simi- 
lar method for the more intensive 
training of his sales personnel for 
efficiency in converting inquirers 
into buyers. Almost any person 
can sell a ream of paper or a 
letter transfer case, but a check- 
writer or an adding machine— 
well, that’s where the salesman is 
needed, especially for the first- 
time purchaser of such appliances. 

Business in all lines is afflicted 
by salesmen who have only a 
merchandise consciousness. That 
is, they seldom think in terms of 
the service to the customer of the 
things which they are called upon 


OFFICE APPLIANCES, December, 1945 


waewe wv le 


Ci 


n 


ro) 


ie 


eS. 
ted 


1at 

of 
the 
yon 


945 


w sell. Without specific training, 
for example, how many would 
probably have the creativeness to 
learn all about the intricacies of 
special filing methods for the 
record-control and financial or 
administrative systems of certain 
large businesses? The customer’s 
business is the stationer’s business 
in the sense that the more suc- 
cessful the customer becomes, the 
more supplies and sundries the 
stationer can sell. 


Use Materials You Sell 


The stationer is engaged in sell- 
ing a large part of the tools of 
modern business, and he should, 
therefore, endeavor to be an ex- 
ponent of the best ideas and prac- 
tices in modern office efficiency, 
as well as something of an equip- 
ment engineer when faced with 
the responsibility of making rec- 
ommendations for the installation 
of new systems or the complete 
re-equipment of an office. 

The stationers who have these 
qualifications are the fellows who 
are frequently ringing up sizable 
orders that run into three and 
four figures without decimal 
points between the digits, because 
the business leaders of their 
trade-drawing area recognize the 
ability, experience and responsi- 
bility of such stationers. They 
look to them for the solution of 
office-efficiency problems, as well 
as for practical counsel in the 
planning of complete office set- 
ups. 


Service and Success Go Together 


Service is just another synonym 
for success, and maximum success 
in office appliance merchandising 
often requires knowing more 
about the prospective buyer’s 
problems and needs than he him- 
self is really aware of—not merely 
his needs of today, but what is 
likely to prove best for the long- 
range efficiency of his business 
for years ahead. There is always 
a reason why the big commercial 
equipment orders go to a certain 
Stationer in every locality. The 
Stationer who has failed to com- 
mand this recognition shouid try 
to ascertain that reason. 

It may be simply because, al- 
though he has always “specialized 
in stationery,” he has not taken 
that necessary advanced step 
toward substantial commercial 
success by becoming known as a 
specialist in office-efficiency equip- 
ment. The distinction should be 
clear to any intelligent stationer. 
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“When I Come Back to the 


Stationer Soon— 


By SGT. E. W. FAIR 


’D LIKE TO forget all about this 
| army life and step right into 
my old job as if I’d just left it the 
night before and was coming to 
work on the regular morning rou- 
tine. 

I'D LIKE TO believe that the 
sacrifice I’ve made has done some 
good; that the productive period 
taken out of my life hasn’t been 
wasted. 

I’D LIKE TO feel that I was 
really wanted in the store, that 
the job I’ve come back to is an im- 
portant part and that I’m not be- 
ing welcomed back just because 
the GI Bill says I’m supposed to 
have my old job back. 


I’D LIKE TO have some brush- 
ing up on what has happened in 
the office appliance business while 
I’ve been gone, so that it won’t be 
too difficult for me to step right 
in and start “pitching.” 

I’D LIKE TO sort of have the 
“old gang” and “the boss” over- 
look a thing or two for the first 
month or so until I can get myself 
fully readjusted again. Living 
Army life for a long time when it 
has had to be lived under condi- 
tions widely different than in ci- 
vilian life makes an impression a 
guy can’t erase in just a day or 
two. 

I’D LIKE TO know there’s some 
future in my job again; that 
there’s a big chance for me to get 
places if I’m willing to work for it. 

I’D LIKE TO have a chance to 
“brush up” on all phases of oper- 
ation of the business before I set- 
tle down into the little niche I’m 
going to operate ... a lot of things 
have changed since I went into 
the service and I want to know 
what those changes have been. 


Wants Refresher Material 


I’D LIKE TO have some access 
to material enabling me to refresh 
what I knew about the trade be- 
fore I left; if it isn’t available in 
study courses or books, I’d like 
the use of a file of trade journals 
to study ... those that were is- 
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sued, say, while I was in service. 

I'D LIKE TO have a chance to 
“take it easy” and get acquainted 
with my wife and family before it 
is necessary for me to report on 
the job. 

I'D LIKE TO have the boss serve 
as a sort of godfather to me in 
“brushing me up” on changes in 
the way of doing things in the 
office appliance business, in the 
life of our city, in the changes in 
living that have taken place since 
I left so that I can readjust my 
family to ordinary living speedily. 

I’D LIKE TO step back into my 
job with no resentment by my fel- 
low workers that I was shoving 
someone else out of a place so that 
one could be made for me. 


No Reference to War Needed 


I'D LIKE TO forget the war, the 
Army and Army life, to step into 
my place as if I had never left it 
and be able to do my job without 
reference to any part of the war 
or service. 

I’D LIKE TO find the basic prin- 
ciples of American business just 
as they were when I left; I mean 
such things as honesty in business 
deals, pride in our product and 
services, playing square with our 
customers, and so forth. 

I’D LIKE TO have an opportun- 
ity to get some refresher schooling 
on such important business rela- 
tionship things as selling, han- 
dling customers, and advertising. 
If I can be refreshed on them 
quickly I’ll be much more capable 
of doing a good job right ffom the 
start. 

I’D LIKE TO, most of all, come 
back to the store and to American 
business life to find that everyone 
is vitally interested in preserving 
the American way of doing things 
.. . I’ve seen foreign ways and I 
know how much better our meth- 
ods are. I don’t want to have 
to spend a lot of time and argu- 
ment convincing the folks back 
home that our way is best and 
always will be. 
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bo After Specialty broups to 
oell Utfice Furniture 


By JACh KERNS 


HILE our department sells 
W omce furniture to suit any 
business or home office, we have 
placed special emphasis on office 
furniture to fit various groups and 
organizations,” says George Clo- 
thier, Jr., office furniture buyer of 
Snellenberg’s Department Store, 
Philadelphia, Pa. “Thus we have 
tapped a vein that is endless, 
one which keeps our department 
at all times busy with the sale of 
furniture.” 

By specialty groups is meant 
such organizations as fraternity 
houses, churches, theater offices 
and schools. It appears as if these 
outlets have been overlooked by 
many dealers in their anxiety to 
sell office furniture to business 
firms find executives. The former 
groups buy a large amount of fur- 
niture each year and the market 
is gradually increasing, for each 
year more organizations are com- 
ing into existence, along with 
churches, theaters and schools. 


Layout Suggestions Are Given 


The fifth floor of the Philadel- 
phia store is devoting over 50 per 
cent more floor space to office 
furniture than was done in pre- 
vious periods, because the sales of 
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furniture to these institutions has 
required more display space. The 
office furniture section consists of 
one large display room for the 
general line of desks, chairs, racks, 
and filing cabinets ordinarily pur- 
chased. 

The rear section of this layout, 
however, is walled off into three 
rooms, one which resembles a 
school room, another a church of- 


fice and the third a theater office. 

The schoolroom has the neces- 
sary student seats, blackboard, 
other items and the desk and 
chair for the class instructor. 
When a school superintendent or 
some other official visits the office 
furniture department, he is intro- 
duced to the classroom for a bet- 
ter view of how the actual office 
furniture and accessory items will 
appear in the schoolroom. The 
store tries to promote Sales to 
schools in the Quaker City area, 
New Jersey, Washington, D. C.; 
and other areas by mailing out in- 
formation and pamphlets to the 





SNELLENBERG’S SELLS ORGANIZATIONS—George Clothier, Jr., office furniture 
buyer of Snellenberg’s Department Store, Philadelphia, Pa., measures a desk for 
a school secretary. The store caters to specialty groups, church, theater and school 





organizations and provides special display rooms for this purpose. 
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proper purchasing heads of the 
various schools. 

Each year a certain allotment is 
made each school that is to be 
used solely for the purchase of 
office furniture and supplies, and 
not very many dealers have tried 
to sell this fertile field. With 
schools throughout the country 
and the many new ones that are 
being built, a wide market exists 
here for the dealer that would 
follow it up. Each new school be- 
ing built is a potential buyer of 
hundreds of pieces of furniture, 
such as desks, chairs, racks, and 
filing cabinets. Some schools ask 
for bid invitations, while others 


send out authorities who purchase 
furniture as they see it. In either 
case, schools are potential buyers, 
and they buy in large quantities. 

The room devoted to the church 
display is typical of a small 
church office. The stained window 
glass, signs of the crucifix, and 
religious pictures on the wall bear 
a Striking resemblance. It is in 
this room that Mr. Clothier dis- 
cusses office furniture with the 
clergy, and the atmosphere really 
shows that the store is taking an 
interest in catering to this trade. 

The third and final room is the 
theater room. This room depicts 
a small theater equipped with 


seats, stage and curtains. Off to 
one side are desk, chair and rack 
of the type generally used by the- 
ater managers. When buyers rep- 
resenting theaters enter this room 
they never fail to enjoy the novel 
way the room has been arranged. 
“Not only do our rooms show 
the various school members, 
clergy and theater managers that 
we are trying to sell furniture to 
them and that we have taken spe- 
cial pains to do so,” says Mr. Clo- 
their, “but it makes a lasting im- 
pression on them, so that in the 
future should they or someone else 
in their line need furniture, our 
department is remembered.” 


Space Youbled to Prepare for Big 


Business 


Ahead 


By E. C. PITHIN 
6 


'™HERE is plenty of room for ex- 
| pansion in the new quarters of 
tne 30-year-old Sperry Office Fur- 
niture Company, 58-60 East Fifth 
Street, St. Paul, Minn., located in 
a completely-remodeled building 
purchased by T. E. Carpenter, 
owner and manager of this out- 
standing office furniture and sup- 
ply business of the Northwest. 

The new building is 40 feet by 
135 feet, with a full basement and 
second floor, both of which run the 
full length and width of the street 
floor—fully double the amount of 
space in the former building. In 


SPERRY OFFICE FURNITURE NEW 
HOME—Shown above are views of 
the office furniture (top) and _ sta- 
tionery (below) departments in the 
new home of the Sperry Office Furni- 
ture Co., Saint Paul, Minn. Straight- 
line displays with ample amount of 
space between are carried out. Fur- 
niture occupies the length of the store 
one one side and the stationery sup- 
plies the other portion. 
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addition, a balcony runs across the 
back and along one side. 

There is a city desk at one side 
of the rear of the street floor, with 
offices on the other side, and the 
stairway to the balcony between. 


Furniture and stationery on the 
street floor are divided about 
equally, with furniture occupying 
the length of the store on one 
side, and stationery supplies on 
the other. Furniture also utilizes 
space on the balcony and on the 
second floor. Repairs shops are in 
the rear, and used furniture and 
new safes in the basement. 

The completely modern repair 
shop is equipped with new ma- 
chinery—sanding machine, drills, 
presses, band saws for cutting both 
metal and wood—ready to take 
care of the store’s extensive repair 
business. 

A warmth of color is brought 
into the store by the tile in tan 
and brown, the latter a shade with 
a rich red tone, which is used for 
the first floor. Furniture displays 
are set off excellently by this back- 
ground, and their beauty of design 
and finish are brought out by the 
fluorescent lighting. 

One of the outstanding features 
of the store is its clean-cut ap- 
pearance. All lines are perfectly 
straight. There are no signs to 
break the complete dignity of ap- 
pearance of the fine-quality mer- 
chandise, displayed with ampl: 
100m for each line to stand out 
quite by itself. 


Store Is Not ‘Cluttered Up’ 


“We feel that such freedom from 
cluttering, with ample space be- 
tween the displays, does much 
to enable customers to get the full 
picture of the quality of merchan- 
dise we carry,” said Mr. Carpenter. 
“Moreover, such arrangement adds 
to the convenience of customers 
shopping for office equipment.” 

Blonde fixtures add to the at- 
tractiveness of display rooms. In 
addition to counter cases and 
wrapping desks, there are special 
fixtures for specific merchandise 
such as inks and other office ac- 
cessories. 

The Sperry company carries, and 
does an exceptional business in, 
small accessories as well as major 
office needs, with many of these 
items displayed with larger pieces 
of furniture. Lamps, for example, 
are shown on large desks, placed 
as they might be in an office; 
floor lamps are drawn up to desks 
or placed near chairs; desk acces- 
sories are in ready-to-use position. 
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There are desk sets, with blotters 
placed in blotter ends, and sturdy 
book ends are displayed on desks. 
Ash trays, both table and stand 
varieties, are shown with appro- 
priate pieces of furniture. Pictures 
appropriate for office use are dis- 
played along the wall above office 
furniture, where they add to the 
decoration of the room and are 
available for customer selection. 


Small Goods on Display 


Tables of small goods set along 
the center of the room carry ash 
trays, book ends, chair cushions, 
globes, and other necessary items. 

The stationery side of the street 
floor is as complete as the furni- 
ture department. Wall shelves and 
counter cases hold complete lines 
of stationery needs. 


Increase in the size of the busi- 
ness building, together with the 
increase in stock which will follow 
as merchandise becomes available, 
has brought about, also, an in- 
crease in personnel of the store. 
In time, personnel, it is expected, 
will be doubled. Approximately 
the same increase in repair work- 
ers is anticipated. 

Wide, deep windows on each side 
of the broad entrance in the new 
building permit excellent displays 
and also allow passersby to have 
a complete picture of the inside of 
the store. 

The whole merchandise setting 
of the store is one to inspire com- 
plete customer confidence in the 
quality and the service offered. 
Mr. Carpenter feels he is ready-set 
for the best post-war can offer. 





Help for Others’ Headaches 


By FRANK FARRINGTON 


HE OTHER day our county 
treasurer called up and said 

the county supervisors had taken 
a notion to inspect his vault. They 
had fooled with the door and its 
combination lock until they had 
it locked and no one could open it. 

The treasurer had written the 
manufacturer using the address 
on the door. His letter had been 
returned marked, “No such firm 
here.” Could I do anything to 
help him? 

Well, I am no expert with com- 
bination locks. In fact I never do 
seem able to understand what 
makes them do that. But I have 
learned that the steel safes I have 
sold have come with one of less 
than half a dozen combinations, 
which the purchaser can change 
if he wishes. He never seems to 
wish. So, I have had no trouble, 
when a customer has lost his com- 
bination, to help him get rid of 
his headache. This condition has 
convinced me of the need for 
keeping a file of combinations of 
locks passing through my hands. 

But this vault door was some- 
thing different. I told the treas- 
urer I’d see what I could find out. 
It took less than fifteen minutes 
to find in OFFICE APPLIANCES the 
advertisement of the makers of 
that doore They were still in the 
same city, though an incorpora- 
tion had changed their name. 
The change was so minor that it 
reflects no credit on the post office 
there that the letter was returned 


as undeliverable. I gave the treas- 
urer the up-to-date name. I 
turned to a New York city tele- 
phone directory, kept at hand for 
such purposes, and gave him the 
telephone number and street ad- 
dress of the New York office of the 
firm he sought. lt was easy for 
him to make contact. Thus I was 
able to get him on his way to a 
solution of his problem. 

In the case of a town clerk who 
had an old safe, bought before I 
had ever sold such equipment, the 
combination failed to release the 
bolt mechanism. I was asked if I 
could suggest anything. After ex- 
perimenting vainly with the com- 
bination, we decided to turn the 
safe bottom-side-up and see what 
the force of gravity would do. We 
called in men who could handle 
it and lo and behold, the bolt that 
was sticking slid back and the 
door opened. 

If I can tell a man where to go 
for information I don’t have, or 
for technical help I can’t give, I 
have done pretty nearly as much 
for him as if I had myself given 
him the help. I don’t hesitate to 
refer a man to some competitor of 
mine if that will help him out of 
his trouble. 

It seems important that a dealer 
in office appliances have in his 
files (where he can find it quickly 
at need) a lot of such informa- 
tion. If you help a man out of 
his technical headache, he’ll be 
your friend. 
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Business Builders 


Broadcast over Station S-A-LE-S 
Operating on a wave length of:— 


CONFIDENCE .. . COUR. 
AGE . . . CO-OPERATION 


EMEMBER, once Christmas 

decorations go up, every item 
in your office outfitting store be- 
comes a GIFT ITEM. 


* * * * * * * * * * * * 


AND SPEAKING OF GIFT ITEMS, 

BE SURE TO INCLUDE UNCLE 

SAMUEL’S VICTORY BONDS IN 
YOUR PURCHASES! 


* * * * * * * * * * * * 


Placed by a Toledo, Ohio, sta- 
tioner as Number One on his list 
as the most inspirational sales 
meeting trade paper items of 
1945 was the factual observation 
emphasized by Stanley M. Babson, 
vice-president and sales manager 
of the Bates Manufacturing Com- 
pany in his editorial pages of 
“Bates Brevities.” Our Ohio con- 
tributor suggests we reproduce it 
verbatim, as he believes it a real 
tool with which to re-equip our 
sales organizations right now in 
basic selling training. Here it is: 


ARE YOU SALES-MINDED? 
Try this test on YOURSELF: 


“Pulse,” published by Occidental 
Life, gives the following tips on 
how and how not to approach a 
sale—there’s a lesson in it for all 
of us. 

A prominent airline formerly 
replied, when questioned if flights 
were scheduled for that day, “No, 
we are sorry, but the weather will 
not permit our flight this after- 
noon.” Connotation: Air travel is 
hazardous. 

Now, the answer has_ been 
changed to: “No, our flight has 
been cancelled because the weath- 
er is not up to our standards.” 
Connotation: Safety ideal of the 
airline is high. 

Here are other tips on how to 
put yourself in the other fellow’s 
place: 

Wrong—“I was down this way 
and thought I’d drop in to see 
you.” 

Right—“I planned this trip be- 
cause I wanted to see you 
about—”’ 

Wrong—“Do you understand 
what I mean?” 
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Right—‘Am I making myself 
clear?” 

Wrong—“You won’t be sorry if 
you buy it.” 

Right—“You will always be glad 
you made this choice.” 

Wrong—“Sorry you are not will- 
ing to give my line a try.” 

Right—“Thanks for going over 
this with me. I’m sure we will 
work together later on.” 


bal * * * * * * * ‘* * * * 


U. S. VICTORY BONDS—FIRST 
ON YOUR CHRISTMAS LIST 
THIS YEAR! 


a * * * * * * * * * * * 


In lighter vein, one of our regu- 
lar correspondents from the 
southeastern part of our good old 
U.S.A. took the time from his 
apologizing to his office equip- 
ment customers, as he phrased it, 
for slow deliveries to make these 
comments for BUSINESS BUILD- 
ERS: 

“What became of the old-fash- 
ioned girl who had a stocking to 
hang up on the mantelpiece 
Christmas Eve?” 

.. « ANG Enis: 

“SANTA still does business at 
the same old stand, and with more 
and better-financed customers 
this year than ever before. And 
throughout the first 24 days of 
December, Santa’s business and 
Santa’s customers are definitely 
YOUR business and .YOUR cus- 
tomers, deserving first call on 
your goods and services. In the 
absence of many hard-to-get 
items, use your ingenuity like a 
good stationer should and suggest 
stock staple and specialty items 
with adroitly referred-to new uses. 
Remember, man’s ability to think 
and reason is his most distin- 
guishing and LEAST USED char- 
acteristic —so THINK and ACT 
wisely RIGHT NOW!” 
= x* * * * * * +” Zo * a * 

VITALIZE VICTORY! 
BUY VICTORY BONDS 
. * * + a * * * * * + * 

A Connecticut office outfitter 
brings us an excellent suggestion 
for a monthly feature on this 
page. He says call it “The Look- 
Ahead Spot” and suggests each 
month to your corps of contribu- 
tors to send it tried and experi- 
mental BUSINESS BUILDERS 
timed for the coming months 
ahead . .. Advertising Copy Ideas 
... Window Plans... Direct Mail 
slants in fact, any well- 
thought-out definite constructive 
share-the-idea angles. 

THANKS A MILLION to you for 
focusing and crystallizing this 
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action. Everyone listening in to 
this month’s broadcast send your 
“LOOK-AHEAD SPOT” contribu- 
tions in right now on the very 
first mail you can and keep them 
coming to the co-ordinator of this 
page, care of: Shaw & Borden 
Company, Box 2153, Spokane 2, 
Wash. 
7 * * * * ~ oF - * . . . 
HOLD YOUR WAR BONDS NOW 
. Liquidate them only when 
your Government directs in an 
orderly way to promote Prosperity. 


* “ * * * * * * + * * * 


LITTLE SONG 
These are the good things: work 
we love 

And rest that follows after, 
Books near us, silver stars above 

Gay courage, music, laughter— 
Love that endures, though life 

must end, 
And, O! the luxury of a friend! 
—Elaine V. Emans 
” oo * *” + om 7 ~ * * * ” 

What a quiet, pleasant world 
this would be if those who have 
nothing to say would refrain from 
saying it. 

* + + 7 * ~ * * + * * * 

Here is a thought by airmail 
from a Florida office outfitter: 
“Soon will be ushered in a Golden 
Era of Selling. Distribution, which 
is ‘Selling’ spelled with four syl- 
lables, is the key to post-war 
plenty. There will be products in 
abundance for the public to 
ehoose from. However, which 
products it chooses is a job for 
salesmen. Let us as office outfit- 
ters be ready for this task!” 

We of BUSINESS BUILDERS 
take this opportunity, through the 
courtesy of our broadcasting sta- 
tion, OFFICE APPLIANCES, to wish 
all our audience listening in A 
GOOD OLD-FASHIONED CHEERY 
CHRISTMAS. Wherever you are, 
mark this on your calendar of 
events, resolve in 1946 to share 
your own BUSINESS BUILDERS 
with other office outfitters and 
feel the glow of satisfaction in so 
doing. 

Office-efficiently yours! 
RALPH B. ORTEL 

This month’s TERSE TRAILER 
is typically apt and pert for No. 1 
Contribution for our new “LOOK 
AHEAD SPOT” department: 
Theme song for office outfitters 
in their 1946 planning: “WHO”— 
Who uses it, who needs it, who 
buys it. 


ee 
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EDITORIAL 


GOOD WILL—SOLVENT OF SELFISHNESS 


NTO the minds of men bickering and quarreling over rights and prerog- 

atives comes at Christmas the gentle message of good will voiced by the 
Prince of Peace two thousand years ago. Representatives of labor, manage- 
ment, and government give vent to their spleen, iealously and vociferously 
guarding their “rights” instead of devoting their energies and skills to finding 
mutually satisfactory solutions to mutual problems. Industrial and social 
peace, equal in importance to peace between nations, is an. achievable goal 
among men of good will. May Christmas this year bring understanding and 
the spirit of good will to all men. 


RECONVERSION MOVES INTO 1946 


HE WAR isn't over yet; it won't be until the bills are paid. And the invoice 

listing the costs of war will not be confined to items that can be expressed 
in terms of money. The value of lives lost and injuries sustained, both in 
body and mind, are incalculable. Adequate payment can never be made. 
Industrially, we are faced with another great cost—labor strife and general 
unrest. The flood of optimism that followed military victory led many to 
believe that the transition from a war economy to a peace economy—recon- 
version—could be done in a few months. The error of that conclusion is quite 
evident now. Reconversion has barely started. New difficulties, unconsidered 
problems beset the way. Despite obstacles, however, advance is being made, 
giving substance to the hope that 1946 will witness return to a full peace 
economy. 

Nothing is as bad as war, but peace is not without its problems, as recent 
events have indicated. It will take something to survive in a peace economy. 
Initiative, enterprise and courage, as well as skill, training and knowledge 
will be required. Step up and meet the challenge of 1946. 





HERE AND THERE 








DESK ON RUNNERS PLACES 
THE SKIDS UNDER WASTE 
IN GOVERNMENT OFFICES 


A Federal agency at Washington 
has developed a legless office desk 
designed to save the taxpayers 
money, expedite business confer- 
ences, lighten the work of the char- 
woman and insure the boss’ steno- 
grapher against curvature of the 
spine, reports Frank Carey, Asso- 
ciated Press writer. 

This ultra-modern desk rests on 
runners instead of legs. It has a 
top projecting over the chassis in 
such a manner that seven men could 
stretch their legs beneath it. 

The desk was conceived by archi- 
tect Gilbert S. Underwood and W. 
E. Reynolds, commissioner of public 
buildings. 

Mr. Underwood got the desk 
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idea late one night as he watched 
a charwoman run her vacuum 
cleaner around each of the eight 
egs of his office desk. ‘Why not 
have ae desk resting on two wide 
runners?" he asked himself. And 
from this idea came the extra in- 
novation of a combined space- 
saving conference and office desk. 





ALBERT G. FROST ELECTED 
FEDERAL RESERVE DIRECTOR 


Warren F, Whittier, deputy chair- 
man of the board of the Federal 
Reserve Bank of Philadelphia, Pa. 
has announced the election of A. G. 
Frost as a director of the bank. Mr. 
Frost was elected by the banks in 
Group 3 of the Federal Reserve dis- 
trict. He will serve for a three-year 
term beginning January |, 1946, and 


the oath of office will be admin- 
istered on January 3. A. G. Frost 
is widely known throughout the sta- 
tionery. industry as the president of 
the Esterbrook Pen Company in 
Camden, N. J. 





PRESENTING SOME WAYS TO 
HANDICAP A TRAVELER'S CLUB 

Don't come to meetings . . . but 
if you do, come late. 

If the weather doesn't suit you, 
don't think of coming. 

When asked to help, "pass the 
buck" to the officers. 

If you do not attend meetings, 
find fault with the work of the mem- 
bers and officers who do attend. 

Never accept an office (it is 
easier to criticize than to do things.) 

Nevertheless, get sore if you are 
not appointed on a committee, but 
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if you are, do not attend meetings, 
or do anything. 

If asked by the chairman to give 
your opinion on some important 
matter, tell him you have nothing 
to say. After the meeting tell 
everybody how it should be run. 

Do nothing more than is abso- 
lutely necessary, but when other 
members roll up their sleeves and 
willingly and unselfishly use their 
ability to help matters along, howl 
that the organization is run by a 
clique. 

(The above is presented on an 
assist from Gene Mitchell and the 
Optimist Club of St. Louis, Mo.) 





SMITH-CORONA SALES CHIEF 
WELCOMES SON FROM ITALY 


Charles F. Metzger, Sr., sales 
manager of the adding machine 
division of L. C. Smith & Corona 
Typewriters, Inc., recently had the 
pleasure of a reunion with his son, 
Pfc. Charles F. Metzger, Jr., when 
"Chuck'’ returned from |3 months 
in Italy as a machine gunner with 
the 349th Infantry Regiment of the 
88th Division. 

Pfc. Metzger served during the 
height of the offensive against the 
German Gothic Line. 

Describing one of the combat 
actions, the Italian campaign vet- 
eran says, ‘The two assault com- 
panies, each with a machine gun 
platoon from our company, ad- 





CHARLES METZGER AND SON 


vanced within 200 yards or so 
of the enemy under cover of the 
barrage. When the big _ stuff 
stopped, the infantry took over. 
The Krauts were dug in so well that 
the tremendous fire power that had 
been concentrated on them for a 
half hour did very little to hinder 
their defense of their positions. 
One of our companies had a town, 
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which had long been a mere pile 
of rubble, as its objective and the 
other had a hill to take. It took 
three days before both objectives 
were taken and cleared. Our batta- 
lion lost very heavily in wounded 


and dead." 





OFFICE EQUIPMENT MAN CITED 
FOR EFFECTIVE WORK WITH 
NORWEGIAN UNDERGROUND 


Max Manus, a member of the 
firm of Clausen and Manus A/S, 
Oslo, Norway, which is representa- 
tive of several well-known American 
office appliance manufacturers, is a 
lieutenant in the Norwegian army. 
Recently he came to the United 
States with Sophus Clausen with 
whom he is associated, to visit at 
the plants of the companies whose 
equipment they sell. 

Mr. Manus has had five years war 
experience serving as a leader in 
the Underground and in other capa- 
cities, including that of paratrooper. 
Among decorations awarded him 
are the American DSC, the English 
DSO, the English Military Cross 
(twice), and the Norwegian War 
Cross with Sword. During some of 
the war period he worked with our 
own Major General William J. 
"Wild Bill" Donovan. The Novem- 
ber 19, 1945, issue of Life magazine 
shows a 17,000-ton German troop- 
ship sunk by’ Lt. Manus and British 
agents of the Office of Strategic 
Services outside Oslo harbor. The 
feat helped to keep reinforcements 
from the German garrison in Nor- 
way reaching the Battle of the 
Bulge. The opposite page contains 
a portrait of General Donovan and 
the beginning of a story of OSS. 

Mr. Manus has written a book 
which will be translated into Eng- 
lish and published for the American 
market by Doubleday, Doran & 
Company, in which his five years 
war experiences are related. The 
title the publisher will use was not 
decided upon at the time of the 
visit, but a free translation of the 
Norwegian title is ‘Everything Will 
Be All Right." 





LONG-DISTANCE REPAIR JOB— 
GERMANY TO UNITED STATES 


Kinz Mounger, typewriter re- 
pairer of Pratt, Kans., recently was 
given the longest distance repair 
job in his career when he received 
an Olympic typewriter sent to him 
from Germany by an American 
soldier, who wanted the machine 
placed in working condition. This 
typewriter weighs about ten pounds 
more than the American machines. 
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The keyboard is similar, except for 
extra A, O, and U, each with a 
couple of dots above them, such as 
are used in writing German.—GMH 





SPEED-O-PRINT DUPLICATOR IS 

FLOWN TO LONDON FROM 
CHICAGO IN INAUGURAL TRIP 

The first direct airline service ever 
to operate from Chicago to Lon- 
don, England, was inaugurated by 
American Airlines system on Mon- 
day, November 19. The office equip- 
ment industry will be interested in 
knowing that the cargo on this his- 
tory-making flight included a Speed- 
O-Print duplicator. This duplicator, 
a glorified show model, was deliv- 
ered to the Ellams Duplicator Com- 
pany, of which Percy Jepson is the 
proprietor, at London. 

The Ellams Duplicator Company 
plans to place this Speed-O-Print 
unit on exhibition at the forthcom- 
ing trade shows to be held in various 
European countries. Despite the 
chaotic conditions of present-day 
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SPEED-O-PRINT TAKES TO THE AIR 


Europe, plans are being made for 
trade shows in which American firms 
will participate more prominently 
than ever before. 

This is not the first occasion for 
the shipping of a Speed-O-Print du- 
plicator on an American Airlines in- 
augural flight. When this company 
launched its commercial service to 
Mexico City, Speed-O-Print was 
represented in the cargo. 

The epochal! Chicago-London 
commercial flight departed at 10:15 
A.M. on November 19, flying the 
great circle course via Newfound- 
land, Ireland and England. Among 
the distinguished passengers was 
Mayor Kelly of Chicago, who was 
interested in focusing attention on 
Chicago as a potential United Na- 
tions capital. 
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NUMDA NEW 





(National Uffice Machine Dealers Association) 


Members of the National Office Ma- 
chine Dealers Association are urged 
to send in suggestions for the better- 
ment of the industry. Tell about your 
sales experiences. Offer ideas on how 
the association can operate more suc- 
cessfully. A short question-and-answer 
column devoted strictly to inquiries 
relating to the office machine industry 


office 





can be developed. Answers will be as 
prompt as possible and every effort 
will be made to assure accuracy. An- 
swers and other trade information 
which cannot be published in OF FICE 
APPLIANCES will appear in the reg- 
ular NOMDA bulletins. Address your 
correspondence to John Dannenfelser, 
133 E. Spring St., New Albany, Ind. 








National Meeting Scheduled 
NOMDA POST-WAR CONVENTION 


AND TRADE sHUW 


will be held in 
GIBSON HOTEL, CINCINNATI, OHIO 
JANUARY 7,88 9, 1946 








Select Your Manutacturer 


Suggestions on How an Uffice Machine Vealer May Pick 
His Lines and Then Sell Himself to the Manufacturers 


O OFFICE machine dealer is perfectly satisfied all 

the time with his agency connections. When he 
nas an unusual number of service calls during the 
guarantee period of new machines, he is likely to 
conclude that his machine isn’t as good as some com- 
petitive line, and sometimes he thinks this strongly 
enough to do something specific about it. Sometimes 
some trivial misunderstanding with a manufacturer 
leads to a break in relations that hurts the dealer a 
lot worse than it does the manufacturer. 

At the end of the year I take time to stop and review 
our relations with our principal office machine sources. 
There aren’t many of them and it isn’t much trouble 
to review my correspondence. Such a review is helpful 
in planning a year’s sales program and in trying to 
correct the previous year’s troubles to make room for 
the troubles that are sure to arise during the coming 
year. Good new machine agencies are the most valu- 
able assets of many dealers. As assets they should 
pay good dividends, and their failure to do so should 
be carefully investigated. 

Here are some of the questions a dealer needs to ask 
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himself about the manufacturers he buys from. An- 
swers vary, and perhaps no two dealers want quite 
the same set of answers, but the questions themselves 
have meaning for all of us. 

Does the manufacturer know I am working hard for 
him and how is he showing it? Or am I really working 
hard for him? The best way to tell a manufacturer 
you are doing a good job is to buy his merchandise, 
pay him for it, and market it rapidly and profitably. 
Study the total market in the area you are covering 
and figure about what part of the total new business 
you are getting. Make a spot survey of given areas 
and analyze your machine population. Make a survey 
the next year of the same area and see whether you 
are gaining. Intelligent manufacturers are interested 
in studies of this kind and may even furnish you forms 
and suggestions on such work. You'll be surprised how 
many new machines can be sold on such surveys as 
this. 

What kind of sales aids does the manufacturer 
furnish? Does he give you a protected territory? Do 


(Turn to page 166, please) 
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OPA Suspends Loose Leaf, Printed Paper 
Goods From Price Control; Ceilings 
Are Raised On Used Machine Rentals 


LOOSE LEAF GOODS, PRINTING COMMODITIES 
SUSPENDED BY OPA FROM PRICE CONTROL 


Through issuance of Amendment 6 to Supplemen- 
tary Order 129, issued by Chester Bowles, administra- 
tor of OPA, on November 15, printing, printed paper 
commodities and related services and products previ- 
ously subject to Maximum Price Regulation 225 are 
suspended from price control. The commodities in- 
clude such things as bound blank books, loose leaf 
binders and covers, indexing systems, greeting cards, 
social stationery, pads, and commercial supplies. 

Also suspended from price control are services in- 
cluding the publishing, printing, typesetting, plate- 
making and binding of these items. 

Suspension carries this warning, however, from the 
OPA: “This agency will carefully watch the results 
of this action and should the level of prices increase, 
contrary to expectations, control will be reinstated to 
the necessary extent.” 

OPA declares in the suspension order, “Much of the 
business of the industry has been exempted from price 
control in the past without inflationary consequences. 
Approximately 62 per cent of the industry has been 
exempted from price control through the exemption 
of books, magazines, periodicals and newspapers... . 
In spite of this wide-scale absence of price control, 
the general level of prices has not risen substantially, 
if at all.” 

Suspension of the commodities mentioned and serv- 
ices is based upon the belief of the Price Administra- 
tor that prices following suspension will not exceed 
the present level of maximum prices and it is said, 
“Many members of the industry have assured this 
Office (of price control) of their intention to continue 
at or under existing prices.” 

Scope of the suspension is quoted by the OPA as 
follows: 

“Notwithstanding the provisions of any price regu- 
lation or order heretofore issued by the Office of Price 
Administration, or any price regulation or order here- 
after issued by the Office of Price Administration, 
except an amendment of this order, price control is 
suspended as to all purchases, sales and deliveries, 
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unless otherwise stated ...of any of the machines, 
parts, industrial materials and services listed. . . 
These suspensions are for an indefinite period of time 
except when it is otherwise specifically provided by 
the Administrator.” 

The action, which became effective November 20, 
follows the policies approved by the Office of Economic 
Stabilization, permitting decontrol of goods and Sserv- 
ices when supplies come into balance with demand or 
when the items are judged to have little effect on the 
cost of living, the cost of business, or production of 
other commodities. 

i) 


RAISE CEILINGS ON USED MACHINE RENTALS 


Ceilings on the first month’s rent for used business 
machines such as cash registers, calculators and add- 
ing machines—but not typewriters—have been in- 
creased, effective November 7, according to Amend- 
ment No. 1 to Maximum Price Regulation No. 596. 

Under the regulation issued in October covering 
sales and rentals of all used business machines except 
typewriters, monthly rentals were limited to five per 
cent of the price when new. The present action raises 
the first month’s rental ceiling to ten per cent of the 
price when new. During the Second and all subse- 
quent months in which the machine is continuously 
rented to the same person or firm, the rate drops 
back to five per cent. 

The action follows conferences of the OPA with 
Cealers over problems in dealer operations arising 
since the issuance of the regulation 596, described in 
the November issue of OFFICE APPLIANCES. The main 
purpose of the ceilings on rentals of used business 
machines, says OPA, is to guard against evasion of 
the ceilings on sales, since the rental business is small. 

Some rentals of cash registers and adding machines, 
in particular, however, are customarily on a seasonal 
basis at higher rates than the monthly charge pre- 
viously allowed. Department stores, for example, rent 
such machines during the Christmas selling season. 
In such cases, owners of the machines must pay costs 
of conditioning and maintenance for the relatively 

(Turn to page 162, please) 


OFFICE APPLIANCES, December, 1945 


a 





ACCOUNTANT'S $ Qi ‘Special’ 


Timely, Big-Turnover, Quality-Writing Carbon Paper for 
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“There’s no price-obstacle where quality facts and fig- 
ures are a ‘must’.” We're building big with “Accoun- 
tant’s Special”—the carbon paper that’s never lost a 
customer. Original and carbon copies are all gems of the 
same beauty, identical in color and sharpness. And spe- 
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A , from Columbia Classic Ribbons, always an outstanding 


hia 


sales tie-up item with “Accountant’s Special”. Ask your 


Columbia salesman for samples, prices and information, 





or write— 
COLUMBIA RIBBON & CARBON 
MANUFACTURING CO., INC. 
Main Office & Factory: Glen Cove, L. L., N. Y. 


New York Sales & Export: 58-64 West 40th St. 
Midwest Sales: Kansas City, Mo., Dwight Bldg. 
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STURGIS ADDS NEW POSTURE CHAIR 
An addition to the new line of Sturgis Chair Com- 
pany, Sturgis, Mich., is the No. 1200 executive posture 
chair. 
The new chair is of all-steel construction and has 
hard steel tilting and swivel mechanism. Large, soft 
form-fitting seats of rubberized curled hair are cov- 





4 
NEW EXECUTIVE CHAIR MADE BY STURGIS 


ered with genuine leather or simulated upholstery 
in a choice of contrasting colors. The chair is offered 
in five infrared baked enamel finishes. 

A complete line of office chairs for executives, 
stenographers and switchboard operators is now pro- 
duced by the Sturgis Chair Company and shipments 
are being made in increasing volume. 

a 


HAMPSHIRE OFFERS STATIONERY ASSORTMENT 


The Hampshire Paper Company, Inc., of Holyoke, 
Mass., has recently announced a home typewriter as- 
sortment of stationery for social correspondence. This 
package is designed to give the home typewriter user, 
as a unit, a complete matched assortment of high- 
quality stationery to meet every home requirement. 

The assortment contains 60 sheets of Old Hampshire 
bond, a 100 per cent rag paper, 15 sheets of all-rag 
cockle-finish air mail stationery, 25 sheets of white 
manifold or second sheets for copies, two sheets of 
Midnight carbon paper, and 50 matching envelopes for 
the paper. The package design is adopted to display 
in social as well as commercial stationery departments. 
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SHALLCROSS OFFERS STENCIL DUPLICATING AID 


The Shallcross Company has announced the devel- 
opment of a new product to control ink flow on all 
stencil duplicators and assure economical ink con- 
sumption—the Shallcross master control sheets (pat- 
ent pending). The product, in the form of mounted 
sheets, is applied directly over the ink pad of any cylin- 
der, preventing excess ink from clinging to stencils 
when they are removed from the machine. 

Other improvements claimed include reduction in 
the amount of ink per impression, improved filing and 
reruns, decreased drying time, penetration and offset, 
and the overcoming of temperature changes in ink. 

A sample master control sheet for testing may be 
secured by writing on the business letterhead to the 
Shallcross Company, 48th & Grays Ferry Road, Phila- 
delphia, 43, Pa. 

ie ee 
ANNOUNCE MACO PRESS-TO-STIK LABEL 

The J. L. May Company, 111 West 19th Street, New 
York 11, N. Y., has announced an additional new 
product, the Maco “Press-To-Stick” label, which re- 
quires no moistening but merely pressure to apply. 

It is claimed that the label can be quickly affixed 
or removed without marring surfaces and that it is 
ideal for plastics, glassware, china, jewelry, smooth 
leather and metals—all clean, dry and smooth surfaces. 

Available plain or printed—in rolls, perforated strips, 
straight or die cut—the label is offered in various 
shapes and sizes, stocked in white with printed blue 
borders and put up in rolls of 1,000, five rolls to a box. 

Dealers and jobbers can secure information direct 
from J. L. May Company. 

Oe 


TRIMMING BOARD HAS NEW TYPE CONTROL 

Fingertip control is one of the new features em- 
bodied in the latest Precise trimming board, manu- 
factured by the American Photo Laboratories of 28 
North Loomis Street, Chicago. This control is claimed 





FINGER-TIP 
CONTROL LEVER 






NEW PRECISE TRIMMING BOARD 


by the manufacturers to give perfect squaring of the 
sheet and is actuated by a simple flip of a lever. 
Another improvement in the trimming board made 
by the Chicago company is the use of high-grade 
steel on both cutting edges. 
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...which typewriter? 


aa ° ° ° ° 
Well. ». how do secretaries feel at quitting time? 


That's the test. Was the typing clear and clean—did it 
go smoothly and quickly without undue fatigue? Was one 
more day added to hundreds past without need for service 
or repairs? For thousands and thousands of Smith-Coronas, 
right through high-pressure war years, the answer has been 
an unqualified “Yes”—an answer which we promise will 
be more than ever justified by the performance of the 


new machines now becoming available. 


Smith-Corona * 
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GLOBE OFFERS NEW FLUORESCENT LAMPS 

Globe Lighting Products Company, 16 East 40th 
Street, New York, N. Y., is offering two new fluorescent 
desk lamps bearing the name Flurolume. These lamps 
are the President, No. KL 502-15 and the Executive, 





GLOBE’S “PRESIDENT” DESK LAMP 





GLOBE’S “EXECUTIVE” DESK LAMP 


No. KL 708-15. The President, with plated English 
bronze finish, features a curved shield of daylight 
blue lens and the Executive has a shade with baked 
white reflector for uniform distribution of light with- 
out glare or reflection. 


a ee 
OFFER NEW DECI. POINT SLIDE RULE 

Several new features are now being incorporated 
in the Deci. Point slide rule offered by Pickett & 
Eckel, 53 West Jackson Boulevard, Chicago 4, IIl., 
claimed to be the first one, in over 300 years of slide 
rule history, to place the decimal point at the end of 
long and intricate computations. The rule will de- 
termine the precise location of the decimal point 





PICKETT & ECKEL DECI.POINT SLIDE RULE 


in involved expressions with results up to 19 places. 
Material used is light-weight Dowmetal which can be 
machined to extremely close tolerances. The core 
is surfaced with a flat white plastic. Price is $13.50, 
complete with manual, typical problems and carrying 
case. 
en ieee a 

OLD TOWN OFFERS NEW PURPLE SPIRIT CARBON 

Old Town Ribbon and Carbon Company, Brooklyn, 
N. Y., is offering a new purple spirit carbon called 
Old Town Super-Kleen. This new carbon is designed 
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for short run applications requiring up to 100 purple 
copies. The manufacturers claim that Super-Kleen 
does away with one of the greatest objections to pur- 
ple spirit carbon duplicating, namely the excessive 
soiling of the operator’s hands and clothes with the 
purple color. They state that the new carbon is ideal 
for use in teletype rolls, continuous forms and all sim- 
ilar applications where it is necessary that the spirit 
carbon be left in contact with a sheet of master paper 
without interleaving. 
-—-——7 = -  __—_- ‘ 

PEMBERTON OFFERS ACCOUNTING SYSTEMS 

Lewis N. Pemberton Printing Company, 717 West 
Olympic Boulevard, Los Angeles 15, Calif., announces 
that they are offering the General Motors accounting 
systems to stationery dealers. These standard forms 
are manufactured and distributed by Pemberton, who 
claim that the system is used exclusively by General 
Motors retail dealers and by a large percentage of 
Chrysler and Ford agencies. 

Included in the forms available are those for month- 
ly analysis, general ledger, new and used car records, 
parts and accessories, daily sales summary, pay roll 
journal, car sales invoice, and varied journal entries. 

Samples and prices of the accounting systems can 
be secured by stationers writing the Pemberton com- 
pany. 

a ec 9 

NEW CARBON PAPER HAS METALLIC COATING 

The Allied Carbon and Ribbon Manufacturing Cor- 
poration, 165 Duane Street, New York, N. Y., has 
recently announced the introduction of a new carbon 
paper, featuring an exclusive all-metallic silver-coated 
back. The brand name is Flagship. 

By a new process, the back of the sheet is com- 





ALLIED OFFERS NEW CARBON PAPER 


pletely coated with an actual metallic plating. This 
special treatment in combination with imported tis- 
sues and fine pigments produces a carbon which is 
claimed by its manufacturers to have many advan- 
tages. Not only is the paper non-curl and unaffected 
by heat, cold, moisture or dryness, they claim, but 
it is longer wearing, cleaner and easier to handle. 
The metallic back is declared to resist stenciling 
through under the impact of the typewriter keys. 

Flagship is distributed nationally through Allied’s 
dealer organization. 

= 

TOLEDO FIRM MAKES PURCHASE FOR EXPANSION 

Eriksen’s, Inc., Toledo, Ohio, office supply firm op- 
erated by five brothers who began their business back 
in 1922, have purchased the downtown Vernor Ginger 
Ale Building at 323-27 Erie Street, which has a front- 
age of 63 feet in Erie Street. Purchase was made 
necessary by the rapid growth of the business and 
the need for additional space. The firm is now located 
next door at 319-21 Erie Street, where it will remain 
until the newly-acquired building is remodeled. The 
brothers who established the business more than 20 
years ago are Arnold, Leif, Edwin, Hall, and Robert. 
—AK. 
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: leciilpladeiie years’ experience in manufacturing 
the world’s finest steel filing equipment is incor- 
porated in the G-F 50 Series—used and preferred in 
thousands of business offices for easy operation, un- 
usual ruggedness and durability. The 50 Series com- 
prises a complete line of 3-, 4-, and 5-drawer rigid front 
cabinets of full 28” depth. Used with G-F Super-Sys- 
tem, this file affords a simple, efficient means of safe, 


economical filing at low lifetime cost. 
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Nigid Front Tile Now ; 


BINETS «+ STEE 








See the 50 Series Rigid Front File now on display at 
G-F Dealers and Branch Offices. Write for complete 


catalog of G-F metal filing equipment. 








THE GENERAL FIREPROOFING CO. 


YOUNGSTOWN 1, OHIO 











STORAGE CABINETS 
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SOUND-ON-WIRE GOES STREAMLINE—The newly-designed 
Sound-On-Wire, manufactured by Standard Business Ma- 
chines Company, 542 South Dearborn Street, Chicago, will 
be unveiled at the NOMDA three-day post-war convention at 
the Hotel Gibson in Cincinnati, January 7, 8, and 9. As re- 
vealed in the illustration above, designing skill and package 
craftsmanship have gone into making Sound-On-Wire ultra- 
modern in keeping with the requirements of business. Utility 
and beauty have been blended in this wire-recording device. 





AGAIN AVAILABLE 











CLIX RING BINDER PUNCHES AVAILABLE 
New England Paper Punch Company, Natick, Mass., 
advises that Clix ring binder punches are once more 
available. This is an all-steel punch for cutting three 
holes in one quick stroke, several sheets at one time, 
to fit the standard three-ring binder. The company 





CLIX ALL-STEEL RING BINDER PUNCH 


states that the Clix punch is improved over the pre- 
war model but the pre-war price of $3.25 still pre- 
vails. Dealers can now secure shipment promptly 
from distributors. Seven-hole punches for seven-ring 
binders are also available. 

em 
NEW COLORS MADE AVAILABLE BY CARTER’S 

Carter’s Ink Company, Cambridge, Mass., reports 
that the color situation has improved to the extent 
that the return of five popular shades to the line 
of VelVet Tempera colors can be announced. 

The 20 different shades now available are orange, 
yellow, yellow-orange, green, dark green, light green, 
gold, blue, turquoise blue, dark blue, vermilion, red, 
dark red, red-orange, violet, magenta, brown, black, 
white and silver. 

These shades are supplied in gallons, quarts, pints, 
half-pints, two-ounce jars and three-quarter ounce 
jars. 


MEMPHIS STORE HAS NEW OWNERS 


Sale of E. H. Clarke & Bro., stationers, of 19 South 
Second Street, Memphis, Tenn., was announced re- 
cently by Alex Culpepper and George B. Clarke. The 
firm, which will continue to operate under the same 
name, has been purchased by Wray Williams, presi- 
dent of Wray Williams Blueprint Company, and Ben 
H. Vanderford, experienced stationery men. 

Mr. Culpepper announced that Mr. Clarke will im- 
mediately retire, while he himself will remain with the 
firm in an inactive and advisory capacity for a time, 
and then will retire. 

Acting as general manager will be Mr. Vanderford, 
who has had 14% years of experience in the industry, 
and was discharged only recently after nearly four 
years in the Army Air Forces. 

The company, said to be the second oldest stationery 
store in Memphis, was founded in September, 1897, by 
the late E. H. Clarke and his brother, the late Thomas 
A. Clarke. Mr. Culpepper joined the firm in 1903 and 
became managing partner in 1934, when E. H. Clarke 
died. George B. Clarke, a brother of the founders, 
joined the firm 15 years ago. 

——q——= >  __- 


CHICAGO FIRM OFFERS ENGINEERING SERVICE 


The Victor Research Laboratory, subsidiary of the 
Victor Adding Machine Company, Chicago, is offering 
a complete engineering service to manufacturers with 
new production ideas and to those who need creative 
or straight-line engineering work. 

A staff of 40 engineering and research specialists 
have designed and developed typewriters, adding and 
accounting machines, duplicating machines, check- 
writers, shorthand writing machines and. balancing 
controls. Services offered include new product design 
and styling, production costing, model making, patent 
research, mechanical and production drawings, market 
analysis and, if needed, arrangements for the manu- 
facture of the product are made. 

Copies of an illustrated brochure, “The Clock Ticks,” 
describing the laboratory’s work, may be had by writ- 
ing to “Brochure,” Victor Research Laboratory, 2518 
West Montrose Avenue, Chicago 18. 


<> —__—- 
TO EMPLOY 2,000 AT REM-RAND PLANT 


Post-war production of accounting machines and 
portable typewriters at Remington Rand, Inc., Plant 1, 
Ilion, N. Y., will provide employment for 2,000 persons, 
H. E. Day, plant manager, has announced. As soon as 
the plant is reconverted to the planned scale of com- 
mercial production, 200 more people will be employed 
than in the peak year of war work, he Said. 

The program for the next few years in this plant 
calls for a 100 per cent increase in production of the 
improved accounting machine, according to Mr. Day. 
Production of portable typewriters will be increased 50 
per cent over pre-war output. 

Plant 1 has completed four years of diversified war 
jobs on weapons that require elaborate gearing and 
fine mechanism. Approximately 12 different imple- 
ments of war were produced at Plant 1 during the 
war.—GET. 


WAR VET OPENS TYPEWRITER COMPANY 

After more than three years’ service in the Army, 
with two years overseas, George Hamption of Manhat- 
tan, Kans., recently opened the City Typewriter Com- 
pany at 1206 Moro Street in Manhattan. 

The new company will have new and used type- 
writers for sale, as well as machines for rent. It also 
plans to specialize in rebuilding and overhauling type- 
writers and adding machines. 

Mr. Hampton, who was discharged recently, was 


associated formerly with the Manhattan Typewriter 
Company, having operated that business from 1933 to 
1938.—_-GMH. 
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hilns up. eyes ahead, trust in God— 


have faith in the future and Christmas 





will be one of hope and glory. 


MITTAG & VOLGER, INC., PARK RIDGE. NEW JERSEY 
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Richard D. Mullen of the Oxford Eagle, Oxford, Miss., 
formerly a lieutenant in the U. S. Army, dropped in 
for a visit on November 5. Receiving his discharge a 
few weeks earlier, after two and a half years artillery 
experience in Africa, Italy, France and Germany, he 
was resuming direction of the Eagle’s office supply 
department, which he established in 1940. The pur- 
pose of his visit was to make contact with his sources 
of supply. He is optimistic as to the possibilities his 
area presents. 


— 


Harry J. De Luca, Office Machine & Equipment Com- 
pany, Montreal, Canada, favored us with a visit on 
November 7. On his card is the interesting slogan, “All 
Your Office Needs Under One Roof.’ Mr. De Luca 
represents both English and American companies and 
was in Chicago to visit with local manufacturers. 


ome 


Kenneth C. Macdonald, Bay City, Mich., son of R. A. 
Macdonald of Macdonald and Stingel, Saginaw, Mich., 
dropped in at our headquarters on November 8. He 
had just received his discharge from the Army at 


Camp Grant after four and a half years service and 
was in Chicago between trains. He had several years 
stationery experience in Saginaw and Detroit before 
the war and expects soon to return to it. 


—e 


R. V. Huffman of Aberdeen, S. Dak., and his son, 
Lt. Richard Huffman, Jr., of the United States Army, 
were good enough to give to OFFICE APPLIANCES part 
of limited time they had together in Chicago on 
November 9. The lieutenant, on leave, had his trans- 
portation with him and was to report at camp the 
next day. The senior Huffman is well known not 
only for his accomplishments in South Dakota but 
also for his contributions to the National Office 
Machine Dealers Association. He is Smith-Corona 
agent for his area. He is gratified to have machines 
again and anticipates excellent volume as production 
increases. The son was in the business prior to enlist- 
ment four years ago and probably will return to it as 
soon as Uncle Sam decides to part with his services. 


——— 


F. B. Schneider, Wright Marking & Stamping, Inc., 
Kansas City, Mo. called on November 9 regarding ad- 
vertising a new line of “Plexiglass” signs for use on 
desks, doors, walls, and so forth. He was interested 
in the potential sale of his product in the office equip- 
ment field and in making contact with distributors. 


—- 


Alfred Portelange, director, Etablissements Porte- 
lange, Brussels, Belgium, visited us briefly on Satur- 
day, November 12. In the United States as a business 
man on his own behalf, Mr. Portelange is also a mem- 
ber of the Belgian Economic Commission. His ocean 
trip took 17 days and ended in Montreal, Canada. 
Stopping in Chicago to confer with executives of the 
Woodstock Typewriter Company, he went on by air- 
plane to Oakland, Calif., where he expected to spend 
two weeks in the plant of the Marchant Calculating 
Machine Company. His firm holds the Marchant 
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franchise for Belgium. While in Chicago, Mr. Porte- 
lange expressed a great interest in fountain pens for 
distribution in his country. 


oe 


Leon Banov, sales manager for The Clarotype Com- 
pany, New York, dropped in at O.A. headquarters on 
November 13. In addition to his activities with Claro- 
type Mr. Banov finds ample time to call upon eastern 
dealers in the interest of Art Steel Sales Corporation, 
Sainberg & Company and Zephyr-American Corpora- 
tion. Chicago is outside his personal territory but 
he took occasion to come for both business and per- 
sonal reasons, planning to go on up to Duluth for a 
short visit before pointing his car toward the East. 
He reported a remarkable increase in business fol- 
lowing V-E Day. 

Bent Olsen of Copenhagen, Denmark, and Henry 
Germark of Stockholm, Sweden, both executives of 
the Chr. Olsen organization which is headquartered 
in Copenhagen, put their signatures in the Guest 
Book on November 13. Like other visitors from abroad 
since the military end of the war, Messrs. Olsen and 
Germark were in the United States to re-establish 
connections with manufacturers in this country and 
to negotiate for new lines to distribute in their mar- 
kets. Despite shortages in practically all commercial 
stationery lines, they reported favorable responses to 
nearly all their contacts. In addition to the establish- 
ment in Stockholm, the Chr. Olsen organization has 
branches in Oslo, Norway, and Helsingfors, Finland. 


oe 


William R. Rikkers, director of Parker Service and 
of Weston Trading Corporation, Amsterdam, Holland, 
favored us with a visit on November 14. Seeing the 
names of Bent Olsen, Copenhagen, and Henry Ger- 
mark, Stockholm, in the Guest Book above his own, 
he remarked that he had had a pleasant evening 
with them in Chicago and expected to see them again 
before leaving the city. Mr. Rikkers had spent some 
time in New York, before going to Janesville, Wis., 
to visit the Parker Pen Company plant. He was busy 
in Chicago for several days and had additional calls 
scheduled in New York, Toronto and possibly Montreal. 
He is Netherlands agent for Parker Pen Company, 
Eberhard Faber, and Automatic Pencil Sharpener 
Company. A story taken from an interesting letter 
written by Mr. Rikkers in July was published in OFrricE 
APPLIANCES in September. 


—r 


Athos G. Pugliese, manufacturers’ representative 
with headquarters in Buenos Aires, Argentina, accom- 
panied by Miss Elena Ramirez, Chicago, who served 
as interpreter, signed the Guest Book on November 14. 
Mr. Pugliese was in the United States to check with 
manufacturers with the view of making agency con- 
nections for the Argentine market. He reported a 
strong indication of interest by office equipment and 
supply manufacturers. 


— 


Sophus Clausen and Max Manus of Clausen and 
Manus A/S, Oslo, Norway, brightened the afternoon of 
November 14, on which date both signed the Guest 
Book. Clausen and Manus A/S is successor to the firm 
C. Garmann Clausen. Mr. Clausen formerly was active- 
ly engaged in the business, Mr. Manus serving the office 
appliance field in another capacity prior to the war, the 
two acquiring control after hostilities ceased. Agencies 
they have for Norway include Victor Adding Machine 
Company, Marchant Calculating Machine Company, 
Dictaphone Corporation, The Todd Company, and 
American Photocopy Equipment Company. Their trip 
was to include visits at the plants of all their Amer- 
ican connections, after.which Mr. Clausen was to 
return to Norway, Mr. Manus to remain in the United 
States two or three months for special factory train- 
ing. Brief reference to Mr. Manus’ activities in the 
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Norwegian army appears elsewhere in this issue. 
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F. L. Bartelt, Green Bay, Wis., signed the Guest 
Book November 16. After eleven and a half years 
with Remington Rand, Inc., he left to start his own 
business servicing typewriters and accounting ma- 
chines. He had come to Chicago to make necessary 
connections for supplies and indicated that his mis- 
sion was successful. 


oe 


Harold E. Feinstein of Aldine Printing & Office 
Supply Company, Los Angeles, dropped in at O.A. 
headquarters on November 17. The purpose of his 
visit was merchandise. Ten years ago the company 
was established to handle commercial printing, and 
four years later stationery was added. The first of the 
year it is to have files and furniture as well as a 
line of electrical appliances. The expansion necessi- 
tated by adding the furniture department will be the 
third in as many years. 


ee 


Walt Scheuneman of Norder’s Office Equipment 
Company, Denver, signed the Guest Book on Novem- 
ber 17. Like so many others, he had come east on a 
buying mission. Mr. Scheuneman went to Denver 
more or less on a lark years ago and liked the city 
so well that he adopted it at once as his home. For 
a long time he was a buyer of office products before 
becoming a dealer. He expects a continued healthy 
volume of retail business in Denver because of new 
industries locating in that city. 


ws 


Olof Biesert, managing director of Frans Svanstrom 
& Company, Stockholm, Sweden, and Helge Akerlund, 
Skriv & Ritboks A. B., Arbov (by Malmo), Sweden, a 
Svanstrom affiliate, were welcome visitors on Novem- 
ber 19. Because the Svanstrom organization operates 
a chain of retail stationery stores in Sweden, it has 
been referred to in the United States as the “Horders’ 
of Sweden.” Touching wholesale as well as retail, the 
Svanstrom business extends to all parts of Sweden. 
Comments by Mr. Biesert and Mr. Akerlund provided 
an excellent picture of the commercial situation in 
Sweden. Their references to the stationers association 
there and how it functions were particularly interest- 
ing. In common with their compatriots and business 
men from other parts of Europe and the world, they 
were visiting this country to search for office supply 
and equipment items. Up to the time of their visit to 
Chicago, results were satisfactory in view of produc- 
tion difficulties facing all manufacturers. 


os 


John Uden of Kansas City, Mo., representative of 
Associated Stationers Supply Company, dropped in at 
our offices for a brief visit on November 20. He is an 
old friend of the organization, the result of many 
pleasant contacts dating back to his activities with 
the old Burnap-Meyer Company. John knows sta- 
tionery and its applications including all manner of 
accounting and filing systems, and has contributed 
many helpful suggestions to dealers, both in asso- 
ciation work and in personal contact. 


a 


John L. Richards, Etablissements Richards, Brussels, 
Belgium, inscribed his name in the Guest Book on 
November 21. Mr. Richards is an American citizen 
although he was born in England and has spent most 
of his life in Europe. His father was in the export 
business, but.John Richards was interested in the 
other end and became an importer. His first connec- 
tion with the office equipment field was in 1935 with 
the Remington Rand organization in Belgium. Two 
years later he established an independent business 
and obtained the sole agencies for Royal typewriters 
and Barrett adding machines for Belgium and Luxem- 
bourg. The scope of the business widened rapidly 
until it included everything for the office from a 
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mechanical pencil to air conditioning units. Refer- 
ence to Mr. Richards’ method of doing business 
through qualified dealers was made in September 
OFFICE APPLIANCES. When the war came and Belgium 
was invaded, Mr. Richards refused to co-operate with 
the Nazis. Gradually his activities were restricted 
until January 6, 1943, when he was put in a concen- 
tration camp. He was liberated in September, 1944 
by the advancing Allied armies. Arriving in the 
United States on October 26, 1945, Mr. Richards spent 
nearly a month calling on manufacturers in the East. 
While in Chicago he made several contacts before 
starting on his return journey December 6. 


—er 


C. W. Roth, Roth Office Equipment Company, Day- 
ton, Ohio, favored us with a brief visit on November 26. 
He was on one of his rather frequent buying missions 
and as usual made the trip worth while. He expects 
the Dayton area to furnish a substantial, permanent 
increase over its pre-war volume of office equipment 
and supplies. He found an opportunity to call upon 
friends in the trade whom he ordinarily seldom sees 
except at conventions. 


—e 


A. L. Marshall, New Orleans, manufacturers’ repre- 
sentative, dropped in at O.A. headquarters on Novem- 
ber 26. He had just come in from the South and 
expected to spend a week with manufacturers in Chi- 
cago and vicinity whose lines he sells in the southern 
states. His territory extends from the Atlantic to 
Oklahoma and Texas. 


—w 


Frank Davis, who for the past three years has been 
with the Army Signal Corps, and previously was lo- 
cated at Decatur, Ill., called on November 28 to renew 
his subscription and exchange the news. He expects 
to return to this field, taking up something along the 
lines of what he laid down upon entering the Army. 
He had been president of the Decatur Office Equipment 
Company, representing the Mimeograph, the L. C. 
Smith typewriter, the Victor adding machine and 
Shaw-Walker filing equipment, together with a full 
line of office supplies and stationery. Since returning 
from military service in England and France about a 
month ago, he has been traveling extensively and 
expects to continue on the move. Letters addressed 
to P. O. Box 482, Sioux City, Iowa, will be forwarded. 


—- 


H. J. C. Day, general manager, continuous stationery 
division, W. H. Smith & Son, Ltd., London, England, 
entered his name in the Guest Book on November 29. 
The primary purpose of his journey to the United 
States was to confer with executives of the Standard 
Register Company, Dayton, Ohio, with which his firm 
is affiliated. In commenting on the outlook, Mr. Day 
said he is looking forward to rapid restoration of the 
happy commercial relations between Great Britain and 
America that existed before the war. To foster good 
will as well as advance commercial contacts, Mr. Day 
said he would like to see free switching of personnel 
for periods long enough to permit men to become 
acquainted with the living habits of people in the 
other country as well as their business methods. 


ae 


New York Guest Book 


L. Eley, manager of Engineering and Research 
Branch, Kalamazoo, Ltd., Northfield, Birmingham 31, 
England, has been a visitor in the United States and 
a caller at the New York, N. Y., offices of Orrice Ap- 
PLIANCES. He has been busily engaged in research on 
a number of different methods and products in connec- 
tion with the engineering and manufacture of loose 
leaf forms. Mr. Eley returned to his home on Novem- 
ber 29. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office. 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago. 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 
4 St. Bride Street, London, E.C. 4. 


London, November 9, 1945. 


The Association of British Business Equipment 
Manufacturers, Ltd., recently held their annual meet- 
ing, electing the following members of the council: 

President, B. B. Dyer, Milners Safe Company, Ltd.; 
vice-president, F. F. Chisholm, Evertaut, Ltd.; L. E. 
Brougham, Powers Accounting Machines, Ltd.; G. C. H. 
Chubb, Chubb & Sons Lock and Safe Company, Ltd.; 
R. H. Dickson, Vickers Armstrong, Ltd.; C. J. Mortimer, 
Leabank Chairs, Ltd.; and A. W. Toy, Roneo, Ltd. 

A.B.B.E.M. is an association of British manufac- 
turers of steel office and works equipment and includes 
in its membership list the most important firms in 
the country for this class of products. The president, 
B. B. Dyer, is the managing director of Milners Safe 
Company, Ltd. 

Purchase tax has been a foremost subject with the 
industry during recent weeks, reasons for its non- 
inclusion in a luxury tax having been voiced in the 
House of Commons, the theme being the principle 
involved rather than the financial aspect. 


Victory Ladies Evening Is Held 


O.A.T.A. held a successful Victory Ladies Evening 
on October 16 at Grosvenor House, Park Lane, London, 
the arrangements being made up to pre-war standard. 
President John H. Whitfield and his lady received the 
guests. In the matter of dress it was a very mixed 
gathering, lounge suits and afternoon dresses rubbing 
shoulders with regulation evening dress. A well-known 
Hungarian band played during the dinner, which con- 
formed to austerity standards. There was dancing 
during the evening and the ladies each received a 
handsome gift. Mrs. J. A. Cumming, wife of the vice- 
president, wittily responded to the toast, “To the 
Ladies.” 

The organization also held its twenty-sixth annual 
meeting and election of officers on October 22 at 
Connaught Rooms. This building was one of the few 
escaping serious damage in the London blitz. The fol- 
lowing were elected to the council: 

President, J. A. Cumming, D. Gestetner, Ltd.; vice- 
president, H. V. Briscoe, National Cash Register Com- 
pany, Ltd.; immediate past president, J. H. Whitfield, 
Dictograph-Telephones, Ltd.; W. Desborough and S. C. 
Downes, Powers-Samas Accounting Machines, Ltd.; 
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E. H. Gardner, Addressall Machine Company, Ltd.; 
B. G. Hillier, Tan-Sad Chair Company (1931), Ltd.; 
A. R. Jackson, Remington Rand, Ltd.; and W. G. 
Lansley, Underwood Elliott Fisher, Ltd. Those con- 
firmed also as officers were: secretary, Edgar Smith; 
education director, W. G. Gledhill; public relations 
director, A. R. Jackson; marketing director, J. A. 
Cummings; and liaison officer, J. H. Whitfield. 

Plans were told for business efficiency exhibitions 
to be held in the provinces in the spring and a London 
exhibition in the autumn of 1946. The exhibition di- 
rector, A. C. McLellan, recently resumed its duties. 
A special tribute was paid to the outgoing president, 
John H. Whitfield, for the dynamic manner in which 
he had conducted the Association’s affairs over the 
past 12 months. 

It had been intended to accord Joseph Halsby, 
founder and first chairman, a special welcome on his 
return from the U.S.A., but unfortunately he was 
unable to be present. 

The main difficulties of the industry at the present 
time are those attendant on the cessation of lend- 
lease, this reacting on the importer interests very 


seriously. 
9 


BRITISH PROMISED MORE OFFICE MACHINES 

Although definitely glad to have the news, British 
businessmen remain somewhat skeptical about the 
announcement that more office machines are to be 
made available soon. Such promises in recent months 
have been slow to materialize. 

It was announced a few weeks ago that surplus 
typewriters from Government offices would be issued 
to the trade for distribution to customers. This would, 
it was contended by the Government department, ma- 
terially assist in correcting the typewriter famine 
which admittedly exists. In actual practice, some 500 
machines were divided among 400 dealers in one area. 
On this basis, it is not possible to do more than scratch 
the surface of the demand. : 

British typewriter manufacturing firms, like most 
others in the office equipment sphere, have started 
on big plans for the increase of their production facil- 
ities. Little advantage will accrue to British users, 
however, aS most of the new machines will go for 

(Turn to page 182, please) 
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Copr. 1945, Royal Typewriter Company, lnc. 
er ROYTYPE is a complete line . . . designed 
cil- to fit all typing needs, and with a price 
ers, range to fit a// your customers. 
for 





945 OFFICE APPLIANCES, December, 1945 55 











ce 


© MEETINGS + CONVENTIONS » DINNERS — 








(a, 


x 


mia 


FTC Holds Trade Practice Conference For 
Office Machines Marketing Industry 


At the call of the Federal Trade Commission, issued 
November 8, a representative group of manufacturers, 
wholesalers and dealers gathered as members of the 
marketing division of the office machine industry in 
the Hotel Gibson, Cincinnati, Ohio, on November 26 
for an all-day trade practice conference. The purpose 
of the conference was to permit members of the in- 
dustry to co-operate in the establishment, subject to 
FTC approval, of comprehensive fair trade practice 
rules designed to prevent unfair methods of competi- 
tion and other trade abuses deemed harmful to the 
industry and to purchasers. 

In its announcement of the conference, FTC defined 
members of the industry as persons, firms, corpora- 








HON. ROBERT FREER HENRY J. MILLER 
tions, and organizations engaged in the business of 
selling and distributing (or supplying, at wholesale or 
retail, or under lease, rental or sales contract, or 
through repair service, or otherwise) new or used 
office machines or parts and accessories therefor. The 
announcement stated that such machines or products 
of the industry include “typewriters, stenotype ma- 
chines, bookkeeping machines, calculating machines, 
duplicating machines, dictating machines, and similar 
machines and mechanical devices, whether power- 
driven or designed for manual operation, which per- 
form or aid in the performance of office work. 

Commissioner Robert E. Freer, a resident of Cin- 
cinnati, opened the conference with a brief, but il- 
luminating, address. Commissioner Freer set the tone 
of the meeting with the statement: 

“A trade practice conference for an industry looks 
toward the promulgation by the Commission of rules 
of fair competition designed to protect both industry 
members and the consuming public. The conference 
procedure leading up to the adoption and promulga- 
tion of rules utilizes the co-operative effort of in- 
dustry members and other interested parties to aid 
the Commission in its duty, under the statute and 
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in the public interest, to prevent the use of all unfair 
methods of competition and all unfair or deceptive 
acts and practices in commerce.” 

Concerning fair trade practice rules, Commissioner 
Freer said they are classified into two groups—Group 
I, which condemn as unfair or unlawful, practices 
which are deemed violative of the laws administered 
by the Federal Trade Commission, as interpreted by 
the Commission and the courts; Group II, which 
condemn practices which the industry considers harm- 
ful or unethical, although not of themselves neces- 
sarily violations of law. 

Following the conference, Commissioner Freer 
pointed out, a draft of proposed rules will be pub- 
lished with notice to all interested parties of a 
15-day period during which any suggestions or ob- 
jections may be made. Thereafter, a hearing for the 
voicing of these matters will be had and all sugges- 
tions and objections will be considered by the Com- 
mission before the rules are promulgated and ap- 
proved. A copy .of all rules thus finally promulgated 
will be furnished each member of the industry, ac- 
companied by a form inviting his acceptance of and 
adherence to the rules. 

After the address, Henry Miller, FTC director of 
trade practice conferences, took over as chairman. 
Victor Mosel, secretary of the National Office Ma- 
chine Dealers Association, was elected reading clerk 
of the conference. In this capacity he read the pro- 
posed fair trade practice rules offered by NOMDA 
through W. J. Garrison, Marietta, Ohio, chairman of 
the Association’s ethics and standards committee. 
Each rule was discussed thoroughly before approval 
or amendment. Following are the approved rules in 
their final form for FTC consideration: 


GROUP I 


Rule 1—Misrepresentation in General 

The making, or causing to be made, directly or in- 
directly, orally or through advertising, pictorial rep- 
resentation, invoice, tag, label, mark or writing upon 
the product itself, or otherwise, of any false, mislead- 
ing, or deceptive statement or representation con- 
cerning the construction, composition, abilities, per- 
formance, condition, age, name, use, serial number, 
durability, life expectancy, manufacture, distribution, 
price, or terms or conditions of sale or service, or 
references to discontinued models, unless manufacture 
is permanently discontinued, in connection with the 
sale or offering for sale of any office machine, is an 
unfair trade practice. 
Rule 2—Misuse of Certain Words and Terms in De- 
scribing Typewriters 

In connection with the sale, offering for sale, or 
distribution of typewriters and repair service, it is an 
unfair trade practice to use the term— 

(a) “New,” in describing any machine which is not 
a model currently being manufactured, unimpaired in 
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appearance and operating condition, which has been 
used or out on trial for more than 30 days. 

(b) “Shopworn” or “demonstrator,” in describing 
any machine which is not one which has been used 
exclusively for display or demonstration purposes for 
a period not to exceed six months; which is in un- 
impaired operating condition, and on which the seller 
agrees to give a service equal to the guarantee of a 
new machine. 

(c) “Remanufactured” or “factory rebuilt,” in de- 
scribing any machine which is not one which is 
brought in condition to meet the following specifica- 
tions in the factory of the original manufacturer or 
wholly-owned subsidiary specializing on rebuilding 
such machines: All internal and external parts clean 
and free from rust and corrosion, and all worn, de- 
fective and missing parts replaced with new parts, 
all frames neither bent nor broken; all frames, cover 
plates and nickel to have new finish; all working 
mechanism lubricated and adjusted to new machine 
specifications; to have new type face accurately 
aligned; all rubber surfaces to be new; on which the 
seller agrees to repair free of charge any defects in 
operation caused by faulty materials, parts of work- 
manship; on which the seller offers a guarantee for 
a period equal to that of a guarantee on an new 
machine of like make or model. 

(d) “Rebuilt,” in describing any machine which is 
not one which meets the following specifications: 
All internal and external parts clean and free from 
rust and corrosion; all excessively worn, defective 
or missing parts replaced with new parts; all frames 
neither bent nor broken; all frames, cover plates 
and bright parts to have new finish; all working 
mechanisms lubricated and adjusted to new machine 
specifications; the type must be whole, clear and 
accurately aligned, new type-bar rest, as well as all 
rubber surfaces, to be new; on which the seller agrees 
to repair free of charge any defects in operation 
caused by faulty materials, parts or workmanship, 
and on which the seller gives a guarantee for a period 
equal to one-half that given on a new machine of 
like make or model. 

(e) “Reconditioned” or “overhauled,” in describing 
any machine which does not meet the following 
specifications: All internal and external parts clean 
and free from rust and corrosion. All excessively 
worn, defective or missing parts replaced; finish of 
all frames, cover plates and bright parts to be in good 
condition; working mechanism lubricated and ac- 
curately adjusted for precision operation; type whole, 
clear and accurately aligned; all rubber surfaces to 
be of size, shape and adjustment so as to give posi- 
tive and accurate results; on which the seller agrees 
to repair free of charge any defects in operation 
caused by faulty materials, parts or workmanship, 
and on which the seller gives a guarantee for a period 
equal to one-quarter that given on a new machine 
of like make or model. 

(f) “Inspected,” in describing any machine which 
does not meet the following specifications: All parts 
clean, and working mechanism lubricated and ad- 
justed so machine will work with reasonable accuracy 
and results. 

(g) “Select Rough,” in describing: any machine un- 
less same is a used machine that is broken; complete 
as to parts and in working condition. 

(h) “Rough,” in describing any machine unless same 
is a used machine, not necessarily in working order, 
and sold “as is.” 


Rule 3—Misrepresenting Products as Conforming to 
Standard 

Representing, through advertisement or otherwise, 
that any products of the industry conform to a stand- 
ard recognized in or applicable to the industry when 
such is not the fact, with the capacity and tendency 
or effect of misleading or deceiving the purchasing or 
consuming public, is an unfair trade practice. 


58 


Rule 4—Substitution of Products 

The practice of shipping or delivering machines 
which do not conform to samples submitted, or speci- 
fications upon which the sale is consummated, or to 
representations made prior to securing the order with- 
out the consent of the purchaser to such substitution 
and with the tendency, capacity or effect of mislead- 
ing or deceiving purchasers, prospective purchasers 
or the consuming public is an unfair trade practice. 
Rule 5—Guarantees and Warranties 

(1) Guarantees which afford purchasers or users 
substantial and adequate protection, and are fully 
and fairly stated or disclosed and scrupulously ad- 
hered to by the guarantor are desirable and recom- 
mended. It is an unfair trade practice to use or cause 
to be used any guarantee which is false, misleading, 
deceptive or unfair to the purchasing or consuming 
public. 


(2) 
FOLLOWING TYPE OR CHARACTER SHALL 
BE USED: 

(a) Guarantees containing statements, representa- 
tions or assertions which have the capacity and tend- 
ency or effect of misleading and deceiving in any 
respect; or 

(b) Guarantees which are so used or are of such 
form, text or character as to import, imply or repre- 
sent that the guarantee is broader than is in fact 
true, or that the guarantee covers the entire office 
machine or certain parts thereof which are not in fact 
covered, or will afford more protection to purchasers 
or users than is in fact true; or 

(c) Guarantees in which any condition, qualifica- 
tion or contingency applied by the guarantor thereto 
is not fully and nondeceptively stated therein, or 
is stated in such manner or form as to be deceptively 
minimized, obscured or concealed, wholly or in part; 
or 

(ad) Guarantees which are stated, phrased or set 
forth in such manner that, although the stat-ments 
contained therein are literally and technically true, 
the whole is misleading in that purchasers or users 
are not made sufficiently aware of certain conti- 
gencies or conditions applicable to such guarantee 
which materially lessen the value or protection 
thereof as a guarantee to purchasers or users; or 

(e) Guarantees which purportedly extend for such 
indefinite or unlimited period of time or for such 
long period of years as to have the capacity and 
tendency or effect of thereby misleading or deceiving 
purchasers or users into the belief that the product 
has or is definitely known to have greater degree or 
serviceability or durability in actual use than is in 
fact true; or 

(f) Guarantees which have the capacity and tend- 
ency or effect of otherwise misrepresenting the serv- 
iceability, durability, or lasting qualities of the pro- 


UNDER THIS RULE GUARANTEES OF THE 
NOT 


duct, such as, for example, a guarantee extending ~ 
for a certain number of years or other long period © 
of time when the ability of the product to last, endure, ~ 
or remain serviceable for such period of time has not ~ 


been established by actual experience or by competent 
and adequate tests definitely showing in either case 


that the product has such lasting qualities under the © 
conditions encountered or to be encountered in the © 


respective locality where the product is sold and 
used under the guarantee; or 

(g) Purported guarantees in the form of documents, 
promises, representations or other forms which are 
represented or held out to be guarantees when such 
is not the fact, or when they are service contracts 
of the type which are not guarantees, or when they 
involve any deceptive or misleading use of the word 
“suarantee’ or term of similar import; or 

(h) Guarantees issued, or directly or indirectly 
caused to be used, by any member of the industry 
when or under which the guarantor fails or refuses 
to observe scrupulously his obligation thereunder or 
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fails or refuses to make good on claims coming rea- 
sonably within the terms of the guarantee; or 

(i) Guarantees which in themselves or in the man- 
ner of their use are otherwise false, misleading or 
deceptive. 

(3) This rule shall be applicable not only to guar- 
antees but also to warranties, to purported warranties 
and guarantees, and to any promise or representa- 
tion in the nature of or purporting to be a guarantee 
or warranty. 

Rule 6—Misrepresentation as to Installment Sales 
Contracts, their Terms and Conditions 

It is an unfair trade practice to make or publish, 
or cause to be made or published, directly or indirectly, 
any false, misleading or deceptive statement or rep- 
resentation, through advertising or otherwise, con- 
cerning installment sales contracts used, or their 
terms and conditions, including down payments, in- 
terest or carrying charges, or respecting any other 
matters relative to such contracts or their terms and 
conditions. 

Rule 7—False and Misleading Price Quotations 

The publishing or circulating by any member of 
the industry of false or misleading price quotations, 
price lists, terms of or conditions of sale, with the 
tendency and capacity or effect of misleading or 
deceiving purchasers, prospective purchasers or the 
consuming public is an unfair trade practice. 


Rule 8—False Invoicing 

Withholding from, or inserting in, an invoice, billing 
or statement, any material information by reason of 
which omission or insertion a false record is made, 
wholly or in part, of the transaction which such in- 
voice, billing or statement purports to represent, 
with the effect of thereby misleading or deceiving 
purchasers, prospective purchasers or the consuming 
public, is an unfair trade practice. 
Rule 9—Inducing Breach of Contract 

Inducing or attempting to induce the breach of 
existing lawful contracts between competitors and 
their customers or their suppliers by any false or 
deceptive means whatsoever, or interfering with or 
obstructing the performance of any such contractual 
duties or services by such means, with the purpose 
and effect of unduly hampering, injuring, or prejudic- 
ing competitors in their business, is an unfair trade 
practice. 
Rule 10—Enticing Away Employees 

Wilfully enticing away the employees of competitors, 
with the purpose and effect of unduly hampering, 
injuring, or prejudicing competitors in their businesses, 
and destroying or substantially lessening competition, 
is an unfair trade practice. 
Rule 11—Defamation of Competitors or Disparage- 
ment of Their Products 

The defamation of competitors by falsely imputing 
to them dishonorable conduct, inability to perform 
contracts, questionable credit standing, grade, quality 
or manufacture of the products of competitors, or of 
their business methods, selling prices, values, credit 
terms, policies or services, or conditions of employ- 
ment, is an unfair trade practice. 
Rule 12—Commercial Bribery 

It is an unfair trade practice for a member of the 
industry directly or indirectly to give, or offer to give, 
or permit or cause to be given, money or anything 
of value to agents, employees, or representatives of 
customers or prospective customers, or to agents, 
employees or representatives of competitors’ cus- 
tomers or prospective customers, without the knowl- 
edge of their employers or principals, as an induce- 
ment to influence their employers or principals to 
purchase or contract to purchase products manu- 
factured or sold by such industry member or the 
maker of such gift or offer, or to influence such 
employers or principals to refrain from dealing in 
the products of competitors or from dealing or con- 
tracting to deal with competitors. 
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Rule 13—Misuse of the Terms, Special, Bargain, 
Close-Outs, Discontinued Lines, and So Forth 

It is an unfair trade practice to advertise, or other- 
wise represent regular lines of machines as Special 
Bargain, Close-Outs, Discontinued Lines, or by words 
or representations of similar import, when such are 
not true in fact, or to so advertise, describe, or 
otherwise represent machines where the capacity and 
tendency or effect thereof is to lead the purchasing 
and consuming public to believe such machines are 
being offered for sale or sold at greatly reduced 
prices or at so-called “bargain” prices when such is 
not the fact. 
Rule 14—Fictitious Prices 

It is an unfair trade practice to sell or offer for sal> 
machines at prices purported to be reduced from what 
are in fact fictitious prices, or to sell.or offer for sale 
such machines at a purported reduction in price when 
such purported reduction is in fact fictitious or is 
otherwise misleading or deceptive. 
Rule 15—Procurement of Competitors’ Confidential 
Information by Unfair Means and Wrongful Use 
Thereof 

It is an unfair trade practice by any member of 
the industry to obtain information concerning the 
business of a competitor by bribery of an employee 
or agent of such competitor, by false or misleading 
statements or representations, by the impersonation 
of one in authority or by any other unfair means, 
and to use the information so obtained in such man- 
ner as to injure said competitor in his business or to 
suppress competition or unreasonably restrain trade. 


Rule 16—Unfair Threats of Infringement Suits 

The circulation of threats of suit for infringement 
of patents or trademarks among customers or pros- 
pective customers of competitors, not made in good 
faith but for the purpose or with the effect of thereby 
harassing or intimidating such customers or pros- 
pective customers, or of unduly hampering, injuring 
or prejudicing competitors in their business, is an 
unfair trade practice. 


Rule 17—Coercing Purchase of One Product as a Pre- 
requisite to the Purchase of Other Products 

The practice of coercing the purchase of one or 
more products as a prerequisite to the purchase of 
one or more other products where the effect may be 
to substantially lessen competition or tend to create 
a monopoly or to unreasonably restrain trade is an 
unfair trade practice. 


Rule 18—Discrimination 

(a) Prohibited Discriminatory Prices, or Rebates, 
Refunds, Discounts, Credits, and So Forth, Which 
Effect Unlawful Price Discrimination: It is an unfair 
trade practice for any member of the industry en- 
gaged in commerce’, in the course of such commerce’, 
to grant or allow, secretly or openly, directly or in- 
directly, any rebate, refund, discount, credit, or other 
form of price differential where such rebate, refund, 
discount, credit, or other form of price differential 
effects a discrimination in price between different 
purchasers of goods of like grade and quality, where 
either or any of the purchases involved therein are in 
commerce*, and where the effect thereof may be 
substantially to lessen competition or tend to create 
a monopoly in any line of commerce’, or to injure, 
destroy, or prevent competition with any person who 
either grants or knowingly receives the benefit of such 
discrimination, or with customers of either of them. 
Provided, however— 

(1) That the goods involved in any such transaction 


*As here used, the word ‘‘commerce’’ means ‘‘trade or commerce 
among the several States and with foreign nations, or between the 
District of Columbia or any territory of the United States and any 
State, Territory, or foreign nation, or between any insular possessions 
or other places under the jurisdiction of the United States, or be- 
tween any such possession or place and any State or Territory of the 
United States or the District of Columbia or any Territory or any 


insular possession or other plaee under the jurisdiction of the United 
States, (exclusive, however, of the Philippine Islands).” 
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AN OLD TOWN 
EXCLUSIVE* FRANCHISE 
MAKES YOU KING IN 

YOUR OWN BACKYARDS 


bail 


AN OLD TOWN EXCLUSIVE FRANCHISE is your insurance 
policy for repeat business and steady volume. It protects 


you against loss of sales... .. gives you the premium of a 
dominant position in your area! 


Thousands of fast-selling items including ribbons, carbons, 
duplicating supplies . . . hard-hitting magazine ads and 
dealer helps... OLD TOWN's national reputation for quality 


— all this puts you in the lead — makes you King in your own 
backyard! 


OLD TOWN is first in ribbons and carbons for every use PLUS 
Spirit Duplicating Carbons, Gelatin Rolls, Master Units, Copy 
Paper, Dupliforms, Duplicating Fluids, Stencil Duplicator Inks. 


Write for complete information about select territories. 


*An Old Town Exclusive Franchise Means: 


PROTECTION: You are the only Old Town dealer in your 
area. All orders go through YOU. 


PRODUCTS: A more complete line, simplified, grade-marked 
and trade-marked. 


PROMOTION: Hard-hitting dealer helps. Local selling aids. 
Consistent magazine advertising. 


PROFITS: Priced right to give you liberal margin of profit. 
Quicker turnover of compact stock. 





y SPEED 
yy EFFICIENCY 
,i) ECONOMY 


RIBBON & CARBON CO. Inc. 


Foremost makers of Ribbons and Carbons for Every Use 


750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 





Sales and Service Everywhere 





We do not own or operate any branch offices. Old Town products are distributed 
only through the best stationers and office supply dealers in every locality. 











are sold for use, consumption, or resale within any 
place under the jurisdiction of the United States; 


(2) That nothing herein contained shall prevent 
differentials which make only due allowance for 
differences in the cost of manufacture, sale, or de- 
livery resulting from the differing methods or quanti- 
ties in which such commodities are to such purchasers 
sold or delivered ; 

(3) That nothing herein contained shall prevent 
persons engaged in selling goods, wares, or merchan- 
dise in commerce* from selecting their own customers 
in bona fide transactions and not in restraint of trade; 


(4) That nothing herein contained shall prevent 
price changes from time to time where made in re- 
sponse to changing conditions affecting either (a) the 
market for the goods concerned, or (b) the market- 
ability of the goods such as, but not limited to, actual 
or imminent deterioration of perishable goods, ob- 
solescence of seasonal goods, distress sales under court 
process, or sales in good faith in discontinuance of 
business in the goods concerned. 


(b) Prohibited Brokerage and Commissions: It is an 
unfair trade practice for any member of the industry 
engaged in commerce’, in the course of such com- 
merce, to pay or grant, or to receive or accept, any- 
thing of value as a commission, brokerage, or other 
compensation, or any allowance or discount in lieu 
thereof, except for services rendered in connection 
with the sale or purchase of goods, wares, or mer- 
chandise, either to the other party to such transaction 
or to an agent, representative, or other intermediary 
therein, where such intermediary is acting in fact for 
or in behalf, or is subject to the direct or indirect 
control, of any party to such transaction other than 
the person by whom such compensation is so granted 
or paid. 


(c) Prohibited Advertising or Promotional Allow- 
ances: It is an unfair trade practice for any 
member of the industry engaged in commerce* to 
pay or contract for payment of advertising or pro- 
motional allowances or any other thing of value to 
or for the benefit of a customer of such member in 
the course of such commerce as compensation or in 
consideration for any services or facilities furnished 
by or through such customer in connection with the 
processing, handling, sale or offering for sale, of any 
products or commodities manufactured, sold, or offered 
for sale by such member, unless such payment or con- 
sideration is available on proportionally equal terms 
to all other customers competing in the distribution 
of such products or commodities. 


(d) Prohibited Discriminatory Services or Facilities: 
It is an unfair trade practice for any member of the 
industry engaged in commerce* to discriminate in 
favor of one purchaser against another purchaser 
or purchasers of a commodity bought for resale, with 
or without processing, by contracting to furnish or 
furnishing, or by contributing to the furnishing of, 
any services or facilities connected with the process- 
ing, handling, sale, or offering for sale, of such com- 
modity so purchased upon terms not accepted to all 
purchasers on proportionally equal terms. 

(e) Inducing or Receiving an Illegal Discrimination 
in Price: It is an unfair trade practice for any mem- 
ber of the industry engaged in commerce* knowingly 
to induce or receive a discrimination in price which 
is prohibited by the foregoing provisions of Rule 18. 

(f) Purchases by Schools, Colleges, Universities, 
Public Libraries, Churches, Hospitals, and Charitable 
Institutions Not Operated For Profit: The foregoing 


*As here used, the word “‘commerce’’ means “trade or commerce 
among the several States and with foreign nations, or between the 
Pistrict of Columbia or any territory of the United States and any 


State, Territory, or foreign nation, or between any insular possessions 
or other places under the jurisdiction of the United States, or be- 
tween any such possession or place and any State or Territory of the 
United States or the District of Columbia or any Territory or any 
insular possession or other place under the jurisdiction of the United 
States, (exclusive, however, of the Philippine Islands).”’ 


OFFICE APPLIANCES, December, 1945 











provisions of Rule 18 relate to practices within 
the purview of the Robinson-Patman Anti-Discrimi- 
nation Act, which Act and the application thereunder 
of this Rule 18 are subject to the limitations ex- 
pressed in the amendment to such Robinson-Patman 
Anti-Discrimination Act, which amendment was ap- 
proved May 26, 1938, and reads as follows: 

“Be it enacted by the Senate and House of 
Representatives of the United States of America in 
Congress assembled, that nothing in the Act ap- 
proved June 19, 1936 (Public, Numbered 692, 
Seventy-Fourth Congress, second session), known as 
the Robinson-Patman Anti-Discrimination Act, shall 
apply to purchases of their supplies for their own 
use by schools, colleges, universities, public libraries, 
churches, hospitals, and charitable institutions not 
operated for profit.” (52 Stat. 446; United States 
Code, 1940 Edition, Title 15, Sec. 13c.) 

Rule 19—Misrepresentation as to Character of Business 

For any person, firm or corporation to represent 
himself or itself to the public as a manufacturer or 
wholesaler when such is not the fact, or in any other 
manner to misrepresent the character, extent or type 
of his or its business, is an unfair trade practice. 
Rule 19142.—No machine shall be represented or sold 
as a discontinued or obsolete model, unless manu- 
facturer has actually produced a new or succeeding 
model. Changes must be important. 

Rule 20—Aiding or Abetting Use of Unfair Trade 
Practice . 

It is an unfair trade practice for any person, firm, 
or corporation to aid, abet, coerce, or induce another, 
directly or indirectly, to use or promote the use of any 
unfair trade practice specified in these rules. 


GROUP II 


Rule A—Record Keeping 
Every seller of office machines shall keep an ac- 
curate record of all machines sold showing date of 
sale, make, type, serial number, model number, price, 
condition, and purchaser’s name and address, for a 
period of at least five years. 
Or 


NEW YORK OFFICE FURNITURE GROUP MEETS 


Over seventy-five members and guests attended the 
November meeting of the New York Office Equipment 
Dinner Club, held on Monday evening, November 12, 
at the Advertising Club, New York, N. Y. 

President Seymour Nathan, Charles Nathan & Sons, 
in opening the meeting expressed his pleasure and 
thanks to his audience for a fine turnout, despite the 
day being a holiday and rainy. He then welcomed the 
following guests: William Allen, Harold B. Allen Office 
Furniture & Equipment Company, Paterson, N. J.; 
Nathan Davidman, Davidman Bros., New York; Irving 
Casper, A.B.C. Desk Company, New York; Louis Mans- 
field and Sol Gallieni, both of Carlton Office Furniture 
Company, New York; John F. Emhardt, Columbia Steel 
Equipment Company, Philadelphia; Mrs. Mildred S. 
Zich, The Westcort Company, New York; Miss Grace 
Vallely and Mrs. Ann May, both of P. W. Vallely, Inc., 
New York; Miss K. Ledger, Manhattan Desk Company, 
New York, and John R. Edwards, recently released 
from the U. S. Army. 

Secretary Ben Itkin, Itkin Bros., New York, gave 
thanks to all members of the association for their fine 
support of the Victory Loan drive. 

The guest speaker of the evening was Col. A. P. Sim- 
monds, a graduate of West Point and Yale University, 
who, after spending some 40 years in the U. S. Army, 
retired and is now connected with the Hygienic Phone 
Service Company. Military training for young men 
of the United States would not be harmful, he said, 
but on the contrary, would make them better men, 
give them a finer sense of duty and honor and there- 
fore produce better citizens. He pointed out that such 
training was their right and they are entitled to the 
(Turn to page 142, please) 
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This Boorum and Pease patented* binder is back with all of 
7 these exclusive B & P features: 
tETS 
pase ® QUICK IN ACTION. No keys to lose or replace. Press button and Presto! 


er 12, Sheets are inserted or removed instantly! @ NO PROTRUDING POSTS. 
— Conserves valuable vault and safe space! @ PROPER WORKING SPACE 
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“ 8 always available. Flat-writing surface! POSITIVE COMPRESSION. Mini- 
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Office mum and maximum capacity! DURABILITY. Same B & P Quality—sturdy 
N. J.; 


Irving metal parts that are rust and corrosion proof! @ ECONOMY. The Bing Speed 
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ACTIVITIES OF THE MONTH 


BORDERS ELECTED WILSON JONES PRESIDENT 

At the annual directors’ meeting held in Boston 
on November 14, Melville W. Borders was elected 
president of the Wilson Jones Co. 

Mr. Borders is a senior member of the Kansas City 
law firm of Borders, Reinhardt, Margolin & Wimmell. 
He has been a member of the board of directors of 
Wilson Jones Co. since 1943 and for the past 16 years 





MELVILLE W. BORDERS 


has been retained by the company as general counsel. 
He will reside in Chicago and devote his full time to 
the company. 

Mr. Borders is a native of Illinois and was edu- 
cated at Yale and Chicago universities. He was 
admitted to the bar in 1921 and has practiced law 
since then. He served as an officer in World War I. 

Fred D. Pitt, vice-president, will resume manage- 
ment of the company’s plant in Kansas City where, 
under his direction, every effort will be made to meet 
the increasing demands of the trade. Matt Dimmitt 
will continue as district sales manager. 

George Cormack, formerly metropolitan Chicago 
sales manager, has been appointed western sales man- 
ager, and Rudy Janovsky, of the Chicago sales depart- 
ment, assistant western sales manager. These men 
are well known in the industry and have been identi- 
fied with the company for many years. 

me 


FRIDEN MAKES SEVERAL APPOINTMENTS 
Recent appointments by the Fridén Calculating Ma- 
chine Company, Inc., San Leandro, Calif., have in- 
cluded the naming of Stanley M. Fridén as export sales 
manager, T. K. Lund as agency manager of the Buf- 
falo, N. Y., territory, and Grant Drummon as manager 
of the agency at Cincinnati, Ohio. 

Mr. Fridén, who was recently released from the 
Army Air Forces, is now engrossed in the task of main- 
taining and furthering the relations between the 
Fridén Company and distributors throughout the 
world. He first joined the company in 1936 and spent 
a year at Buenos Aires, Argentina, with Fridén’s dis- 
tributor there, Cia La Camona. In 1940 he became 
purchasing agent, which position he held until out- 
break of the war. 

T. K. Lund, new manager at Buffalo, is a veteran in 
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MISCELLANY 


REPORTS OF IMPORTANT EVENTS AND ACCOUNTS OF NOTEWORTHY 
IN EVERY DIVISION OF THE 


INDUSTRY 


the calculating machine business, having introduced 
a competitive calculator in Connecticut a number of 
years ago, following which he spent several years 
selling Fridén calculators throughout the eastern 
states. During the war he represented Fridén in sev- 
eral capacities at Washington, D. C. 

Grant Drummond was transferred from the Oak- 
land, Calif., district office to take charge of the Cin- 
cinnati agency. 


——_ 22 

LATSCH BROTHERS TAKE LONG-TERM LEASE 

A long-term lease was recently made by Latsch 
Brothers on the property at 1126-1128 O Street, Lincoln, 
Nebr., where the office appliance firm plans to erect 
a building for storage and for a salesroom. The 
building will be a three-story fireproof structure, with 
a second-floor display room 50x150 feet. 

Office furniture and all kinds of office machines will 
be shown in the display room and the firm also plans 
to add a pen and greeting card display room. 

R. D. and J. E. Latsch have been at their present 
location for 23 years. Their planned expansion pro- 
gram is due to increased business and their faith in 
the future of Lincoln, they have said. Ten persons 
were employed by them when they began business at 
1124 O Street. In their new venture, they will employ 


40 or more.—GMH. 
Ot -2 


WARREN APPOINTED BY YAWMAN AND ERBE 
Hugh L. Smith, vice-president in charge of sales 
for Yawman and Erbe Manufacturing Company, 
Rochester, N. Y., has announced the appointment of 
Wesley C. Warren as advertising manager and director 
of sales promotion, effective November 1. 
Mr. Warren, a native of Rochester and a graduate 











WESLEY C. WARREN 


of Colgate University, has just recently returned from 
three years of service with the armed forces, where he 
served as an instructor of training methods and an 
administrator of hospital train units. He comes to 
“Y and E” with a wealth of experience in sales and 
advertising work, having been associated with a num- 
ber of leading newspapers in the East, an advertising 
agency, and with the Rochester Chamber of Com- 
merce in industrial promotion work. 
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JULIUS KAHN HEADS DAVID KAHN, INC. 


The board of directors of David Kahn, Inc., North 
Bergen, N. J., at the Company’s recent annual meeting 
named Julius Kahn, formerly treasurer, as president. 
David Kahn, formerly president, was named chairman 
of the board of directors for the manufacturers of 





JULIUS KAHN 


Wearever foyntain pens and mechanical pencils. 

Harry Yager, vice-president, also assumes the duties 
of treasurer. Samuel Kahn continues as secretary of 
the company. 

ao —__— 

W. M. ST. JOHN APPOINTED BY ACME VISIBLE 

William M. St. John, vice-president of Acme Visible 
Records, Inc., Chicago, has been appointed Washing- 
ton, D. C., district manager, succeeding Paul M. LeBeuf, 
who recently resigned the position. 

Mr. St. John was formerly in charge of Government 
sales for Acme, but now also assumes the duties of the 
Washington district manager. His experience well 





WILLIAM M. ST. JOHN 


qualifies him for this work with the Government de- 
partments in Washington and in the field. It is 
planned to set up a separate department under him 
in the Acme Washington office for development of 
Government business in the district. Former Lt. Comdr. 
V. E. Deinlein has recently been appointed to assist 
Mr. St. John and will devote his time to Government 
business outside of Washington. He will co-operate 
with Acme field representatives and agents in develop- 
ment of this business. 
—_———— 
AMES INTERNATIONAL TAKES NEW LOCATION 


Ames International, Inc., the foreign division of 
Ames Supply Company, has announced location at a 
new address, 179 West Washington Street, Chicago 2. 
At this location, Ames is in the market for typewriters, 
adding and calculating machines, bookkeeping ma- 
chines, addressing equipment and all other office 


machines. 








MAJOR P. W. KURZ NAMED BRANCH MANAGER 
J. M. Hackney, general sales manager of the portable 
typewriter division of Remington Rand, Inc., has 
announced the appointment of Major Philip W. Kurz 
to the position of branch manager of this division in 
New York, N. Y., and the surrounding area. His new 
duties will also cover the branch offices in Newark 
and New Haven. 

Associated with Remington Rand for over 30 years, 
Major Kurz entered the employ of the Remington 
Typewriter Company in 1914 as a member of a special 
sales group. He was later transferred to the metro- 
politan sales organization, where he remained in the 
capacity of senior salesman until the entrance of the 
United States into World War I. 

After two years of active duty, during which he rose 
to the rank of first lieutenant, he returned to Rem- 
ington Rand and resumed his career. In 1942, he re- 
entered the Army as a captain, later earning the rank 
of major. During the last three years, Major Kurz, as 











MAJ. PHILIP W. KURZ 


a special service officer, has been responsible for the 
morale of approximately 45,000 soldiers, officers, and 
civilians throughout ten New York port of embarka- 
tion terminals. In addition to these duties he held the 
post of custodian of the Army and civilian emergency 


relief funds. 
eee 

MARKWELL RESTATES POLICY TO DEALERS 

Markwell Manufacturing Company, Inc., of New 
York, N. Y., has restated its policy in the following 
notice to its dealers in the paper fasteners division: 

“As you can readily appreciate, we have built up, 
throughout the United States, an office paper fastener 
business, every facet of which is constructed on the 
maintenance of our retail fair trade contracts by every 
retailer handling our goods and on the basis of no 
discrimination between customers. 

“We are counting on your wholehearted co-opera- 


tion and assure you of ours.” 
Z ae 


COLUMBUS FIRM AWARDED AGENCY FOR G-F 

Heer Printing Company, 364-386 South Fourth 
Street, Columbus, Ohio, has been named exclusive 
dealer in Franklin County for The General Fireproof- 
ing Company, Youngstown, Ohio. The Heer firm used 
a half-page advertisement in the local newspapers to 
announce this new line.—AK. 








ESA USE 2S, FLEAS SE 


An article in the November issue, under the San 
Antonio News Notes heading regarding the establish- 
ment of a warehouse at Fort Worth, Tex., by Browne- 
Morse, incorrectly referred to Dave Brewn as being 
formerly with the American Printing Company. This 
slip is regretted inasmuch as Mr. Reed is very defi- 
nitely still connected with the American Printing 
Company of Galveston, Tex. 
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Stationers’ Specialties 
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The Long-Lasting Kind, Double 
Thick Where the Wear is Greatest. 


Once Your Customers Use Them 
They'll Hesitate to Return to the 
Single Top Kind . . ... 


Not even a chemical reaction exceeds the speed with 
which money converts a radical into a conservative. 


GERSON-STEWART MAGAZINE ii 





Sd aoa 
MONROE y | aon MICHIGAN 


New York: The Weis Mfc. Co., 54-56 Frankhn St Chicago: Associated Stationers Supply Company 






Boston Adams, Cushing & Foster, Incorporated 












Carpenter Paper Company 





Omaha Oklahoma City Fort Worth Houston Kansas City 








When an Ace Stapler clicks a tiny piece of 
wire is driven out, penetrating and securely 
fastening, up to 40 sheets of average weight 
paper. But, did you ever stop to think how 
these staples are made . . that they must be 
tempered just right..that they must be 


rigid enough to prevent buckling yet not so © 


highly tempered to cause them to break. 


Long ago Ace Engineers developed a 
process which gives Ace Staples the exact 
degree of hardness and rigidity. To accom- 
plish this engineering feat the grain of the 
wire is compressed on two sides, giving 
greater tensile, penetrating strength on the 
outer edge just where it is needed most. 
Hand inspection insures accuracy and per- 
fect alignment. 


DEALERS! When your customers need sta- 
ples suggest Ace..the finest and most 
satisfactory staple ever made. They will 
appreciate your good judgment. 


SOLD THROUGH DEALERS EXCLUSIVELY 
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FIG. 1 shows a cross section of an 
ALL-ROUND steel wire. Ace uses 
only the finest quality, precision 
made, accurately drawn-to-size 
steel wtre. 











FIG. 2 shows the ALL-ROUND steel 
wire after being treated by the Ace 
brocess. This gives maximum strength 
on the outer edge where it is aaed 
most. 


ACE CLIPPER 


ACE FASTENER CORPORATION © 3415 NORTH ASHLAND AVENUE - 
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"SAFEGUARD’ FILING SYSTEM 
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@G/W Packaged 4 : | ™ @G/W Precision- 
Safeguard” > Built Filing 
Filing Outfits | a Cabinets 
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Globe - Wernicke om tents 


FILING CABINETS ; Stationers’ Supplies 
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VETERAN RETURNS TO SHALLCROSS COMPANY 

Herbert L. Shallcross, Jr., who served two and one- 
half years in the Navy, almost two years of this time 
everseas, has just been honorably discharged from 
the service and is returning to The Shallcross Com- 
pany, Philadelphia, Pa., as general sales manager. In 
addition to his duties of this position, he will resume 
his contacts with the dealers in the eastern territory. 

———73o<—o—__ 
MONTREAL FIRM DISTRIBUTES RECORDER 

The Canadian Simplex Sales Company, 714 Saint 
James Street West, Montreal, Canada, has announced 
that they are now the distributors for the Simplex 
time recorders for all of Canada, and that dealers’ 
inquiries are welcomed. 











WAR VETERANS ASSOCIATED WITH JOPLIN STORE 


War veterans Ralph Kettler and Fred Pfaff are now 
partners in the Joplin, Mo., store of Southwestern Sta- 
tionery and Bank Supply. Mr. Kettler is manager of 
the store and Mr. Pfaff is stationery manager and 
buyer. 

Prior to six months’ service in the United States 
Navy in 1943 and 1944, Mr. Kettler had varied experi- 
ences in the industry, serving with Irving-Pitt in 
Kansas City, Mo., 1924 to 1929; with Wilson Jones Co. 
at Chicago, 1929 to 1934; with Marshall-Jackson Com- 
pany in Chicago, 1934 to 1936, and with the Carpenter 
Paper Company, Oklahoma City, Okla., 1936 to 1945, 
except for his time in the Navy. 


Mr. Pfaff volunteered for the Navy in September of 
1942 and received his honorable discharge on Novem- 
ber 18, 1945. He first entered the stationery business 
in September of 1925 with the George D. Barnard 
Company in St. Louis, Mo., and worked there until 
January, 1931. At that time, he was sent to Oklahoma 
to represent Barnard’s, traveling until March of 1938, 
when he left the stationery business to become cashier 
of the First National Bank of Edmond, Okla. 


EE oie cde 


TYPEWRITER REPAIRMAN GAINS DISCHARGE 


Rudy Pestinger, who for many years was in the 
typewriter repair business at Wichita, Kans., before 
going into the service, was honorably discharged re- 
cently. He was a corporal in the overseas quarter- 
master typewriter repair section in Karachi, India, 
for 18 months. He served in the United States for six 
months before going overseas.—GMH. 


et 


AT THE GROUND-BREAKING CEREMONY FOR THE NEW 
MASHEK PLANT.—On Friday, November 16, R. W. Heck. 
sales manager of the Frank Mashek Company, Chicago, was 
host to several trade paper men at the ceremony of break- 
ing ground for the Mashek factory at 1049 South Kildare 
Avenue, Chicago, just west of the recently-completed Stein 
Brothers plant. When completed, the Mashek factory will 
have 25,000 square feet of manufacturing, display, and 
office space. Occupancy is expected on March 1, 1946. The 
new building was designed by A. Epstein & Company, 
and the general contracting work is being handled by H. 
Kaplan & Son. A feature of the new plant will be a modern 
display room measuring 23 by 18 feet. The entire facilities 
of the factory will be devoted to the manufacture of a 
quality line of brief cases. In the upper picture left to 
right are J. R. Rubino, E. F. Rover, R. W. Heck and H. 
Schneiderman, all of Frank Mashek Company. Men in the 
lower picture are Frank Lederle, Haire Publishing Com- 
pany; R. W. Heck, Frank Mashek Company; John M. Smythe. 
Geyer Publications; Walter Lennartson and Sam C. Mead, 
both of OFFICE APPLIANCES; H. Schneiderman, E. F. Rover, 
and J. R. Rubino, all of Frank Mashek Company. 


ARCHITECT'S SKETCH OF 
NEW FRANK MASHEK COM- 
PANY PLANT IN CHICAGO. 
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«« FILE FOLDERS =< 


é& DOUBLE TOP 


Double thickness at tabbed edge 
adds strength at point of great- 
est wear; permits use of lighter 


weight folders, saving filing space 





Leather Life DEPENDABILITY 
IN MANILA FILE FOLDERS 


Made of high grade stocks selected for tough. 
ness, rigidity, smooth surface and durability 
Tnple scoring at bottom allows for 1.6 and % inch 
expansion 

Automatic machine production assures uniformity 
in cutting, scoring, round cornering and tabbing. 
Double or single top in range of tab cuts, letter or 
legal sizes, printed or blank tabs. 


Ask for Folder No. D814 





>>» WILSON JONES Co. 


ELIZABETH CHICAGO NEW YORK 
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Is your office 
full of “SPLIT PERSONALITIES”? 
e Ten to one it is! For if your employees must spend time doing 
unnecessary routine jobs trying to get ready to work—you have “split 
personalities’ —employees forced to split your time and their ability 
between jobs that matter and unproductive paper rustling. 
The cause? Often it’s the forms used. Old-fashioned forms that haven’t 
progressed with modern business efforts. Forms that require handwork, 
carbon stuffing, positioning and other time-wasting jobs that should 
have been eliminated by design. 
Too often, forms are regarded as mere adjuncts to routine. If this is 
your case, check the forms you use. Then you may be interested in what 
UARCO has to show you. For UARCO has made a science of creating 
better forms... forms for the individual business that pay off in savings For tnstauce 
ft eouil ‘ f e ‘ Ris wad d k : * UARCO Multi-fold 
of time and money . . . forms that simplify and speed work. Cachan Get Manet ma a 
Spend a half hour with a UARCO representative. You'll be amazed at used in reguler billing and bookheaping 
h hai pe ea h tote ¢ 1) bet , Call i machines, or can turn any standard office 
the su stantial saving of time the right form wi ring you. Call in typewriter tate. «. ccatinuses. Gelins- ames 
today—or write. chine. They are perfectly aligned—carbon 
filled—consecutively numbered. This par- 
UNITED AUTOGRAPHIC REGISTER COMPANY Henley form offery eaneiing Heamane 
5 uses—provides legible, clean copies. For 
Chicago, Cleveland, Oakland «+ Offices in All Principal Cities further information, write today. 
eK 
SINGLE SET CONTINUOUS-STRIP FORMS FOR 
FORMS HANDWRITTEN TYPEWRITTEN - BUSINESS MACHINE RECORDS 
_—————_———— per £59? ORE 
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CROWN’S NEW STORE OPENED AT 222 SOUTH WABASH AVENUE, CHICAGO 


Featuring various departments for office supplies and furni- 
ture as well as varied gift lines, Crown’s new store at 222 
South Wabash Avenue, Chicago, has attractive display 
features, the above pictures reveal. 

Upper left—Gift department in foreground and special dis- 
play of files, blank books and other office supplies. 

Upper right—Another view of the gift department, featur- 
ing cards and picture frames. 

Center left—Department offering artificial floral decorations, 
figurines and other gifts. 


CROWN’S, BEAUTIFUL NEW CHICAGO STORE, 
UTILIZES UNIQUE MERCHANDISING IDEAS 

Attractive throughout in layout and design and 
unique in merchandising ideas, Crown’s held a formal 
opening at its location in the Crown building, 222 
South Wabash Avenue, Chicago, on November 6. 
Thousands of customers and friends of Crown’s in 
the industry thronged the new store where the 
management claims to have “Chicago’s most beautiful 
collection of gifts for office and home.” 

It was a gala occasion for R. V. Arvey, president; 
S. B. Arvey, secretary-treasurer; and K. M. Todd, 


78 


Center right—The luggage department includes many arti- 
cles of leather manufacture for the salesman. 

Lower left—This office furniture section on the lower level 
shows a model display for an executive's office. In the 
background can be seen the novel third-dimension mural 
window effect. 

Lower right—A general view of the spacious office furniture 
display room providing for the showing of various types of 
office desks without crowding. 


general manager—men who had prepared well for this 
public acclaim of an office supply, furniture and Ssta- 
tionery store offering other lines and even a restaurant 
to increase customer traffic. 

Crown’s is essentially a department store with an 
office motif. The departments include office supplies, 
office furniture, fountain pens, desk sets and personal 
stationery, leather goods, men’s gifts, phonograph rec- 
ords and electrical appliances. 

So unique is the merchandising plan that in this 
new store one can purchase anything from a gift 
for home and office to a nationally-advertised electric 
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; Johnny “OFFICIAL” 
cays: “TO MAKE A 
GOOD IMPRESSION 
YOU MUST GIVE A 
GOOD IMPRESSION 
‘Tele 


ASOLO REA AMIE. QI ETE A AF ILE 





uu RUBBER STAMPS 


GIVE GOOD CLEAR LEGIBLE IMPRESSIONS 


Other M. & W. Products Yes, there are better rubber stamps! They are the M. & W. kind — the 
kind your customers want. Deeply cut to give longer life and clearer 


























arti- impressions, these M. & W. rubber stamps build good will for your 
business and repeat orders for you. They cost no more than the cheaply 
level ; ; 
- made, unsatisfactory rubber stamps which so often seek to substitute 
lura 
, for them. 
iture “OFFICIAL”’ Pocket Seal . ; : E 
2s of ; : All our rubber stamps are cushion mounted and furnished with index 
Standard with lawyers, corporations and ; . : : 
notaries all over the world. Dies up to 2” labels at no extra charge, and they can be furnished with your imprint 
in diameter. No other pocket seal like it. on the handle at small extra cost, if you so desire. Send for our rubber 
this stamp price list and proposition to dealers. Address Dept. O.A. 
sta- 
rant 
Established 1854 
r Meyer ¢ We nthe 
a ; NCORPORATED 
ona ; 
rec- TRADE CHECKS F 30 So. JEFFERSON ST. CHICAGO 6, ILLINOIS 
this Trade checks for taverns and amusement a ” The House of 
gift places pay a handsome profit. Let us fur- 
“tric nish them to you. 
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Merry Christmas! This year the old but ever new greeting again 
expresses full happiness and Yuletide joy — peace on earth, 
good will toward men. 

Here at Allied we rejoice with you that 1945 has brought victory 


and the return of peace. With you, we hope that never again 


will the world face another war, won at such incalculable cost. 







And we are determined to do our full share toward the attain- 
ment of that true and lasting peace built on tolerance, under- 


standing and mutual respect. 
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Al FN ALLIED CARBON AND RIBBON MANUFACTURING CORPORATION 





165 DUANE STREET NEW YORK 13, N. Y. 
CARBONS & RIBBONS Manufacturers of Quality Carbon Papers and Inked Ribbons for 37 Years 
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..with GIANT SIZE dates 


Each numeral 1°*4" high—that’s the feature 
of this beautiful new six-color POST 1946 
Calendar—overall size 12”x 20". Each date of 
the week is designed to be legible from any 
spot in the drafting room. The entire current 
month with ultimate and proximate months 
appear on each weekly page. The calendar 
is in full, brilliant color and includes a sec- 
tion devoted to significant drafting room 
data, covering charts on wire and sheet 
metal gages, screw threads, bolt heads, pipe 
and pipe fittings, gears, metric equivalent, 
and complete twelve-month calendar. 
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washer or refrigerator. The gift department has a 
distinct masculine appeal but there are many unusual 
gifts available, including lamps, fine glassware, cera- 
mic and metal decorative pieces. 

In the office supply and furniture departments, 
Crown’s leans heavily toward leading lines as the 
foundation for the trade, while the other articles in 
non-related fields provide extra customer attraction. 
It was with this idea in mind, for example, that 
Crown’s restaurant was added. 


Murals Used in Basement 


Enhancing the beauty of the store are new de- 
partures in lighting and wall arrangement. For ex- 
ample, murals of the three-dimensional type in the 
office furniture section of the basement floor provide 
the effect of shopping in a tenth floor overlooking 
Chicago’s skyline. The offset idea in the basement 
walls takes away the usual flat appearance; struc- 
turally this type of construction does away with the 
vibration which often causes cracked surfaces. 

Center posts in the store are finished in deep Amer- 
ican Beauty color and the effect is strikingly different 
from the appearance of the usual white pillars. An- 
other departure from the ordinary is the use of fluted 
glass background in some sections of the upper walls. 

Cold cathode lighting, new in store design, is used 
in the basement section. Fluorescent lights on the 
main floor hang vertically from the ceiling instead of 
being installed in the usual horizontal fashion. 

Store fixtures, many of them of the island type 
for advantageous display of merchandise, are of 
cabinet construction. When the installation is finally 
completed, the cabinets will have gun metal mirror 
tops. 

The store is air-conditioned throughout for sum- 
mer comfort. 


Store Has Experienced Manager 


Manager K. M. Todd joined the Crown organization 
in March of this year. His previous experience in- 
cludes eight years with Horder’s. Assistant to Mr. 
Todd and in charge of buying for the gift department 
is Miss Alberta Knickerbocker. 

E. J. Bertrand is manager of the electrical depart- 
ment and Nate Krugman of the office furniture sec- 
tion. Both of these departments are on the basement 
level. It is planned to have a model electrical kitchen 
in the basement, where leading lines of electrical 
appliances and radios are on display and will be 
augmented as fast as production of these scarce 
articles permits. 

Eli Ackerman is purchasing agent for the commer- 
cial stationery division, located on the main floor. 
This floor is also the location for the fountain pen, 
personal stationery, leather goods, gift, greeting card, 
and phonograph record departments. Many national- 
ly-known lines of office supplies are displayed in a 
manner which makes selection easy. The restaurant 
is to the left upon entering the store and is accessible 
by street or inside-the-store entrances. 

General offices of the store are on the fifth floor. 
Owning the entire building, Crown’s management has 
chosen the tenants carefully to provide the utmost in 
potential customer traffic. 

“We have tried to provide at Crown’s a superior 
group of well-trained and efficient salespeople, and a 
spirit of service that makes shopping here a distinct 
pleasure,” states Manager Todd. 

a 


JACKSONVILLE FIRM TAKES NEW LOCATION 

Barnett’s Pen Shop on November 1 moved to a new 
location at 46 West Forsyth Street, Jacksonville, Fla. 
The firm, handling fountain pen and repair work in 
large volume, was formerly located at 124 West Bay 
Street —CG. 
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DESTRUCTION AT ARNHEM—After the Allied attempt to take 
Arnhem, Netherlands, by surprise in September, 1944, the 
inhabitants had to evacuate and the town was plundered by 
the Germans. The views above were taken at the Arnhem 
branch of Blikman & Sartorius, n.v., 17 Rokin, Amsterdam, 
Holland. The premises were so badly damaged by shellfire 
and plunder that it was necessary to install a new show- 
room. Blikman & Sartorius are hopeful of early resumption of 
office machine and stationery imports from the United States. 


a ee 
GEORGE HUBER JOINS BOORUM & PEASE 

George Huber has resigned as general manager of 
A. Pomerantz and Company of Philadelphia, Pa., to 
join the sales staff of Boorum & Pease Company. He 
will make his headquarters in Chicago. 

Mr. Huber has been in the stationery business since 
1921, when he first started with the Office Supply 
Company of Ashland, Wis. He later was with the 
Fritz-Cross Company of Duluth, Minn., and Horder’s, 
Inc., of Chicago before going to Pomerantz. His ex- 
perience has been well rounded, with a background in 
retail sales, department management, sales promotion, 
merchandise display, store layout and a complete 
knowledge of loose leaf and blank books. 

Before making his headquarters in Chicago, Mr. 
Huber spent two weeks at the Boorum & Pease general 
offices and factory. 

eee 


COMMERCIAL CONTROLS APPOINTS PULSTER 

Walter F. Pulster, a well-known figure in the office 
equipment industry in northern New Jersey for many 
years, is now branch manager for Commercial Con- 
trols Corporation at Newark. For 21 years prior to 
the war he represented the accounting machines divi- 
sion of Remington Rand, Inc., in that territory and in 
New York. Since 1942, he has been in charge of budget 
control accounting and a business analyst for the 
Newark field office of the War Production Board. 
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WE’RE PAINTING A ROSY FUTURE WITH MORE 





STEIN BROS. MFG. CO., 
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SINCE 1918 


4242 W. 


FILLMORE, 





CHICAGO 24, 


ILL. 





This Christmas, the youth of America has new, 
fresh hope and aspirations. Instead of war, it's 
peace ahead and opportunity in constructive 
channels. No group can be more grateful for 
the advent of peace than the youth of Amer- 


ica. Now once again, they can dream... and 


actually carry out their dreams for the years 


It's A Mery Christmas 
Zor Youth This Year! 


INDIANA DESK CO. 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 


JASPER, INDIANA 








to come. Our future business leaders will 
bring to their work the enthusiasm, the deter- 
mination and the will to work that makes for 
success. So . . . let's join youth in celebrating 
this Merry Christmas season and let's look 
forward with confidence to the years that 


lie ahead. 
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DELUXE 





These cabinets are designed for card record systems 
and for use on desks or tables. Ideal for offices and 
LOCKS—Cabinets equipped with lock libraries. Constructed of best grade extra heavy cold 
_ ep Ae ne ier eee Se rolled furniture steel, electrically welded throughout. 
Pre, Rubber legs are provided but can easily be removed 


when the units are stacked. 


Drawers are equipped with bail suspension, to prevent 
accidental withdrawal from cabinet. Also, newly im- 


proved positive lock compressor to keep cards in place. 


Finish—rich olive green baked enamel. 


ONE DRAWER UNITS 











Oli 
No. Card Size Capacity Height Width Depth Gans 
will C335 3x5 1500 cards = 5I/g" = bI/"_—*16" $3.25 
C346 4x6 1500 " bY," 7" 16" 4.00 
ter- C358 «5x8 +1500 " 7Y/_" Wn" 16" 5.50 
for C369, 6x9 ~=—« 1500" 8I/," 10!/." 16" 8.00 
fing TWO DRAWER UNITS 
oul C3352 3x5 3000 " 5g" 125" 16" 6.00 
C3462 4x6 3000 " 6V/_" 147%," 16" 6.75 
that C3582 5x8 3000 " fe" 18%" 16" 9.50 
C3692 6x9 3000 " gl," 204," 16° 1278 
150 NASSAU STREET NEW YORK 
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The Chuckle Corner, devoted exclusively to humor, : 
continues on its merry, uninhibited way. The editors ’ 
want it to be your column and invite your active 
participation. Send us your version of the funniest 
event that ever happened in your store. We'll pass ‘em 
along and let your fellow stationers in on the joke. 





A well-inebriated stationer on the way home from a local 
convention was stopped by a policeman who spied him walking 
with one leg on the sidewalk and the other in the gutter. 
Told he was under arrest for drunkenness, he gasped, "Thank 
God, | thought I'd broken my leg." 

Now that there are more new cars appearing on the road, 
all mechanically improved, and yet the accident rate continues 
to grow larger, we still insist that the most dangerous nut on 
a car is the one behind the wheel. 

A hungry diner went into a restaurant and sat down at the 
nearest table. In due time a grumpy waiter appeared, stoop 
ing noticeably. Sympathetically, the hungry customer inquired, 
"Tell me, do you have lumbago?” 

Curtly replied the waiter as he tapped the bill of fare 
with his index finger, ‘Just what's on the menu, bud; just 


what's on the menu!’ 


A sailor, none too confident, was approaching his sweet- : 
heart's father for permission to marry his daughter. 2 
Queried the prospective poter-in-law, "Do you drink, young f 
man?” : 

To which the sailor politely responded, "Thanks, but not 
just now; let's get this other matter settled first.” 

Meek voice on telephone: "This is Mr. Halfbake calling. N 


My wife just fell and fractured her jaw. If you're out this way ; 
during the next two weeks will you drop in and see her?’ f 
—cc— : H 


A pet shop operator was extolling the virtues of a parrot 


to Abe Finkelstein, who had told him that he anticipated St 
buying a dictating machine. al 
“Why, Abe," said the parrot's owner, "this bird will repeat 
every word you dictate to your stenographer.’ 
Abe, unconvinced, but curious, bought the bird. A few days 
later he was back, quite insistent on the refund of his money. 


"Why," asked the parrot's former owner, ‘didn't he repeat 
every word you dictated?” 

"He did," responded Abe, ‘but at the end of each letter he M 
added, ‘The opinions herein expressed are exclusively those 


of Mr. Finkelstein.’ " re 
—_—C¢¢C-— a 
If you should think our jokes fall flat, 
As we do our monthly stint, 
just because the best we have 
We cannot put in print. F 
wate | 

















ARE HERE AGAIN 


Write for 
DEALERSHIP 
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MARKWELL MFG. CO., INC. 
200 HUDSON ST., NEW YORK 13,N. Y. 





Pencils? Certainly, madam! Mechanical, wood cased, 
marking, ink, indelible, bridge, styptic or eyebrow? 





paeraieee 
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an AMAZING PROFIT OPPORTUNITY 
CREATED Jy FEDERAL LAW 














INCOME TAX RECORDS 


NEEDED NOW MORE THAN EVER UNDER NEW TAX LAWS 


Here’s the really COMPLETE Tax Record that offers your customers every essential feature. Original, 
, genuine LIBERTY TAX RECORD provides for EVERY FEDERAL AND STATE TAX NEED... 


and covers ALL essential business records. Protected by 6 U. S. Copyrights. Nothing else quite like it. 





. ee PLACE SAMPLES OF ALL INCOME TAX RECORDS SIDE BY SIDE AND 9 OUT OF 10 
; OF YOUR CUSTOMERS WILL CHOOSE THE LIBERTY, REGARDLESS OF PRICE 
e Merchants and professional men of all kinds buy LIBERTY TAX RECORDS to have a simple, easily kept 


record of business income and expense, and to avoid tax penalities and overpayments. The LIBERTY is 


a sure REPEATER. Once used, always used. 





28 years established retail price 


FREE SELF DEMONSTRATORS 


FOR WINDOW AND COUNTER USE 700 


Improved 1946 Edition 
Strictly up-to-date 


Generous Discounts 
for High Markup 


ORDER THROUGH YOUR JOBBER OR DIRECT 
COMMONWEALTH PUBLISHING CO., 508 So. Dearborn St. CHICAGO 5, ILLINOIS 


Tax Record Specialists for over 28 years 


' 8 
5 DO i a 9) a 
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Model No. 915 
Adding Machine 


R.C.Allen Business Machines 


ALLEN CALCULATORS, INCORPORATED 
678 FRONT AVE..N. W. GRAND RAPIDS 4, MICHIGAN 
Makers of World Renowned Business Machines 








The only company which offers the Independent Dealer a full line of 
ADDING MACHINES @ CALCULATORS © BOOKKEEPING MACHINES © CASH REGISTERS 
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GLOBE-WERNICKE CO. MAKES APPOINTMENT 
Howard L. Pfau, general sales manager of The 
Globe-Wernicke Co., recently announced the appoint- 
ment of Elmer Rahe as sales manager. Mr. Rahe will 
work directly with Mr. Pfau. 

Receiving his honorable discharge in September, 
Mr. Rahe has just returned to the company after serv- 
ing four years with the U. S. Army. His association 
with The Globe-Wernicke Co., however, dates back to 
his University of Cincinnati days in 1929, when he 





CAPT. ELMER RAHE 


worked on a student co-operative basis in the wood, 
steel and paper divisions. After his graduation in 1934, 
he entered the sales department and three years later 
became assistant sales manager. He held that position 
until he was called to active duty in the Army in July, 
1941, reaching the rank of captain. 

After two years with the coast artillery in the Carib- 
bean area, he was returned to Washington, D. C., in 
the Distribution Division, Headquarters Army Service 
Forces. There he served in a job where the problem 
of intelligent allocation and placement of supplies gave 
him excellent training in long-range planning. 

0 
MOOERS NAMED ROYAL PORTABLE SUPERVISOR 

The recent appointment of W. A. Mooers as west 
coast portable supervisor has been announced by 
Royal Typewriter Company. Prior to the typewriter 
freeze, as portable representative in the San Francisco 





W. A. MOOERS 


area, he rendered invaluable assistance in the mer- 
chandising of portable typewriters to dealers. His 
new territory will, for the present, cover the entire 
West Coast. 


i 

NEW NAME FOR MAKER OF TIFFANY STANDS 

The Allied Metal Products Manufacturing Company 
has announced change of the name of its subsidiary 
organization, Tiffany Stand Division, to Tiffany Stand 
Company, 4454 Easton Avenue, St. Louis, 13, Mo., with 
Plants at Poplar Bluff, Mo. The company makes Tif- 
fany portable stands as foundation equipment for all 
types of business machines. 
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OFFICE MACHINE 
DEALERS 


WE ARE 
Iutroeducing 
A 


New and Different 


TIME AND MONEY 
SAVER 





TYPE-ERASER 


1. Easy to sell— 
Always at the finger tips. No more hunting for erasers. 
2. Easy to carry— 


Comes packed in a small box 2” x 2”, 


3. Easy to install— 


Just tighten two screws. 


4. A complete unit to replace the regular knob. 
5. Guaranteed. 

6. Replacement erasers available. 

If once installed on a machine, the operator will never do 


without one. 


Therefore, carry several in your kit for demonstration 
and sales, 


Ames Supply Company 


564 W. Randolph St., Chicago 6 











37 Murray St. 583 Market St., 
New York 7 AGENCIES San Francisco 5 
I 
191314 Commerce St.,) PRINCIPAL CITIES 11 Prior St., 
Dallas 1 Atianta 3 
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ARE DEMANDING... 
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® Send for details on ALL Numbers ¢ 
- - - WHERE WASTE ACCUMULATES -.- - 


SELL FIBRCAN 


“THE BASKET KNOWN TO A CONTINENT" 
DISTRIBUTED BY 


BAINBRIDGE * KIMPTON & HAUPT, Inc. 


218 GREENWICH ST. NEW YORK 8, N. Y. 
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COMMERCIAL CONTROLS OPENS NEW OFFICES 

The opening of new branch offices at Providence, 
R. I., Albany, N. Y., and Buffalo, N. Y., has been an- 
nounced by Commercial Controls Corporation, Roches- 
ter, 4. .%. 

Leo W. Minisce has been named manager in charge 
of the new office at 49 Westminster Street in Prov- 












{f {oe 


LEON J. VAN ALSTINE 








LEO W. MINISCE 


idence, serving customers in Rhode Island and eastern 
Connecticut, formerly covered from the Boston, Mass., 
branch office. A member of the Commercial Controls 
Corporation sales staff for the past two years, Mr. 
Minisce has a background of some 15 years in the 
Sales field in Rochester, N. Y. 

Territorial headquarters at 228 State Street, Albany, 
will provide sales and customer service for the sur- 
rounding counties in New York, southwestern Vermont 
and western Massachusetts. Leo J. Van Alstine has 

















HARRY W. BOORMAN 


returned to Albany as a branch manager after serving 
the company in its war plants at Rochester. He was 
a resident of Albany for 11 years prior to the war. 

Named branch manager for the new offices at 259 


| Delaware Avenue, Buffalo, N. Y., is Harry W. Boorman, 


who served the company as a department foreman 
during the war years, when its entire facilities were 
converted to the manufacture of carbines and fuses 
for the U. S. Army. The Buffalo territory includes the 
counties of western New York. 

STATIONERS CLUB RESUMES ITS BULLETIN 

With Gerard D. White of Acco Products as the editor 
and guiding spirit, the Stationers 12:30 Club of New 
York, N. Y., has resumed its club bulletin, replete with 
information and news about the organization and 
its members. 

The bulletin is to be christened on or before New 
Year’s Day and a cash prize of $10 will be awarded 
to the member who submits the winning name. 

With Editor White back in the saddle, the bulletin 
promises to bring the members closer together in a 
spirit of goodfellowship, although the feelings of none 


are apparently spared by the editor’s nose for news. 
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NLP MANENT Roval BLUES 


Only SKRIP has the Top Well that 
keeps fingers clean! All other writ- 
ing fluid containers are bottom- 
well bottles. SKRIP, regular size, 
25c—school size, 15c. 
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FLOW-CONTROL 
POUR OUT! 


SKRIP is RIGHT with: 

Purchasing agents, because pens last longer —stay out 
of the repair shop! Every color needed—Permanent or 
Washable — from the same supplier. 

Company Officers, because Permanent SKRIP endures as 
long as the paper—sun, air, scalding water—don't destroy 
SKRIP’S legibility! 

Office Managers, because SKRIP’S free-flowing, quick- 
drying gets more work done better! 

Everyone, because SKRIP is the only writing fluid in the 
WONDER bottle with the FLOW CONTROL POUR-OUT! 
There's no spattering, no spilling—no ruined work or messy 
fingers. Try SKRIP—successor to ink. 


W. A. Sheaffer Pen Co., Fort Madison, lowa 


SHEAFFER'S 
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GOD’S GIFT TO THE WORLD... 
A CHRISTMAS AT PEACE IN 1945 


This is the Christmas for which we've 
waited ... our first peaceful Christmas 
in many years. Gone is the ugly shadow 
of war and in its place the true spirit of 
peace which is so much a part of the 
Christmas season. While the war clouds 


have disappeared, many problems of 














readjustment exist. However, we face 
the future with great confidence and 
we believe America is entering on a 
period of unprecedented business ac- 
tivity. Let us give thanks for the oppor- 


tunity of enjoying this holiday season 


at peace. May it be a merry one for all. 




















EVANSVILLE 7, INDIANA 


furniture institute 


member WOOD office 
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ROYAL NAMES KEY SPOTS FOR NEW MANAGERS 

Royal Typewriter Company’s post-war business ex- 
pansion plans have included the naming of four new 
supervisors for branch offices. M. V. Miller, vice- 
president of Royal, has announced the appointment of 
W. A. Eiseman at Cincinnati, Ohio, James B. Longley 




















W. A. EISEMAN J. B. LONGLEY 
at Montgomery, Ala., M. W. Johnson at Oakland, Calif., 
and F. H. Fromming at Oklahoma City, Okla. 
Joining Royal in 1938 as a salesman for the Char- 
lotte, N. C., office, W. A. Eiseman in 1939 became man- 
ager of the Montgomery, Ala., office. James B. Longley, 
salesman on Government accounts for the Washing- 
ton, D. C., office, steps up to fill the spot left open 
by Mr. Eiseman’s promotion to Cincinnati district man- 
agership. Mr. Longley has been with the organization 





i 

















——————————————————— 


F. H. FROMMING 


M. W. JOHNSON 


Since 1932 except for a term of overseas duty with 
the Red Cross during the recent war. F. H. Fromming 
leaves the Cincinnati office to take over the manager- 
ship of the Oklahoma City office. He was stationed 
abroad for several years in directing the Royal organ- 
ization in France. 

The new manager at Oakland, Calif., M. W. Johnson, 
was a salesman out of Salt Lake City, Utah, and man- 
ager at Oklahoma City previously. 


—__—_0—=>-9—__—- 


OLSEN NAMED OFFICIAL OF WRIGHT CARBON 

Alan B. Olsen has been elected vice-president and 
general manager of the Wright Carbon Company, 
Cleveland, Ohio, makers of one-time carbon paper and 
allied products, recently announced Albert G. Levine, 
president. 

Since graduation from Colgate University, Olsen has 
devoted his time to the chemical and research field 
of carbon paper manufacture and waxes. Before join- 
ing Wright Carbon Company, he was head of the re- 
search department of H. M. Storms Company, Brook- 
lyn, N. Y. He is coauthor of a book on industrial 
ae and a contributor to other books in chemistry. 
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...ls Hardly More Comfortable 
and Definitely Less Practical 
— Than An Office Chair 
Equipped with a Bolens 
Chair Action Control 








WORKING EFFICIENCY, posture comfort, and 
long-lasting value in modern office chairs result from 
constant engineering research by Bolens designers. 


Among the many improvements in the new lines 
of office chairs you inspect, be sure to insist on these 
exclusive BOLENS performance features in action 
controls: 


w&SAFETY from Tipping— 


*xCOMFORT — the Result of Correct Back 
Support— 


*&CERTAINTY of Many Years of Trouble- 
Free Service—Building and Holding Cus- 
tomer GOOD-WILL. 


TELL YOUR SALESPEOPLE — about their com- 
petitive advantage in selling office chairs with Bolens 
“Orthopedically Correct’’ Chair Action. 
tales of better office chairs will result, 


Increased 


BOLENS PRODUCTS COMPANY 


Eitel; natic Products Company 


216 Park Street, 


Dependable Chair 


Wis. 
(Oh ita me Our lis; 


Port Washington, 


Iron Controls for All 
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Back Aqain! 





4g Gpyinx 


| CLEANER 


in 6 oz. TUBES 
* 


REMOVES 
Hectoqraph 
Ink Stains 
without injury 
to skin, 
leaving 


HANDS 
CLEAN 





oo 
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EXTRA PROFIT 
FOR THE TRADE 





DEALERS... put Copyinx 


HAND CLEANER on your counter today 


This outstanding Copybrite Product means Plus Profits and 
increased customer good will. 








ONE SOURCE OF SUPPLY UNDER ONE BRAND NAME 
RECORD —— Writing Plates Alco Run Papers 
& RIBBONS Styli Copyinx Hand Cleaner 


Typewriter Carbons Lettering Guides 
Pencil Carbons Shading Screens 


: Copyscopes 
Inked Ribbons Stencil File Folders 


Ss 8 §& 
GELATIN SUPPLIES 


ses Type & Platen Cleaner Gelatin Rolls 
(White or Amber) 
STENCIL SUPPLIES se 8 Fibre or Cloth) 
Stencils . . . Blue Gelatin Films 


FLUID DUPLICATOR 


White . . . Yellow 
DIRECT PROCESS 


Heavy or Light Coated Ribbons 


Hectc 
Hecto Carbon 


Stencilrite Sheets SUPPLIES c 
(Film Stencils) Alco Carbons Copyinx Hand Cleaner 
Stencil Typing Plates Aleo Untt Original Master Paper 
i paefasrtoe Fastbrite (Coated) 
Stencil Ink satellites 
Correction Fluid Alco Ribbons Copy Paper 
Alco Fluid Recordrun Papers 


Stencilrun Papers (for 
Reproducing Copies) 


0) AA Na 


Alco Original Papers (Maximum Run) 


700 WEST LAKE ST....CHICAGO6, ILL. 


‘Do It Right werithe Copy brite ” 
Send for FREE SAMPLE today! 





SCA ATA emenic Rate aipene oem ean am ame ome - 
¥ Please send me sample of Copyinx Hand Cleaner and literature. ; 
| NAME | 
| ADDRESS | 
| cir ; 


J. S. LUCKETT, JR., APPOINTED DIRECTOR 

J. S. Luckett, Jr., recently discharged from the 
RCAF, was elected a director and appointed as as- 
sistant general manager at the annual meeting of 
The Luckett Loose Leaf, Ltd., Toronto, Canada, held 
October 29. 

No newcomer, J. S. Luckett, Jr., has been associated 
with the company for about 18 years, being first em- 
ployed as an errand boy in the warehouse during his 
high school days and later working in the factory 
and office in every department. Upon graduation from 
the University of Toronto in 1934, he spent one year 








J. S. LUCKETT, JR. 


in the export department of Eberhard Faber Pencil 
Company in New York, N. Y., and returned to the 
Luckett company in 1935. In 1938 he was elected as 
director and secretary-treasurer of the Eberhard 
Faber Pencil Company, Canada, Ltd. Since then he has 
served as salesman, general office assistant and gen- 
eral purchasing agent. From October 1, 1943, to Octo- 
ber 1, 1945, he was with the RCAF, but kept closely 
in touch with the affairs of Luckett in an advisory 
capacity. 

In his new position, J. S. Luckett, Jr., will be espe- 


cially responsible for the purchasing, supply and pro- | 


duction departments. As the assistant to J. S. Luckett, 
president, he will take a considerable load from his 
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shoulders, enabling the executive to give more time | 


to general supervision. 
————“——=- oe —__ 


NEW HOME FOR PIONEER STATIONERS 


McClain and Hedman, pioneer commercial stationers | 


and office outfitters of St. Paul, Minn., will move soon 


from the location, where they have been for more | 


than 25 years, to 56 East Fourth Street. This address 
is the same general section of the loop district. A long- 


| term lease has been signed for the new location and | 
extensive remodeling 


is under way. McClain and 


Hedman will have 35,000 square feet of space in the | 
two-story building which has a frontageof 75 feet on / 


Fourth Street and a depth of 140 feet. The interior 
is being completely remodeled and the exterior of the 
building is being refinished. A driveway into the 


| building from Fourth Street will make loadings and 
| unloadings possible in all kinds of weather. 


The company will move into the new location about | i 
February 1, according to an announcement made by 
Sterley F. Jerue, president of the firm —BART. 

—————-—__—_- 


CHARLES HIRSCHY RETURNS TO HONOLULU | 

Charles Christian Hirschy, executive vice-president | 
of Alexander Brothers Far Eastern Limited of Manila, | 
Philippine Islands, who recently flew from Honolulu) 
to Manila via American Transport Command plane,’ 
has now returned the same way to the Honolulu office’ 
where he has been in conference with Fred P. Alex-' 
ander, president, and W. G. Huston, vice-president.) 

A vivid picture of the devastated Philippine Islands’ 
was given by Mr. Hirschy, but he expressed confidence 
in the rehabilitation of the islands. 
1945 
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Now that peace prevails again, 


this holiday season is, more than ever, a 
happy occasion to send greetings to your 
House from our House. 


mi 


SPEED PRODUCTS COMPANY 
Long Island City 1, N. Y. 
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RECORD STORAGE BOXES 
23 Standard Sizes 


ey . SOLD BY STORAGE Ae 
LEADING STATIONERS ee he ee 
EVERYWHERE 












eo 2 
be STRING BINDERS 
REG. U.S. PAT. OFF. Made to order any size 


, or LLY ADVERTISEp 
E 1ONAL D 
AT NAME- NAT TER OF A CENTURy 


OR More THAN A QUARTET — 


LEADING BEFORE THE WAR 
LEADING DURING THE WAR 
LEADING AFTER THE WAR, TOO 


BANKERS BOX COMPANY 
Established 1918 


536 SOUTH CLARK STREET... CHICAGO 5, ILLINOIS 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 





With an extensive stock of diversified office supplies, 
stationery, rubber stamps and other lines, the Quaker 
Press Greeting Card Shop was recently opened at 
2895 N. E. Sandy Boulevard, Portland, Ore., under the 
management of Edward H. Kettleberg, formerly in 
charge of printing and engraving for the J. K. Gill 
Company, of Portland, and J. R. “Dick” Haaland. 


* + * 


Despite the close of the war, the particular philan- 
thropy for boys still in service, wounded, sick and 
convalescent at Seattle, has been continued by mem- 
bers of the staff of the North Pacific Bank Note Com- 
pany at Seattle, whose contributions have permitted 
long-distance calls. 

* cd * 

The Griffin Envelope Company has recently removed 
its plant from its old location at 97 University Street, 
Seattle, Wash., to spacious new quarters at 1121 Post 
Street. 

ok x *” 

The lady trundlers of the Stationers, Inc., store of 
Tacoma, Wash., have been tossing many fine games 
in the women’s bowling league of that Puget Sound 
community this Fall. Thundering along the bowling 
lanes, these lady keglers have keep ’em rolling for the 
honor of the stationers during the current season, 
meeting all comers from many other business houses 
on the alleys. 

* * * 

The J. K. Gill Company, leading Portland, Ore. 
stationery house, has recently added a new framed 
picture department. 

* * * 

The Natienal Office Managers Association in Seat- 
tle recently staged an interesting meeting at the 
Hotel Gowman with talks by Dean Ballard of Seattle, 
manager of the Distributors’ Association, and Ken 
Wells of San Francisco, Calif., regional manager of 
the National Association. 


: ss 


When a battlewagon comes to Seattle for Fleet 
Week, as during the first post-war Fleet Week held 
recently, it’s the Smith Tower, the monument to 
L. C. Smith, that comes in for comparative measure- 
ment to the big fighting ship. Since the Smith Tower 
is the largest office building or tallest structure on 
the Pacific Coast, it is a landmark and symbol, as 
well as a striking memento to the typewriter leader. 
That is why it was a favorite comparison to the USS 
Iowa, the big battlewagon just back from trimming 
the Nips in the Pacific and blazing the path to Tokyo. 
The Iowa if stood on end—or upon its stern, next 
to the tall Smith Tower structure—would show the 
tip of its bow 350 feet higher than the Smith Tower, 
since the battlewagon, the home of many hundreds 
of officers and men, is 888 feet in length. 


* * * 

Continuing its policy of encouraging the fine arts 
and the fine local artists residing in Portland, Ore., 
the J. K. Gill Company downstairs gallery—a focal 
point of art exhibitions in Portland—had on display 
this fall a magnificent collection of cat paintings. 


—————7——<-—___. 


MAJOR FELLOWES BACK WITH BANKERS BOX 


After being in the armed services for three years and 
eight months, Major John E. Fellowes is once more 
playing an integral role with the Bankers Box Com- 
pany, Chicago. He was relieved from active service 
on October 19 and placed on terminal leave until 
December 21, remaining in Reserve Officers Corps. Go- 
ing in the Army as a second lieutenant, Mr. Fellowes 
agg steadily in the ranks until he acquired the major- 
ity. 
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NATIONAL EXECUTIVE DESK 
No. 6612S 66” x 36” 


To every executive office this National 
Desk lends an air of distinction, of dig- 
nity and of assurance—the subtle ex- 
pressions of refinement and good taste. 


Naturally the demand for this outstand- 
ing example of National craftsmanship 
exceeds production due to the labor 
and raw material situation. With our 
still limited production, deliveries are 
definitely retarded. Your continued pa- 
tience and understanding are appre- 
ciated. 


NATIONAL DESH CUMPANY 


HERKIMER, NEW YORK 
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Boosting KIL-KLATTER 
sales from coast to coast... 
this 1s one of a series of 
advertisements appearing 
every month in leading 
office equipment magazines 





Free Display Cards to Dealers: With orders 
for a dozen or more pads we'll send 
you FREE a colorful display card and 
a liberal quantity of 2-color mail en- 
closures imprinted with your name. 











{ Dealers: attach this coupon to your letterhead} 


AMERICAN HAIR & FELT COMPANY 
Dept. B-12 Merchandise Mart, Chicago 54, Ill. 


RETAILS 
FOR 


$100 


( ) Send 1 doz. KIL-KLATTER Typewriter Pads individually boxed 
with free card and enclosures. Our check for $6.00 is enclosed. 


or 
( ) Send FREE sample KIL-KLATTER Pad and full information about 


quantity prices and discounts. 


Firm Name 


SMITH-CORONA MAKES SALES APPOINTMENTS 

Vice-president J. B. McCormick of L. C. Smith & 
Corona Typewriters, Inc., has announced a number 
of appointments and changes in the sales department. 

W. J. Buckland, who was recently discharged from 
the Army Air Forces with the rank of lieutenant col- 
onel, has become manager of the San Francisco, Calif., 
branch, succeeding R. L. Eddingfield. At his own 
request, Mr. Eddingfield is taking a well-earned rest 




















LT. COL. W. J. BUCKLAND JOHN B. JONES 
and will assume duties with the company in a new 
position, to be announced later. 

Lynch D. Waller, who becomes manager of the Wash- 
ington, D. C., branch, has been acting manager of that 
office during the greater part of the war period. He 
entered the employ of the company in the Washington 
branch in 1926. 

John B. Jones, who has been in the home office sales 
department since 1928, has taken up new duties as 
manager of the Buffalo, N. Y., branch. 

Harold Heim, who becomes manager of the Scranton, 
Pa., branch, was first employed by the company as a 














J. J. McCARTY 








HAROLD HEIM 


mechanic in the Scranton branch in 1923. Following 
the death of manager B. W. Housel in 1943, he was 
made acting manager at Scranton. 

J. J. McCarty, who has been acting manager of the 
Buffalo, N. Y., branch, has taken up the management 
of the Cincinnati, Ohio, branch, succeeding acting 
manager C. A. Wittkowski, who is returning to his 
former duties as home office field representative. Mr. 
McCarty entered the employ of the company as sales- 
man at the Columbus branch in 1934. In January, 
1945, he assumed the duties of the acting manager of 


now manager of the Kansas City, Mo., branch. 
a eee 


MEMPHIS FIRM SHOWS R. C. ALLEN MACHINES 





The Office Machines Company, located at 148 Jef- 
ferson Avenue, Memphis, Tenn., is now showing R. C. 
Allen adding and calculating machines, both hand and 


electric models. The store was but recently opened.— 


CG. 
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Many an office supply dealer is wondering how many of today’s 
customers will be among his active accounts tornorrow, when goods 
become more plentiful and buyers more exacting. 


Today's buyers of “Sight-Saver” Ruled Pads, Work Sheets, and 
Accounting Forms, however, are sure to be valuable future customers 
for the MASTER-CRAFT Dealer, because these ‘‘Sight-Saver’’ pads and 
forms make friends and insure repeat sales. 


“Sight-Saver’’ pads and forms are pen ruled in an exclusive combination 
of restful brown and green that is “easy on the eyes.”” The paper itself 
also has a special dull surface that eliminates harsh, glaring light 
reflections. Written words and figures stand out strong, clear and black 
— a great aid to fast, accurate work. 


MASTER-CRAFT today is bending every effort to increase production 
of ‘‘Sight-Saver” Ruled Goods, to meet the needs of present dealers 
and make goods available for new dealers. 


Master-Craft Corp., Kalamazoo, Mich. 


Division of The Shaw-Walker Co. 


FT 


Loose-Leaf Systems 
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GET READY 


Begin weeding out from your stocks “ war-issue”’ merchandise. Prepare 
the way for replacements with new goods of regular quality. Remember 


ASSOCIATED'S 


CENTRALIZED BUYING SERVICE 


can be of the utmost service to you during the change-over period and after, 


because it provides 


@ Access to the most complete stock of quality Commercial Stationery available anywhere. 


@ Efficient handling of orders, whether large or small. 





en pp arom 


@ Prompt shipment by rail, air or motor carrier to the extent conditions permit. 
@ 30 years of experience in assisting Retail Commercial Stationers with their purchasing and 
selling problems. 


Trade Manufacturers—Consult us regarding our specialized warehouse facilities 
and intensive trade coverage by experienced salesmen. 


Home of 
huante sar 
WORLD-WIDE 


-——-—----- Business 
Forms 


ASSOCIATED STATIONERS SUPPLY COMPANY 


229 SOUTH JEFFERSON STREET, CHICAGO 6, ILLINOIS 
DISTRIBUTORS FOR MANUFACTURERS 
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WEAREVER Zenith 
Sac... < GRFS 








WEAREVER Zenith 
Pen... . $1.95 






WEAREVER Pacemaker 
Sts «oe $8.78 





WEAREVER DeLuxe 
Pen... $1.00 





WEAREVER Pacemaker 
Pen... $2.75 
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‘ ~* Be THE GLOBE-WERNICKE CO. APPOINTS SPIESS 
ZEVTO, OA ae The appointment of Alvin F. Spiess as district repre- 
FIVOI Arak GRE mo. \ sentative for southern Ohio and West Vriginia has 
Xx : \ Vy v : 
. 1 , 


. 


been announced by Howard L. Pfau, general sales 
manager of The Globe-Wernicke Co. Mr. Spiess’ rec- 
ord of affiliation with the company goes back to the 
time when he worked with the organization as a co-op 








ALVIN F. SPIESS 


student while attending the University of Cincinnati. 
After receiving his degree in business administration, 
ME Y he was employed on a permanent full-tme basis as 
NT AM os sales correspondent. Going overseas in 1942, Mr. Spiess 
: wnt , YZ pf rose to the rank of major during the past war. He 

, | Bi received his honorable discharge from the Army in 
September. 

witatnsiashliailtiaitia si 


REMINGTON RAND MAKES APPOINTMENT 
The typewriter division of Remington Rand, Inc., 
has announced the appointment of Pierre Marvin as 
personnel supervisor for the central states region with 
headquarters at Chicago. 





4 7 
tip y Leg ST, Mr. Marvin has been a member of the Remington 
Uf, / ), / Roi “og J Rand typewriter sales organization for 23 years, during 
/ / “YY y i] ‘ / ey &: which time he has made an outstanding record as a 
Yip! li? = A ‘ salesman at the company’s San Francisco, Calif., office 
} y, he ‘ ‘ 
VM, and as a typewriter branch manager at Portland, Ore. 


In his new assignment, Mr. Marvin will be responsi- 
ble for the supervision of field personnel in 18 branch 
offices throughout the western and gulf areas. 

J. J. Stringer, formerly acting typewriter branch 
manager for Remington Rand in Des Moines, Iowa, 
has been promoted to the branch managership vacated 
by Mr. Marvin at Portland. 


ee 


LT. GOLDBLATT RETURNS TO ROYAL METAL 
Lt. Albert L. Goldblatt, just released from active 











America’s Outstanding Manufacturer of Fluorescent Lights. 
Wire or Write for Catalog. 











LT. ALBERT L. GOLDBLATT 


m 2 d the | 
VN MDA CIPO ME SEM ose Metal Manufacturing Company, Chicago, 9s 
head of the beauty parlor equipment sales division, | 
according to an announcement by company officials. ; Th 


21st and Rockwell Sts. Chicago, Illinois 





} 
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WHY ... A SMEAD’S TWO-PLI-TOP FOLDER? 


SAVES SPACE 


The top edge and tab of Smead's TWO- 
PLI-TOP folders are reinforced by turning 
over and glueing an extra inch of stock — 
this gives a smooth, rolled non-cutting edge 





SAVE FIRST COST 


Smead's TWO-PLI-TOP folders, 

medium-weight 8-point 2 5 cut 

tabs (illustrated) cost $17.40 per 
thousand* — enough to fill a 
standard four drawer file. Standard 
heavy-weight | 1-point folders 2 5 
cut tabs cost $20.15 per thousand 
— A SAVING OF $2.75! 


This example will also apply, as a 
basis of comparison, to the TWO- 
PLI-TOP I1-point folder and the 
standard single top extra-heavy 
14-point folder, and shows a much 


greater saving than the first 


example! 








SPACE 
WORTH 


a $3.00 
SAVE 
SPACE 


One thousand |1-point standard 
single top folders will take up 22 
inches of filing 
[4 = thousand =8-point TWO-PLI-TOP 
folders will take up only 16 inches 
of space. Assuming a four drawer 
file to cost $50.00, and to provide 
100 inches of filing space — each 
inch is worth fifty cents — and the 
TWO-PLI-TOP folders thus SAVE 
$3.00! 








TWO 


qe 


space. One ? 2 


Map =SAVES MONEY 


of double strength at the points of greatest 
wear. Made of rigid, close knit manila fiber. 
A medium weight TWO-PLI-TOP folder of 
8-point thickness actually provides 20 points 
of thickness at the tab — almost twice that 


of a standard single top heavy weight |1- 
point folder. 
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NOTE THIS CONSTRUCTION. ate 
An-S-point acs to reinforce the tab 


older;S" 
8-point thickness Tene folder. available 


an extra 
i fon ‘and styles. 


in many weights, 








oe & 





ie bn! 











Bo 
: IC ss RICES - USED e - & 
: . - at's -" —~ + 
asa re heise 


A TOTAL SAVING OF *575 


You get at the same time, folders which have 
GREATER strength (at the points of greatest 
wear) than the standard single top heavy 
weight I||-point folders. 


s. | THE Swed MANUFACTURING CO.,INC.- HASTINGS, MINNESOTA 
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M. J. DABOLL SELLS TYPEWRITER SHOP 

Milton J. Daboll, who has been actively engaged in 
the typewriter business in St. Cloud, Minn., for the 
past 40 years, has sold his typewriter shop and has 
retired. 

Mr. Daboll established headquarters in St. Cloud in 
1905 for the Remington Typewriter Company, repre- 
senting them as salesman. In 1923, he assumed the 


dealership for L. C. Smith & Corona Typewriters, | 


Inc., in central Minnesota. A short time later, after 





M. J. DABOLL 


becoming distributor for A. B. Dick Company, he 
established the Typewriter Shop. 

The Typewriter Shop has been purchased by Sher- 
man S. Smith of Minneapolis, Minn., who has had 
extensive experience in the typewriter business, and 
Bernard Berlaus, formerly active in the typewriter line 
at Worthington, Minn. 

Warren T. Smith, recently returned from overseas 
service, has taken over the A. B. Dick franchise and 
has established headquarters at 917 St. Germain Street, 
St. Cloud. 

—co—-o—__— 
PROPOSE SIMPLIFICATION FOR PAPER 

A voluntary simplified practice recommendation for 
fine and wrapping paper (basic weight numbers and 
weight calculations), based on the principles of the 
report of the committee on simplification of weights 
and standards of the National Paper Trade Association 
has been submitted to producers, distributors, and 
users for individual acceptance or comment, according 
to an announcement of the Division of Simplified 
Practice of the National Bureau of Standards. 

This proposal recommends that the weight of all 
fine and wrapping papers be computed on the basis 
of 1000 sheets of 1000 square inches, and provides a 
series of standard weight numbers for fine and wrap- 
ping papers, which are defined. Methods for calculat- 
ing the weight in pounds per 1000 sheets of fine and 
wrapping paper are also given. 

The proposed recommendation includes a review of 
the steps leading to the development of the project, 
the advantages of the proposal, including the reduc- 
tion simplification of basic weight numbers, general 
explanation of the simplified method of calculating 
weights of paper and proposed symbols for use with 
the method. 

A list of the various organizations that have en- 
dorsed or adopted the proposal is also included. 

Mimeographed copies of the proposed simplified 
practice recommendation may be obtained from the 
Division of Simplified Practice, National Bureau of 
Standards, Washington 25, D. C. 
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REACH HANDLES SPEED PRODUCTS ADVERTISING | 


The Charles Dallas Reach Company of New York, 


N. Y., and Newark, N. J., has been appointed to handle | 
the advertising of Speed Products Company, Long | 


Island City, N. Y., makers of stapling devices and 
Office specialties. 
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QUOTAS 
GOING 
UP! 


Increased production, combined with 
somewhat decreased Army and Navy require- 
ments, makes it possible for us to work toward 













increased quantities of Esterbrook Fountain 
Pens for civilian distribution. 


The situation has not yet improved to the 
point where our quota system can be 
abandoned. But you can look forward to 
substantially larger allotments. 


THE ESTERBROOK PEN COMPANY 
Camden, N. J. 
Canadian Representatives: 
The Brown Brothers, Ltd., Toronto 
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@ NUMBERED POINTS 


Gstertbrook 


RENEW-POINT FOUNTAIN PEN 
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@ Put away Webster, Professor, you won’t find “A-S-E” 


listed there. But thousands know that A-S-E is the trademark 















of the All-Steel-Equip Co.—makers of a line of files noted 
for its proved features, rich good looks and durability. 

Check the A-S-E Aurora Line today — note the many quality 
features. You'll find it’s the quick turn-over, the profit line— 
America’s luxury line of files. 

Let us tell you more about A-S-E Aurora Files— 
the smooth-action drawers, improved locking 
mechanism, rugged, heavyweight construction, 


trouble-free follower and extra filing capacity 


_$_$_$_$_$_$_ 


—actually 26% inches of clear filing space. 

3 We also manufacture 
— . a complete line of steel 
Write today for full details. storage and wardrobe 

5 cabinets. Write today f 

for full information. : 

f 

5 








ALL-STEEL-EQUIP COMPANY, INC. 


600 Cleveland Avenue, Aurora, Illinois 


GRR OR oer), 
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HENRY J. HART APPOINTED FACTORY CHIEF 

The appointment of Henry J. Hart as general super- 
intendent of the factory was recently announced by 
Charles B. Cook, vice-president of Royal Typewriter 
Company, Inc. 

Mr. Hart began his career with Royal in 1917 as a 









HENRY J. HART 


tool designer in the drafting room. His abilities evi- 
denced, he was promoted successively to head inspec- 
tor of assembly in 1924, foreman of the drafting and 
experimental departments in 1929, and engineering 
and experimental superintendent in 1943. In his new 
position he succeeds the late Bernard J. Dowd. 
~—e 


CHARLES J. DWYER JOINS BROTHER’S FIRM 

Charles J. Dwyer, who has recently returned to 
civilian life after two years in the Pacific with the 
U. S. Navy, is now associated with his brother, John 
B. Dwyer, in sales representation at 10 Post Office 











CHARLES J. DWYER 


Square, Boston, Mass. The brothers are representing 
Cooks, Inc., Cushman & Denison, Duo-Tang, Eureka 
and Book-Pak labels, Wire-O-Binding Company, Red 
Raven Rubber Company, and Harrington Manufac- 
turing Company. 
oe = 

FULTON SPECIALTY APPOINTS REPRESENTATIVE 

Fulton Specialty Company, 200 Fifth Avenue, New 
York, N. Y., announces the appointment of F. P. 
Gregg as representative for the states of Louisiana, 
Texas, Oklahoma and Arkansas. Mr. Gregg will rep- 
resent the Fulton Specialty Company’s complete line 
of stamp pads and inks. His address is 5926 Mercedes 
Street, Dallas 6, Tex. 

ne 

PENCIL SUPPLY COMPANY, INC., CHANGES NAME 

The Pencil Supply Company, Inc., of New Jersey, 
located at 2109 Summit Avenue, Union City, N. J., 
announces a change in its corporate name to LeRoy, 
Inc., the change becoming effective November 15. This 
company is engaged in making advertising pencils and 
machines for advertising pencil imprinting. 
1945 
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Some 


GREAT NAMES 
MARKING DEVICES #& 


For 
DOMESTIC 


AND 


EXPORT 


TRADE 


a” 
REX 
GEM PILOT 
ALBANY MODEL 50 
HYGRADE 
PULLMAN ZEPHYR 
SUPREME 


PLYMOUTH CLEVELAND 


PEERLESS 
REPUBLIC STANDARD 
s 


Die Plate 
Daters, Self-Inking Stamps, Time Stamps, 


Line Daters and Numberers, 
Stamp Pads and Inks, Notary Seals, Stamp 
Racks, Stencils, Rubber Type Sets, Sign 
Markers, Brass and Fibre Checks, Corru- 


gated Box Dies, Badges, ete. 


PLACE YOUR NAME ON OUR MAILING 
LIST FOR LATEST CATALOGUES. 


CONSOLIDATED STAMP Mré. Co., Inc. 


MAIN OFFICE AND EXPORT DEPT. 
15 DEY STREET, NEW YORK 7, N. Y. 
FACTORIES IN 
SPRING VALLEY, N. Y.e NORWOOD, N J.+ BRISTOL, CONN. 
CHICAGO, ILL. » PHILADELPHIA, PA. ° NEW YORK, N.Y. 
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FOR 
LITTLE 
GIRLS 






but not for 


CARBON PAPER 


that's why good typists 


choose 


KEEN-RITE 


and 


SUPER-TREATED 


Both the popularly priced 
KEEN-RITE and the de luxe 
SUPER-TREATED brand are 
made by a special process 
to prevent curling and smudging. Every typist can now 
get clearer, cleaner copies along with maximum wear. No 
more unsightly erasures and no more soiled hands from 
handling. 





The famous patented "Carbon Gripper" YuL 
in every box of Codo Super-Treated, = j 
Super Kote and Keen Rite. Sy 


Bode MFG. CORP. 


529 South Franklin St., 


Chicago 


270 Lafayette’ St., 
New York 





Factory: Coraopolis, Pa. 
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_blowing smoke through the opening. The smoke filters 


surface and shorter envelope to permit free finger action. 





COL. HOFFMAN RETURNS TO BIDDLE PURCHASING 

Col. George R. Hoffman, now on terminal leave from 
the Army, where he was port transportation officer at 
the New York Port of Embarkation, returned December 
1 to his former position as vice-president and director 
of the Biddle Purchasing Company, a nation-wide 














COL. G. R. HOFFMAN 


merchandising organization serving independent dis- 
tributors. 

As port transportation officer, Col. Hoffman was in 
charge of receiving, assembling, warehousing and ship- 
ping all the freight and personnel clearing through 
the New York Port of Embarkation, which included 
eight loading points in the area. 

Prior to his being commissioned by Army in June, 
1942, Col. Hoffman had been with the Biddle organiza- 
tion for 35 years. 

_———-o 

REMINGTON RAND RESUMES PRE-WAR HOURS 

Resuming the pre-war schedule, the general offices of 
Remington Rand, Inc., have gone on a five-day work 
week and will be closed on Saturdays, Walter P. Lind- 
say, executive manager of the general offices in Buffalo, 
N. Y., and the executive offices in New York, N. Y., has 
announced. The New York executive offices also will 
be closed on Saturdays hereafter, Mr. Lindsay said. 
Approximately 500 office workers are affected at Buf- 
falo. Remington Rand’s sales office at Buffalo will 
remain open on Saturdays, however. The plants in 
Tonawanda and North Tonawanda are not affected 
by the change—GET. 





SUNRUCO RUBBER FINGER PAD—Miss Constance Hall illus- 
trates the air-cooled ventilation feature of a new Sunruco 
rubber finger pad by cutting off the tip of the pad and 


through each tiny groove as visible proof of constant venti- 
lation. The new product, introduced by The Sun Rubber 
Company of Barberton, Ohio, has a full-grooved inside 
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+ depth to height of back, 
Without tools. 
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“For fast, profitable Sales, 
feature this Streamlined Letter Tray 


of Eelipse White Plastie.... 












f 
I 
a 
I 
This is the new office letter tray that has created a sensation ' 
in office supply circles — it’s specially streamlined for practical efficiency and smart styling. | 
Made from lustrously smooth white plastic, this double-decked tray takes 
the knocks without scratching, chipping, or breaking. The upper tray swings aside for 
easier access to the lower tray. Ingenious rear post support makes contents of both trays | 
more accessible. Slots for inserting index tabs are moulded integrally into each tray. 
A smart accessory for any desk in any office. = 
Ask your jobber — or write direct for prices on No. 211 — Double Tray Packaged re 
with Chrome Brackets. No. 212 — Single Tray, Less Bracket. 
‘ 
C 
MOULDED PRODUCTS COMPANY pe 
Dek 
PLASTIC DIVISION OF GENERAL AMERICAN TRANSPORTATION CORP. _ 
5172 N. 32ND STREET, MILWAUKEE, 9, WISCONSIN Ita. 
Manufacturers of "SAN-DURO” BRAND PLASTIC PRODUCTS For 
and Producers of PLASTIC ITEMS CUSTOM-MOULDED Ope 
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NEW BUSINESS SUPPLY FIRM OPENS IN TEXAS 

Bradley Brown & Company, a modern business 
supply house offering printing, stationery and office 
outfitting service, was recently opened at 113-A West 
Austin Street, Marshall, Tex. 

Co-owners of the new establishment are Maury 
Bradley and Robert M. (Cracker) Brown. Operating 
Hardy’s Typewriter Service in connection with the 





NEW TEXAS ESTABLISHMENT—This is a view of the interior 

of the Bradley Brown & Co. new business supply firm at 

Marshall, Tex., showing the large stocks of stationery and 
offiso supplies carried. 


establishment is J. T. Hardy. All are well-known resi- 
dents of Marshall. 

Printing of all types is handled by the new firm and 
a complete repair and maintenance service is given 
for business machines. Exclusive agencies are pos- 
sessed for the Shaw-Walker Company, Carter’s Ink 
Company, and Remington Rand, Inc., lines. 

ee ee ee 


AMBERG APPOINTS SEAVER AS REPRESENTATIVE 

Bertrand Amberg, president of the Amberg File & 
Index Company, Kankakee, IIl., has announced the 
appointment of O. L. Seaver of Amherst, Mass., as 
representative in the New England area. Mr. Seaver 




















O. L. SEAVER 


has had long experience in filing systems work and 
in designing and selling catalog covers. He has spent 
the past 12 years with Amberg and will call upon the 
dealer trade in Maine, New Hampshire, Vermont, Con- 
necticut and that portion of Massachusetts west of 
the city of Worcester. 





= 


CAPT. GRIFFIN, JR., RELEASED FROM SERVICE 

Capt. Walter T. Griffin Jr., who will represent the 
International Business Machines Corporation in To- 
peka, Kans., when he and Mrs. Griffin return from 
California, was recently honorably discharged from 
the service. He served three years in North Africa and 
Italy where he was assigned to headquarters, Army Air 


Force Service Command, Mediterranean Theater of | 


Operations.—_GMH. 
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Product 


The Product must 

be right to attract 
and hold the attention 
of discriminating buyers. 


The Price must 

be reasonable for 

competition and wide 
distribution. 


Profit 
The Profit must 
be sufficient for 


overhead requirements 
and business permanency, 
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YESTERDAY ... 


MAKING TAGS FOR A 
FEW LOCAL PHILADELPHIA 
CONCERNS. 


























TODAY... 


SERVING STATIONERS FROM 
COAST TO COAST WITH 
REYBURN’S TAGS AND PAPER 
SPECIALTIES; STILL GROWING 
AND PLANNING FOR THE 
FUTURE. 




















TOMORROW ... 

IMPROVED FACILITIES, NEW 
IDEAS, NEW PRODUCTS, TO 
SERVE YOU BETTER THAN 
EVER BEFORE. 
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THE REYBURN MFG. CO., INC. 


PHILADELPHIA 32, PA. 
BRANCH FACTORY AND WAREHOUSE 


1100 SO. WABASH AVE.. CHICAGO 5, ILL. 
SALES OFFICES IN ALL PRINCIPAL CITIES 
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BRATTON’S BUY BUILDING, PLAN ALTERATIONS 


One of the historic landmarks of the State House 
Square in downtown Columbus, Ohio, the three-story 
stone-front residence built for a home by the late 
W. A. Gill, Jr., at 74 South Third Street, has been sold 
to the Bratton Corporation, manufacturers and dis- 
tributors of dictating machines and office equipment 
systems. They will use the residence for a business 
property. 

The corporation, of which A. A. Bratton is president, 
has plans showing substantial alterations to the prop- 
erty, which was acquired from two daughters of Mr. 


ttt, 


* 
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NEW HOME—tThis is the architect's conception of how the 
new home of Bratton Corporation, will appear when completed 
at 74 S. Third St., in Columbus, Ohio, facing the state capitol. 


Gill. Alterations, to cost about $20,000, will include 

| the erection of a three-story modern front, and ex- 
tending the building to its full depth of 18712 feet to 
Lazelle Street. 

The alterations, to be made at once, will give the 
company approximately 10,000 square feet of floor 
space, practically doubling its present quarters at 
Fifth and Broad Street, in that city. 

The Bratton Corporation, pioneer distributor of 

| dictating machines and business systems, was estab- 
lished in Columbus in 1905. A manufacturing business 
has been developed during the past war years that 
will, in the new location, be expanded to include the 
distribution of several of the newest improved office 
machines.—AK. 


a 


M. J. STYRON JOINS MARYLAND OFFICE SUPPLY 

M. J. “Jack” Styron, formerly sales manager of a 
Baltimore, Md., stationery company, has recently re- 
turned from the armed forces and is now associated 
with the Maryland Office Supply Company, Baltimore. 

















M. J. STYRON 


| Mr. Styron, at 37, has had approximately 15 years of 
| experience in selling office supplies and machines. He 
| is known to many manufacturers and to the industry 
| at Baltimore. 
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By Richard Pomerantz 


President 
A. POMERANTZ & CO. 
1525 Chestnut Street 
Philadelphia, Pa. 


This is the first of a series of articles by prominent men on various aspects 
of merchandising and selling—presented by Eversharp, Inc. as a service to stationers. 


T'S smart selling to show a customer the finest . . . the 
most expensive. Always “trade up” the sale if possible 
—even if you have to wait until next time to sell the more 
expensive item. 
When a customer steps up to a counter in our fountain 
pen department and asks to see a fountain pen, he is 
always asked one certain question: 


“Is it for yourself . . . or for a friend?” 


That seems like a simple enough phrase—but works 
wonders. It avoids the question “How much do you want 
to spend?” It starts the conversational ball rolling, and 
no matter which answer the customer gives, the sales- 
man has an opportunity to show something really ex- 
pensive—really fine. 

After all—you'll never insult a customer by showing 
them the finest goods you have! And when you introduce 
a pen and pencil set as the finest thing you carry—you 
often make a sale, right then and there. 

But if the customer should say “That’s more than I 
want to spend”—it is equally important to be gracious 
and courteous about showing less expensive merchan- 
dise. If you start with a set for $125 or $64—selling a 
$14.75 Set is easy! And if you sell a customer a $14.75 Set 
for himself—the chances are good that if you haven't 
insulted him in the process, you've planted the seed for a 
$125 or $64 sale at a later date. 

For instance—an old personal friend came into our 
store a short while ago to buy a fountain pen. I showed 
him the Eversharp Command Performance Set at $125— 
with the appropriate build-up. 

He laughed at me. “Good Lord, Dick,” he said, “Do 
you really sell pen and pencil sets at $125?” Then he 
asked the perfect leading question . . . one that you often 
get, and a natural for “trading up” your sale. 

“What makes it so expensive?” he asked. 


We showed him the solid 14-karat gold—and all the 


She may or may not sell him a $64 Set this time — 
but by showing it, with the proper. build-up— she 


has an excellent chance for a future sale when the 
customer wants to give a truly distinguished gift. 
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other features of the pen. Let him handle it . . . write 
with it. 
Then we sold him a $14.75 set for his personal use. 


A few weeks later, this same fellow called me up. “Say, 
Dick, have you still got one of those all-gold Eversharp 
sets at a hundred twenty-five dollars? Well—can you 
send me over one? I want a really fine gift for a fellow 
who's done me a big business favor—and I think that 
would be just the thing.” 


You'd be surprised how often that can happen... 
unless you ve tried similar selling methods! 


Trading up is important . . . but not as important as 
the way you do it! Too many stores let their sales per- 
sonnel either adapt the attitude that really expensive pen 
and pencil sets are freak items that only a few nuts will 
buy ... or the other extreme—“I've shown you the finest— 
and most expensive—and if you're too cheap to buy that, 
I can’t be bothered with you.” 


Our personnel has been trained always to sell the 
better merchandise—but never to use “high pressure” to 
make the sale, and never let the customer feel cheap for 
taking the less expensive set. We've learned by experi- 
ence how well our method works—by hundreds of cases 
similar to the one quoted above—and by our general 
sales volume in fountain pens and pencils. 
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SEASONS ¥ 
Gritfinge 


With glad hearts we welcome the Christ- 






mas season and the approaching New 
Year. 1946 is destined to mark the be- 
ginning of normalcy in our country’s busi- 


ness life. Holiday greetings to all. 


THE JASPER DESK COMPANY 


JASPER, INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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ROBERT C. VEIT RETURNS TO OPERATE FIRM 

After 32 months’ service, Robert C. Veit, owner of 
the Veet Manufacturing Company, East Detroit, Mich., 
has been discharged from the Army Air Forces and 
has returned to his office equipment and supply man- 
ufacturing business. 

Mr. Veit reports that reconversion is progressing 
rapidly and most of the standard stationers’ items are 














ROBERT C. VEIT 


again in production, although stocks were maintained 
throughout the war to serve Veet dealers. 

New products in the filing system and supply line 
and in loose-leaf indexing and mechanical binding, 
as well as in steel office equipment, will soon be an- 
nounced and new catalogs are in preparation. Dealers 
are invited to write to Veet Manufacturing Company, 
25757 Groesbeck at 10% Mile Road, East Detroit, Mich., 
for full information as it is issued. 

Before Mr. Veit was called into service the factory 
was engaged in supplying critical tools and parts to all 
major aircraft producers, ordnance and other war in- 
dustries. Under Navy sub-contract, the Detroit plant 
was producing parts from the highly-secret Project A 
proximity fuse, ranked second only to the atomic bomb. 
At Veet’s Cleveland, Ohio, plant, rear sights were pro- 
duced for one of the Ordnance Department’s top-urg- 
ency non-recoiling guns. For nearly three years in 
the Army, Mr. Veit maintained production of critical 





ee es 








NEW VEET MANUFACTURING CO. FACTORIES 


parts for aircraft engines by remote control from 
various Army posts thousands of miles distant from 
his factory in Detroit. 

The new factories of this 26-year-old Veet concern 
are located on a tract nearly a half-mile long on the 
Grand Trunk railroad at East Detroit. Modern build- 
ings, extending 500 feet along Groesbeck Highway and 
104% Mile Road, house new equipment. Offices and 
engineering department, complete printing and litho- 
graphing plant and the stamping, fabricating and 
machine shop are located in the main building. Ware- 
housing and manufacturing facilities are housed in 
the building on 1014 Mile Road, and between the two 
are the finishing department, shipping and receiving, 
and a company restaurant. A landing field is provided 


for direct air transportation to and from the plant. 
=> 0—__—__ 


PHOENIX FIRM MAKES LOCATION CHANGE 

Waish Brothers, a pioneer office supply and equip- 
ment firm at Phoenix, Ariz., has moved from 817 North 
Central Avenue to 533 West Washington Street, R. J. 
Walsh, head of the firm, recently announced. The 
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DEPENDS ON RECORDS! 


YOuR business “memory” is in 
your filing system. Are all the records 
affecting sales, on which your 1946 busi- 
ness volume must depend, readily avail- 
able? At transfer time ... pause to 
reflect. Is the index you have doing the 
job? Does it make filing and finding easy 
- .. and does it control records taken 
from the file as well as those in it? Help 
your customers (and yourself) to the 
benefits of better filing with Wabash. 


Get Thee 
Mew 


80 PAGE 
CATALOG 


It's crammed with 
new and better ideas, 
systems, supplies. 
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PATIENCE IS A VIRTUE 


we admire in others toa 
greater extent than we 
like to practice ourselves. 


a ae eee on a oe ae ee 





From all of our dealers who have ordered 
Respirator Cushions we request additional 
patience, with the assurance that we are doing 
everything possible to take care of orders 
on hand. 

To make a satisfactory sponge rubber out 
of synthetic rubber was quite a problem; 
however, this has been accomplished and we 
are now in production to as great an extent 
as labor conditions permit. The same re- 
marks apply to Rufbak and Full Front Chair 
Mats. 

With patience on your part and hard work 
for us we hope to adjust conditions within 
a short time so that orders can be executed 
promptly. 

The great demand for Respirator Cushions 
is an indorsement we are very proud of and 
is a fulfillment of the claim made that A 
RESPIRATOR CUSHION IS A SCIENTIFIC 
SEATING DEVICE THAT ADDS TO THE 
COMFORT AND INCREASES THE EFFI- 
CIENCY OF THE USER. 


LM. BECKETT COMPANY 


WATERTOWN, WISCONSIN 
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move, Mr. Walsh stated, is temporary, as the firm will 
eventually occupy quarters in the new Bank of Douglas 
building to be erected at First Avenue and Monroe 
Street. 


———2 
RAY RETURNS TO UNDERWOOD FROM NAVY 
Lieutenant Commander Carl P. Ray returned to 
Underwood Corporation on November 19 as assistant 
to the president, L. C. Stowell. He was Mr. Stowell’s 
assistant prior to his service with the War Production 
Board, which began in October of 1941. He joined 








CARL P. RAY 


the Navy in April of 1942, and now has received his 
discharge from the service. 

Mr. Ray entered the Underwood organization in the 
fall of 1937 after completing an enviable record in 
scholastic standing and athletic activities at Dart- 
mouth College. He was twice selected for the All- 
American football team. 


—_— 


OREGON TRAIL TRAVELERS NEWS NOTES 

The three ink men, namely Joe Dwyer, Carter’s 
Ink Company; Charlie Evans, Sanford Ink Company; 
and Jim Montgomery, Higgins Ink Company, Inc.; 
recently met in Olympia, Wash. Our old Oregon trail 
traveler, Joe Finn, must be the attraction. 

e e © 

A luncheon was enjoyed at the Hotel Tacoma in 
October by Earl Howe, Joe Dwyer, Charles Evans, 
George Simmons, Otto Bentley and Merrill Hasty. 

* * . 

Ed Cooper, McMillan Book Company, and Herb 
Morgan, National Blank Book Company, old friends 
at heart, met in Spokane, Wash., on November 15. 
The two highly-competitive peddlers could iron out 
their differences or was it to talk over old times in 
Casselton, N. Dak.? 

e w * 

This “Wild West” card game of “pitch” is played well 
by a few. All newcomers may be taken at will. Set 
a time and stay late. Earl Howe and George Sim- 
mons are still meeting all bidders for a new deck of 
cards. Jack West, where are you? 

* . * 

Ralph “Buck” Buckley, the flying salesman for 
Automatic Pencil Sharpener Company, was welcomed 
back by his many friends. Buck made his entire 
territory by plane and says it is the ideal way to 
travel, except you miss so many of the boys. 

I 9 


NEW TYPEWRITER FIRM OPENED BY VET 

Calvert Typewriter & Supply Company, a new firm 
servicing all makes of typewriters, adding machines 
and office equipment, was opened recently at 1790 
Madison, Memphis, Tenn. 

Operating the new business is W. G. Calvert, former 
supervisor of the Army Service Forces depot typewriter 
shop. He has 20 years’ experience, having been service 
and sales representative for Remington Rand, Wood- 
stock and other office machine companies. 
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Souv-x in Parxer Quink 
PROTECTS PENS 4 WAYS! 


~ © All over the country dealers are finding it unnecessary to 
carry duplicate sizes and colors in other brands, for in their own 
words, “Quink has the call.” Here are typical quotations from 
letters of dealers after they concentrate on Quink: “Now selling 
5 times as much ink”; “We have 7 times our previous ink 
profit”; “We’ve decreased our inventory, have faster turnover, 
and our sales have increased at least 4 times!” 

It’s easy to see why Quink “has the call” for this one ink has 
the strongest, most dramatic selling story of any writing fluid 
... the pen-protection provided by SOLV-X! And Parker Quink 
is telling it to your customers with the biggest advertising cam- 
paign in the industry! 


| Ends gumming and clogging. 
*Gives quick starting, even flow. 


2 Cleans a pen as it writes—keeps 
* it out of the repair shop. 


3 Dissolves and flushes away sedi- 
* ment left by ordinary inks. 


4 Prevents metal corrosion and rub- 
*ber rot always caused by high- 
acid inks. 


Also, it’s clear why there’s more money in handling just Quink. 
For one thing, a small investment in Quink alone turns 4 to 5 


Copr. 1945 by The 
-arker Pen Company 
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times faster than a larger investment in several brands. You 
earn maximum discounts. You use minimum storage space. 
And it’s easier to carry a complete stock of colors, permanent 
and washable. The Parker Pen Company, Janesville, Wisconsin. 


CONCENTRATE ON 


PARKER QU/WK 
The only inte containuy en protecting SOWN 
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At the year’s end, it is neces- 
sary that we take stock of the 
past, plan for the future. 


1945 saw the successful conclu- 
sion of two wars. We won those 
wars because of the American 
system of free enterprise. Our 
system proved its worth in the 
white heat of a battle between in- 
dustrial behemoths. 


But, in a sense, the battle for 
the American business system is 
just beginning. All business—not 
just this or that segment of busi- 
ness—has a vital stake in seeing 
to it that the forthcoming battle 
is won decisively. 


All business—not just this or 
that segment—has a stake, for 
example, in seeing to it that in- 
dustries separately are not put on 
the “spot” by the Office of Price 
Administration and made to bear 
the brunt of high prices caused 
by government’s activities, or re- 
fusal to act. 


The fight to prevent inflation 
is not OPA’s alone. If OPA is to 
prevent inflation, then the various 
labor agencies must co-operate to 
keep wages from rising too high, 
the President should order a cut 
in federal spending (itself infla- 
tionary), plain citizens should 
save surplus cash, not bid up 
prices for scarce materials. 


Unless all business unites to 
tell why inflation is here—and 
growing worse—all business may 








QD 


become the scapegoat which poli- 
ticians will use to get the onus 
of inflation off their shoulders. 
Business did not cause—is not 
causing—higher prices. Business 
sometimes asks higher prices be- 
cause the government makes costs 





Members of the Wood Office 
Furniture Institute mourn the 
death of D. A. (Ragh) Raggio, 
President of the Clemco Desk 
Manufacturing Company, Chi- 
cago, Ill., who for almost half 
a century has been a leader 
in our Industry. Known to 
dealers and manufacturers 
throughout the nation, “’Ragh” 
was a friend to thousands. 
His unfailing good humor, his 
deep sincerity and his pioneer- 
ing spirit will be missed by all 
who knew him. His works will 
live on, for he pioneered 
many products now familiar to 
all Americans and developed 
new techniques of production 
that have aided all manufac- 
turers in our field. 











so high that business cannot oper- 
ate at a break-even point, or for 
profit, without a price increase. 
Prices of this and that commod- 
ity—including office furniture and 
thousands of other products 
going to be in the news in the 





are 





coming months. Let’s see to it 
that the public understands why 
prices are higher. If the people 
know, they can put the finger on 
the persons who caused it. 


And those persons are more 
likely to be found in Washington 
crying “hold the line,” than they 
are to be found supervising pro- 
duction lines—and trying to make 
more goods at less cost. 


The Annual Meeting of the 
WOOD OFFICE FURNITURE 
INSTITUTE will be held Decem- 
ber 18, 14 and 15 at the May- 
flower Hotel in Washington, D. C., 
at which time the Secretary, 
Officers and Executive Committee 
will unveil a greatly expanded 
program of activities for 1946. 


A very Merry Christmas and 
Happy New Year to all of you 
from all of us! 


Secretary 
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TORONTO CARBON PAPER FIRM TO EXPAND 

Dorion J. Brisbois, who with his brother, Edward, 
founded the Carbon Paper Service Bureau of Toronto, 
Ontario, with a $400 “shoestring” in March of 1938, 
now visions expansions of the busines to include 
branches in all of the leading cities of Canada. 

That is a far cry from the short-on-capital but long- 
on-ambition start in second-story offices on Bay Street 
in the heart of the Toronto financial section. The same 





DORION BRISBOIS EDWARD BRISBOIS 


offices are occupied by the Carbon Paper Service Bu- 
reau today, but the customers number 2,000 instead of 
the single one acquired by a $3 order in the first day 
of business. 

The firm, which now consists of three Brisbois 
brothers instead of two—Dorion, Edward and Wilfred 
—plans to first open branch offices in Ottawa and 
Vancouver. 

Told in the September issue of Bookseller and Sta- 
tioner by H. F. Spearing, the start of the Brisbois 
partnership was made in this fashion: 


Brothers Join in Venture 


Back in the middle 30’s a certain Montreal office 
equipment firm employed two Brisbois brothers. They 
were Dorion and Edward. The former covered the 
general Montreal territory while the latter worked 
eastward to the Atlantic. Although both worked for 
the same company, business activities rarely gave 











WILFRED BRISBOIS 


them a chance to get together socially as most brothers 
occasionally do. 

But they did get together, mostly on long distance 
telephone, to talk over the financial possibilities of 
going into business for themselves. 

The die was cast and the Brisbois duo, giving a 
gentleman’s agreement to stay out of their former em- 
ployer’s Montreal territory for a year, went to Ottawa, 
on the surface, a good business bet. But the quiet 
serenity of the capital proved a disappointing contrast 
after the bustling metropolis of Montreal. 

“Two weeks were plenty,” says Dorion, “research 
proving that the opportunities there were too limited 
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INDIANA 
CHAIR 
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Let us go forward with faith in the future 
of American business 


The re-establishment of material sources for office chair 
production is not altogether complete; here and there are 
problems to be solved. We are, however, using every 
available means of getting into higher production speed. 
There is prospect of improvement in deliveries as the new 
year advances. 

To our friends in the trade go our thanks for their 
kindly consideration and patience during many months 
past— and the season’s greetings with best wishes for 
progress and success in ‘46. 





NEW INDIANA CHAIR CO. 


JASPER, INDIANA 
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in scope. So with a good supply of business cards bear- 
ing the then nonexistent “Carbon Paper Service Bu- 
reau,” we headed for Toronto, arriving there at 9 a.m. 
on a Saturday morning in March, 1938.” Two hours 
later the brothers had opened an office for business on 
Bay Street. 


Started with $400 Capital 


| “Total capital between the two of us turned out to 
be slightly under $400—and today I shudder to think 
| of it,” says Dorion Brisbois. 

He further reports a $3 single order the first day, 
| and for the first year, “our personal salaries were 
measured in dimes and nickels .. . not even cigarette 
money compared with our former income as somebody 
| else’s salesmen. 

“But our business did begin to show a steady increase 
in volume and soon we gained the services of a very 
competent office assistant, Miss Joan Hunter, who is 
still with us today and would be extremely difficult 
to replace. Miss Hunter knows paper thoroughly and, 
having made an extensive study of carbon paper com- 
binations, can handle countless selling duties.” 

Edward Brisbois went into the RCAF in 1942. During 
the last few years, therefore, the brunt of all sales 
activities has fallen on Dorion’s shoulders. Edward 
is due to rejoin the organization shortly along with 
the third Brisbois brother, Wilfred, an Air Force 
sergeant. 

Today, Carbon Paper Service Bureau employs two 
salesmen, W. J. Foley and Fred Grindley, both veterans 
of the recently-ended war, a shipper, and Miss Hunter, 
who acts as executive secretary. 

That’s the story of the Carbon Paper Service Bureau 
of Toronto, a business which is destined to expand 
in these post-war years. 


— 0 
OXFORD FILING SUPPLY MAKES APPOINTMENT 


To all of Pape og gee hy 
| appointment of R. J. (Bob) Davis to represent Oxford 
our many customers 
and friends the 
Heartiest Greetings 
of the Season 

















R. J. DAVIS 


in the Rocky Mountain states and in the Pacific 
Northwest. This territory was previously covered 
by R. D. Weltner, who is being advanced in the Oxford 
organization and has moved east for assignment. 


—————-— 0 ——__—_- 


McKERNAN NEW UNDERWOOD REGIONAL CHIEF 
Capt. Charles P. McKernan has been appointed re- 
gional manager for the Albany sales region of the 


| Underwood Corporation, James D. Donovan, eastern 
VERL ULE | | district sales manager, has announced. 

As regional manager, the new appointee will cover 
the areas of Schenectady, Syracuse, Utica and Bing- 
hamton, N. Y. 

MEILINK STEEL SAFE €O. Capt. McKernan joined the Underwood organization 
si a ' in 1938 as a special representative in the national 


district office. He enlisted in the Army in May, 1942. 
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CHICAGO TOLEDO OHIO 
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OF 


Retail 
Size 12 sets and up 


Letter, A-Z $3.00 per set 
Legal, A-Z 3.55 per set 


Invoice, A-Z 3.00 per set EVERY MODERN FILING NEED 


listed in latest 1945 catalog 
& Constructed of best 30-pt. red 1000 items. Get your copy 
pressboard 


@ Definitely first in quality and long ba 
seni | \\, AMBERG FILE & INDEX COMPAN) 


@ Immediate Delivery — 
1617 Duane Blvd Kankakee. It & 
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James H. Davison, Route 1, Box 120, Los Gatos, Cal. 
Marion VY. Follin, 220 Fairbanks Road, Riverside, Ill. 








We wish to take this opportunity of thanking our 
dealers for their sympathetic understanding and co- 
operation during the past year. We sincerely hope 
that our capacity to serve you will be increased dur- 
ing 1946. Our best wishes to one and all for a Merry 
Christmas and a Happy New Year. 


JASP 4 OFFICE FURNITURE CO. 


JASPER, INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 


REPRESENTATIVES 


Howard Maley, 115 Tarbeli Ave., Bedford, Ohio 
L. H. MeDaniel, 1414 West Tucker St., Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 


George B. Wray, 130 W. 42nd St., Room 819, New York Raiph A. Bender, 813 Bona Allen Bidg., Atlanta, Ga. 
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NEWS NOTES FROM NSA DISTRICT NO. 8 





Gene Mitchell, Correspondent 





Granddaddy Joseph Landes of the Schooley organ- 
ization in Kansas City was showing the children of 
his son, Joe, Jr., how to gather walnuts while he was 
vacationing with them in the Ozark country in Octo- 
ber. He finished like I used to when a kid in the 
second grade up in Pike County, Mo.,—with beautifully 
walnut-stained, Filipino-colored hands, of which he 
doesn’t seem so proud. 

a * * 

Word comes from Herman Cast of Cast Office Sup- 
plies, Inc., Wichita, Kans., that he spent another week 
or so in a local hospital, but is again back on the 
job and feels much improved. 

* * * 

A telegram from ex-S/Sgt. Pete Masterson surprised 
your correspondent in October, stating that he would 
arrive for a few days’ visit. Being our house guest for 
the short stay, he entertained us with stories of the 
war and his experiences in Africa and Europe. He is 
starting on a trip for his old firm through his central 
and northern territory and will resume his regular 
travels for Acco Fastener Corporation after January 1. 
Pete spent four and one-half years in Uncle Sam‘s 
employ, two and one-half years of the time in foreign 
parts. 

* * * 

The winnah! After 12 long years of competition 
between Fred Brouse of Crane Company, Topeka, 
Kans., and Izzy Veda of Wallace Pencil Company, Izzy 
finally won a game of pool from Fred. Here is the 
answer: Izzy “broke” and the eight ball rolled into a 
side pocket, which neither Izzy or the ball knew was 
there, whereupon Fred was paged and had to return 
to his office pronto. That left Izzy the winner. Too 
bad, Fred. 

* oa * 

The Eighth Region and this industry was well rep- 
resented in the wilds of South Dakota this fall when 
Governor Ted Warkentin and a party of business asso- 
ciates set out to reduce the pheasant population. In 
the group were R. C. Moore of Columbia Ribbon and 
Carbon Company, Clarence McGuirt of Hoover Broth- 
ers, Kansas City; J. L. “Jennie” Wren of The House of 
Wren, Oklahoma City, and friends; “Sage” Rudy John- 
son of Omaha Stationery Company, Omaha, and 
friends; Don Barber, Megeath Stationery Company, 
Omaha; Frank Peck, Peck & Company, Omaha; Lyle 
Espe of Midwest Stationery and Supply Company, 
Sioux Falls (governor of the Seventh Region), and 
business associates; Charlie Hicks, Art Metal Construc- 
tion Company; and Mr. and Mrs. Ed Schelpman, 
Elkins-Swyers Company, Springfield, Mo. We have 
seen no proof of the results but know they are all old 
heads at the sport. 

* ok * 

Hail to our old friend and Midwest member, Carl 
Kaufman of Speed Products Company, who was re- 
cently appointed manager of his firm’s newly-opened 
Chicago branch at 188 West Randolph Street, where 
Carl invites all dealers and friends to visit him when 
they are in Chicago. Congratulations, Carl. Incident- 
ally, Carl and Harold Reinke, manufacturers’ repre- 
Sentative, were reported calling on their many good 
customers together in St. Louis, Wichita, Kansas City, 
Omaha and points between during October. 

* a * 


Miss Jean Lorraine Ruedy, daughter of Mr. and Mrs. 
Walter Ruedy of St. Louis, was married on November 
10 to Rev. Hubert May of Downs, Kans., at the Bethle- 
hem Lutheran Church in St. Louis, Mo. Following 
a most beautiful candlelight wedding, her parents 
entertained the wedding party and family friends at 
a reception at Hotel DeSoto, in St. Louis. 


* * a 


Ray L. Zehr, formerly of the U. S. Coast Guard and 
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EQUIPMENT 











DIAMOND-ARROW CASTERS 


NoMar 
Furniture Rests 











The full line of Bassick Diamond-Arrow Casters for wood and 
metal chairs, together with Bassick quality rubber cushion 
glides, NoMar rests, and cups, are again in production. We 


cannot make immediate deliveries, but orders will be filled 
as promptly as possible. 


There is a real profit in handling the Bassick line. Write 
today for Catalog No. 136, a new condensed booklet full of 
helpful information for ordering and selling. The Bassick 
Company, Bridgeport 2, Conn., Division of Stewart-Warner 
Corporation. Canadian Division: Stewart-Warner-Alemite 
Corporation, Ltd., Belleville, Ont. 

Bassick, the world’s largest manufacturer of casters, also 
makes a full quality line of chair controls, including the 
famous ‘“‘Flotilt’’ tilting and swiveling mechanism, now 


again being furnished to leading chair manufacturers. Look 
under the seat for quality! 


Bassick 
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FOR 
IMMEDIATE 
DELIVERY #@ 


REBUILT 
DICTAPHONES 


EDIPHONES 


QUALITY REBUILTS 
SINCE 1923 





CHOOSE YOUR MODEL 


The one you want, from a stock of approximately 
1000 machines; all models available. Modern ef- 
ficiency and voice clarity are assured when you 
purchase our guaranteed rebuilts. 


CLEARTONE 
CYLINDERS 


Our economical, lined, smooth textured product of 
long years of experiment and research, is the ideal 
cylinder for dictating perfection. Complete satis- 
faction guaranteed with every order. 


Write Us Today 
Regarding Your Needs 


AMERICAN 


DICTATING MACHINE CO., Ine. 
235 FIFTH AVE., NEW YORK 16, N. Y. 
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| previously with Jacquin & Company, Peoria, Il., is 





now representing Kellstedt & Son, stationers and office 
outfitters, in and around Peoria. 
+ * . 


Rube Baxter, the sage of manufacturers’ representa- 
tives, and the hardest working traveler of all time, 
made his regularly-scheduled fall trip to these parts. 
Rube starts the day at the crack of dawn, carting two 
heavy sample grips, and goes until dusk, when he 
retires to his writing desk to get off his carloads of 
orders—a big day’s job well done. 

s * * 

R. B. (Bob) Valleau, the big desk and chair magnate, 
was reported stricken ill while traveling in October 
and had to return suddenly to his home in St. Paul 
for treatment. We hope he has fully recovered and 
is back on his nine to five routine. 

* * * 

“Reverend” Leonard Wilcox of Roberts Printing & 
Stationery Company, Hutchinson, Kans., reports the 
return from the services of two of his former valued 
employees. 

+ * - 

Word from Cpl. Johnny B. Brain, Jr., former head 
of Brain Stationery Company, Omaha, says he is 
putting up with life at Camp Crowder, Mo., working, 
training and K-Ping, waiting for whatever the future 
may hold for him. In the meantime, Mr. and Mrs. 
J. B. Brain, Sr., are holding forth in Omaha, building 
a fine business for Johnny to come home to. 

* a + 


Let me pause here to express to my very kind friends 
my sincere appreciation of the beautiful flowers, their 
letters and cards sent to me while I was ill in the 


| hospital and for the thoughtful phone calls to my 


| home. . 


.. I have often wondered why flowers should 
be sent to big, overgrown guys, but, believe me, I can 
testify that they are a mighty cheerful decoration to 
a sick room, and they make you feel different inside. 
I learned to enjoy and appreciate flowers, cards and 
letters and the friendly messages they express, as 
never before. Many thanks to all of you. 

7 . ~ 


Also, I wish to express my great appreciation to Dan 
MacDougall of Stationers Loose Leaf Company, with 
whom I was traveling when afflicted, for his kind 
and considerate care of me and his most able as- 
sistance in getting me on a plane for home. A friend 
indeed. Dan would make a swell mother for some man. 

7 s * 


Congratulations to Mr. and Mrs. F. K. Adams of 
St. Louis, whose daughter Mrs. Jadine Caster, brought 
forth their second granddaughter to greet this. world 
on October 18. 

* * o 

On his way home from the E.T.O. and slated for 
early discharge is Capt. Dick Stedding, USA, formerly 
located in Minneapolis, representing Wallace Pencil 


| Company, of St. Louis. Dick states his business plans 


for the future are still uncertain. 
” & © 


B. J. Bristoll of Koch Brothers, Des Moines, Iowa, 
reported by telephone when in St. Louis for a short 
visit in October. We regret our incapacity prevented 
a visit with this fine gentleman and hope he will try 
it again soon. We recall with a lot of pleasure, a visit 
from B. J. when he was president of NSA. I'll bet 
Ed Dawson of Koch Brothers, remembers that visit, 
also. 

& . 

Our sympathies to our good friend Kirk Gross of 
Waterloo Office Supply Company, Waterloo, Iowa, 
whose wife died in October, following an illness of 
several months. 

© m oo 

Recently returned from the services to their former 

positions as salesmen for S. G. Adams Company, St. 
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S000 


Sources 


HE exclusive Shaw-Walker dealer leads the 
field with products available from no other 
source, exclusive items that buyers want. 


You can’t sell a Shaw-Walker file, a New Low 
Desk, a Fire-File—unless you are an exclusive 
Shaw-Walker dealer. The Shaw-Walker franchise 


is available only on an exclusive basis. 


Each of Shaw-Walker’s 8000 items is designed 
to conserve and direct human energy for most 
productive office work. These items bring results 
to Shaw-Walker users. 


Shaw-Walker users can point to substantial in- 
creases in office production, space savings, time 
savings—all vitally important for the all-out pro- 
duction required today. 





You can sell these results which your customers 
want when you sell Shaw-Walker exclusively. 
Right now there are a few cities in which we are 
willing to make a change. Yours may be one. 





CHAW-WALKER 


MUSKEGON, MICHIGAN 





Prorirt ELEMENTs oF Exctusitve SAW FRANCHISE 


® Best Known Trade-Mark 


® A Single Source of Supply 
© 8,000 Items ® A Flow of Sales Helps © The New Low Desk 
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® Simplified Selling Plan 


® Exclusive Merchandise 
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10,000 Copies 














Pn a a. a ee 





“Our NIAGARA will do it!” 


What happens in your office when such a last-minute rush 
job slips up on you? If you have a NIAGARA duplicator 





you can be as cool and collected as this secretary, for your 
NIAGARA will turn out 250 copies a minute. It’s the 
world’s fastest duplicator! 














The NIAGARA is automatic and effortless. Switch on the \ } Ri 
current and relax while you watch clean, legible copies stack \ 
4 

up faster than they would come from a printing press! No j Aig 

frequent stops to change stencils—synchronized speed of \“ on 

i 

impression roller and drum makes stencils last longer, Sm 

because there is no “drag” to tear them. No duplicating job is too exacting for C 

the NIAGARA. Hairline registration...an _ 

Simple adjustments enable exclusive, patented NIAGARA feature... Wo 

gives you almost unbelievable preci- tio: 


you to use many sizes and 
sion. Ruled lines, color work, columns of tail 


types of paper. Copy cut off- figures, all register exactly where you bed 
center can be moved up or want them. « Send for folder describing bee 
the NIAGARA duplicator in detail. Find 
out how NIAGARA can speed up your B 
on the page. paper work. Ter 








down to the right position 


Bot 
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ear] 
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‘world's. fealest: duplicator: 


NIAGARA DUPLICATOR C0., 128 MAIN ST., SAN FRANCISCO 5, CALI Be that 


man 
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Louis, are Bob McKinley and Lee Walters. A hearty 
welcome to you both. 
* * * 

Ed O’Donnell of Shallcross Printing & Stationery 
Company, St. Louis, was recently rushed to a local 
hospital for an operation to remove a fish bone which 
he had swallowed and which had lodged in his in- 
testines. Ed is reported as doing nicely and will soon 
be back making his rounds. 

* ~ *” 

Mr. and Mrs. Paul R. McCollem of Kansas City took 
time out from routine affairs to visit Mother McCollem 
in Columbus, Ohio, for a few days, stopping on the 
return trip to visit the George Ohlands and Metal 
Office Furniture Company factory at Grand Rapids, 
who Paul represents in Kansas City. 

* * * 

Bill Bohart, the Eberhard Faber magnate, was 
among those travelers present at the regional meet- 
ing of the Wholesale Stationers Association in Omaha 
November 1. 


* * * 


On the occasion of the gathering of the heads of 
the several stores of the Southwestern Stationery & 
Bank Supply Company in Kansas City for a confer- 
ence with a number of manufacturers interested in 
the opening of the new Southwestern store in Joplin, 
Mo. on December 1, the Kansas City Stationers Asso- 
ciation and the Midwest Travelers Club met in a com- 
bined group for luncheon at the Muehlebach Hotel. 
Among those present at this session on October 20 
were: Ted Warkentin (governor of the Eighth Region), 
Bob Scott, John Smith, Winfield White, Ercell Dunn, 
Ralph Kettler, and Fred Pfaff, all of the Southwestern 
organization; and J. D. Landes and Roy Moreland of 
Schooley’s, Bob Crowley of Crowley-Reuter Stationery 
Company, Paul Baird of George E. Baird & Son, Irving 
Schockley of Samuel Dodsworth Stationery Company, 
Cilff Talty of Gallup Map and Stationery Company, 
Paul Willson of Kansas City Stationery Company, 
Harry Boling of Boling Stationery Company; Mr. 
Roberts of Demaree Stationery Company, all of Kansas 
City; Herb Beckman of Boorum & Pease Company, 
Matt Dimmitt of Wilson Jones Co., Carl Kaufman, 
Speed Products Company, Dan MacDougall, Stationers 
Loose Leaf Company; Ralph Maneval, A. W. Faber 
Company; R. C. Moore and Verne Palmer, Columbia 
Ribbon and Carbon Company; Harold Reinke, manu- 
facturers’ representative; “Heinie”’ Sengbusch, Seng- 
busch Self-Closing Inkstand Company; Verle Lee, G. J. 
Aigner Company; Chet Smith, Codo Manufacturing 
Company; Lyle Turner, W. A. Sheaffer Pen Company; 
Bill Friend, Parker Pen Company; George Wilkerson, 
Smead Manufacturing Company; Herb Johnson, Wil- 
son Jones Co.; Charles Hicks, Art Metal Construction 
Company; John Uden, Associated Stationers Supply 
Company; C. H. Murray, Mittag & Volger, Inc.; Roy S. 
Wood, Esterbrook Pen Company; Walter Kane, Na- 
tional Blank Book Company. “Yours truly” was cer- 
tainly envious of this fine gathering while lying in 
bed nursing his foot, but is deeply grateful for having 
been so thoughtfully remembered by them. 


7 * * 

Bill Cromwell, Eaton Paper Corporation, and Stratton 
Terstegge, Binney & Smith Company, joined Cpl. 
Johnny Brain, Jr., of Omaha, for Sunday dinner in 
the service mess hall at Camp Crowder, Mo., recently. 
Both reported servings of excellent chow. 


* * * 


Matt Dillon of Associated fame was seen visiting 
around Kansas City, en route to points farther west, 
early in November. We hope that genial personality 
will favor us with longer and oftener stop-overs from 


here on out. 
* * * 


A face long missing from Eighth Region haunts is 
that of Karl Kiesel, the Carter’s sales executive. His 
Many old friends down this way have missed him and 
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A Combination 
That's Hard 


To Beat— 


‘GRAND 























PRIZE 





Typewriter Ribbons 
And Carbon Paper 
Of course you want the pa- 
per work that goes out of 
your office to represent you 
to the very best advantage. 
“Grand Prize’ typewriter 
ribbons and carbon paper 
insure the utmost in neat- 
ness, clearness and perma- 


nency in your paper work. 


PACIFIC 


CARBON & RIBBON 
MFG. COMPANY 


J. FRANCIS O’CONNOR, Pres. 


Head Office & Factory 
1451 Harrison St., San Francisco 3, Calif. 
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Chair Controls with 
“Equi-Balanced” Action 


We can now offer all-steel chair 
controls with springs that assure 
longer life. Modern in design 
and appearance, these revolv- 
ing, tilting controls provide re- 
sistance to spring breakage and 
an “ Equi-balanced” action that 


gives smooth, easy motion. 








COLLIER-KEYWORTH CO. 


GARDNER, MASSACHUSETTS 
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hope that, now that the northern resort season is 


| past, he will soon show himself. 


* > - 
Jack Kern, manufacturers’ representative of Dallas, 


| Tex., has the unique habit of recording the state of 


the weather on each day’s expense page so that, in 
planning future business trips, he may refer to it and 


_ schedule himself to always travel in sunny climes. 
+ 


- * 
Herb Walsh of Ace Fastener Corporation and Harry 


Balch of Quality Park Envelope Company, went for a 





| ride in Herb’s plane early in October, and must have 


become lost as they turned up, all of a sudden, at a 
St. Louis airport and debarked for a visit with the 
local trade. How did it feel, Herb, to get away from 
Chicago? 
aa . > 
They tell us that Harry Short makes it a “rule” to 
“block” his competitors, “pin” down his customers 
and “clip” their “calendar pad” orders together for 
fast service. Snappy guy, eh? 
* w . 


A most welcome returned veteran, Mel Soule, is back 
on the job representing Columbia Ribbon & Carbon 
Company, covering the territory of North Dakota and 
Montana and he and Mrs. Soule are making their 
home in Sioux City. Also Hugh Gibbons, just back 
from the Marines, rejoined Columbia’s forces Decem- 
ber 1 in Kansas City. 

os * 

Gene Stoltz of Indiana Desk Company was reported 
“touring” his Missouri, Kansas and Arkansas territory 
in October, renewing his many friendships in those 
sections. 

- * * 

THE BEST OFFER I’VE HAD: the promise of a gum 
drop and a cocktail from John Ford, Jr., of Peterson 
Lithographing & Printing Company, Omaha, if I will 
produce a car of office furniture for him. Glad he 
didn’t put any time limit on this. 

* ” * 

Someone said they saw that little Little Rock book- 
keeper, Walter C. Guy of Arkansas Printing & Litho- 
graphing Company, at St. Louis Union Station running 
like wild from a Washington, D. C., train to a Little 
Rock train. Looked like a “revenuer’” chasing him. 

* * * 

Al Kastman, Hoover Brothers, Kansas City, returned 
with a bear and a deer from a recent hunt in Colo- 
rado, his ambitions of several years’ efforts finally 
realized. Congratulations, Al! 

* * * 

C. F. “Chuck” Mixter, with Eau Claire Book & Sta- 
tionery Company, Eau Claire, Wis., for many years 
and an old friend of most all the travelers and a 
recent past governor of the Seventh Region, NSA, 
moved on November 1 to the Sioux Falls Book & 
Stationery Company, Sioux Falls, S. Dak., succeeding 


| Marlin Lettner who has opened a stationery store at 


Rapid City, S. Dak. 
* 7 * 

A telegram from Karl Castle of Wolcott-Taylo1 
Company, Washington, D. C., on November 12 advised 
of the death of our old friend and brother traveler, 
Ed Mendenhall, in Washington. Ed was very well 
known throughout the Midwest, having traveled for 
many years for Wilson Jones Co., and McMillan Book 
Company before joining the Wolcott-Taylor organ- 
ization at the start of World War II. He very suc: 
cessfully represented that firm in their loose leaf con- 
tacts with various Government agencies. 

* * * 


Cliff Talty of Gallups, Kansas City, is reported te 
have taken a heavy snowstorm with him on a recent 
visit to Minneapolis and quickly returned to his home 
town to enjoy the summer resort weather prevailing 
there. 


* * * 


Seen around St. Louis about mid-November were 
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The 682 USB 


1. SMART, MODERN STYLING that 


stamps it as ao post-war chair. 


2. COMFORTABLE SUPPORT... The 
cushion seat yields easily to body con- 
tours. The fitted hinged back gives sup- 
port where needed. 


3. SPRING ACTION of the back gives 
firm support for working position, yet 
yields easily for relaxation. 


4. CUSTOM-FITTED to the individual 





user by four simple hand adjustments. 











An unparalleled oppor- 
tunity is yours... to 
expand the market for 
this new stenographers’ 
chair. You can do it by 


developing new stan- 


dardizations for your customers. Once 
started, they will mean repeat orders and 


regular profits for the years to come. 
After three years of waiting for stenog- 





WAYLAND, NEW YORK 


130 


NOW 
IS THE 
TIME... 


To Build Up New 
Standardizations on 
Stenographers’ Chairs 





raphers’ chairs, your customers will be 
quick to appreciate the smart styling and 
“custom fitted’’ qualities of the 682USB. 
Get your orders in now, because the heavy 
demand is naturally limiting the supply. 
When you receive them, allot your initial 
chairs where they will do you the most 
good among your customers. Prompt 
action will reap a harvest of repeat busi- 


ness in future years. 


.H. GUNLOCKE CHAIR COMPANY 
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Austin Waterbury of Carter’s Ink Company, Jack 
Johnstone of Wallace Pencil Company, who was pay- 
ing a business visit to his factory; John Pydlek, the 
Blaisdell Pencil man home for a few days’ rest follow- 
ing a long trip over his territory; George Wilkerson, 
Smead ambassador, who hiked north from his Spring- 
field, Mo., home to get a good start south toward 
Arkansas and Texas, which he will cover in the com- 
pany of Dan MacDougall of Stationers Loose Leaf 
Company, and—believe it or not—Bill Smith, the Ace 
of Aces. 
* * a 

The Honorable Jess Peck, Springfield, Il., stationery 
magnate, hied himself off to Hot Springs, Ark.,. in 
November to enjoy the summer sun and invigorating 
baths of the spa, leaving his business and (life) part- 
ner, Mrs. Peck, to handle the customers and travelers. 

* * * 

Those two friendly enemies of the Eberhard Faber 
clan, Messrs. “Highpockets” Pickering and “Oneway” 
Bohart, met in Joplin, Mo., about the middle of No- 
vember. 

Emenee 
CANADIAN NEWS NOTES 





S. J. Luddington, Correspondent 





Canadian Nashua Paper Company, 25 Aylmer Street, 


Peterborough, Ontario, plans to build a new plant on | 


property it has purchased in that city on Braidwood 
Avenue. J. R. Marshall is general manager and E. G. 
R. Clarke, sales manager. 

a 


* * 


The Cad Canada Carbon & Ribbon Company, Ltd., | 


510 King Street E, Toronto, Ontario, is now occupying 
a recently-renovated factory building at 15-19 Bredal- 
bane Street. Further alteration work is contemplated 
for spring, involving changes to the front of the 
building. 


* x * 


Dominion Envelope Company, Ltd., 130-150 Duchess 


Street, Toronto, is having two additional stories erected | 
on its existing plant at the same address. The addi- | 


tion, which will cost $60,000, is of concrete, steel and 
brick construction. 
a * * 

R. J. Cullen, chairman of International Paper Com- 
pany, Toronto, was recently elected a director of the 
Bank of Toronto with head office in Toronto. Inter- 
nationally known as an industrialist and engineer, he 
has been associated with the paper manufacturing 
industry since 1903. It was at that time that he 
designed and built the Hawkesbury bleached sulphite 
mill, now owned and operated by Canadian Interna- 
tional Paper Company. In 1918 he became interested 
in the possibility of manufacturing, kraft and other 
paper in the southern states of the United States 
and later designed and built the Louisiana Pulp and 
Paper Company mill, which was acquired by the Inter- 
national Pulp and Paper Company in 1927. In that 
year he was named vice-president of the company. 
Nine years later he was elected president, and in 





1943 assumed his present position as chairman of | 


the corporation. Mr. Cullen is also a director of Cana- 
dian International Paper Company, Continental Paper 
Products, International Fibreboard, Ltd., Inter- 
national Envelope Corporation and New Brunswick 
International Paper Company. 

————=- 


SALES COMMISSION CHANGED BY REM-RAND 

Remington Rand, Inc., has announced that it will 
cut salesmen’s commissions by 25 per cent. The action, 
the company stated, has been made necessary by in- 
creased costs of production and existing price condi- 
tions plus the fact that the firm has a large backlog 
of unfilled orders. The cut, 
adjusted for salesmen earning less than $5,000 a year, 
but will apply in full to those earning over that 
amount. (Chicago Sun, November 30) 
1945 
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A Man’s Job 


Tombstone, Arizona, became famous be- 
fore civilizstion as we know it had settled 
on the great Southwest. It attained early 
notoriety because of the liberal use of 
money provided by the yield of the val- 
uable silver mines in the vicinity. As a 
natural result the community had extrava- 
gant social life and numerous characters 


| quick on the trigger. The toughest of them 


all was Wyatt Earp, famed as town marshal 
and dispenser of "trigger justice." His 
was a man's job, the kind that fitted his 


particular talents. 


Today all of us have a particular job to do. 
We in Anderson-Hickey Company are 


_doing a man's job in advancing produc- 
| tion on the improved line of "Andy units 


of Steel."" Output of necessity is limited 
but the tempo is increasing. 


With us service is hair-trigger and depend- 
able. That is why it will pay you to call 
upon us for help in solving your filing cab- 
inet problems the way you and your cus- 
tomers want it done. You will have the 
satisfaction of knowing we are doing for 
you a man’s job. 


DERSON-HicKEY -G. 




















INC, 
” 


GENEVA 
ILLINOIS 


sandy i 


131 











0 
ie 
Ses RANGE 


VISIBILITY 


Patent No. 

2248355 and D 128118 

In a fast moving world . . . where 
modern misses take over business 
tasks, the most efficient office tools 
are indispensable and appreciated. 
Today ... there's a “new slant" 
on filing and more and more offices 
are making it their business to put 
Barkley Tabs on the job. Barkley 
Tabs mean no stooping, no eye- 
strain, no scratches. They mean 
new, satisfying filing comfort and 
increased efficiency. It's the AN- 
GLED VISION POSITION (illus- 
trated) coupled with MAGNIFIED 
VISIBILITY that lightens filing de- 
partment work. So... give office 
eyes a lift .. . give them the best 
in filing supplies . . . and earn the 
loyalty and appreciation of busi- 
ness. 








DURATEX VERTICAL 
FILE FOLDERS 











VERTICAL 
FILE GUIDES 


Established 1921 


[. L. BARRLEY & CU. 


Manufacturers of Filing Supplies 


517 S JEFFERSON STREET CHICAGO 7. ILL 


NEWS NOTES FROM NSA DISTRICT NO. 7 


Merrill Hasty, Correspondent 
Once again we hear from Lt. Emil Swanson, this 
time from a spot at sea between Hakodate and 
Ominato, off Honshu Island. He sends greetings and 
tells of his hopes to be released before Christmas in 


| order to get back in the grand swing of things with 
his former firm, Bainbridge, Kimpton and Haupt, Inc. 
| * * = 


You friends of the Middle West will be interested 


_ to learn that both Herb Morgan of National Blank | 


Book and Jack Ellis of F. S. Webster Company are 


| now “natives” of Portland, Ore., since they have had 
| to buy homes in order to be permanently located. 





* > * 


Hear ye! Hear ye! Hear ye! The annual Christmas 
luncheon will be held December 15 at the Red Feather 
Cafe, 18 South Fourth Street, Minneapolis. All local 
Northwest Travelers are requested to attend. Roy 
Clarke will have his pupils on the entertainment 


| program. 


* * * 


Moseley Book Company of Madison, Wis., is now 
known as Moseley’s, Inc. A new location will be an- 
nounced next spring. Bert Southoff is still on the 
job but John Sumner is ill from a heart. ailment. 
A card to John is always most welcome. 

ao . * 


Wallace Elliott is back with his old firm, The North- 


| west Office Supply, Green Bay, Wis. There is no place 


| like home, is there, Wally? 
| * * 


Les Forsythe, the Parker Pen salesman, was fatally 


| hurt on November 1 when his auto was involved in 


a head-on collision with another car going into Madi- 


| son late that night. Mr. Forsythe died the next day. 


Bill Goff, Van Parker and Leo Blied attended the 


| services at Wauwatosa on November 7. The body was 
| sent to Mystic, Iowa, for burial. 


2 o * 
Yours truly attended a weekly luncheon at the 


| Gowman Hotel in Seattle, Wash., and had the pleasure 


of meeting many travelers. Those who attended were 


| Vern Alder, Norm Lincoln, Clay Pillsbury, Fred Elsner, 


| Howe and George Simmons. 
om” * 


Capt. Hasbrauck, Clinton Martin, Fred Carlson, Earle 


* 


Jim Gaffaney is having a grand opening of his 
ultramodern store in Minot, N. Dak., January 15, 1946. 
This adds another place of business to his company, 
now operating in Fargo, Grand Forks, and Bismarck, 
N. Dak. 


* * . 


Recently, a little clan gathered at Madison, Wis., 


| where our dealers were greeted by Arnold Berglund, 


| set aS March 25 and 26. 


Joseph Dixon Crucible Company; Al Nordstrom, Smead 
Manufacturing Company, Inc.; Earl Collins, Rockwell- 
Barnes Company; and Fred Schaefer, Sanford Ink 
Company. 

* ” * 

Mr. and Mrs. Roy Hopko are once again enjoying 
joint operation of their business, the Badger Office 
Supply Company, Madison, Wis. Roy has just returned 
from service looking fit as a fiddle. Our hats are off 
to Mrs. Hopko for the splendid management of the 
business while Roy was away. Welcome home, Roy! 

a I 


PLAN NSA MEETING IN GALVESTON FOR ’46 


Preliminary arrangements are being made for a | 


meeting of the Ninth District, NSA, to be held at the 
Buccaneer Hotel in Galveston, Tex. The dates for 


| this first meeting in over four years are tentatively © 


Reconversion will be the 


| principal theme of the program. 


Al Eisemann, a vice-president of the Maverick- | 
Clarke Company of San Antonio, Tex., is governor of © 


the Ninth District—BCR. 
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DISPLAYS AT THE ATLANTA, CHICAGO, DALLAS, NEW YORK AND OTHER GIFT SHOWS 


THOMAS HL. GIBBONS & CO. 


: | er 7) 
j Vu UCM of (Gi; hina Lather Foods , 


509 S. FRANKLIN STREET CHICAGO - 


| 


7 + ILLINOIS 


FAIR CHAIR CUSHIONS 


De luxe Line (50%, genuin 
rubber and 50% cotton felt) ; 


#62 Steno size, list each. 
#64 Executive size, list each 


All cushions are made with fibre matting (on one side) and 
gabardine (on the other) and are available in brown or green. 


e Luxe Line 


(50% genuine flaked foam 


FURNITURE COMPANY 


1197 McCARTER HIGHWAY, NEWARK 2, N. J. 
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THE DAV AND THE CURRENT 
VETERANS “PROBLEM” 


By JOHN A. ZELLERS 


Vice-president, Remington Rand, Inc., 
Chairman, Office Equipment Division, 
National Service Fund, 
Disabled American Veterans 


RITING in a British magazine called Convoy of 

Conditions in England, Captain Robin Maugham, 
a young disabled veteran of the western desert fight- 
ing, said: 

“There is a gulf between those of us in the services 
and those who have remained civilians. If we have 
envied their cash and comfort, perhaps they have 
envied our excitement and reputation. .. . We must 
get together; we must understand each other. Other- 
wise the gulf will grow wider, bitterness and distrust 
will increase, this period of demobilization will be all 
the more dfficult, and the great influence of all young 
people in civilian life and in the services will be dis- 





JOHN A. ZELLERS 


persed and weakened when it is needed to win the 
peace.” 

That, to my mind, is a pronounced veterans “prob- 
lem” as true in the United States as in Great Britain, 
and once it is overcome it will be infinitely more sim- 
ple to solve the individual problems of every disabled 
veteran. Both veterans and civilians have contributed 
an equal and necessary share to the nation’s victory, 
but a division between them will certainly jeopardize 
the success of the nation’s peace. 

As the friend, protector and counselor of disabled 
ex-servicemen, the DAV is dedicated to the job of 
helping them prepare and prosecute their just claims 
for governmental benefits. For the DAV believes that, 
unless the war-disabled receive the benefits to which 
they are entitled and which the American people want 
them to have, they will become embittered and dis- 
couraged. 

Want Useful Civilians 

The Government provided for these benefits in order 
that the war-disabled would receive the help necessary 
to place them, in so far as humanly possible, on an 
equal footing with the unhandicapped civilian. The 
benefits were not designed to place our GI’s in a posi- 
tion above the civilian. Yet, without those benefits 
these men would be, in their competition with the 
unhandicapped, at a serious disadvantage. The DAV 
wants our disabled ex-servicemen, as they themselves 
want, to become useful civilians, rehabilitated phys- 
ically and mentally, able to do a day’s work for a 
day’s pay. 

Not long ago the DAV, in co-operation with the 
United States Employment Service, surveyed 300 em- 
ployers of 62,382 disabled workers. The survey showed 
that 87.2 per cent of the disabled are as efficient as 
the able-bodied, 7.8 per cent are more efficient and 
five per cent less efficient. Moreover, the survey showed 
that there is less absenteeism among disabled workers 
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NOW —with wartime conditions pass- 


ing and labor and materials becoming 
again plentiful, you need no longer restrict 
yourself to low-priced, low-profit business 
forms. 

We hope that GIBSON Notes, Drafts, 
Receipts and other good business forms 
will soon be again available for fairly 


prompt delivery. 





These GIBSON Forms are character- 
ized by rag content paper, perfect lith- 
ography, clean, sharp vignettes and 
sturdy bindings with excellent stamping. 

Your customers prefer these better 
forms—which yield you a better mar- 
gin—and on which reorders are much 
more certain. 


Write today for samples and prices. 











C. RK. GIBSON & COMPANY 


Lithographers & ‘Publishers 


NORWALK ° CONNECTICU 
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Prepare Now 


FOR 1946 PROFITS! 





DESK PAD 


DEMONSTRATOR 


An Important, Attractive 
Addition to Your Store! 





This AICO desk Pad Demonstrator will pay good 
dividends, for besides being a handsome addi- 
tion to your store, it is a sales-creator and sales- 
building unit that will pay for itself in practically 
no time at all. So be ready for AICO Desk Pad 
business in 1946. 

This AICO Desk Pad Demonstrator has a rich 
design and finish that is a perfect setting for high 
quality AICO Desk Pads, and we will furnish you 
with a sufficient number of these desk pads to 
display effectively. Use the top of the fluores- 
cent light reflector to display quality pen sets 
and accessories. 

You'll be surprised and pleased how your 1946 
sales volume in higher priced AICO Desk Pads 
and desk accessories will grow with an AlCO 
Desk Pad Demonstrator. 

Write for FREE Circular giving full details. 


appre 


AICO-GRIP TABBING 
LOOSE LEAF INDEXES 
DESK PADS 





503 S. JEFFERSON ST., CHICAGO 7, ILL. 


CELLULOSE SPECIALTIES 
PROTECTIVE HOLDERS 


GG. Aiquer Company 
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and they are less frequently injured than their able- 
bodied colleagues. 

One of the DAV’s principal jobs is to place these dis- 
abled men in jobs they can do. Another is to see that 
they get the governmental disability compensations 
to which they’re entitled. 

George Yokum enlisted nine days after Pearl Har- 
bor. The Army gave him a medical discharge in 1943 
and sent him to a hospital in Tucson, Ariz., to be 
treated for active pulmonary tuberculosis. He was 
released before he was fully cured and before he had 
received any pension award for his disability. 

After his release from the hospital, George made his 
way to Los Angeles where, because of his illness, he 
couldn’t get a job. Pretty soon he was broke. 

George had made a claim for a pension but his 
papers were pigeonholed in Washington. Then he 
appealed to the DAV, whose representative searched 
for and finally found George’s file and carried it to 
the rating authorities in the Veterans Administra- 
tion Washington office. 

On the following day, as a result of the rating 
authorities’ review, the Veterans Administration sent 
George a check for $336, and got him back into a hos- 
pital for the treatment he so badly needed. 

Many Similar Cases 

There are thousands of veterans like George Yokum 
—some without arms, legs or sight, others with dis- 
eases contracted overseas. For most of them the pro- 
cedure they have to go through to prove their eligi- 
bility for benefits is too complicated, and they need 
the help of a trained and experienced counselor. 

To meet the increased need for its service (we have 
some 2,500,000 disabled veterans of World War II), 
the DAV is training 400 additional national service 
officers who will, at no charge to the veterans or to 
the Government, act as attorney-in-fact for the war- 


| disabled. 


These national service officers, themselves disabled 
veterans, study for six months at the American Uni- 


| versity in Washington, D. C., and then do 18 months’ 


work in the field under the direction of an experi- 
enced officer. Not till after two years of training 
do they become full-fledged DAV national service 
officers. 

During the 25 years of its existence the DAV has 
build up the most extensive and effective national 
service set-up of any veterans organization. Its na- 


| tional service officers act as attorneys-in-fact and ex- 


pert liaison officers for disabled veterans in the prep- 
aration and prosecution of just claims for disability 
compensation, medical treatment, hospitalization, out- 
patient treatment and vocational training. They also 
assist disabled veterans in the procurement of jobs 
and in the solution of the many other complex prob- 
lems with which disabled veterans are confronted. 

The DAV anticipates the peak load will be reached 
in seven to ten years. To expand and maintain its 
rehabilitation program for that time it is raising 
$10,000,000. New York’s quota is $1,000,000. 

Charles Shipman Payson, chairman of the board, 
Refined Syrups and Sugars, Inc., is chairman of the 
campaign. Under him are chairmen for various divi- 
sions of commerce and industry. 

As chairman of the office equipment division, it is 
my assignment to solicit contributions from those in 


| our field and if you have not already contributed, I 


urge you to send your contributions now, either to me 
or to the National Service Fund, Disabled American 
Veterans, 41 East 42nd Street, New York, N. Y. 


$$ = 


ALBERT M. SEIDLER JOINS PRINTING FIRM 

Unique Printing & Stationery Company, New York, 
N. Y., has announced the appointment of Albert M. 
Seidler as advertising and promotion director. Prior 
to this new connection, Mr. Seidler was Associated 
Press supervisor at Western Newspaper Union, New 


WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING | york NY. after a varied newspaper career. 


OFFICE APPLIANCES, December, 1945 





PE 





' y 
Merry Christmas 


PENCIL SALES DEPARTMENT, JOSEPH DIXON CRUCIBLE CO., JERSEY CITY 3, N. J. 























SAN ANTONIO NEWS NOTES 





B. C. Reber, Correspondent 





With a heavy holiday traffic anticipated, retail sta- 
tioners and business equipment dealers are looking 


forward to rounding out one of the best years in | 


the history of the business. Numerous new firms are 


being established, national organizations are opening | 


branches, and the regular retail trade has shown a 
heavy expansion, all contributing to more sales volume. 


Paul Anderson Company have brought out an at- 
tractive eight-page folder with insert, itemizing vari- 
ous suggestions for gifts. A feature of this folder is 
a group of ten samples of Christmas wrapping paper, 
one by two inches, stapled to the folder. On the cover 
is a message, the type of which is set up in the form 
of a Christmas tree, reading: 


“Christmas, 1945. To those whose patronage ands 


support we have enjoyed this year we dedicate this 
Christmas tree on which we are offering these words 
of appreciation of our pleasant relations and express- 
ing our sincere good wishes for your Health, Happiness 
and Prosperity in the years to come. We have earn- 
estly endeavored to merit your confidence, by providing 


the best service at our command, and we take this | 
means of assuring you of our continued efforts to 


warrant your future patronage.” 

Mrs. Emily Atkinson has joined Paul Anderson Com- 
pany as an outside representative on engineering blue 
print and photostat work. Mrs. Atkinson was formerly 
connected with the San Antonio office of the Army 
Map Service, having charge of the purchase of all 
materials. 

In her new connection, Mrs. Atkinson will co-operate 
with manufacturers and business organizations in 
working out their engineering and photostat problems. 

Three of the 21 men which the Paul Anderson Com- 
pany sent into the service have returned to their 
posts, including Lt. Paul Anderson, Jr. A number of 
others are expected to receive their discharges in 
time to take part in the annual Christmas party. 

* x * 


Maverick-Clarke has been given an Award of Merit 
for the fine work turned out in their printing depart- 
ment for the Government. This department is under 
the supervision of R. P. Grieve, a vice-president of the 
company, and E. J. Baker, superintendent. 

The Maverick-Clarke Boosters Club held a Halloween 
dance at the country home of the president, J. O. 
Martyn, on the night of October 27. Plans are also 
under way for the annual dinner dance to be held 
on the night of December 28, following a two-day sales 
meeting of all sales representatives. 

* oo *~ 


L. B. and W. C. Clegg of The Clegg Company have 
returned from a trip to the Coast, where they enjoyed 
a duck hunt. 


ee 


GROUP OPPOSES ATTACKS ON PATENT SYSTEM 


Plans for a counteroffensive against widely-public- 
ized attacks on the U. S. patent system are being made 
by a nation-wide group of smaller manufacturers, rep- 
resenting 28 classes of industries, according to an an- 
nouncement today by John W. Anderson, president, 
The Anderson Company, Gary, Ind., leader of the 
movement. 

The new organization, incorporated as the National 
Patent Council, will be controlled by smaller manufac- 
turers. Headquarters will be at Gary, Ind. Offices will 
be opened in New York and on the Pacific Coast, said 
Mr. Anderson, who is widely-known as one of the most 
articulate of America’s smaller manufactureres. 


He is president of American Fair Trade Council, 
Served for years as president of Motor & Equipment 
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You not only 
: sell office effi- 
a ba / ciency but 
ne office chairs 
that build cus- 
tomer good 
will. 


*Sturgis Model 1200 
Executives Posture Chair 


Available now—these attractive, modern office 
chairs, with the Sturgis Posture Feature. Form 
fitting posture backs to eliminate that "tired 
feeling". Large soft cushioned seats filled with 
rubberized curled hair for greatest comfort. 
Durable leatherette upholstery in a selection to 
match any office color scheme. 


Today—Sturgis Posture Chairs are setting new 
sales records for aggressive dealers. 


*Feature the Sturgis Model 1200. 
Posture back; perfect balance for 
safe tilting; steel tubular con- 
struction; hard steel swivel mecha- 
nism; stainless steel scuff plates; 
five color finishes—baked-on en- 
amel (infra-red process); long 
lasting leatherette upholstery in 
a choice of colors. 


LUGS . . THIS NAME IS GROWING! 
She STURGIS POSTURE CHAIR CO. 


411 Magnolia Street 
| STURGIS MICHIGAN 
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Me itil; 


Easy Opening, Multiple Ring 


(requires no special machines to apply) 


plus 
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INDEXES 








for all those new 


Catalogs 
Price Books 


Sales Manuals 


Brochures 





Celvelope cellulose envelopes 
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ABC Filing System 





- VIZ-TAB 
PLASTIC TAB FOLDER 


WITH THE 


‘TABsthat CAN'T HIDE’ 


Veetals A 


Celluloid Strip Tabbing 


To make up your own Indexes, 6 colors. 











MFG.CO E.DETROIT 








Write for catalog, samples, prices & discounts. 
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Manufacturers Association and was a cofounder of 
the Automotive Council for War Production. He 
founded his company in 1918, with capital of $10,009 
It now employs 300 in the manufacture of patented 
automotive products. It also developed critical equip. 
ment used on military aircraft. 

“Although the vociferous critics of the patent system 
profess to be saving the country from monopoly, they 
are in reality promoting monopoly by threatening the 
life of every smaller company relying upon patents,” 
said Mr. Anderson. 

“Individually, we have been shouting as loudly as we 
could, with little effect. Now, smaller manufacturers 
join forces in the National Patent Council to appeal di- 
rectly to the fair-minded American people to get the 
misled ‘reformers’ off our necks so we can plan jobs 
and products for higher levels of good living. 

“Smaller manufacturers, who employ most Ameri- 
can factory workers,” he added, “also originate and 
produce most of the patented inventions upon which 
industry is based.” 

Council policy, Mr. Anderson said, will be deter- 
mined by a board of five governors, made up exclu- 
sively of smaller manufacturers, and the governors, in 
turn, will be responsible to representative regional 
chairmen, also smaller manufacturers. Some 200 lead- 
ing patent lawyers already have volunteered their sery- 
ices on technical patent matters as advisory associates, 

9 
SEATTLE FIRM INTRODUCES NEW STATIONERY 

The University Mimeo & Typewriter Company, 4444 
University Way, Seattle, Wash., has augmented its 
offerings with the introduction of the Lura line of 
social stationery. Featured at present are the colorful 





NEW LURA LINE OF STATIONERY 


dogwood, apple blossom and pink rose designs but the 
yellow rose and orchid numbers will be ready for 
delivery about the middle of February. This special 
message paper with allure is packed 15 sheets and 
envelopes of the three different designs to a box. 
———~4— 2 _____ 


F. H. ANKENEY MARKS ANNIVERSARY 


December 1 was marked as the fortieth anniversary 
for F. H. Ankeney, of the Ankeney Company, Int, 
Cumberland, Md. It was 40 years previous, in 190 
that Mr. Ankeney entered business in Cumberland 
purchasing a half interest in the stationery and W 
paper business that had been established about 190 
by Clifton W. White. 

Back in 1905, the firm took the name of White anf 
Ankeney, continuing under that designation until it 
1927, when Mr. Ankeney purchased Mr. White’s if 
terest and moved the business to the present addres 
of 27 North Centre Street. The name was thé 
changed to The Ankeney Company. In 1943, the bus 
ness was incorporated as the Ankeney Company, Int 
with F. H. Ankeney as president. 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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MEETINGS AND DINNERS 
(Continued from page 62) 


| 
f i | best instruction we can give them. Men in the Army 
= 8 | are taught useful trades and professions which are 
| helpful when they return to civilian life. Most men 
welcome that training and are physically and men- 
tally better because of it, the speaker declared. 


In closing, he declared there is a big task before 


us, that of winning the peace which, in his opinion, 

of e is infinitely harder than winning the war. There are 
tri ing Yy CW . « «© e e | Many obstacles to be hurdled, many problems to be. 
ironed out in order to make the world a better place 

to live in, he said. The United States must play a 


‘ 4 VA (Zz major role. Having met and talked to hundreds of 
bf oy? service men personally, he felt qualified to say that 
ctenti tca Y CAN ow returning boys want to get back into civilian life, 


want jobs, and want to do their part in winning the 
peace. 





————— 2 





NSA MIDWESTERN MANUFACTURERS MAKE SUG- 


W/ . GESTIONS FOR REGIONAL MEETING PROGRAMS 
E PRESENT this new and remark- At the call of George C. Holt, W. A. Sheaffer 


Pen Company, vice-chairman of the manufacturers 
division of the National Stationers Association, a rep- 
resentative group of members gathered in the Palmer 
House, Chicago, for luncheon on November 28. As the 
presiding officers, Mr. Holt called for suggestions 

on programs for the coming series of regional meet- 
e CLEAN TO HANDLE ings. Following are the recommendations which came 
out of the discussions and which will be forwarded 


ably advanced typewriter carbon with ex- 


ceptional and outstanding features: 


® CLEAN TO ERASE to NSA headquarters in Washington and regional 
governors throughout the country: 
Because regional meetings have a special signifi- 
ad SHARP CLEAR COPIES cance in that they reach many who cannot attend 
| the national conventions, and because of the lack of 
® SPLENDID DURABILITY 








plus 


FREEDOM FROM 
FEED-ROLL OFFSET 





Hands and Work Stay Clean 
With IMMACULATE 








GEORGE C. HOLT 


Two Finishes Three Weights meetings in 1945, it was urged that all manufacturers 
make an extra effort to promote the regionals in 
h every way to build up large attendance. 
IMMACULATE S oe Some thought it would be a good idea to . 
regular exhibits in connection with the meetings, u 
IMMACULATE Intense | the general opinion leaned toward the suggestion that 


any manufacturers wishing to display lines should do 
so in private rooms. 

In view of the importance of association assem- 
blies in 1946, it was urged that business be empha- 
sized and social programs reduced. The House of 


' Friendship or a similar activity was strongly recom- 
anu ee | by mended. 
The idea of having at all meetings panels of 


experts representing the various divisions of the in- 


H M STOUARMS COMP ANY dustry to answer questions put by dealers received 
” ” unanimous approval. It was suggested that the value 


of panel discussions could be greatly enhanced by 











Sd, “£0 I a S:: having questions submitted in advance to permit 
é omp ele tne members of the panels to prepare answers in advance. 

Another thought was that the procedure might be 
561 Grand Avenue Brookyln 16, N. ¥Y. | reversed by having panel members ask the questions. 


Simplifications of lines was suggested as a g 
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Monroe Adding-Listing Machine 
209-11-092 











Monroe Adding-Cafculator AA-1 
Full Automatic 
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Operators Who Know 
Prefer the MONROE 


Wherever Monroe Machines are used, operators quickly voice 
their preference for them once they’ve experienced Monroe’s 
“Velvet Touch” ... discovered the energy-saving ease of opera- 
tion... the amazing speed and simplicity with which the day’s 
work flows. 

Only progressive-minded engineering—streamlined efficiency 
in every functional detail—could build and hold this prefer- 
ence for Monroe. It made the Monroe Adding-Calculator 
famous ... the world’s standard Calculating Machine for over 
a quarter of a century; it brought instant acceptance to Monroe 
Listing Machines, and to Monroe Accounting Machines whose 
modern design permits new methods and new economies in 
mechanical accounting. 


Ask our nearby representative about the advantages of 
Monroe equipment for today’s figuring and accounting needs. 
Nation-wide company-owned maintenance service and experi- 
enced systems counsel assure peak efficiency at low-upkeep cost. 
Send for your copy of the Monroe Simplified Payroll Plan. 


Monroe Calculating Machine Company, Inc., Orange, N. J. 
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subject for discussion at the regionals. Stock con- 
trol was mentioned as a related subject. 

A training conference for dealers’ salesmen was 
recommended. Alloting an evening to such a con- 
ference would permit entire sales staffs of dealers to 
be present. 

Those in attendance at the Palmer House meeting 
were: 

Harry Balch, Quality Park Envelope Co., Chicago; 
C. L. Barkley, C. L. Barkley & Co., Chicago; J. J. Ben- 
nison, Minnesota Mining & Mfg. Co., Chicago; J. E. 
Conlon, Rockwell-Barnes Co., Chicago; R. A. Cramer, 
Cramer Posture Chair Co., Kansas City, Mo.; John A. 
Gilbert, OFrric—E APPLIANCES, Chicago; R. W. Heck, 
Frank Mashek Co., Chicago; John W. Henn, Stanley 
Wessel & Co., Chicago; H. R. Holden, Codo Mfg. Corp., 
Chicago; G. C. Holt, W. A. Shaeffer Pen Co., Fort 
Madison, Iowa; Jack Johnstone, Wallace Pencil Co., 
Chicago; Walter S. Lennartson, OFFICE APPLIANCES, 
Chicago; E. R. Manning, Stein Bros. Mfg. Co., Chicago; 
H. C. McPike, Weis Mfg. Co., Monroe Mich.; D. R. 
Pinney, Acme Visible Records, Inc., Chicago; A. G. 
Schaefer, Sengbusch S-C Inkstand Co., Milwaukee, 
Wis.; W. M. Small, Johnson Chair Co., Chicago; David 
B. Sterrett, Louis Melind Co., Chicago; T. H. Van- 
Buren, Sturgis Posture Chair Co., Sturgis, Mich.; H. S. 
Walcott, Domore Chair Co., Inc., Elkhart, Ind.; Erwin 
T. Weis, Weis Mfg. Co., Monroe, Mich. 

mt 
CONNECTICUT VALLEY STATIONERS HOLD FINAL 
MEETING OF 1945 IN NEW HAVEN 

The last meeting of the year of the Connecticut 

Valley Stationers Association was held on Wednesday 


evening, November 28, at the Hotel Garde in New | 


Haven, Conn. 

President Garry E. Dell, Burt & Company, Hartford, 
Conn., was on hand to conduct the meeting and in 
opening, announced that Mrs. C. F. Carpenter, wife 
of C. F. Carpenter, David & Nye, Waterbury, Conn., 
was very ill, having just undergone an operation. 
He then introduced Burton Knust, who was recently 


Ee } 








GARRY DELL 
discharged from the U. S. Army and is now back with 
Burt & Company. 

Secretary Thure Bengston, Adkins Printing Com- 
pany, New Britain, Conn., announced that one new 
member had joined the association—C. Malcolm Darry, 
The Globe-Wernicke Co., who, being present, was 
introduced and accorded a hearty welcome. Secretary 
Bengston read a telegram from Thomas Stonhouse, 
W. A. Sheaffer Pen Company, who was out of town, 
expressing his regrets that he was unable to attend 
the meeting. 

President Dell proposed that all men of the indus- 
try who had been in the U. S. armed forces and had 
returned be invited to the annual meeting of the 


association as guests. The proposal met with unan- | 


imous approval. President Dell recognized C. Ford 
Chidsey, Bradley & Scoville, Inc.. New Haven, Conn., 
governor of NSA District No. 1, who announced that 
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We’ve taken an old American phrase out 
of moth balls and we're polishing it for 
everyday use. “AT YOUR SERVICE” hasn’t 
been heard too often during the past few 
years but we're happy to say that it’s back 
and we expect to give it more meaning with 
each passing month. 


Conditions are changing. Production re- 
strictions have been removed. The only re- 
tarding factor is the manpower shortage 
which may continue to interfere with all-out 
service. In spite of this fact, we shall make 
every effort to render maximum service. 
To us at Vail, it constitutes a genuine satis- 
faction to return to a state of business where 


“AT YOUR SERVICE” means what it says. 


VAIL 
MANUFACTURING 


COMPANY 


900 East 95th Street Chicago 19, Ilhnois 
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MODERN H-H-M STEEL CABINETS 
COMBINE ART WITH BEAUTY 


% Drawing upon the unlimited 
fund of more than a century of 
metalcraft leadership, Herring- 
Hall-Marvin engineers have estab- 
lished the new high standard of 
excellence in the design, construc- 
tion and installation of modern 
steel cabinet systems for public 
buildings, institutions, recreational 
centers, and business offices — by 
combining the maximum in eye 
appeal with the utmost in protec- 
tion and manual efficiency. What- 
ever the project, large or small, 
see your local H-H-M agent or 
write us direct. 










IN PREPARATION: ‘‘Progress in Protection."’ 
An illustrated history of devices men have 
used to protect their valuables from the cave 
mon era to the present. Limited edition. For 
orchitects, bonkers, executives. Please re- 
serve (by letter) your copy now. Gratis. 
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ago, Boston, Washington, St. Lovis, Atlante, Houston 
g Other Agencies All Over the World 

T EQUIPMENT -BANK COUNTERS -TELLERS’ BUSES AND LOCKERS 
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S—WEST POINT MILITARY RESERVATION 














Malcolm MacDonald, Carter’s Ink Company, had re- 
cently become the father of another son, making 
three in all. 

Governor Chidsey called for suggestions as to when 
and where the annual meeting should be held. After 
some discussion it was decided to stage a one-day 
combined annual and regional meeting. The date was 
et for Wednesday, February 27, at the Hotel Kimball 
in Springfield, Mass. 

In response to the invitation to make suggestions 


| concerning a program for the combined meeting many 
| preferences were expressed. Some wanted to hear 
| about new things in plastics, steel, wood, and so forth; 
| others preferred to hear manufacturers tell of their 


products and plans for the future; a third group 
thought it would be interesting to hear stationers 
tell of their problems and how they had solved them. 

John F. Kennedy, Trussell Manufacturing Company, 
who had recently returned from an extensive trip 
through the western states, told the gathering of some 
of the problems confronting dealers in that territory. 
He drew attention to the wider areas covered by 
western dealers, told of their problems of shipping, 
the difficulties that had to be overcome, and what a 
fine job they were doing. 

John F. Molloy, J. F. Molloy, Meridan, Conn., spoke 
on dealer problems in general, declaring that the 
element of delivery would eventually prove to be a 
major factor in the stationery business of the future. 
He pointed out that dealers should plan to have plenty 
of space, both to stock merchandise and display it. 
If that is done, he said, articles would be sold more 
readily and deliveries made with promptness. 

—— <2 

CHICAGO OFFICE MACHINE DEALERS ELECT 

OFFICERS FOR 1946 AT NOVEMBER MEETING 
The final business meeting of the 
sae Chicago Office Machine Dealers Asso- 
ciation for 1945 was held at the Mary- 
land Hotel on Tuesday, November 13, 
at 6:30 p.m. with a total of 20 members 
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in attendance. 
Highlighting the new business at the last session 
of the year was the election of officers, previously 


slated by the nominating committee, headed by Frank 
Kline, Manufacturers Typewriter Clearing House. 


Those named to conduct the affairs of the Association 
for the coming year, all elected by voice vote, were 
as follows: 

President, Jack Weiner, Belmont Typewriter Service; 
vice-president, C. C. Creevy, The Creevy Service; 
treasurer, Jack Carter; secretary, Louis M. Wolf, The 
Pruitt Company. Miss Swimmer was retained as re- 
cording secretary. The only contest came as a result 
of the nomination, from the floor, of Robert Goldblatt, 
Star Typewriter Company, as director to the National 
Office Machine Dealers’ Association. This necessitated 
an individual balloting, following which Fred Gamrod, 
All Types Office Equip, the slate candidate, was de- 
clared elected. The election was followed by a stand- 
ing vote of thanks being accorded the retiring presi- 
dent, Harry Kingery, Kingson Service, for the excellent 
work he had done in behalf of the Association during 
the past year. Mr. Kingery, in acknowledging the 
plaudits, stated that most of the credit belonged to 
the members for their excellent co-operation, and 
asked that the same enthusiastic support be given 
the new officers during the coming year. 

In the absence of Hazen Ames, Ames Supply Com- 
pany, chairman of the dinner-dance committee, Burns 
Marvil of the same organization gave a detailed report 
of the entertainment which had been lined up for the 
big evening of December 7. Mr. Ames later appeared 
and supplemented these remarks by stating that all 
but two tables on the main floor had been sold, but 
added that excellent reservations in the balcony re- 
mained available for late-comers. 

Following this report, the matter of OPA ceilings on 
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| Wars the tape that wraps, protects 
And holds and seals as well ? 
Its Texcel Tape-so stutdy, neat 
And packed with “super-sell’. 


TEXCEL ” REG U, S PAT, OFF, 


. TEXCEL TAPE | ROLL _ 


INDUSTRIAL TAPE CORPORATION 


New Brunswick, N.J, 
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An Office of Distinction... 
For A Man of Distinction 


How many people were in and out of your office today? The design of your office is 


important to your daily business procedure. For the past few years, we have been unable 
to supply the labor and material necessary for the decoration of your office. Today, we 
are prepared to aid you in the development of a distinctive office design. We have, for 
many years, designed private offices, libraries, laboratories, and other special features for 


schools, offices, and public buildings. 


We manufacture special equipment and cabinet work from architects’ drawings 
and specifications, or we will gladly submit drawings prepared by our designers. 


We will accept projects anywhere in the United States. WRITE US TODAY! 











New England Woodworking C0. 














512 East 137th Street New York 54, New York S 
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typewriters came in for considerable discussion. All 
present were asked to write letters protesting the pres- 
ent ceilings. It was stated, though without corrobora- 
tion, that OPA had authorized dealers to charge double 
the present rate on the first month’s rental of adding 
machines and calculators, and ceiling rates thereafter, 
due to the fact that no delivery charge could be made. 

Jim Ward, Shipman-Ward Manufacturing Company, 
then announced that he had been informed that the 
Office of Surplus Property of the Reconstruction 
Finance Corporation would have a number of ma- 


chines available for sale between January and March, | 
1946, and advised interested members to write to the | 


COMPARISON 





regional office at 704 Race Street, Cincinnati, Ohio, | 


asking for bidding forms. 


FINEST CUSTOM QUALITY 


The final action of the evening centered on the 


question of raising the annual dues of the Chi- 
cago association from $20 to $35, and on the advisabil- 
ity of eliminating the initiation fee of $50 to stimulate 
new memberships. Following several minutes of 
“pro” and “con” arguments, the matter was tabled 
for future discussion and the meeting adjourned. 
sands 
NEW YORK OFFICE MACHINE DEALERS CONVENE 
The regular monthly meeting of the Office Machine 
Dealers Association of New York, Inc., was held on 


Tuesday evening, November 13, at the Hotel New | 


Yorker with an attendance of over 65 members and 
guests. 

President Irving R. Ritchie, Addressing Machine and 
Equipment Company, New York, in opening the meet- 


ing, complimented those present for their fine turn- | 


out. He then introduced and made welcome the fol- 
lowing guests: Fred Carpenter, 

















I. R. RITCHIE 


Company, Washington, D. C., and Major P. W. Kurz, 


Remington Rand portable division, both recently dis- | 


charged from the U. S. Army; W. H. Wolowitz, United 
Typewriter Company, Washington, D. C., chairman of 
the Advisory Committee of the Office Equipment In- 


dustry; A. J. Elson and Jules Schlossberg, Elson Cash | 


Register Company, New York. 


Secretary Jessie I. Taylor, Globe Typewriter & Ad- | 


dressing Machine Company, Inc., New York, read a 
letter of thanks from Ted Wormser, Wormser Type- 
writer Company, New York, for the floral offering and 
letters of sympathy he had received on the recent 
death of his father, Morris Wormser. 

Paul Gross, Mailers Service & Equipment Company, 
chairman of the membership committee, reported | 
three new members: Leonard Green, Fred Knudsen 
and Green Office Furniture & Equipment Company, all 
of New York, N. Y., making a total of 178 members 
to date. 

William Purvin, Superior Typewriter Company, New 
York, chairman of the entertainment committee, re- 
ported that the dinner, dance and revue held this 
year was one of the most successful affairs ever run | 
by the Association. 

The balance of the evening was then declared an 
OFFICE APPLIANCES, 


December, 1945 


United Typewriter | 


We suggest and encourage COMPARISON as the surest way 
to determine the superiority of MIDCO the Perfectlite fluores- 
cent portable desk lamps. 


It is not too difficult to compare and to judge MIDCO’s 
superiority of design for both utility and appearance, as well as 
the careful and expert workmanship employed in the final as- 
sembly of every unit. These are things that are understood and 
can be seen at a glance. 

However, as a manufacturer of lighting equipment, it is our 
opinion that the most important VALUE, and certainly the most 
important requisite to the user, is the ability of a desk lamp to 
produce adequate and properly controlled supplemental light 
necessary for “comfortable seeing”. 


Here, then, is the real basis for comparison of desk lamps, 
and to assist you and your customers in making comparisons of 
the lighting efficiency of MIDCO with others, we are illustrating 
below the measured output of evenly distributed light obtained 
from MIDCO’s exclusive principle of dual reflectors for light 
control, using one 15 watt fluorescent tube. 

A comparison of MIDCO’s efficient light output with other 
similar types of portable lamps designed for either one or two 
tubes, when made with any standard light meter, will disclose 
MIDCO’s superiority as a unit of light. 
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Study this photograph illustrating MIDCO’s efficient distribu- 
tion of the fluorescent quality rays over a large working area. 
Note the uniformly higher intensities obtained in the actual 
working zone. 


DESCRIPTIVE LITERATURE ON REQUEST 


MIDWEST NATURLITE COMPANY 


228 West Kinzie St. Chicago 10, Illinois 
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open forum for the discussion of the new OPA ruling 

MPR 596, setting specific maximum prices and rental 

rates for used business machines other than typewrit- 

ers. Paul Gross, acting as chairman, assisted by coun- 

sel Charles F. Krause and W. H. Wolowitz, conducted 

| the forum. Mr. Wolowitz explained to his audience 

the functions of the advisory committee of which he 

is chairman. He particularly stressed that his com- 

mittee merely made recommendations to the OPA 

some of which are accepted while others are rejected. 

These recommendations, he said, are based on surveys 

and other helpful information they are able to accu- 

mulate. He called for reactions on the new ruling, 

asking those dealers present to give their opinions on 

what effect it would have on their business. Intense 

interest was shown on this vital subject. Many dealers 

took part in the discussion. 
; ciation 

| PHILADELPHIA STATIONERS HOLD DINNER-DANCE 

The fourtieth annual banquet, entertainment and 

e dance of the Philadelphia Stationers Association, 

termed “Victory Banquet” this year in honor of their 

returning associates who left their jobs to wear the 

uniform of our country, was held on Thursday eve- 

ning, November 15, at the Benjamin Franklin Hotel. 

is The banquet was preceded by a reception at 6:30 

P.M. given by the Penn-Mar-Va Travelers, a popular 

half hour of cocktails, sociability and good fellowship, 

done in the usual fine manner for which those ster- 
| ling Penn-Mar-Va Travelers are noted. 


AVAILABLE NOW 


NO PRIORITIES NEEDED 


LIGHTNING 
Mew cnicwaror 


OFFICE & HOME | 95 


ADDING MACHINE fics 


PRICE 





BUSINESS 


PROFITS! PROFITS! PROFITS! 


THIS 


PROFITS! PROFITS! 


WALKING RIGHT BY 


PROFITS! PROFITS! PROFITS! PROFITS! PROFITS! PROFITS! P +] , k h th q d 
romptly at seven o’clock the gathering adjourne 
Y O UR Ww INDOW S to the Grand Ballroom where, after singing our na- 


| 

| 

PROFITS! PROFITS! PROFITS! PROFITS! PROFITS! | 
| 

| 

| 


PROFITS! 


IT! WITH A DISPLAY OF LIGHTNINGS AND | 
ATTENTION-GETTING WINDOW CARDS | 


@STO 
@LoOo 
@LISTE 


e THE LIGHTNING flashes quick profits. It 
is intensely live merchandise. The little busi- 
ness man, the small department in big busi- 
ness, the professional man, the home “account- 
ant”—all find this practical little Adding Ma- 
chine extremely useful. 


YOU BET THEY WILL! .. . PEOPLE 
ARE LOOKING FOR ADDING MACHINES’ | 


AND THEY'LL LISTEN, TOO... . 
WE FURNISH A “SALES PLAN.” 





e Precision-built of strong and enduring 
metals, the Lightning is guaranteed for a full 





543 S. SPRING STREET 


year, and serves efficiently year after year. 
Rugged, accurate — yet genuinely portable. 
Weighs only 1% pounds. Compact measure- 
ments of but 14x4% inches. Even demountable 
from its handsome plastic base. Visibility: 
Perfect! Speed: Exceptional! Moreover, it 
subtracts as easily as it adds. Simple as dial- 
ing a phone. New lightweight all-metal dial- 
ing stylus included. Attractively boxed. Avail- 
able in half dozen and dozen lots. 


SERIOUSLY INVESTIGATE THE 
FINE PROFIT POSSIBILITIES 


i And you'll do well to order quickly, too. | 


Demand is furiously pushing production. { 


The LIGHTNING 


CALCULATOR COMPANY 


LOS ANGELES 13, CALIFORNIA 
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PHILADELPHIA BANQUET—The Philadelphia Stationers Asso- 
ciation held annual banquet on November 15. Top picture is 
of a group at one of the tables and the bottom picture pre- 
sents servicemen and one servicewoman from the ranks of 
the Philadelphia stationers in attendance at the banquet. 


tional anthem, all stood for a moment in silence in 
respect to the memory of the heroic men in the service 


' who will never return. A delicious turkey dinner, 


@ AIR-MAIL A LETTER TODAY, TO. 


served with all the trimmings, was enjoyed by all. 
Attended by over 350 members, their wives and guests, 
the affair was a huge success from start to finish. 

At the finish of dinner, while cigars were being lit 
and all settled back in their seats, thoroughly relaxed, 
President Charles W. Lukens, Yeo & Lukens Company, 
Philadelphia, gave a brief address of welcome and 
introduced the following guests: Horace B. VanDorn, 
Joseph Dixon Crucible Company; Russell Ashley, Ash- 
ley-McCormick Company, Bridgeton, N. J., second vice- 
president, Philadelphia Stationers Association; Frank 
W. Amey, Ream’s, Inc., Lancaster, Pa.; lieutenant gov- 
ernor of District No. 3; Quartus P. Graves, Eversharp, 
Inc., president of Penn-Mar-Va Travelers; Howard S. 
Sanders, Stationers & Publishers Board of Trade, Inc., 
New York, N. Y.; Thomas Stagg, Hoskins, Inc., Phila- 
delphia; “Uncle” Bob Strafford, James Hogan & Com- 
pany, Philadelphia. He thanked chairman George E. 
Harscheid, National Blank Book Company, and mem- 
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Book Visible Demonstrator 


Use it daily to promote more efficient methods — faster posting, better control 
through Victor Book Visible, ''The Book of 1000 Uses". This is the easy way to increase 
volume when customers inquire for books, ledgers, card files — and to pave the way 
for sales of larger visible units. 





Here are a few use - suggestions: 


Small Ledgers Sales by lines Control of 
Collection volume merchandise 
follow-up district offices parts 
Credit Limits territories supplies 
"Black List" salesmen printed matter 
Statistics Budgets Production 
Prospects schedules 
route lists machine load 
follow-up specifications 
Payroll, personnel, plan index 


deductions, bond 
purchases, pension 
records 


For larger records Professional ledgers 


time -tried Victor : . 
Steel Sectional case histories 


Visible dockets 





charts, labor 
and material 
costs 


Household expense 
investments 
personal ledger 





| ee Visible 
———— 
the pook § 


Envelope enclosures 





start sales too. 





CONSUMER-APPROVED PRODUCTS SOLD ONLY THROUGH DEALERS 


THE VICTOR SAFE & EQUIPMENT CO. INC. 


NORTH TONAWANDA, NEW YORK 
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No More Waiting! Its Here 


412°° ADSOMETER *42° 


The Personal Adding Machine 
ADDING CAPACITY—UNITS 99,999,999 OR $999,999.99 


THIS EDGE MAKES 
A HANDY RULER 


Suggested Retail Price 


+2" FON Om (OR ON Fam 


— © 5%, & oes, 2 re < oa. 2 cnt ‘ This Lever 
) @ € 7 Ci Machi 
. O9 . oF ¥ OF \ OF x on ’ I + vo. iears Machine 


Stylus is Kept 
Directly Under 


ZA Answer Shows A in Each A Dial’s A “Answer Window” Clearing Lever 


Overall Dimensions 111/2x242x% weighs 14 oz. 





Cash In Now On Its Proven Popularity 


ADDITION—DIRECT SUBTRACTION—MULTIPLICATION 


EXCLUSIVE ADDOMETER FEATURES 


(1) THREE MODELS—”A” as shown in photograph, for use of 1/8 fractions and decimals. Adding capacity 
9999999 7/8 or $99,999.99. 


“B” For Units — Decimals — Dollars and Cents. Adding capacity $999,999.99. 


“C” For feet and inches and 1/8 fractions. A valuable model for Architects, Con- 
tractors, Engineers, etc. Adding capacity 999999 11/12 7/8. 


(2) DIRECT SUBTRACTION—Simply turn the dials counter clockwise, your answer immediately appears 
in the dials. 


(3) DIAL CLEARANCE—To clear, simply pull the lever and every dial is set to zero. 
(4) STYLUS COMPARTMENT— Cannot be misplaced, always handy. 


5) ELEVEN INCH RULE— Can be used for drawing lines or following figures to be added. 


Addometer is GUARANTEED FOR ACCURACY—fool proof and is indispensible to business, professional 


men and women. Its uses are wide and varied. Invaluable in offices, factories, stores, homes and on outside 


jobs. Can be tucked away in a desk drawer, slipped into a pocket or brief case. 


PRICE FURNISHED ON REQUEST — WRITE TODAY 


RELIABLE TYPEWRITER & ADDING MACHINE CO. 


303 WEST MONROE STREET CHICAGO 6, ILLINOIS 
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bers of the entertainment committee for the fine work 
they had done to make the affair one of the largest 
ever held by the Association. 

President Lukens then welcomed and introduced 
each guest service man as they came forward to 
stand before the assemblage. They were greeted by 
thunderous applause. On behalf of the Association, 
he expressed the thanks and appreciation of all for 
the fine job they had done in helping to win the war. 
Their names follow: Ernst Abe, William F. Murphy’s 
Sons Company, Philadelphia; Hugh J. Boyle, Yeo & 
Lukens Company, Philadelphia; Millard Chew, Ash- 
ley-McCormick Company, Bridgeton, N. J.; Joseph 
Ciceo, Lamb Brothers, Philadelphia; Thomas Clark, 
Clark-Guilfoyle Company, Philadelphia; Alexander 
M. Cowie, Progressive Stamp Company, Philadelphia; 
Thomas Dunn, Wilson Jones Co.; John Emhardat, 
Columbia Steel Equipment Company; Cecil Fuerst, 
Autopoint Company; William Goff, Ashley-McCor- 
mick Company, Bridgeton, N. J.; John A. Kiley, 
Yeo & Lukens Company, Philadelphia; Joseph Mil- 
ler, William F. Murphy’s Sons Company, Philadelphia; 
H. J. Peterson, G. J. Aigner Company; Jack Pinkerton, 
Hoskins Company, Philadelphia; Lester Pomerantz, A. 
Pomerantz & Company, Philadelphia; Lester Roexorde, 
Ashley-McCormick Company, Bridgeton, N. J.; Tony 
Sentore, Sentore & Clementi, Philadelphia; John 
Scauler, Schwartz & Company, Philadelphia; Bernard 
Spekter, Roth Brothers, Philadelphia; Joseph Stuhl, 
Hoskins Company, Philadelphia; John J. Taylor, Pro- 
gressive Stamp Company, Philadelphia; Ray Williams, 
Acco Products, Inc.; Harold Xander, William G. Hintz, 
Inc., Reading, Pa., and Frank Wolstencroft, Esterbrook 
Pen Company. 

Entertainment was then provided in the form of an 
excellent show consisting of a variety of well-chosen 
acts that were both entertaining and amusing. There 
was plenty of good music provided for those who cared 
to dance, both between dinner courses and for the 
balance of the evening 

Much credit is due to the committee under the 
untiring leadership of Chairman George E. Harscheid, 
through whose combined efforts this affair was made 
outstanding in the history of the Philadelphia Sta- 
tioners Association. 

The entertainment committee was: George Hars- 
cheid, National Blank Book Company, chairman; 
Walter Benson, Dennison Manufacturing Company; 
James Dunn, William F. Murphy’s Sons Company; Ed- 
ward Eisenstein, Shanahan & Company; James L. 
Haines, William F. Murphy’s Sons Company; John A. 
Harte, Yeo & Lukens Company; John J. Kerns, Sta- 
tioners Loose Leaf Company; James McCabe, Hoskins 
Company; George Leonard, L. E. Waterman Company; 
Charles W. Lukens, Yeo & Lukens Company; Frank 
Malloch; Ear] Prentzel, Speed Products Company; Wm. 
Reinhardt, A. Pomerantz & Company; Irving Roth, 
Roth & Company; Joseph Snitzer, Automatic Printing 
Corporation; and Richard B. Yeo, Yeo & Lukens Com- 
pany. 


EARL COLLINS PRESIDES AT GLTC MEETING 

In the absence of the president and vice-presidents, 
Ear] Collins, Rockwell-Barnes Company, secretary of 
the Great Lakes Travelers Club, functioned as chair- 
man at the regular business meeting of the club, 
Friday, November 30, in the Sherman Hotel, Chicago. 
He welcomed the two dealers present—Art Lynch, 
Continental Business Supply Company, recently estab- 
lished in Chicago, and Jerry Johnson, Chandlers, 
Evanston, who is back as a civilian after a long term 
of military service. 

Following the reading and approval of the treas- 
urer’s report and the minutes of the October business 
meeting, Harry Shook, Carter’s Ink Company, was 
accepted as a member. Reporting for the Christmas 
Party committee, Benny Allen, American Pencil Com- 
pany, said that a good entertainment program for the 
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So your letters come back all balled up! 
Sentences transposed, new words substituted, 
erasures in evidence, margins mangled, and you 
heap the blame on your steno's head. 

Don't do it. 

lt may not be all her fault. First take a look 
at the chair she's forced to use. If it cramps 
her muscles, curves her spine and frays her nerves, 
replace it with a CRAMER 
POSTURE CHAIR. 

Accuracy isn't accidental. 
Often it's the result of sci- 
entific seating comfort such 
as CRAMER POSTURE 
CHAIRS provide. 


seanaaennae MODEL 215) «“98««a# 





Tubular Steel. Cushioned Comfort. 
Available with or without removable covers. 


2151-0 


CHAIR COMPANY 


CREATORS OF AIR FLOW COMFORT Im EXECUTIVE 
SECRETARIAL, GENERAL OFFICE & FACTORY CHaingS 





1205 CHARLOTTE STREET © KANSAS CITY 6 MO 
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Cramer copy currently appearing in 14 
leading national magazines. 
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cite Advertising 

NO GUESSWORK Age 
E-Z Frisket comes to you prepared with j 
the adhesive already on the back. You American 
simply peel off the protective backing Artist a 
and it's ready for use. 
What tt daz EZ Frisket is a Popular 

* thin, extremely Ph t h 
transparent plastic film coated with 0 ograp y. 
a special frisket adhesive. Your 

works - You easily re- 

Wow * move the pa- customers 


per backing that protects the ad- 
hesive. You place the frisket film 
over your drawing or photograph. 

It instantly and easily adheres to he 
your working surface. You then cut . 
your frisket in the regular way. asking 





E-Z Frisket is extremely strong, cuts for 

yee makes a, oo and 

oesn’t curl at the edges. When you > Pe 

are finished you simply peel the film E-2-FRISKET 
from the copy. There’s no cemént write 


or residue to remove and copy re- 
mains in perfect condition. at 


here buy . Your lo- 

Ww ge a; cal dealer once 

should stock E-Z Frisket. 

If he doesn’t —ask him about it. for 
wholesale 






discounts ... 








prices: Roll: ask 
x 5 $3. your § better 
ux 207s | dealer OO IT 
today § “ap os ba | 







NOW e 


or order direct from f 


ARTHUR BROWN & BRO. 


67 West 44th Street 
New York 18, N. Y. 
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| event, scheduled for the Sherman Hotel, December 20, 
_is guaranteed. He reminded the members that all who 


attend the party are expected to bring a gift properly 
marked for a boy or girl in the Destitute Crippled 


Childrens’ Home, Chicago. 
=o 


| N. ¥. FURNITURE MEN SUPPORT CHARITY DRIVE 


The office furniture and equipment division of the 
Federation of Jewish Philanthropies of New York will 
hold a dinner in support of the Federation’s current 


| $30,000,000 campaign at the Hotel Savoy-Plaza on 


Wednesday, December 19, according to Moe Turman, 
division chairman. 

More than 100 trade leaders will hear Joseph Willen, 
executive vice-president of the Federation, speak on 
the drive, goal of which is a $21,000,000 building fund 


' and $9,000,000 for the regular budgetary needs of 116 


member hospitals, health and welfare agencies. The 


| building fund will be used to further research, and to 


expand and modernize Federation facilities now serv- 
ing more than 300,000 persons a year. 

Trade leaders named to serve on the division’s ex- 
ecutive committee are: Chic Blank, A. Blank, Inc.; 


| Harvey Bright, Bright Chair Company; Arthur Burger, 


Art Steel Sales Corporation; H. A. Clemetsen, Office 


| Furniture Warehouse Company; E. E. Gilbert, Met- 


wood Office Equipment Company; Edwin Golden, 
Kalmus-Golden, Inc.; Isidore Goldman, Universal 
Office Equipment Company; and Ben Itkin, Itkin 
Brothers. 

Also, Harry Lakow, Samuel Lakow & Sons; Irving 
Levy, Art Steel Sales Corporation; B. H. Nemlich, Re- 
gan Office Furniture Corporation; Martin Pollack, 
General Steel Products; Joseph Rubinstein, Addressing 
Machine & Equipment.Company; Joseph M. Sandler, 


Charles S. Nathan, Inc.; and Joseph Wallace. 


Seymour Nathan, Charles S. Nathan, Inc., is divi- 


sion treasurer. 
I 


_ STATIONERS’ GUILD CLUB MEETS AT TORONTO 


Several types of salesmen were introduced to Sta- 
tioners’ Guild Club members at their meeting in 
Toronto, Canada, on October 23, when “Dick” Green- 
wood of Warwick Brothers & Rutter, Ltd., led a 
skit on salesmanship. Portrayed were the salesman 
who talked too much, the salesman with annoying 
characteristics, the salesman who knew very little 
about his merchandise, and last, but not least, the 
salesman who not only knew his line of goods but 


| the background and manufacture of them as well. 


Also on parade were the kill-joy salesman and the 
salesman who can smile as he peddles both stationery 


and good will. 
Mr. Greenwood rounded out the skit with some 


_ sound selling pointers and stressed the fact that 


honesty and sincerity of purpose must form the 


| foundation of any successful selling. 


Prof. George A. McMullen of the University of 


¢ | Toronto was the guest speaker at the club meeting 
| | on November 14. 


—_—=>-9——____. 


_ | PROF. McMULLEN ADDRESSES TORONTO GROUP 


Words are—or should be—spoken with melody, 
rhythm, color, and volume. The degree with which 
a speaker understands and makes use of this knowl- 
edge is the determining factor in whether or not that 
person is a good public speaker. 

So advised Prof. George A. McMullen, lecturer in 
public speaking, when addressing the members of 
the Stationers’ Guild Club, Toronto, Canada, at their 


| November meeting. Prof. McMullen pointed out that 
in addition to uttering words, public speaking has 
| two other major components—action and tone. 


Jim Preston of Preston Noelting, Ltd., Stratford, 
Ontario, and representative of the Stationers’ Guild 


| of Canada to the Stationers’ Guild Club brought greet- 


ings to the meeting. A guest from a distance, W. J. 
Strachan of Business Supplies, Ltd., Fort William, 
1945 
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Ready Now 


BROWNE-MORSE 


STEEL FILES 


Better-than-ever Browne-Morse quality, mass produced 
with modern facilities. This new Browne-Morse file is 
designed to fit the spirit. with which American business 
faces the development of peacetime markets. Sturdy, 
rigid, long lived and dependable, with a smooth, easy 
draw action that simply breezes open and shut. Its 
quality surpasses the expectation of users and dealers — 
for office equipment designed and built to meet the de- 
mand of the forward looking business man. Check the 
features of construction and operation listed below which 
make this Browne-Morse file the best engineered in its 
price range today. 











Send for new folder “Browne-Morse File Facts” 
giving complete information on Browne-Morse 
Steel Files. 


Reinforced, heavy-duty, one-piece ex- 
tension arms with five hardened rollers, 
roller bearing equipped for a positive 
free-floating action. Extension arm is 
ribbed, providing a minimum bearing 
surface for frictionless opening and 
closing. 


ARCHITECTS 


OF EFFICIENCY 


Patented extension arms and channels 
permit inserts to be made in a few 
minutes. All-welded steel frame creates 
a solid, rigid unit. Positive action 
drawer stops, drawers easily taken out 
or put back. Automatic locks can be 
installed in field. 


FOR 


AMERICA’S 


Jam-proof, sure-grip, positive -acting 
follower block helps keep files rigidly 
at attention at all times. A light touch 
on the spring lock releases the block 
for quick, easy adjustment to the 
drawer contents. 


OFFICE 


MUSKEGON Browne-Mborse MICHIGAN 


For over 37 years, manufacturers of high quality 
files, desks, chairs, filing supplies, safes, special counters, cabinets and office forms 
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Canada, was introduced. The Christmas party of the 
club was announced for December 11. 
————-. = —___ { 

HOT RACE DEVELOPS AS STATIONERS BOWL 

Five top teams were separated by no more than four 
games as the Chicago Stationers Bowling League went 
into the December pin spilling at the Arena alleys 
and faced a holiday sweepstakes December 11 as a 
special event. 

Leading teams at the close of November were: 
Spartans, captained by Warren Spitzer, Spitzer Office 
Furniture House, won 24, lost 12; Buckeyes, captained 
by Dean Baxter, Graver Dearborn Corporation, won 
21, lost 15; Wildcats, captained by Abe Kutok, 
Chandler’s, won 21, lost 15; Gamecocks, captained 
by Stewart MacDonald, Commercial Stationery Com- 
pany, won 21, lost 15; and the Wolverines, captained 
by Clark Roland, Marshall Jackson Company, won 20, 
lost 16. 

Individual leaders and their averages in “top ten 
rank” are: Roy Seaborg, Chandler’s, 179; Anthony 
Peters, Associated Stationers, 176; George Kuhfuss, 
Horder’s, Inc., 174; James Dolan, Chandler’s, 170; 
James Zimbardo, Southworth Paper Company, 165; 
Roy Hansen, Wilson Jones Company, 165; John Amato, 


CHICAGO STATIONERS’ BOWLING LEAGUE AS 
SEASON'S FIRST ROUND ROBIN CAME TO CLOSE 


(Photos courtesy Bowling News) 


Sears Roebuck & Company, 162; Chester Pedersen, 
Utility Supply Company, 160; Raymond H. Achtner, 
Office Stationery & Equipment Company, 159; Dean 
Baxter, Graver Dearborn Corporation, 158; Walter 
Waldvogel, National Blank Book Company, 158; Elmer 
Krumweide, Elmer Krumweide and Associates, 158; 
and Clark Roland, Marshall Jackson Company, 158. 

“On the board” for team and individual high per- 
formances are: 

Team leaders, three games—Buckeyes, 3136; Rams, 
3120; and Spartans, 3114. 

Team high single game—Wolverines, 1102; Trojans, 
1066; Boilermakers, 1064. 

Individual high single gamie—B. J. Powell, A. W. 
Faber, Inc., 273; J. F. Dewey, Kendrick Furniture 
ey: 265; and C. O. Schlaver, OrricE APPLIANCES, 


———————— 2 —__ 
CHICO STATIONERS ANNUAL PARTY ANNOUNCED 
In accordance with custom, the Chico Stationers 
group, composed of dealers in the Chicago suburban 
area and the outlying districts of Chicago proper, 
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IMMEDIATE DELIVERY 


ALL METAL 


FLUORESCENT DESK LAMPS 
O.P.A. DEALERS PRICE APPROVED 


D.L-9C —-AC ONLY 














FINISH: Wrinkled Bronze. 
Base and Column: Heavy cast white metal. 





D.L. 10 












ie 


REFLECTOR AND POSTS OF WRINKLED 
BRONZE; MARBELIZED BASE 


Construction is strong and sturdy—no wabble or 
bend. Material and workmanship is of the finest. 
Fully guaranteed. 


Equipped for 15 watt, 18 inch tube. Turn Sockets. 
Ballast. 


Packed in individual cartons. 4 to master carton only. 
RETAIL 


ms “Ta 


SANTOS & COMPANY 


FACTORY REPRESENTATIVES 
49 WEST 45TH ST. - NEW YORK 19, N. Y. 
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VG peace here once more, Indiana Cash 
Drawer Company is busy reconverting from war- 
time production to the manufacture of the 
famous Indiana Autographic Cash Register to- 
gether with limited quantities of Indiana Cash 
Drawers. The pent-up demand for Indiana pro- 
ducts is tremendous. It won't be tomorrow, but 
we hope it will be soon when we will be able to 
meet this demand and return to normalcy .. . 
and we ask you to bear with us. Those familiar 
with the Autographic Cash Register know how 
invaluable it is in keeping clear, up to date sales 
records in every type of business. They know 
Indiana is well worth waiting for. Their patience 
and understanding offers us the opportunity to 
produce our products to conform to our high 
standards of construction. 





SHELBYVILLE, INDIANA 
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will gather with friends for its annual party on Mon- 
day evening, January 14, 1946. The gathering, six- 
teenth in the series, will be in the Tally-Ho Room of 
the Continental Hotel, Chicago. Good food, a good 
program and a good time are promised. 


pI 


STATIONERS 12:30 CLUB NOVEMBER MEETING 


The regular monthly meeting of the Stationers 
12:30 Club was held on Monday evening, November 
26, at the Advertising Club, New York City, with an 
attendance of 37 members and guests. 

President James T. Hurley, Oxford Filing Supply 
Company, called the meeting to order after all had 
thoroughly enjoyed a delicious chicken dinner. On 
behalf of the club he extended congratulations and 
thanks to that popular Editor-in-Chief, Gerard D. 
White, Acco Products, Inc., for the fine job he had 
done in publishing the first edition of the club’s 


| bulletin. 


Editor Jerry White told of the pleasure it gave him 


| to get out a newsy bulletin each month, but reminded 
_the members that he depended on them to do their 


share in supplying articles of news for publication. 
He asked each member to send in at least one item 
each month because if that were done, he said, the 


| suecess of the bulletin would be assured. 


President Hurley introduced Louis R. and Frank W. 
Abaguale, the new owners of the Gramercy Stationery 
Company, New York, who were guests of Ed Healy, 
Wilson Jones Co. He also presented Donald Mac- 
Dougle, Tower-Crossman Company, New York, guest 
of Frederick W. Callahan, J. C. Blair Company, New 
York. 

Mr. Hurley then reminded members to mail in their 
suggestions for a name for the new bulletin as soon as 
possible. 

Secretary Mortimer Libien, Libien Press Inc., pro- 
posed that the club hold a mid-winter social affair 
instead of the usual Christmas party. The proposal 


| met with considerable approval and suggestions are 


to be submitted at the next meeting, when a com- 


| mittee will be appointed to carry out approved plans. 


The meeting was then adjourned and the balance 
of the evening was devoted to the usual friendly 


pastimes. 
x= e—_—_— 


FAIR TRADE COUNCIL MEETS IN NEW YORK 


John W. Anderson, president of The Anderson 
Company of Gary, Ind., was re-elected president of 
the American Fair Trade Council at the annual meet- 
ing of the organization held in the Waldorf-Astoria 
Hotel, New York, N. Y., on November 30. 

The business meeting of Council members was fol- 
lowed by a Fair Trade Conference, which was at- 
tended by between 300 and 400 officers of companies 


| manufacturing trade-marked goods. In opening this 


conference, Dr. Gary Leslie, executive vice-president, 
reported an enormous increase in resale price main- 
tenance interest since the return of peace. He pre- 


| dicted that as business conditions return to normal 


the fair trade laws will lead all others in their bene- 
ficial effect upon the system of distribution. 

The fair trade laws, together with the trade-mark 
laws, the copyright laws, and the patent laws were 


| described by President Anderson as protection to the 
| public against industrial “piracy.” 


a tee 


GADGETS DEMONSTRATED AT CHICAGO FILING 
ASSOCIATION’S NOVEMBER MEETING 


At the regular monthly meeting of the Chicago Fil- 


| ing Association, held in the rooms of the Chicago Eth- 


ical Society on the evening of November 13, seven man- 
ufacturers of filing equipment and supplies had repre- 
sentatives present to demonstrate devices that facili- 
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Fulfilling a Whar yo iz romtise 


| Comfort 
_ - breater - -, Beauty 


Convenience 





Offices of Excel Auto rs. 
diator Co., Installed by 


meahesset in the COMING LEOPOLD DESKS 


Process Welded Plywood It’s here .. . that day we’ve all been waiting for. Victory Day! 

A day that means all things to all people . . . return of loved 

ones ... return to business as usual . . . return to normalcy. 

Leopold designers and craftsmen put yet another meaning on 

V-J Day. To them it means you'll soon be seeing long-awaited, 

Firmly Resistant to Bruising postwar Leopold office furniture . . . incorporating so many 
new qualities of greater utility, beauty and service. 


Highly Heat Resistant 


Modern in Design 


R Protecti ° ° 
scan cement Leopold handcrafted office furniture, however, is extremely 


popular, so it may be a little while before this smartly-designed 
Leopold office furniture reaches you. But it’s coming . . . and 


Clear Mirror Grain Finishes 


Designed Consumer Convenience soon. 


The LEOPOLD COMPANY + Burlington, Iowa 
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YOU CAN SELL THIS 
COMPLETE 


FILING UNIT... 


The Market Is Unlimited! 





HANG-A-FILE is the complete filing unit business 


NO. 30...HANG-A-FILE 
has been waiting for. Here is streamlined filing 


Complete with 25 insertable tab » 


file folder guides. Folders sup- efficiency at an attractive price. Recommended for 
eres re a — countless uses: correspondence, shipping orders, 
All metal file, caster iso ain. shop tickets, bills, orders, invoices, etc. An un- 
ished in olive green enamel. Width 131 precedented sales opportunity for dealers every- 
in., depth 18 in., height 27 in. where because there is a tremendous need for 
tg nto 4 Ibs. Packed 2 to HANG-A-FILE equipment. Write—Telephone— 
i Ty se Meee Wire. Don't miss this opportunity to boost your 
filing dept. sales and profits. Complete informa- 

COMPLETE 2° Ea. List a ate. , z 





Louis H. Farber 
OFFICE FURNITURE «- SCHOOL EQUIPMENT 


30 EAST CONGRESS STREET, Phone WEBster 3217 CHICAGO 5, ILLINOIS 


———<! 
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tate filing. Nearly 60 members and guests were in 
attendance to take advantage of the educational fea- 
ture of the evening. Products of the following firms 
were exhibited: Acco Products, Inc., Acme Visible Rec- 
ords, Inc., The Globe-Wernicke Co., Quality Park En- 
velope Company, Rockwell-Barnes Company, Speed-O- 
Sort Company, and the Wheeldex Manufacturing Com- 
pany. 

Programs at the monthly meetings of the Chicago 
Filing Association usually involve speakers, although 
occasionally visits are made to business organizations 
having large filing departments. The November meet- 
ing was unique because so many manufacturers rep- 
resentatives were present to show how some of the 
little things in filing can be the most important. 





ELECT OFFICERS OF GREATER ST. LOUIS OMDA 
Maurice M. Newmark, Marstan Typewriter Company, 
St. Louis, Mo., has been elected president of the 
Greater St. Louis Office Machine Dealers Association. 
Other officers chosen at a recent meeting include: 

First vice-president, Lorenz Duerr, Lorenz Duerr 
Typewriter Company, St. Louis, Mo.; second vice- 
president, H. M. Alexander, Lead Belt Typewriter 
Company, Bonne Terre, Mo.; executive secretary and 
treasurer, Mamie Wodraska, St. Louis Typewriter Com- 
pany, St. Louis; directors, William Blackman, Black- 
man Typewriter Service, St. Louis; E. E. Eaves, Eaves 
Adding Machine & Typewriter Company, Webster 
Groves, Mo.; Fred Herzel, Acme Office Equipment Com- 
pany, St. Louis; and Joe Peters, B. & P. Office Supply 
Company, East St. Louis. 

These officers are all civic-minded and have been 
in the typewriter business for a number of years. 
President Newmark has made over 400 talks for the 
war effort since Pearl Harbor. 


= 0 


CHICAGO STATIONERS PLAN JANUARY PARTY 

Eighteen members attended a meeting of the Chi- 
cago Stationers Group November 19 at the Eastgate 
Hotel, joining in a lively discussion on many timely 
questions. A party is being planned in January and 
the next regular meeting was set for December 17. 


-_——=— 0 


STATIONERS SQUARE CLUB HOLDS MEETING 

The Stationers Square Club of Greater New York, 
N. Y., held a regular meeting on November 15 in the 
Greeley Room of the Hotel Governor Clinton under 
the leadership of President William P. Beck, Art Steel 
Company, Inc. This was primarily a »usiness session. 





HAWAIIAN GREETINGS—Wearing the traditional Hawaiian 
leis, Charles Christian Hirschy (left) of San Mateo and Fred 
P. Alexander (right) are greeted in traditional pre-war style 
at Honolulu by W. G. Huston, vice-president and general | 
manager of Alexander Brothers, Limited. Mr. Alexander, | 
President of Alexander Brothers, Limited, and Mr. Hirschy, | 
executive vice-president, discovered the Hawaiian hospitality 
upon their arrival in interests of the company. Mr. Hirschy 
flew from Honolulu to Manila on an ATC C-54 plane and 
Spent two weeks before returning to Honolulu to await his 


wife and daughter Carla, who arrived on November 5. 


OFFICE APPLIANCES, December, 1945 

















AGAIN OUR ENTIRE PRODUCTION 
IS TURNED TO WORKING OUT 


YOUR SPECIALTY 
ENVELOPE PROBLEMS 


“GO” is the word at ‘‘Justrite’’—and we're ready and 
anxious to serve your needs for Specialty Envelopes. 
“Justrite’’ has always been a complete source of supply 
for the Stationer—a factory where unusual and special 
jobs are welcomed. Years of solving difficult envelope 
problems have equipped us to handle them properly. 


These are the things which enable us to offer you 
a wide variety of envelope specialties for both 
over the counter sales and customer needs. We 
invite your unusual envelope problems. Send in 
your next inquiry for samples and prices. No job 
too small. 


Look over the following list of specialties developed for 
the Stationery Store field. These are only a few of the 
items that we either stock or can make on order. 


@ BANKERS FLAP ENVELOPES—a complete line of 
Bank envelopes. 

@ CURRENCY GIFT ENVELOPES—Engraved money 
holder containers for Bank and over-the-counter use. 

@ WINDOW ENVELOPES—all sizes in either standard 
or special windows. 

@ LEGAL ENVELOPES—Court Piling and Case en- 
velopes. 

@ EXPANSION ENVELOPES—Special sizes made to 
order. 

@ SAF-KEEP ENVELOPES—Claim Check envelopes 
with numbered tabs. 

@ FILING ENVELOPES—Open End, Open Side, Flat or 
Expanding. 

@ ZEPHYR WEIGHT AIRMAIL ENVELOPES—wmod- 
ern design, light weight, rag content. 

@e LIBRARY BOOK POCKETS—Six styles for every 
use. 

@ TRANSPARENT POLICY JACKETS—Other Policy 
Jackets available also. 

e@ PAYROLL ENVELOPES—-an Industrial need in 
every town. 

@ REPORT CARD POCKETS—PASS BOOK COVERS 
—BARONIAL ENVELOPES. 

e CLASPS—CATALOGS—COINS. 


Available either printed to your copy or plain. 
Write for prices and samples today and send in 
that unusual or difficult envelope problem for 


prompt consideration. 
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the amazing new way to attach 
typewriters to desks securely... yet 


lift them off Te As motion — 


WITHOUT REMOVING 
A SCREW... 
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THAT MAKES SERVICING 10 TIMES EASIER! 


Put SILENT SENTRY on in 1 Clean and repair | 
LESS THAN i inside the machine 

wae x without | 
se . —- 5 ! removing 
TE MINUTES | the base | 

| | ! | 
i | 
| | AM. | 

i a ee ete 





Fits Any Standard Make Machine j Typewriter Movable 


ov al Back and Forth 

R for typing 
-CORONA |! 

SMITH: i 
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¢ 
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... these and 9 OTHER FEATURES make 
SILENT SENTRY the PROFITABLE-Selling 
typewriter base every dealer should know about 


Not just an ordinary felt pad, but a mechanical 
improvement for every standard make typewriter 

. . that's ‘Silent Sentry."’ No more ugly holes in 
desks — four small screws are all that is required 

to fasten typewriters securely to desks or stands, 
when you fasten it the ‘Silent Sentry'’ way. Yet 
your mechanic — without removing a screw—can 
turn the machine on its back, and without removing 

the base, clean and repair inside the machine! 
Write today for full illustrated details of 
this newest, most revolutionary typewriter fs, 
base. It spells profits for you in many S 


different ways. Certain territories still 
available. TYPEWRITER 


BUSINESS MACHINE PRODUCTS, nc 


96 LIBERTY STREET @ WOrth 2-1823 @ NEW YORK 6, N.Y. 
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Office Appliances 
INFORMATION SERVICE 
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UNDER THE EMERGENCY 








(Continued from page 42) 
small return represented by two months’ rental pay- 
ments. The present action is expected to give adequate 
relief in this situation, and to remove impediments to 
the operation of small rental business. 


o 
MAKE RULING ON CASH REGISTER PRICES 
Separate ceiling prices for cash registers manufac- 
tured before 1925 have been eliminated, the Office of 
Price Administration announced December 4. All 20- 
year and older machines have been moved to the 


| higher price category of machines manufactured be- 
| tween 1925 and 1935, the agency said in making the 
ruling effective December 8. 


Amendment No. 2 has been issued to Maximum 


| Price Regulation No. 596 which sets dollar-and-cent 


ceilings for all sellers on all well-known models, and 
provides a formula for calculating ceilings on other 
models that are in line with the established ceilings. 
Prices vary by model, by condition (whether “rough,” 
or “reconditioned” and guaranteed), by class of seller 
and by age. Three age classifications were set up. 

The amendment in effect removes the oldest age 
classification from the regulation and transfers ma- 
chines formerly in this group to a new classification 
covering all machines manufactured before 1935. 

The effect of the action will be to increase current 
ceilings on older models from 25 to 45 per cent of the 
price when new for rough machines and from 40 to 
60 per cent of the price new for reconditioned regis- 
ters, OPA said. 

i) 


RULING MADE ON WRITING PAPER CEILINGS 

Manufacturers’ ceiling prices on all grades of writing 
paper will be the same on sales to Federal Government 
agencies as to other wholesale buyers, the Office of 
Price Administration announced November 23. This is 
Amendment 8 to Maximum Price Regulation 450. 

Heretofore the ceilings were the same on all sales 
except on three grades, for which the ceilings were 
one to three cents a pound less on sales to the Gov- 
ernment. 

The new ruling, effective November 28, has been 
taken to facilitate Government procurement of these 
three grades, which are 100 per cent rag bond, 25 per 
cent rag Mimeograph and chemical woodpulp mani- 
fold. 


AMEND PRICE REGULATION ON PENS, PENCILS 

Maximum Price Regulation No. 564 has been 
amended by the Office of Price Administration, effec- 
tive November 10, in regard to fountain pens and 
mechanical pencils. 

Section 8 is amended to read as follows: 

Section 8. Wholesalers’ Invoices. Every wholesaler 
selling fountain pens or mechanical pencils must fur- 


| nish each purchaser for resale with an invoice or other 


similar written evidence of purchase showing the date 
of purchase, the seller’s name and address, the terms 
of sale, the model designation, the quantity pur- 
chased, the price charged per unit, and the name and 
address of the buyer. This invoice must be kept by 
every person who buys any fountain pen or mechan- 
1945 
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STENCILS 


DUPLICATOR 
INKS 


DUPLICATOR 
SUPPLIES 


CORRECTION 
FLUID 
TYPE 
CLEANER 


HECTO 
FLUID 


GREETINGS 


RED FEATHER sends holiday greetings to all their 
friends with the fond hope the Yuletide Season will 


bring happiness to each and every one. 


1946 will bring many changes. . . changes in meth- 
ods .. . changes which will show progress. We at 
RED FEATHER pledge ourselves to keep pace with 
1946 and the changes to come. 


We will continue to create new products for the 
betterment of stencil reproduction and to improve 
whenever possible existing items, with the skill and 
know-how of many years of experience. We pledge, 
too, that quality of manufacture will continue to be 
bred into every product . .. Red Feather’s reputa- 
tion will continue outstanding in its field of op- 


erations. 





RED FEATHER PRODUCTS LTD. 


REDWOOD CITY - CALIFORNIA 
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ical pencil for resale, and a copy shall be kept by 

every wholesaler for inspection by the Office of Price 

Administration for so long as the Emergency Price 
Control Act of 1942, as amended, remains in effect. 

Section 23 is amended by adding the following retail 

ceiling prices for fountain pens and mechanical pen- 

cils to the lists of manufacturers already included in 

the regulation. 

Retail 

Ceiling 

Name Article Model _=Prices 
Associated Pen Co....... Mechanical pencil 6100— $0.59 


Fountain pen 6000G 2.10 
Essex Pen Co.................Fountain pen 0620— 1.83 
Fountain pen 0621C 1.00 
Fountain pen 0622C 98 
Rite Craft Co................. Fountain pen 200— 1.35 
J. Lipic Pen Co............. Mechanical pencil L-500 69 
Sloan Pen Co.. Fountain pen 273— .80 
Fountain pen 233— 72 


Section 23 is amended by changing the listing of 
L-1000 and M-1000 mechanical pencils produced by 
Guth, Stern & Company to read as follows: 

Guth, Stern & Co......... Mechanical pencil L-1000 $2 
M-1000 


Section 23 is amended by changing the name of 
Penmaster Company to the name Reynolds Interna- 
tional Pen Companv. 

I tie a ee 


HAUSMAN’S PENCILS WIN HOBBYISTS’ FAVOR 

Ranging in length from six feet to one inch, 5,000 
pencils from a personal collection of more than 25,000 
and including about 80 different types, drew not only 
the attention of hobbyists but also resulted in record- 
breaking sales at the recent Hobby and Antique show 
at the Stevens Hotel, Chicago. This display by William 
Hausman, operating Hausman Sales Company, 1243 
North Harding Avenue, Chicago, was viewed by a 





PENCILS—THOUSANDS OF ‘EM—This display of pencils 

was made at the recent Hobby and Antique Show at the 

Stevens Hotel, Chicago. Owner of the collection, William 

Hausman, is at the right. Standing at the left is T. H. 

Shuman, whose match collection shares space with the 
pencil exhibit each year at the exposition. 


constant stream of visitors seeking new advertising 
pencils for their hobby collections. 

Now supplying over 500 collectors with pencils, Mr. 
Hausman’s personal hobby, started four years ago, 
has grown to the stage that the Chicagoan contem- 
plates after the first of the year opening his own 
agency for sale of advertising pencils to commercial 
concerns. Drawing on his careful study of this type 
of pencil, mechanical and otherwise, Mr. Hausman 
is designing new and novel types which can be used 
in goodwill advertising. 

The Hausman display at the Stevens Hotel was 
shown in connection with thousands of match covers 
collected by T. H. Shuman, who annually shares ex- 
hibit space. 
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BERNARD 


The line in stationery tools 
that everyone knows 


After working nearly three years largely 
for the U. S. Army and Navy, we are now 
making quantity deliveries to the station- 
ery trade— prewar quality, prewar gleam- 
ing nickel finish, and the same prewar 
BERNARD dependability. 






















Loose Leaf Vacuum Punch No. 2600 
Standard Dies—1/8”, 3/16", 1/4”. 
Light, strong, stationary stripper 
spring, duplex control stops, nickel 
plated and polished, reach 1 1/16”. 


Staple Remover No, 150 
Works like a charm, 
without damaging paper. 
Fits all sizes of staples. 
Spring action, nickel 
plated and polished. 


“Triumph”’ Official Eyelet Punch 

No. 190 A precision-built tool. 

Twin spring action. Parallel 

jaws. Compound leverage. 

Adjustable gauge. Opens 

and strips quickly. Nickel 
plated and polished. 


These are only three of the many famous BERNARD 
stationery tools. Send for complete catalogue which gives 
all numbers, all details. Use coupon below. 


W* SCHOLLHORN COMPANY 


“Quality Tools Since 1870” 


rT —— aE eT eT CET Cc eElCUcETrhlUceETrhllUcrhlUcLTrhlUCUcrhlUmcerhlCceer eee ee ™ 
\ Wm. Schollhorn Company, ] 
' 3511 Chapel St., New Haven 9, Conn. , 
i Sirs: Please send me your catalogue of stationery tools. | 
i I 
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CARBON PAPERS 


relate, 
TYPEWRITER RIBBONS 


ut 











WRITE way 
to gain more 


customers 
People all around your store are buying WRITE 
products—and they ought to buy them from you. 


Display WRITE Carbon Papers . . . famous for 
making more and cleaner copies from each typing. 


Display WRITE Typewriter Ribbons... 
ferred for sharp, legible originals. 


pre- 


Let people know you carry WRITE products 
—and watch them buy—FROM YOU. 


Send TODAY for Samples and 
Discounts. 


Immediate Deliveries—No Delays 


420 Lexington Avenue 
New York 17, N. Y. 


WRITE 


INCORPORATE 





















FACTORY: Bridgeport, Conn. 





ASK ADIRONDACK ! 


FOLDING 
CHAIRS 


TABLET ARMCHAIRS 
AND FOLDING TABLES 
Many Styles 


Don’t Turn Down 
Chair Inquiries! 


All styles Folding Chairs, Bent- 
wood Folding Chairs. Tab 


Armchairs — ideal for class- 


rooms, cafeterias etc. 
IMMEDIATE SHIPMENT 
FROM N. Y. STOCK OR FACTORY 
CHAIR COMPANY 
Dept. No. 15-1 
1140 BROADWAY 
NEW YORK 1, N. Y. 
Corner 26th Street 
Telephone: Ashland 4-1385 
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SELECT YOUR MANUFACTURER 
(Continued from page 40) 


you deserve a protected territory? Most of the inde- 
pendent manufacturers will give territorial protection 
to dealers whom they particularly value, but hesitate 
to give protection to dealers who make no effort to 
cover their trading area systematically and aggres- 
sively. Do you blame them? I don’t. This policy, of 
course, has its bad aspects. Sometimes an inactive 
independent dealer will make a sale in somebody 
else’s protected territory and then he wonders why 
the other fellow can come in and sell in his own area. 
He has a right to ask the question, but the manufac- 
turer has a good answer. If a dealer won’t work to 
produce a consistent volume he has no right to ask 
any more from the manufacturer than he gives him. 


Some Fear Sales Branches 


Some of the large city dealers who have valuable 
new machine agencies seem to be afraid that if they 
build up their agency strongly the manufacturer is 
likely to put in a direct sales branch and ruin his 
business. I’ve heard of such things happening. Maybe 
it does happen sometimes. The manufacturers who 
really prefer dealer outlets—and there are several of 
them—are not inclined to replace a dealer with a 
branch so long as the dealer is increasing his share 
of the market, giving his users intelligent service, pay- 
ing his bills, and pursuing sound business policies. 
There would be less direct selling by the manufacturer 
if dealers covering the area had done a more active 
sales job. Nevertheless, there is some historical basis 
for the belief that after the wholesale volume reaches 
a certain high point, the manufacturer who uses 
dealers principally to cover markets he can’t afford 
to cover directly will throw the dealer out and put in 
his own branch. A really active dealer can often get 
a competitive line in such a case as this and make 
the manufacturer wish he hadn’t acted so impulsively. 
But changing agencies is not a matter to be taken 
lightly, and a lot of trouble and expense and uncer- 
tainty is usually involved. 

It is wise to know your manufacturer and determine 


| what kind of history he has and what kind of men you 


are dealing with. One of the best ways to get this in- 
formation is through active membership in the NOMDA, 
and in the state and city locals where dealers can 
get together, exchange experiences, and compare in- 
formation on their own manufacturers relations. It 
isn’t an accident that some of the manufacturers have 
excellent reputations with dealers and others are re- 
garded with suspicion and uncertainty by their own 
Manufacturers have in some 
cases done a very poor job of selling dealers on their 


| own decency and integrity. The manufacturer who 


| equipped to serve his particular territory. 


fails in this job is asking for future trouble, and he’s 
entitled to it. 

One of the questions a dealer needs to ask himself 
about his line is whether or not it is the line best 
A dealer 
serving a strictly small town and country territory isn’t 
going to benefit much from an agency for highly 
complex electrical installations. The dealer who spe- 
cializes in serving a few big-city industrial accounts 
isn’t likely to get rich in the cash register business. 


| The dealer who caters primarily to small businesses 


needs inexpensive new and used machines that his 
customers want to buy. An agency that fails to offer 


| such equipment isn’t very valuable. The manufacturer 


who demands exclusive sales position in a dealer’s store 
deserves to give the dealer the same protection he 
is asking for. If he refuses this, he’s a good fellow 
to leave alone. No one of the manufacturers occupies 
the Number I sales position in every part of the 
United States. We all know areas where the last is 


| first and the first is last. Each one of the five main 


typewriter manufacturers has his good and bad ter- 
ritory. I know one large city where a typewriter 
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Streamlined Record Keeping 


FINGERTIP INFORMATION 
ON 175,000 CHARGE CUSTOMERS 


opp eeveerasae 
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The modern 
time-saving method 
adopted by 
THE HIGBEE COMPANY 


CLEVELAND, OHIO 





Er’ businessman will understand the vastness of the 

operation of effectively handling 175,000 customer ac- 
counts. The most modern types of equipment—coupled with 
greatest simplicity of method—are required to do the job 
economically and on time. 

This was the situation that faced The Higbee Company, 
one of the Country’s largest Department Stores. They decided 
to adopt the simplified “Cycle Billing’ method which elim- 
inates month-end peak loads, effects substantial reductions 
in operating costs and provides improved customer service. 

Acme Modern Visible Records played a substantial part in 
Higbee’s new “Cycle Billing” program, centralizing all credit 
information regarding the customer in one location—instantly 
accessible. A unique signaling arrangement, planned by Acme, 
flashes every account requiring special attention—past due 
or otherwise—age-ing them visibly for timely credit or col- 
lection action. The signaling method is dynamic because it 
focuses attention only on accounts requiring it. 

Establishing the system was streamlined, too, as The Higbee 
Company utilized the services of Acme’s installation depart- 
ment, which indexed and set up the records and turned the 
system over to Highee’s—ready for use. 








Regardless of the kind of business you are in, ir- 
respective of your record keeping requirements, 
it will be to your interest to consult with us. 
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To those dealers who have or would like to set up a Systems Department, Acme presents 
an unusual opportunity for much profitable business. Wire or write for further details. 


ACME VISIBLE RECORDS, INC. 


Copycight 1945, Acme Visible Records, Inc. 1 2 2 SOUT H MIC H IGAN AV EN U E e CH ICAGO 3, l LLI NOI Ss 
Reprint of Our Message in National Magazines, December, 1945 
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WOODSTOCK TYPEWRITER COMPANY 


WOODSTOCK 


ILLINOIS 
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manufacturer gets perhaps 75 per cent of the total 
volume. In another city a hundred miles away, he 
gets less than 20 per cent. 


Must Study Buying Habits 


A powerful value factor in the selection of a machine 
agency is the buying habit of the area. If manufac- 
turer A is the dominant factor in typewriter sales in 
an area, his brand of used equipment and his line of 
portables will be easier to sell and more profitable to 
handle. He will be in position to get more trade-ins 
of his own brand. He will get more service with less 
effort. How did he obtain his dominant position in 
the first place? There are several answers and no one 
of them are complete alone. Some areas prefer one 
brand because the dealer has built up a good reputa- 
tion for good service and integrity and has gained 
a position of public confidence that buyers tend to 
accept without question. Other areas have been sold 
on price. The typewriter manufacturer I mentioned 
above who gets 75 per cent of the volume in a certain 
city originally gained this position because of a com- 
bination of aggressive selling and long discounts. The 
selling remains aggressive, but the long discounts are 
no longer necessary to sell and the company now 


maintains leadership at a higher average price level | 
Maybe it paid to | 


than the other four manufacturers. 
give them away in the first place. But it didn’t pay 
the man who did the selling in the first place. He 
worked hard and lost his job. Discount selling may 





be all right for the people who make the machines, | 


but the man who does the selling is putting out a 
lot of energy for somebody else’s benefit. Some of us 
don’t think it’s good business. 

If you handle a machine that fails to dominate your 
local area, stop and decide if you want the agency 
for the dominant machine. If you really want it, don’t 
be afraid to go after it. 
placed a machine in a dominant position doesn’t live 


The management that has | 


forever, and second and third generation management | 


isn’t always as good as it might be. Make a thorough 


survey of your area. Show the manufacturer whose | 


line you want that you are getting more than your 
share of the business and that his dealer is slipping, 
and you may have a good chance of getting what you 
want. But be sure you really want it. Maybe the 
machine is slipping for some reason other than the 
dealer. Maybe it’s slipping because it doesn’t have 
the competitive features it ought to have. Maybe hold- 
ing on to your present line will prove more profitable 
in the long run than taking a line that has been 
identified with a competitive store. Chances are he’ll 


get the line you give up. Stop and be sure you can | | 


afford to have this happen. 

Do you want to deal with a manufacturer who offers 
you typewriters, adding machines, bookkeeping ma- 
chines, supplies and other items, or would you prefer 
to deal with indspendent manufacturers who sell you 
only one or two lines? I know how most dealers an- 
Swer this question and we know their reasons. Before 
we pass final judgment we might use the guidance of 
tabulated questionnaires on this and other subjects 
which we hope the association sends out in the not- 
too-distant future. 


Sound Credit Policy Needed 


What kind of credit policy does the manufacturer 
pursue toward me? Some manufacturers collect from 
all their dealers C.O.D. and others present sight drafts 
at the time of delivery. If you do this with your own 
customers, you certainly haven’t any complaint. But 
most of us prefer to be billed on standard terms and 
when I have a choice of dealers I mean to deal with 
the manufacturers who pursue standard credit prac- 
tices. If a manufacturer doesn’t have enough working 
Capital to wait till next month for his money, I’m al- 
ways afraid he might be out of business before long 
and I might have trouble buying parts. If he can’t 
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Filbert 


Perhaps you know the meaning of 
“scuttlebutt,’ Mr. Dealer? It’s one of 
the new words to come out of the war 
—and service people have it as a steady 
diet. To be explicit, it is a colloquial 
expression for unconfirmed rumors or 
facts. 

In pointing out, however, that 
“U.S.” carbon papers and inked rib- 
bons are unsurpassed in quality .. . 
that prices allow you to make an eye- 
opening profit . . . and that our organ- 
ization is dealer-minded . . . that’s not 


scuttlebutt. No sir, that’s fact! 


Proof is waiting—let us send you the 
dealer proposition on the “U.S.” Line. 


Today would be a good time to write. 


Established 1895 


OUR FIFTIETH ANNIVERSARY 


Typewriter 


at lenth oft 
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GRIPPIT is accepted and used as the 
standard Non-Inflammable Paper Cement 
by great industrial firms who buy only after 
thorough tests in their own laboratories. 
Non-Wrinkling, Detachable. Excess rubs 
off. Needed on every desk and drawing 
board. 








Companion products needed in every 
office. ROLTONIC cleans and gently 
naps the rubber platens of all business 
machines. New gripping surface 
carries file folders, envelopes, etec., 
through, holds them straight. 

TYPTONIC actually flushes away ink, 
eraser dust, office grime from metal 
and rubber type, then disappears 
entirely. All three products are 
Both ROLTONIC and TYPTONIC are won-inflammable, Non- 
made to the same high quality as Poisonous, Harmless to 
GRIPPIT. skin and clothing. 















WRITE FOR SAMPLES AND PRICES 


HARRIMAN - WELTS, INC. 
403 RIVER ST.,- HAVERHILL, MASS 





They’re Great for 
REPEAT BUSINESS 


Say Retailers Everywhere 


Every Rush Eraser you sell starts a long 
and profitable chain of refill sales. And you 
make a bigger profit on the original sale, too. 
Just display them. They sell themselves 
because users quickly recognize them as the 
finest eraser ever made for ink, typewriter, 
and many other uses. Order today from your 
wholesaler or direct. 


RUSH ERASER .... . list 50c 
FysRoiass Refills . . . 2 for 25c 


THE ERASER COMPANY 


239 W. Water St., Syracuse 2, N. Y. 
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| get capital from his local bank I’m likely to be a 


little bit afraid of him, too. 

The dealer who plans an agency will do well to 
visit the factory and the office of his planned supply 
source and see what kind of people they are and 
what their neighbors think of them. He’d do well 
to study the past history of the manufacturer. Some 
manufacturers change management personnel often 
and fail to continue well-planned and well-integrated 
policies over a period of years. I know one manufac- 
turer who is making all kinds of attractive promises to 
dealers. The man who filled the job before him con- 
Sidered dealers a necessary evil. I just wonder what 
the present man’s successor is going to think. A con- 
sistent history of fair dealing and conscientious pro- 
duction looks a lot better to me than fancy contracts 
and flowery promises. 

Some manufacturers have standard contract forms. 
Others don’t have any contracts at all, and others 
have different contracts for different dealers. Oddly 
enough, a manufacturer with the best-sounding con- 
tract of all didn’t want us to quote the terms of his 
contract. A contract may be worth a few hundred 
dollars in case of controversy, but as a substitute for 
character and the basically decent business relation- 
ship that should be instinctive to both buyer and seller, 
it doesn’t mean too much. 

SE dite eek cee 

NOMDA OFFERS BOOKLET AIDING VETERANS 

The National Office Machine Dealers Association, 
677 Old Arcade, Cleveland, 4, Ohio, has recently pub- 
lished a booklet for ex-service men to acquaint them 
with their veterans’ training course, which has been 
approved by the Veterans Administration. This publi- 
cation tells of the post-war opportunities offered by 
the office machine industry, showing how NOMDA is 
prepared to open the door for the returning veteran 
with mechanical background or mechanical aptitude. 

Outlined in the booklet are details of supplemental 
training, schedule of wages paid by dealers to trainees 
and brief of the public laws governing the training 
program for veterans. Interested veterans or NOMDA 
members may obtain the booklet by writing the asso- 
ciation at the address given above. 

ee ee 


GIBBONS AND SHEPARD PROMOTED BY REM-RAND 


J. M. Hackney, general sales manager of the port- 
able typewriter division of Remington Rand, Inc., has 
announced the appointment of John F. Gibbons to 
the position of branch manager of the portable type- 
writer division in Birmingham, Ala., and the surround- 
ing area. His new duties will cover the branch offices 
in Memphis, Tenn., and New Orleans. 

Another recent appointment announced by Mr. 
Hackney is that of Edward T. Shepard to the position 
of branch manager of the portable typewriter division 
in Greensboro, N. C., and the surrounding area, cov- 
ering the branch offices in Atlanta, Ga., and Nash- 
ville, Tenn. 

Mr. Gibbons entered the typewriter industry as a 
salesman in the New Orleans area in 1912 and con- 
tinued to serve in this capacity until 1922. At this time 
he entered the advertising business, but in 1923 he 
returned to the typewriter field as manager of the 
American Writing Machine Stores Division of Rem- 
ington Rand, a position he retained until his recent 
appointment. 

Mr. Shepard also began his career in the typewriter 
industry as a salesman in New Orleans. He started 
with the Remington Typewriter Company branch in 
December, 1910. Later, he was transferred to Char- 
lotte, N. C., as branch manager for the company, 4 
position he held for several years. Subsequently, he 
became branch manager of the American Writing Ma- 
chine Stores Division of Remington Rand in Newark, 
N. J., Baltimore, and Atlanta. 
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JASPER CHAIR CO. 
LOOKS FORWARD TO 1946 ACCOMPLISHMENT 


To restore normal production «+ * «+ «+ » 
To supply current demands currently + «+ <« 


To produce in volume, new, improved numbers 


GREETINGS and good wishes to you and all friends 
among the trade, on this peace time holiday season— 
the first for several years, filled with the promise 
of a better America, better times, a united and de- 


termined people. 


What we were unable to accomplish in the months 
since V-J Day, remains to be brought about in the 
coming year. We anticipate genuine progress based 
upon equitable and permanent adjustment of rela- 
tionships and a united, concentrated will of the 


people, to restore, to build, to produce—to improve. 


The will to do that should have its effect all over 
industry and on supplies for office furniture produc- 
tion. We work toward and confidently expect a year 
of substantial and sustained improvement. We be- 
lieve you will have for delivery and to recommend 
to your trade, many of the designs taken from our 
line during the war, together with new, interesting 


numbers, of “The Right Chair at the Right Price.” 


Jasper 
hair bo. 


JASPER, INDIANA 


No. 601 
eR CHA; 
r REPRESENTATIVES: Geo. A. Litchfield, Sales Mgr. 
r- James S. Fowls, (Southern) S. H. MacDonald, (West) 
327 Sunset Drive, North 405 Orpheum Bldg. 
St. Petersburg, Florida Seattle, Wash. 





YASPER, IND 


W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
6708 Glenwood Ave., Chicago 383 Madison Ave. 
MEMBER WOOD OFFICE FURNITURE INSTITUTE (Phone ROGers Park 3644) New York, N. Y. 
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UTOCOPY Gelatin Rolls are render- 


ing dependable service under the most 


la 


gles of Mindanao—according to word received 


adverse conditions—the steaming jun- 


from the Philippines. 

It isn’t just luck that enables AUTOCOPY 
ROLLS to reproduce clean, bright and perfect 
impressions—consistently—whether it be in the 


tropics or in the arctic! This dependability is due 


to 25 years of intensive research that culminated 
in an exclusive formula, and to advances made in 
manufacturing techniques. This combination met 
the demands of war, is now meeting the needs of 
peace. 

Little wonder that AUTOCOPY Gelatin Rolls 
are “standard” with many of the nation’s largest 


users of duplicating equipment. 


AUTOCOPY GELATIN ROLLS 
AVAILABLE FOR ALL MAKES OF DUPLICATORS 


Anscopy, Onc. 


462 WEST SUPERIOR STREET CHICAGO 10, ILL. 


DEALERS: 
WRITE FOR LITERATURE 
AND PRICES 
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GEORGE T. HERBERT 


George T. Herbert, associated with G. L. Rogers, 
Inc., distributors for Friden Calculating Machines 
Company, during the past 13 years, died on November 
30 at St. Francis Hospital, Evanston, Ill. A stroke was 
suffered by Mr. Herbert several days before his death 
put he had been at the office up until that time. 

Mr. Herbert began his long career in the office 
appliance field in 1911 in Denver with the old Wales 
Adding Machine Company, becoming assistant general 
sales manager, and was with company practically all 





THE LATE G. T. HERBERT 


the time until he joined G. L. Rogers, Inc., 13 years 
ago. 
Surviving are the widow, Edna, three brothers and 


a sister. 
+ - | 
JOSEPH A. RUMMELHART 
Joseph A. Rummelhart, 79, died October 31 at his 
residence, 4210 Davenport Street, Omaha, Nebr. He 
had lived in Omaha 56 years and was founder and 
president of the Omaha Stationery Company, from 








ff 
es 
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THE LATE JOSEPH RUMMELHART 
which he retired five years ago. He was also president 
of the Megeath Company. 

Surviving are the widow, Emilie, and son, Herbert. 


- + & 
LEWIS E. WATERMAN, JR. 

Lewis E. Waterman, Jr., of 801 Sherman Avenue, 
Plainfield, N. J., vice-president, director and sales 
consultant of the L. E. Waterman Company, died in 
the Muhlenberg Hospital of his home city November 
19 after a brief illness. He was 78 years old. 

Born in Newton, Mass., a son of L. E. Waterman, Sr., 
inventor of the pen that bears his surname and 
founder of the company that makes it, Mr. Waterman 
became the chief salesman for his father’s business 
s800n after the pen was patented in 1884. In this ca- 
pacity he traveled extensively in the United States, 
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Stationers! It’s your Line. Exclusively! 


‘Steel-Strong” Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work. 


Write for liberal discounts and gales help on: 


Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller’s Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 
Metal Clasp Bags ie sg Cabinets 
Night Depository Bags So Trays 

Linen Shipping Tags Coin Storage Trays 


Downey Change Trays 


THE C. L. DOWNEY CO. HANNIBAL, MO. 














Your Customers Want 
BOOK COVERS 
with 


HEAVY 
TRANSPARENT 
ACETATE 


Assorted 
Color 
Bindings 





Your customers have been looking for 
these book covers for 3 years. Sturdily 
bound with metal corner reinforcement. 


Style No. 42 — For books up to 84%x5% 
Style No. 43 — For books up to 8% x6 
Style No. 44 — For books up to 9% x6% 





Retail 40 to 50 cents each 
DEALERS ONLY 
Write for Net Prices 


Packed one dozen of a size to a box 


STATIONERS SPECIALTY COMPANY 


19 WEST 21ST STREET NEW YORK 10, N. Y. 
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E becoming especially well known to the trade along the ~ 
Atlantic Coast. : 

T E 4 On the death of his father in 1901, Mr. Waterman 

was elected vice-president of the company. In the 


early 1920’s, he contracted infantile paralysis, from 
which he largely recovered, but thereafter restricted © 


° s his work to the New York office until 1940. Since that — 
e Published in Great date he had remained at his home in Plainfield, where — 
Britain every three most of the directors’ meetings have been held during © 
‘ the last five years. 

months this popular Surviving are a half-sister, Miss Helen F. Lindsley _ 

f of Plainfield, and several cousins, including Frank D. 
Journal contains up- Waterman, Jr., F. S. Waterman and Clyde Waterman, © 
president, vice-president and assistant treasurer re- — 
to-date news of the spectively, of the L. E. Waterman Company. 


e 8,8 e,e +; > * 
activities of British EDWARD VAN HORN MENDENHALL 


Manufacturers of Edward Van Horn Mendenhall, 59, of Walcott-Taylor 
‘ 1 Company, Inc., handling the Government loose leaf 
stationery and allied | business for that company in Washington, D. C., died — 
H | at his home in suburban Chevy Chase, Md., on No- 
nes. A number of | vember 11, after a brief illness. 
° ° ° | Mr. Mendenhall was a veteran of the office supply 
lines advertised in | and loose leaf industry, beginning his business career 
« « | with a Pittsburgh, Pa., bank in the early 1900’s. From 
this journal , how- | 1920 to 1941 he traveled the Middle West for the Baker- 
| Vawter Company of Benton Harbor, Mich., Wilson 
ever, are not neces- | Jones Co. of Chicago and the McMillan Book Com- 
~ ° pany of Syracuse, N. Y. During that time, Mr. Men- | 
sarily available for | denhall and his family lived in Sioux City, Iowa, | 
export at the present | Cleveland, Ohio, Chicago and Rochester, N. Y. “Ed,” | 
- | as he was widely known, was one of the most uni- 
time. | versally-liked travelers in the Middle West. Early in 
| 1942, Mr. Mendenhall went to Washington for Wal- 
cott-Taylor Company, Inc., of that city and solicited 
S f . Government business. 
cores of American Surviving are the widow, formerly Mabel Hanna of | 
Pittsburgh, Pa.; a son, Lt. Col. E. V. Mendenhall, Jr., © 
dealers are on our a United States Marine Corps aviator now stationed 
*4: * at Quantico, Va.; a daughter-in-law, Mrs. William M. 
regular mailing lists Mendenhall of Edmond, Okla.; and an infant daughter. « 
| A second son, Lt. William M. Mendenhall, U. S. 
and we shall be Navy, was lost when his submarine was sunk in the 


pleased to send you Western Pacific in May, 1945. 
a copy FREE each aad 


a ‘s ERNEST M. ALLEN 

quarter if you will Death came to E. M. Allen, Jr., president of Mar- 
shall & Bruce Company, Nashville, Tenn., on Novem- 
complete and return ber 6 at the age of 54. Funeral services were held on 
November 7. 

the form below. Mr. Allen had been connected with the Marshall & 
Bruce Company for over 35 years. He was a traveling 
salesman in the Alabama territory for nearly two 
decades. Following that period, he was executive vice- 
SEND US THIS COUPON president and at the death of Bruce Shepherd was 
elected president, serving for approximately five years 
until his death. 

Allen Rather, formerly the plant superintendent, 
has been elected the new president. L. E. Bryant con- 
tinues to serve as vice-president in charge of sales” 
and Mrs. Allen has been elected a member of the 
To F. W. BRIDGES LTD. board of directors. 

The decedent is survived by his widow, the former 


Proprietors THE BRITISH STATIONERY EXPORTER. V 
9 Fryston Avenue, Croydon, Surrey, ENGLAND Lannie Barnes of Montgomery, Ala.; his mother; 4 


(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) son, Ernest M. Allen III; and daughters Mrs. Wilson 
West and Miss Lumpkin Allen. 
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Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. j- - & 


OE EL TAOS OE PES DR. EUGENE COOK BINGHAM 

(Please attach your busines: card or letter-head) Dr. Eugene Cook Bingham, consultant chemist of. 
| Boorum & Pease Company and former head of the 
Lafayette College chemistry department, died at his 

home in Easton, Pa., on November 6. 

Noted as pioneer in rheology, the science of the 
deformation and flow of matter. Dr. Bingham became 
in 1929 the founder and chairman of the Society of 
Rheology. He was born in Cornwall, Vt., and was 
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This is not a picture of a bomb-hit. It's a 


picture of reconversion. Out of this mess will 
come America’s most salable, most profit- 
able line of modern office furniture. Gunn 
invites your cooperation in presenting its 
post-war line to the American business man. 











Yep... the war’s over... reconversion is under 
way ... manufacturers are getting back in the 
swing of peacetime production ... more con- 
sumer goods will be available. Christmas this 
year should be merrier all around. Santa can 
relax a little and so can you buyers. Now you 
know you can place orders and be pretty sure 
of getting what you want. At QUALITY PARK 








think of 


When. you think of envelopes, 


QUALITY PARK 


and remember these familiar 
Quality names . 





or oe | 


we're doing our best to meet ALL your require- * or 
ments — and we’re doing pretty well. So don’t «J 
be reluctant about ordering. Now instead of LEATHEROID 
“sorry” we can say, “Sure thing — and many SLIDE FASTENER be 
thanks.” So order Quality Products from Quality EXPANDING WALLETS of 
Park ... and relax with Santa! VERTICAL FILE POCKETS oe 
° ° BLUE LINE AIR MAIL wl 
Best wishes for a Happy Holiday inn MedpoareunT if 


: ! 
Season and a progressive 1946! CHAMPION CLASP 


BANKER’S FLAP 
AIRWAY EXPRESS 














Quality Park 564 W. Monroe Street 
St. Paul 4, Minnesota Chicago 6, Illinois 
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ENVELOPE COMPANY *# 


General Office and Factory Chicago Office and Warehouse 









Sold through dealers only! 


* 
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graduated from Middlebury College in 1899. He later | 


obtained his Ph.D. degree from Johns Hopkins Univer- 
sity in 1905 and then studied abroad at the University 
of Leipzig, at Berlin and at Cambridge. 

As consultant chemist for Boorum & Pease, the dece- 
dent was responsible for many improvements in ma- 
terials and methods of production of their merchan- 


dise. 
+; - - 
WILLIAM G. EXLINE 


William G. Exline, nationally-known bank stationer, 
died at his home, 3106 Chadbourne Road, Shaker 
Heights, Cleveland, Ohio, on November ‘4, after an 
illness of several months’ duration. 

Mr. Exline, who was 73, was born in a long cabin in 
Van Wert County, Ohio. He came to Cleveland at 19 
years of age and lived there during the remainder of 
his lifetime. 

A skilled printer, Mr. Exline was one of the organ- 
izers in 1904 of the Exline Company and he was secre- 
tary-treasurer of the company until 1929. Then he 
reorganized the company as William Exline, Inc. 

At the time of his death, Mr. Exline was chairman 
of the company’s board and his son, William Paul Ex- 
line, was president and treasurer. The company spe- 
cialized in bank stationery and its products were 
shipped to banks in all parts of the country. 

Surviving are the widow, Delia Nothnagle Exline; 
son, William Paul Exline: two grandchildren, and three 
sisters, the Misses Ethel and Georgia Exline of Chicago 
and Miss Margaret Exline of Van Wert, Ohio. 


' + + 
CLEON RICHARD CLARK 


Cleon Richard Clark, founder and president of the 
De-Fi Manufacturing Company, 150 Nassau Street, 
Manhattan, N. Y., makers of typewriter supplies, died 
November 8 at the age of 72. 

Mr. Clark was born in Esst Hampton, Conn., Feb- 
ruary 8, 1873, the youngest of seven children. His 
boyhood days were spent at Mt. Carmel, Conn., where 
he worked in a silk mill operated by his father and 
a brother. In 1894, he went to work for The Carter’s 
Ink Company in Boston, being transferred later to the 


New York office, where he was a salesman for several | 


years. In 1902, he established the De-Fi Company. 
The decedent was married twice. His first wife, 


the former Effie Stott Powell, died in 1934. Sur- | 


viving are the widow. Mrs. Estelle Trust Clark, and 
three nephews, Clarence R. Doolittle of Red Bank, 


N. J., and Donald and Richard Clark of Brooklyn, | 


as 
+ bt 
ALBERT HARLEY SPENCE 


Albert Harley Spence, known to The General Fire- | 


proofing Company, Youngstown, Ohio, organization as | 


“Jack,” died October 15 from a heart ailment. 

Mr. Spence was born in Dublin, Ireland, on Decem- 
ber 4, 1886, and was educated at Trinity College, School 
of Applied Science, in Dublin. He came to the G-F 
organization in the New York, N. Y., office in 1918 and 
remained there as an assistant manager until 1942, 
when he retired due to ill health. 

Surviving are the widow, Mabel W. Spence; a son, 
William, in the Army; and a daughter, Jenefer. 


-' bt } 
MRS. KIRK GROSS 


Eloise Gross, 36, of 914 Baltimore Street, Waterloo, 
Iowa, wife of Kirk Gross, owner of Waterloo Office 
Supply Company, died of carcinoma on November 1 


in Allen Memorial Hospital, where she had been a | 


patient for three months during an illness which 
began last April. 


A resident of Waterloo for about three years, Mrs. 
Gross was a member of First Congregational Church | 
and Sunnyside Country Club. 
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TRANSFER TIME... 











s paste. YES, MR. DEALER, 


COLORS now is the time your customers will need 
new filing supplies for the coming year. 


* 
Be sure to include SUPERDEX colored labels 
BUFF for use on file folders, guides, mailing lists, 
GOLDENROD 

GREEN Made by WARSHAW on fully automatic 
MANILA machinery assuring uniform perforations and 

BLUE smooth even gumming. 
WHITE Displayed prominently they are a constant 


reminder and ready seller. 


THE WARSHAW MFG. CO., INC. 
1 MAIN STREET, BROOKLYN 1, N. Y. 


GUIDES INDEX CARDS FOLDERS 
PROTEX STICKONS MENDING TAPE GUMMED INDEXED TABS 





PILZ 
On behalf 


of ourselves and 


representatives 
; SINCERE THANKS 
Our Patronage in 1945 


3 


Pin 
We shall Strive 


t 
utmost Cooper »oxtend the 


ation to 
ealers in 1946 —e 


55-59 E.26th. St... CHICAGO,I6 ILL. 





Representatives 
Fred Deutsch. Texas, Okia.. La., Ark. N. L. & K. W. Zeagler, 1709 W. 
3525 Southwestern Bivd., Dalias, Tex. Eighth St., Los Angeles, Cal. 
Milton Stone, 320 Broadway, Room 625 R. E. Horter, Ind., Ill., Mich., Ohio, 
New York City, covering New York. 2523 WwW. 169th Pl., Chicago, Hi. 
Harry Henkel, 163 Second St., San S. Lichenstein. 1228 Locust Ave., 
Francisco, Calif. Philadelphia, Pa. 
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The 
LIFE-BLOOD 


2 PENCIL 
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The decedent was born December 15, 1908, in Paints- 
ville, Ky., daughter of Sam and Anna Mayo. She spent 
most of her life in Huntington, W. Va. On December 
26, 1942, she was married to Kirk Gross in St. Louis, 
Mo. 

Surviving are the husband, a daughter by a previous 
marriage, Mitzie Hicks, aud a stepson, James Gross, at 


home. a a: 
CLARENCE E. ANDERSON 
In the death of Clarence E. Anderson, 55, the Imper- 
* | ial Desk Company, Evansville, Ind., lost a faithful 
| and trusted member of its office personnel and Evans- 
ville, Ind., a lifelong resident. 
Mr. Anderson joined the Imperial company as audi- 


-~\ tor in August of 1939. His early years after graduation 


from high school found him employed as a bookkeeper 
» at the Vulcan Plow Works. He was also employed by 
_Hercules Body Works and Graham Brothers. Prior 
to joining Imperial, he served as auditor of the Evans- 
ville Furniture Company and the Faultless Caster 
Company. At Imperial he carried the title of auditor 
and credit manager. 


Surviving are the widow, sons Lt. Alvin C., 


(j.g.) 


atch the Navigator Pencil go to work! Notice the 

unusual strength of the lead — its smooth uninterrupted Anderson, USNR, and Sgt. Paul E. Anderson of the 
flow of continuous performance-right down to the last Army Air Forces, and a daughter. 

dot! bok 

Surround that fine quality lead with a “backbone” of ADLAI LAMAR FOARD 

straight grained cedar—smoothly finished. Add both to. Death came to Adlai Lamar Foard, 53, agency man- 


gether and you have a pencil that unquestionably is a 


leader in its particular class 
Send For Leaflet No. 18 


KOH-I-NOOR PENCIL CO., INC. 


BLOOMSBURY, NEW JERSEY 


ager of the Fridén Calculator Machine Company at 
Memphis, Tenn., on November 21 at the Baptist Hos- 
pital, Memphis, after an illness of two weeks. A native 
of Atlanta, Ga., he was associated with Burroughs 
Adding Machine Company there for 26 years. He 
moved to Memphis a year ago and had resided at 2280 
Vollantine. He was a Rotarian and a member of 
American Legion, past commander of Post 134, Bir- 
mingham, Ala. His widow, sister and two brothers 
survive. Burial took place in Atlanta.—CG. 





ees 





Pe SS Sas 


BRIGHT 





The continued scarcity of materials and labor still impose a 
severe handicap to our ability to serve our many good cus 
tomers in the prompt and efficient manner which has been our 
custom. We are sincerely grateful for the patience and under 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you at all times 


Sorry, No BRIGHT catalogs available. A new catalog will be 
published just as soon as the material situation becomes settied 


BRIGHT CHAIR CU., INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 
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LESTER R. FORSYTH 

Lester R. Forsyth, 39, for the last six years a sales- 
man for the Parker Pen Company, died November 2 
in a hospital at Milwaukee, Wis., of injuries received 
in an automobile accident. Before becoming associated 
with Parker, he had been manager of a Walgreen store 
in Milwaukee. His residence was in Wauwatosa, Wis. 

Surviving are the widow, Mrs. Constance Forsyth; 
three daughters, Marjorie, Marilyn and Mitzi Forsyth; 
a sister, Mrs. Velma Evers, St. Louis, Mo.; and a broth- 
er, Montelle Forsyth, Detroit, Mich.—BJ. 


+ & & 


VERNON B. SHIPLEY 

Vernon B. Shipley, 49, manager of a book store at 
Neodesha, Kans., died recently. He succeeded his 
father, the late S. P. Shipley, as manager of the store 
which the latter established 55 years ago. 

Surviving are the widow, Mrs. Edna Shipley; his 
mother, Mrs. Florence Shipley of Neodesha; a sister, 
Mrs. Zada Corwin, Hastings, Nebr., and a _ brother, 
Marion Shipley, Tulsa, Okla—GMH. 


tT bt & 


HARRY HARTMAN 

Harry Hartman, the blind book seller with a fine 
appreciation of art, who operated a store for the sale 
of books and allied products at 1313 Fifth Avenue, 
Seattle, Wash., died suddenly at his home recently. 
Although totally blind, he had developed an almost 
uncanny sense allowing him to discourse on pictures 
and art, color, line and form. 

Born in Waynesboro, Pa., the decedent was gradu- 
ated from Haverford College, Pa. When he first came 


the public schools of the city until the year 1926, when 
he and his wife, the former Ada Whitmore, opened 
the book store 

Besides his widow, the survivors include a_ son, 
Douglas, and a daughter, Pamelia.—CML 
1945 
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to Seattle, he undertook a sight-saving program in | 
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IMPERIAL 


SPIRITCARB 


(Also made for Gelatin process) 





_ Offers you complete leadership 
A in the Hectograph market 








a Who wouldn't look 
We could have reproduced this picture 500 _. twice se ama sea 


times without causing undue eyestrain. fee ok age ee \ enentian in 
IMPERIAL Spiritcarb reproductions, too, are —_ | ‘ bo «TIGER WOMAN 
easy on the eyes. The 500th copy is very 
nearly as sharp and legible as the original. 
Because IMPERIAL WRITEMASTER Spirit- 
carb has the hardest skin coating of any 
intense carbon on the market. 


Give your clients the IMPERIAL Spiritcarb , © 
test. Show them visible proof of what | 
thousands of consumers already know— 
that Spiritcarb is more brilliant, more dur- 
able than any other hectograph. 





ee . Republic Picture 
* ' 


( wielOon yer On 


And prove to yourself that there is more money, greater 
repeat business to be had with the IMPERIAL line. Remem- 
ber that PEERLESS-IMPERIAL never relaxed its standards at 
any time during the War, never lost its spirit of dealer fair 
play. Write today for full details. 


How many typewriters are in use in your town? How 
much ribbon and carbon replacement business do you 


get? Want to get more? We'll show you how! That's 
not just talk. We can prove it. 


PEERLESS-IMPERIAL CO., Inc. 


GENERAL OFFICE AND FACTORY: 
28 PEERLESS PLACE, NEWARK 5, N. J. 
NEW YORK OFFICE, 7: 321 BROADWAY 


THE KEY MEN OF AMERICA Manufacturers with the dealers’ viewpoint 
DETROIT 18, 37 Linden St., River Rouge, Mich © CHICAGO 2, 179 W. Washingotn St. 
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We Sincerely Hope— 


to be able to supply all our dealers with a normal 
supply of PRONTO Fibre Board Files in the near 


future. 


However, fibre board still remains available in 
limited amounts only. Under this circumstance, we 
continue our practice of trying to supply all our 


dealers with enough PRONTO FILES to cover basic 


requirements. 


We know your demands are real and we are deeply 
appreciative of your continued patience and under- 


standing. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 





FIBRE BOARD FILES 





PRONTO 
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Calendar of 


Industry Activities 











January 7-9. Annual meeting, National Office Ma- | 
chine Dealers Association, Hotel Gibson, Cincinnati, | 
Ohio. Victor Mosel, Executive Secretary, 677 Old Ar- 
cade, Cleveland 14, Ohio. | 

February 10-12. Thirtieth annual meeting, Whole- 
sale Stationers’ Association of the U.S.A. and Canada 
and fiftieth annual customers’ club, Edgewater Beach 
Hotel, Chicago. H. C. Whittemore, Secretary-Treasur- 
er, 250 Fifth Avenue, New York 1, N. Y. 

September 30, October 1-3. National Stationers As- 
sociation Fortieth Annual Convention and Tenth Mer- 
chandise Exhibit, Palmer House, Chicago. Charles P. 
Garvin, General Manager, 740 Investment Building, 
Washington, D. C. 

————-“—<— oe —__— 


SURVEY SHOWS BONUS PLAN IS FAVORED 


A pilot survey conducted by the Sales Executives 
Club of New York found that the bonus plan is re- 
garded as the “fairest” form of compensation to sales- 
men, with drawing account, straight salary and 
straight commission following in that order. 

Made public November 29 in conjunction with the 
first National Marketing Forum, the figures showed 
that in general 104 replies favored the bonus plan, 23 
drawing accounts, 18 straight salary and 14 straight 
commission. 

It was announced that the survey would subsequent- 
ly be incorporated in a nation-wide study to be con- 
ducted by the National Federation of Sales Executives. 

The survey found that 117 members of the sales 
executives club were satisfied with their own compen- | 
sation plan, while 51 were dissatisfied. Forty-two said | 
they were planning changes. 

Eighty-nine members assumed the right to change 














SHALLCROSS 


STENCIL 
DUPLICATOR 


INK 





The ink that sells 
itself by its fine 
performance 









Made in four grades to fit every 
purse and purpose — and guaranteed 
to satisfy your customers’ demands 
for dependable, trouble free stencil 
duplicating. 

SELL SHALLCROSS INKS 

for repeat orders. Write, 

today, for descriptive 
booklet and prices. 









The SHAALLCROSS COMPANY 


Manufacturers of 


Inks-Ribbons-Stencils-Papers 
FORTY GIGHTM and GRAVS FERRY ROAD 
PHILADELPHIA 43, PE’'NN 








salesmen’s compensation, while 74 did not. A total of 
123 reported salesmen were consulted prior to any | 
changes, while 43 indicated they did not consult their 
men. No maximum limit on salesmen’s earnings was 
placed by 143 concerns, while 27 have such a limitation 
in effect. 

The survey data also covered seven other categories, | 
including size of salesmen’s territories, credit for or- | 
ders, working conditions, recognition-upgrading-secur- | 
ity, expenses, employment and training, and “pres- | 
sure.”—BJ. 


——— 9 —e 9 
STEINBACK ASSUMES IMPERIAL DESK POSITION 


Arthur J. Steinback was recently promoted to audi- 
tor and credit manager by Imperial Desk Company 
board of directors following the untimely death of 
Clarence E. Anderson. 

Mr. Steinback comes to Imperial at Evansville, Ind., 
with 28 years of general and cost accounting, instal- 
lation and supervision experience. He began as a 
young man to learn the furniture business as a posting 
clerk with Peerless Seating Company. He then ob- 
tained knowledge of furniture retailing as a book- 
keeper of R. & G. Furniture Company. In 1916 he 
went with the Klamer Factories, a corporation owning | 
and operating four separate plants, and in 1920, when 
the Monitor Furniture Company was organized, he 
installed their accounting system and spent his time 
between the Monitor plant and three of the Klamer 
plants. Several years later, he was named under fed- 
eral trusteeship as controller of Monitor until it was 
sold early in 1938. Later in 1938 he was named cost 
accountant, office manager and assistant secretary of 
Regal Furniture Corporation. He joined the Imperial 
personnel in January of 1939 as cost accountant. 


OFFICE APPLIANCES, December, 1945 


1946 Edition Now Ready 


MOREY SPEEDITAX CALCULATOR 


Place Orders Now for Prompt Delivery 


Government Bracket System of 
Weekly Payroll Withholding 


Tax Computations from $11 to $200 


List $3.50 
TEN BIG FEATURES 

1. Speeds Payroll Work and 
Saves Time. 

. Space for Listing Employ- 
ees’ Names and Exemption 
Claim Numbers. 

3. A Complete Payroll Unit 
for small business firms. 
4. For Long Payroll, User 
lists wages consecutively 
from low to high and works 
from Tax Calculator to 

Payroll. 

5. Tax at a glance—10 con- 
secutive wages with one 
dialing. 

6. All Computations are with- 
in two lines of Red Guide 
Line. 

7. Small and compact, attrac- 
tively finished, may be car- 
ried in pocket. 

8. Refills obtainable in event 
of tax changes. Cover 
permanent. 

9. Built around and operates 
in the same manner as the 
well-known Bates List 


~ 






Operation 


Finder. 

10. A High Quality, Low Cost 
Product—Compare cost and 
special features with any 
other Withholding Tax Cal- 
culator. 


MOREY PRODUCTS COMPANY 


1129 Vermont Ave., N. W. Washington 5, D. C. 
tase 


Order from your stationer or 
jobber or write us direct for fur- 
ther information. 
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IN OTHER LANDS 


(Continued from page 54) 

export trade. 

There has been some admitted improvement in the 
| equipment position, however. Steel filing cabinets have 
| been impossible for the normal business consumer 
to obtain without priority, but today they can be 
bought with relative ease. Your correspondent bought 
two this week, after vainly attempting for some years 
to secure them. But these are perhaps the only items 
showing an increase in availability. Comptometers 
and adding machines are still available only for pri- 
| ority users although there is every indication that even 
_here the bottom of the priority market has been 
reached and that some production will now become 
available for non-priority users. 

There has been a definite switch in purpose from 
war to peace production throughout the industry. 
However slow present deliveries of business equipment 
may be, inevitably the effect of this changeover must 
become evident. Duplicate book manufacturers have, 


PREVENTS ERRORS... 
SP EEDS PROD UCTION for example, been transferred off war work this past 
month. This must mean an early increase in the 


The RITE-LINE Copyholder is a small self-contained unit supply of these various types of business books. Rubber 
that can be placed anywhere independent of the type- stamp and marking device manufacturers are now 
writer. It guides the eye of the typist along the line she promising quick delivery. The manufacturers of mech- 
is copying Prevents errors. Speeds production. Price anisms for filing systems and similar office appliances 
U.S.A. $11.85. A few exclusive territories still available. also announce that they are again free to produce for 
Send for folder. ye scsi i Veer e 
is perhaps in the steel furnishings trades that the 

pt oanip poling — best comeback has been made. Steel wastepaper bas- 

" a" kets and five-tier foolscap steel letter racks are two 


- typical it ffered ft bs f 
RITE LINE ages — offered now after an absence of some 


Reg. U. S. Pat. OA. 
COPYHOLDER Produce New Desk Filing System 
| Shannon Systems have perfected a new desk filing 
system, using their suspended filing patent. The unit 
is a metal frame finished in olive green, 11 inches 
front to back, and having folders hanging on a wire 
| frame. These folders, according to the manufacturer, 
THE ORIGINAL | can be tabbed and retabbed as necessity demands. The 
suspended folders can not ride or sag, says the manu- 
| facturer, in claiming that an average folding space of 
NOR F A | one-half inch permits immediate and ready filing of 
| all documents for later attention under their respective 
headings.—_SATNA. 
¥ a 
ELECT HEADS OF INDUSTRY IN SOUTH AFRICA 
Meeting in Johannesburg on September 13, the 
|| Typewriter and Office Appliances Association of South 
| Africa elected F. H. Cross of Gestetner (Africa), 
| 


So Aas 

















PLASTIC 
TYPE CLEANER 


Ltd., to the chairmanship for the eleventh conse- 
cutive year. 


AT © Other officers chosen were M. Loksy, Horters, Ltd., 
EQU TO PRE WAR QUALITY ' as vice-chairman, and the following as directors: 
| G. H. Page, Garlicks Office Equipment Company, Ltd.; 





MR. DEALER .. . | ; UX 
- . si os | W. N. Jones, Harris and Jones Printing, Ltd.; and 
ey come .. . they see ... they buy. ... is att ti 

display container on your counter anil ata eye. wag yeni | J. W. Thompson, Thompson and Hogg. 

stant reminder. ... A pick up... . The Association represents practically 100 per cent 
Order a supply today. . . . Display it prominently and watch it of the South African firms engaged in the office appli- 
sell itself. . . . Unlike other cleaners NORTA is cl » efficient : : 

and quick; just press, roll gently back and forth and the job is ance industry and during the war years has per- 
— iy Bay hands, no soiled clothing. No brushing, formed excellent work in acting as a liaison between 

an = | the Controller of Paper and the industry. 


Its remarkable qualities make it the ideal cleaner for typewriter 


type, stamps, etc. —————_?—=--—____- 


CANADIAN ADVERTISERS HONOR LEE TRENHOLM 


N ORTA Lee Trenholm, director of public relations of Under- 
wood, Ltd., was honored by the Association of 
DISTRIBUTIN G Canadian Advertisers by his election as vice-president 


of the group at the recent thirty-first annual meeting 
in Toronto. Mr. Trenholm served as chairman of the | 


Co. 


119 WEST 40th ST., 
NEW YORK 18, N. Y. 


Association’s 1945 Jury of Advertising Awards. He is 
Canadian vice-president of the American Public Rela- 
| tions Association and past president of the Advertising 
| & Sales Club of Toronto. Gf 
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Send For This @mco Catalog 


of AMCO Carbon Paper and Typewriter Ribbons 


THE MOST COMPLETE 
CATALOG OF ITS KIND 
EVER COMPILED 


AMCO takes a real pride in sending this catalog to deal- 
ers... beautiful leatherette cover... embossed red let- 
tering with a silver panel... yes, you'll find this catalog 
conveniently indexed with cellulose tabs... complete 
size and descriptive information on all products... 
loose-leaf construction allows replacement and addition 


of pages. 
TYPEWRITER CARBON © PENCIL CARBON 


DGRAPH CARBON e — ONE TIME CARBON 
RMERTER’S SPECIAL CARBON © INKED RIBBONS 
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YOUR BUSINESS NAME AND ADDRESS on this Pe 
or a copy of your letterhead will bring you IMMEDIATELY the 
handsome, conveniently indexed AMCO Catalog ... plus com- 
plete information about our Nationwide Advertising and Mer- 
chandising Program of hard-hitting dealer helps, selling aids and 
revolutionary direct-to-user Educational Campaign. 


NAME 





ADDRESS 





Sask easnabeeenee 


CITY ae STATE 








[CAN CARBON PAPER MFE. CO. 
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OFFICE SPECIALTIES 
READY FOR DELIVERY 


@ Sunruco Rubber Furniture Shoes protect fine floors, rugs 
and floor coverings against gouging, marring and spotting 
. prevent skidding on marble surfaces. 
Made of specially-compounded, high-quality synthetic rub- 
ber, they possess better all-around aging properties . . . resist 
deterioration on oiled floors. 
Reinforced with enameled metal insole for extra strength. 


prc ong in sets of four. Both square and round designs 





-available in brown color. Eight sizes priced as follows: 
No. 1 134” Square $0.75 per set retail 
No. 2 114” Square .75 per set retail 
No. 3 154” Square .75 per set retail 
No. 4 134” Square .75 per set retail 
No. 5 1%” Square .75 per set retail 
No. 6 2” Square 1.00 per set retail 
No. 11 15%” dia. Round .75 per set retail 
No. 12 214” dia. Round 1.00 per set retail 

@ Sunmruco Rubber Desk Guards, placed at contact points of 
desks and other furniture . . . prevent corner surfaces of 
furniture from becoming scuffed and splintered . . . protect 
office workers’ hose and other clothing. 

Made of specially-compounded, synthetic rubber ... a 
strong, tough composition that holds its smoothness and 
texture. 


Packaged one pair to a box, with brads for fastening to 
furniture. Available in brown color. Three styles priced as 


follows: 

No. 1 6” length, angle style $0.50 pair retail 
No. 2 20” length, angle style 1.00 pair retail 
No. 3 6” length, curved style .50 pair retail 


@ Sunruco Rubber Chair Protectors, placed at contact points 
of chairs, prevent them —and desks and walls as well — 
from becoming scratched or otherwise marred. 

Molded of specially-compounded, high-quality synthetic rub- 
ber to withstand long, hard wear. 

Produced in three specially-contoured sizes . . . No. 1, for 
corner edges of the seat... No. 2, for chair arms .. . No. 
3, for upper back surface of chair. 

Available in brown color, with brads for fastening to chairs. 
No. 1 Narrow style, 6” length $0.35 pair retail 
No. 2 Wide style, 6” length .50 pair retail 
No. 3 Narrow style, 12” length .25 each retail 
Trade Discounts on Request. All prices are f.o.b Barberton, 


Ohio. Stocks are adequate .. . no waiting . . . order now 
for QUICK delivery. 





NEW STYLE SUNRUCO FINGER PADS, 
which we recently announced, are going X: 
like wildfire. Have you placed your order? N 


THE SUN RUBBER COMPANY 


“BARBERTON: OHIO: 
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WAR AND OFFICE MACHINES 
By A. R. JACKSON 


Honorary Public Relations Officer 
Office Appliance Trades Association of Great Britain & Ireland 


HE OFFICE MACHINE and appliance industry 

turned over a very substantial part of its manu- 
facturing resources and engineering skill to munitions 
of war, but despite the large contribution it was able 
to make in this direction it continued to produce and 
install its own machines and appliances to ensure 
the efficient administration and control of the nation- 
wide war effort as a whole. 

The vast scheme of co-ordinated planning, adminis- 
tration and control, expressed in the two words, war 
effort would have been incapable of accurate and 
timely performance without the aid of management 
tools. These tools, so essential to normal industry 
and commerce, became even more essential because 
of much depleted office staffs and the inevitable de- 
terioration of the clerical effort available. The marvel 
is that so much was accomplished by so few, but the 
real secret of their success lies in the “tool-up.” We 
learned in the war how to tool-up our offices to match 
the prodigious tool-up in our factories. 


Accounting By Electricity 


One section of the Ministry of Supply alone covered 
the accounting and check payments to 20,000 con- 
tractors, all produced and automatically balanced by 
electrically-operated accounting machines, including 
the checks. Similar types of machines prepared the 
pay rolls for thousands of employees in the war fac- 
tories, taking all the complexities of P.A.Y.E. deduc- 
tions, insurances, piecework, bonuses and the like in 
their stride, with unfailing accuracy and speed. Ad- 
dressing machines prepared the pay packets and time 
clock cards in millions every week. 

Adding and listing machines made possible a pre- 
cise accuracy in the vast aggregate of figure work 
despite the withdrawal of the more highly-trained 
office worker adept at mental arithmetic. On the other 
hand, the output of expert technical staffs was much 
accelerated by employing calculating machines which 
gave the answers to intricate formulae with unfailing 
accuracy. This war telescoped the technical develop- 
ments of two normal decades into half a decade—the 
total number of calculations involved were astronom- 
ical. 

Tabulating machines, operating automatically from 
prepunched cards, sorted and tabulated the man-and 
womanpower of the nation in all their categories. 
Similar types of machines prepared and analyzed the 
factory cost accounts of aircraft and tank production. 
These same machines are now engaged in sorting out 
all the complexities of demobilization, handling “men” 
at the rate of 20,000 per hour and tabulating for the 
Ministry of Labor, for instance, how many bricklayers 
are in the forces and at what rate they will be avail- 
able on the current first-in, first-out formula. 


“D” Day Secrets Plotted on Charts 


The position and type of every landing craft engaged 
in the Normandy attack was plotted, minute by minute, 
on charting panels, pierced with a network of slots 
to receive colored symbols. Both the British and 
American high commands employed these standard 
products of the office appliance industry. Similar 
panels were used in the aircraft and tank factories to 
reveal at a glance the progress or bottlenecks in the 
materials inflow and in the production lines. 

Card record systems, vastly improved with all iden- 
tification, titles visible for clerk “on the run,” were 
employed by the control offices concerned with the 
ordering and supply to field units of the immense 
variety of spares for tanks, guns, rifles, lorries and 
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Che Seasons 
Greetings 


from 


THE J. L. HANSON CO. 


manufacturers of 


IDEAL ALBUMS 
& SCRAP BOOKS 


(the quality line for over 40 years) 


THE J. L. HANSON CO. 
552-54 W. Adams St., Chicago 6, Il. 
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Se VAM 


Now Available 
in STEEL! 


A complete line of space saving, 
sanitary wardrobe and locker racks 
that keep wraps dry, aired and “in 

New streamlined design, 
lifetime construction, modern 





















press.” 
rigid 
colors and finishes. 

The S-6 Office Valet Costumer ac- 
commodates six people with spaced, 
wooden coat hangers, ventilated hat 
shelves, and built in umbrella rack. 
Fits in anywhere. A complete series 
bof matching units. 





Tr} 


VOGEL-PETERSON CO. 


Write for 
Bulleti 
a .: ref “The Coat Rack People” 


624 So. Michigan Ave., Chicago 5, U. S. A. 





Free DARNELL MANUAL 


60 WALKER ST. NEW YORK 13.N Y 
36 N CLINTON CHICAGO 6 ILL 


DARNELL CORP. LTD 
LONG BEACH 4 CALIFORNIA 
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jeeps. Similar systems were used to control the pro- 
duction and stores in the factories supplying the 


| ordnance depots and in a like manner by tne aircraft 


| industry. 





The dictating machine is not merely a cold-blooded 
substitute for nimble fingers and permanent waves. 
Many an inspiration or vital instruction, cogitated in 
the small nours, were recorded on its wax cylinders. 
Special types of these machines were permanent “lis- 
teners” at the BBC, faithfully recording for future 
reterence the foreign radio from Hitler’s rare out- 
oursts to Haw Haw’s daily dose. 

The resistance movements all over Europe were 
fostered and expanded, enthused and instructed by 
the “underground” distribution of bulletins and news 
sneets produced on office duplicators—mainly of British 
origin. In the tactories an ingenious adaptation of 
the spirit-type duplicator prepared the thousands of 
tactory torms ana job iapels required to route the 
baten productions through from tne raw material to 
the finished part stores. The same set of master copies 
was used to produce succeeding batches of the same 
component, so avoiding an immense amount of clerical 
repetition work. Similar tasks were covered by alter- 
native systems using addressing plates. 


Posture Seating Aids Women War Workers 


Industrial fatigue is a big factor where woman labor 
is involved. Scientific seating, ensuring correct posture 
and support, originally developed for typists and office 
machine operators, was vastly extended to the fac- 
tories and had a substantial effect on the rate of out- 
put from women workers. 

Even the humble office stapling machine, used for 
tacking papers together, was found to be the ideal 
method of securing plywood to the spruce frames of 
wooden wing aircraft. A quarter of a million of these 
small wire staples were driven into one wing. 

The despatch of airgraph letters in vast quantities 
was largely made practicable through the 12,000-per- 
hour capacity of the automatic electric sealing and 
stamping machine. The same machine will be applied 
to our commercial activities as soon as the Paper Con- 
troller gives us the wherewithal to revive them! 

A directorate of office machinery was set up by the 
Board of Trade to regulate the allocation to essential 
industry of office machines. Very considerable quan- 
tities of specialized office machines were given high 
priority under lend-lease. After exhausting the reserve 
stocks in this country about 1941, the insistent demand 
of the British war effort actually raised the imports, 
under lend-lease arrangements, to higher levels than 
pre-war normal imports. There could be no clearer 
demonstration of their essential nature—and the ship- 
ping space occupied for total imports during 1944 
was a bagatelle of 750 tons, but the value was 1% 
million pounds. 

Back of all these machines was the specialized 
printing industry, working with much depleted staffs, 
supplying system forms and stationery of special types, 
some in continuous lengths for feeding into the ma- 
chines. Other manufacturers were concerned with 
the production of millions of carbon papers, stencils. 
typewriter ribbons and so forth. Typewriters were 
much restricted in new supply and thousands of early 
and some of quite ancient vintage were kept in reason- 
able working condition by the pooled mechanical repair 
facilities of the entire trade. This service was rightly 
classified by the M.O.L. as an essential industry. 


Purchase Tax on Efficiency Tools 


The late Government placed a heavy purchase tax 
on management tools, although it excluded production 
tools. It is to be hoped that the present Government 
will make speedy amends. We cannot afford a tax on 
efficiency in the somewhat grim prospect of the imme- 
diate post-war period. 

What of the future? Management is one of the 
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MODERN DESIGN 
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This means a 


“GREAT DEAL" to 








Myrtle Desk Dealers! 
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STEEL STORAGE FILES au 


This is clear-out time in modern offices. The de’ 





















less clutter, the quicker reconversion hits its les 


full stride. sey 


Your customers will welcome SAFE-T-STAK ~ 


for transferring correspondence, checks, in- the 


All Safe-T-Stak steel 
storage files stack and 
lock together without 
the use of tools, bolts 
or screws. 
t 


voices, payroll and other records. shi 


7 SAFE-T-STAK Steel Storage Files are con- | %© 


- eal venient — have smooth-riding drawers—inter- | ™° 


oe 
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lock for compact stacking —are sturdily built. | int 
They can be delivered now. They will last a like 
lifetime. The original cost of SAFE-T-STAK ee 


is quickly forgotten in the time-saving, space- anc 


a 
Saeed - 
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Safe-T-Stak Tabulat- 
ing Card Files use a 
Wedge-Lock Com- 
pressor to securely | 
bind cards in drawers 
for perfect alignment 
and easy handling. 


saving economy it brings. Used by both big ens 


and modest concerns all over the United States. wa 


You will find SAFE-T-STAK a highly profit- dias 


able line. Contact our Headquarters in Canton | ant 
fron 


for full details. of t 
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DIEBOLD, INCORPORATED *¢ Canton 2, Ohio} 38 
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' Cardineer Rotary Card Files 
' are only one of DIEBOLD 
rotary, visible and vertical 
record systems that improve 
control over active records, 
save space and conserve time. RECORD SYSTEMS: FIRE AND BURGLARY RESISTIVE SAFES AND DOORS Gove 

BANK VAULT EQUIPMENT-HOLLOW METAL DOORS-MICROFILM Asso! 
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most important, if not the must important, lessons we 
have learned from the war—management which can 
secure an increasing flow of products from the fac- 
tories at lower cost—management which can survey 
home and export markets and ensure the high level 
of sales which alone can translate the idea of full em- 
ployment into practical realities. 

The competitive power of Great Britain in the ex- 
port markets of the world will be determined increas- 
ingly by industrial and commercial. efficiency, and 
not by low wage standards. In the same way the in- 
ternal living standard will be governed by the rising 
output ratio per worker of durable things and not 
by paper wages and flimsy things. Our job is to 
apply man-and womanpower to produce a greater 
abundance of real wealth and happiness. 


Technicians’ Paradise—Peoples’ Nightmare 


Mass production is one way to accomplish cost re- 
ductions, but it also entails a large measure of stan- 
dardization and a limiting of choice which is not 
compatible with an expanding intelligence and the 
development of a more critical taste. It is manifestly 
less complex to manage factories which are more or 
less industrial sausage machines. It is more simple to 
direct sales organizations subordinating everything to 
accomplishing record figures in a few standardized 
lines. But it may be doubted if Great Britain would 
be wise to follow too slavishly the ideas of other and 
larger nations in this regard. 

We have our own particular contribution to make 
to world needs and that contribution may well follow 
the lines of catering for the great versatility of demand 
which can increasingly be fostered by good salesman- 
ship allied to real economy in the factories. We should, 


at all costs, avoid those oversimplifications which pro- | 


duce a paradise for the technicians and a nightmare 
for all the rest of us. 

We are not inevitably moving closer to the total 
mechanization of industry with an increasing stand- 
ardization of products and thoughts. On the contrary, 
we may hope to be moving into an age of more critical 
intelligence, where management implies not merely the 
ability to carry out efficiently an inevitable and ant- 
like task, but where there must be a total alertness and 
sensitivity to desirable changes, plus the ability to 
control and direct wisely and economically despite 
these changes. 

In these conditions the most modern office appli- 
ances through which management is able to create 
intelligent forecasts, to make workable plans and to 
ensure successful performance, with economy of time 
and labor, must pay an increasingly important part 
to solve the twin problems of economic production and 
successful marketing. 


MAVERICK-CLARKE WIN PRINTING RECOGNITION 

Maverick-Clarke, stationers and printers of San 
Antonio, Tex., have received a Certificate of Merit 
from the Government “in recognition and appreciation 
of the exceptional services performed for the United 
States Government Printing Office in the production 
of printed material essential to the nation in the 
prosecution of the war.” 

In an accompanying letter, the Public Printer re- 
ferred to Maverick-Clarke as “one of our most im- 
portant partners in producing printing needed for 
the war. 

Some conception of the fine job that this firm did 
in the emergency may be better acquired when it is 
known that there were turned out more than 392,- 
000,000 printed pages of army orders, the paper used 
weighing in excess of 1,100,000 pounds, and the aver- 
age daily production being more than 495,000 pages. 

A Eisemann, a vice-president of this company, is 
Governor of the ninth district, National Stationers 
Association.—BCR. 
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COMPARE-A-DAY Sy 


RECORD BOOK 


Here's a bombshell for your business. A six year record 
book with 1001 uses! Adaptable to practically any business 
—the Compare-A-Day Report Book is ideal for salesmen, pro- 
fessional men, merchants, manufacturers, individuals. Sales, 
cost, production, expense, tax, automobile and other busi- 
ness records can be accurately kept for 6 consecutive years. 


CONTAINS HANDY TABLES 


Practically all the tables required 
by the average business or in- 
dividual from time to time are 
also included in the Compare-A- 
Day Record Book—making it a 
valuable reference as well as 
record book. 


ORDER NOW Fnepiee h day protts 











AFTER THE WAR—WHAT? 


Dealers who look ahead are making plans now. 
Here is your opportunity now—war or peace. 


SATIN FINISH 
EXECUTIVE rivvons 


Meet the maximum expectations 


of users of SILK RIBBONS 


SATIN FINISH EXECUTIVE Typewriter ribbons were 
introduced seven years ago as successful competition to 
silk ribbons for sharpness of write and maximum durability. 

SATIN FINISH EXECUTIVE Ribbons have been success- 
fully sold by enterprising dealers in competition with silk 
on the basis of equal sharpness, equal wear, something 
unknown heretofore with cotton ribbons. 

SATIN FINISH EXECUTIVE will absolutely meet your 
and your customers’ fullest expectations. It is not uncom- 
mon for users to report that their typewriters consume no 
more than two or three SATIN FINISH EXECUTIVE rib- 
bons a year. So far as we know, there is no similar 
sharp writing, long wearing ribbon on the market. 

With the increasing difficulty in securing your require- 
ments on silk, SATIN FINISH EXECUTIVE is YOUR 
OPPORTUNITY to meet all the demands heretofore sup- 
plied by silk ribbons. 


“Oldest Exclusive Manufacturers of Typewriter Ribbons 


and Carbon Paper” 
oA effe 


og eae: 


1888 Factory, Rochester 8, N. Y. 1945 
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TYPEWRITER RIBBONS 


Made right— Priced right — 
Sold right. Here’s a ribbon 
and carbon proposition you 
can turn into real profit. 
You can always count on our 
cooperation. 


EXCLUSIVELY for 


| DEALERS “» STATIONERS 


Complete details on request 


ALLEN & COMPANY 


DEPT. M 
11-13-15 VANDEWATER ST. 
NEW YORK 7, N. Y. 


/CARBON PAPERS. 











(IAROTYPE Ste 


INSTANTLY 





Clarotype is known and preferred by 
stenographers all over the country. It 
is a reliable type cleaner, non-inflam- 
mable, and will not evaporate in stock. 





WAREHOUSE 


WE SHIP "stock 


Clarotype is available for shipment from 
New York, Chicago, Los Angeles and 
Charleston, S. C. Your Clarotype sales 
make good profits for you. For free ad- 
vertising aids and further information 
please write to 


THE CLAROTYPE CO., INC. 


261-P BROADWAY NEW YORK 7, N. Y. 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1719 Fremont Ave., South Pasadena 


Several young men formerly in the office appliance 
industry, either as sales and service men or as mem- 
bers of the firms which they served, are coming back 
into the industry each month as they are released 
from service overseas. Their help, for the most part, 
is needed badly in southern California and without 
exception the men are being placed in their old posi- 
tions, or in better ones, as rapidly as they return. 

* * * 

A $12,000 fire loss was sustained by Moore Business 
Forms, Inc., when a fire of unknown origin razed a 
storage shed at the rear of the plant, 620 East Slauson 
Avenue, Los Angeles. Superintendent H. P. Drennan 
states that the building contained a large quantity of 
printed forms sorely needed by the United States Navy, 
as well as a large quantity of paper which was to have 
been used in printed forms. 

* * * 

Rodney Allabach, proprietor of the Allen-Wales 
Adding Machine agency in Los Angeles, reports that 
his agency is selling all the machines it can get in, 
and that the machines are now coming in larger num- 
ber each month. L. B. Gainor and G. B. Griffith have 
been added to the sales force and service department 


recently. 
* * x 


The Victor Adding Machine Company employees en- 
joyed a picnic at Shamrock Villa, Canoga Park, in 
the San Fernando Valley recently. About 25 employees 
and their families were present. 

* * * 


Blake Lockard, secretary of the Stationers’ Associa- 


tion of Southern California, reports that there has 


been a good attendance at local monthly meetings 
already held. Meetings were held in September, Octo- 
ber and November at the Mayfair Hotel, Los Angeles, 
where all meetings are held. No meeting will be held 
in December, but one will be held in January. 

Frank S. Balthis, Jr., former director of OPA, south- 
ern California area, was the guest at the October 
meeting. His subject was, “What Retailers May Expect 
on Price Control in the Reconversion Period’. Mr. 


| Balthis recently resigned his OPA job and has re- 


sumed his law practice. R. A. Thomas is president of 
the stationers association. 
oe * ~ 


L. E. Walrath, manager of Vroman’s Office Equip- 
ment Store, Pasadena, is improving satisfactorily from 
a recent illness but as yet is unable to resume his work 


at the store. 
* * a 


Douglas Holman, proprietor of the Los Angeles Desk 
Company, Los Angeles, and F. C. Charles, factory rep- 
resentative of the Imperial Desk Company and Benson 
Files, recently had a fine three weeks’ vacation hunt- 


| ing and fishing in Oregon. Each brought home a big 


buck and large quantities of fish. 

Edwin D. Young, Mr. Holman’s son-in-law, who has 
recently been discharged after serving for four and a 
half years in the Army Air Forces, has now joined the 
firm. He arrived home just in time to celebrate the 
second birthday of his daughter, whom he had never 
seen. 

ak +” * 

M. R. Gordon and Logan Wells, both former sales- 
man with the Underwood Corporation, Los Angeles, 
have recently returned from overseas and have again 
joined the staff of the company. Mr. Gordon, who was 
machinist’s mate, first class, in the Navy and who 
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of the Famous Empire 


STEEL FILES 


and 


STYLE-MASTER 
STEEL DESKS 


The years since Pearl Harbor were long 
years, but years filled with the greatest 
manufacturing accomplishment ever 
experienced. Now reconversion opens a 
new era of accelerated production for 
civilian needs. 


Major items are now inrapid production. 


x *k *& 


The ‘‘Y and E”’ Franchise is your assurance that 
you can again offer to your customers the lines 


that have proven so satisfactory in the past. 


YAWMAN4»?FRBE MFG.(O. 


1015 JAY ST., ROCHESTER 3, N. Y. 





“Foremost for More Than Sixty-five Years” 
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W. are now getting back into the normal production of Lawson 
Stationers’ Products. Some items are now available, and we hope it 
won’t be long before we can take care of our customers’ complete 
requirements. For many years Lawson Stationers’ Products have 
been the leaders in their field . . . and they will maintain their posi- 


tion of leadership in the future! 


THE F. H. LAWSON CO. ... CINCINNATI 4, OHIO 
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served three years in the Pacific theater of war, is 
now selling typewriters out of the Glendale office. 
Mr. Wells, who was staff sergeant in the Army with 
almost four years’ service in the European theater, is 
now selling typewriters out of the Los Angeles office. 

Daniel C. Barton is a new member of the staff and 
is selling supplies out of the Los Angeles office. 


Herbert F. Brown, proprister of The Brown Shop, 
Pasadena, reports that his son, Sgt. Willard Brown, 
is to return very soon from England where he has 
been for about a year. He will join the firm as a mem- 
ber of the organization after returning home. Prior to 
going into service he was attending college. 

Cpl. Walter E. Gockley, who prior to going into the 
Army was with The Brown Shop for 16 years, is now 
back in the pen and stationery department. 

There are five other former employees still in the 
service and Mr. Brown hopes that all will return to 
their old jobs. 


* * * 


D. L. McBride (better known as “Mac the Penman”), 
Pasadena, made a small window display of pens the 
other day, and this, he states, was the first time in 
three years that he has been able to do this. 

Mr. McBride’s son, David, is now with the Marines 
en route to North China by way of Guam and Okinawa 
on board the U.S.S. “Nassau”. A son-in-law, Lt. Col. 
Albert B. Stevens, who under General Eisenhower's 
command had charge of movable pipe lines in France 
during the final campaigns, is again teaching petro- 
leum engineering at the A. and M. College at College 
Station, Tex. 

Mr. McBride’s daughter Sally, the girl who, as a baby 
some 15 years ago, was the featured heroine in an 
article in OFFICE APPLIANCES, is now helping out in the 
store on Saturdays and after school. The article told 
how Sally, as an infant, was the center of attraction 
in a window display after having been pronounced a 
perfect baby by Pasadena physicians. Mr. McBride up 
to that time never had a window display which drew 
so much attention at that one did. The child was 
in the window for several hours with a nurse in at- 
tendance. The gazing and worshipping: public crowded 
about the window, saw the child fed at regular inter- 
vals and noted her peacefully sleeping in her crib be- 
tween feedings. Incidentally, it is not overstating to 
say that Miss Sally would still make a very beautiful 
window display, but now she should be dressed as a 
junior miss taking a gape part in high school 
events. et we 

T. F. Peirce, proprietor of "te Pacific Desk Com- 
pany, Los Angeles, reports the recent visit of Robert 
S. Fowler, president of the Macey-Fowler Company, 
New York. Mr. Fowler came by plane and remained 
only a few days. Another visitor was Robert De Cou, 
western sales manager for the Leopold Company, 
Burlington, Iowa, who was making an analysis of the 
business situation in California. H. P. Ryan, sales 
manager for the Pacific Desk Company, left Novem- 
ber 14 on a business trip to San Francisco. Miss C. M. 


Smith, secretary-treasurer of the company, has just | 


returned from an airplane trip through Mexico. 
* * x 
The Alexander Stationery Company, Hollywood, 
Ralph Alexander, proprietor, celebrated its tenth an- 
niversary on November 9 with a dinner and dance at 
the Biltmore Bowl. Twenty-four people were present, 
including employees and their wives. Mr. Alexander 
purchased the Rogers Stationery at 246 South Western 
Avenue three years ago. This store is now called the 
Western Avenue Store and Frank Lewis is the manager. 
+ ok a 
Henry R. Miller, proprietor of the Miller Stationery 
Store, Los Angeles, is recovering from an illness which 
has kept him home for some little time. He is already 
back at the store, however, and attending to duties. 
His son, H. Reagan Miller, Jr., who has been in the 
Air Forces for the last three years, has returned and 
is now manager of the store. 
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Stall Champzon!! 


Sinclair and Valentine Co. 


DUPLICATING 
CLIMATE-PROOF 


COE 





Champion Quality Duplicating Ink has been 
carefully compounded to get a free flowing, 
smooth and quick drying ink. Enabling 
you to produce the maximum of copies 
with one inking in a pleasing and 
“easy to read” gray-black tone. 


Sinclair and Valentine Co. 
611 W. 129th Street PINKS] 





New York 27, N. Y. 


Albany Philadelphia Dayton New Orleans Detroit 
Baltimore Chicago Charlotte Cleveland Nashville 
New Haven Boston Birmingham Dallas Kansas City 





Champion Duplicating Black 








WORK WITHOUT Graffeo SIGNALS? 














signals and maptacks 
aid busy workers. . . do much 
to make operations smoother. 
Graffco signals and maptacks 
never forget; they make existing 
systems more efficient; speed 
operations. 


GEORGE B. GRAFF 
COMPANY 


54 Washburn Avenue 
Cambridge 40, Mass. 
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We Appreciate 
Your Patronage and 
Patience during 
Chis Crying Year 
a oi SPECIALTY Co. 


200 Fifth Avenue, New York 10, N. Y. 





Factory at Elizabeth 1, New Jersey 
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| Sam Rosendorf, Sr., 





VIRGINIA-NORTH CAROLINA NEWS NOTES 





J. F. Howison, Correspondent 





Vv. H. Duke, special representative of A. B. Dick 


>» | Company, Chicago, spent a few days recently in Rich- 


mond with L. N. Mauch, owner of the American Type- 
| writer Exchange and holder of the Mimeograph fran- 
chise in Richmond and surrounding area. 
* * * 

The Southern Stamp & Stationery Company of 
Richmond has just contracted for the Virginia agency 
of “Sound on Wire,’ marketed by Standard Business 
Machines Company. Sam Rosendorf, Jr., is owner of 
the business, which was established by his father, 

now retired. 

* * * 


J. B. Ogden of Lynchburg, Va., one of the oldest and 


| most successful representatives of Ediphone and Dicta- 


phone, reports the installation during October of new 

machines in Martinsville, Va., and Danville, Va. Sell- 

ing these brands for 50 years, Mr. Ogden is now stress- 
| ing the superior qualities of the new models. 


* * * 


| Cole, Harding & James, stationers at Richmond, 
have just completed the installation of an array of 


fluorescent lights and admit it was in honor of a 
former salesman, Clyde W. Wilkinson, now home from 
the wars. Mr. Wilkinson, who has returned to his 
former work, was a prisoner of war after being shot 
down on his twentieth air mission, over Rostock, Ger- 
many, in February of 1944. He was liberated on April 


29, 1945. 


. «© Ss 


Price Brothers, Richmond stationers, now close their 
doors each Saturday. This store has a favorable loca- 
tion in the center of the city and near a large high 


school. 


* * * 


Clyde H. Vick, Norfolk representative of Marchant 
calculating machines, reports that the Marchant Cal- 
culating Machine Company is now located in spacious 
new quarters of the Wainwright building at Norfolk. 
Because of increased business and post-war plans, the 
staff has been expanded. Mrs. Pauline Smith and two 
ex-servicemen, P. J. Finch and Richard Martin, ex- 
perienced technicians, have been added to the payrolls. 
A recent welcome visitor was Sgt. D. C. Huber of the 


U. S. Army. 








* * * 


L. M. Dennis, a star salesman and a protege of 
Ed Simonton in his day, formerly located with 
Remington Rand, Inc., at Richmond, has been trans- 
ferred to Charlottesville, Va. Mr. Dennis is enthusiastic 
over the outlook for post-war business in that fine 
and historic section of Virginia. 





* * * 


Parents and friends of Lt. William C. Logan, Jr., are 
interested in the Pacific submarine warfare record 


| made by the sub “Jack”, of which Lt. Logan, Jr., was 


| executive officer. 


This submarine destroyed 200,000 
tons of Japanese shipping to become outstanding in 
the underseas fleet. Lt. Logan, Jr. is the son of Mr. 


| and Mrs. William C. Logan of the Richmond office of 
| Remington Rand, Inc. 


* * * 


Friends are grieved to learn of the death of “Doc” 


| Farnum of the Rem-Rand organization in November 


at Philadelphia, Pa., at the age of 82. In 1889, he 
joined the Remington Typewriter forces as a salesman, 
rapidly advancing to the positions of branch manager 
and home office special representative. He became 
the dean of Remington bookkeeping machine sales- 
men, specializing in municipal accounting. He made 
the original setup for Rem-Rand installations at New 
York, Los Angeles, Chicago, Fresno, Santa Barbara, 
Atlanta, Milwaukee, Richmond and Pittsburgh. He 
was loaned to the U. S. Government for designing the 
1945 
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"replied Nilmerg 


GRIMSHAW: You are talking about COLUMBUS PENCILS. 


NILMERG: Indubitably, Sir. I maintain that the wise men of Oak Ridge proved 
what we have been saying about COLUMBUS PENCILS. 


GRIMSHAW: To wit and etcetera? 


NILMERG: When the Scientists split the Atom they rang up the curtain on a 
new America—a richer, more prosperous America with lots of activity and full 
employment. 


GRIMSHAW: To the point, my dear fellow. 


NILMERG: The point is that everybody—including Stationers—must raise 
their sights to a quality world. If you want to survive and prosper in the [} 
Atomic Age you must sell high quality merchandise which yields a hand- 
some profit. In brief, COLUMBUS PENCILS. Fi 
GRIMSHAW: Ah, profits ..... 


NILMERG: Precisely. Tell your customers that the House of A. W. Faber 
with all its generations of prestige stands back of COLUMBUS—tthat it has 
rich, smooth-as-satin graphite, hexagon in shape, beautifully polished in 
yellow with a positively smudgeless red eraser tip. Then watch the profits 

roll in. 


GRIMSHAW: You know, you are the nicest gremlin I ever met. Will 


you take my order for 50 gross? 
NILMERG: Thanks. Just mail it in to A. W. Faber, Inc., 41 Dickerson 
Street, Newark 4, N. J. The boys get a kick out of receiving orders in 
the mail. 




















i Rie. See 


“Coluntius” BLACK 4C WRITING PENCIL 


as sean Pay Y ¥ . " sey 


OFFICE APPLIANCES, December, 1945 195 





This pin-up picture illustrates an important 
business fact. A good posture chair increases 
efficiency. Harter Posture Chairs do so naturally 
—by providing the comfortable support which 
reduces fatigue. 


Harter Posture Chairs are fully adjustable to the 
different requirements of every worker. Steel 
construction and durable upholstery guarantee 
years of trouble-free service. These chairs are 


DEALERS: A few exclusive dealerships for 
Harter Posture Chairs are still available, as well 
as franchises for Harter Executive Chairs. Write 
for full details. 
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smart in appearance, modern in design, and su- 
premely comfortable. 


You get more efficiency from office workers 
when you give them more comfort. Ask your 
office equipment dealer to show you Harter’s 
complete line of Steel Posture Chairs. Or write 
direct for illustrated folder. 


HARTER CORPORATION « Sturgis, Mich. 
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accounting system of the Federal Reserve banks. 


* * * 


The Newport News Office Equipment Company, | 


(Thompson and Thomas) has been given the Reming- 
ton Rand, Inc., franchise for representation of type- 
writers and adding machines in that territory. Both 
men were formerly Rem-Rand salesmen and they have 
done a fine business in handling the Ediphone. 

* a ca 


H. B. Alexander, live-wire manager of the district 
office of Rem-Rand at Greensboro, N. C., is doing a 
thorough job of reorganizing the sales force. ‘“Aleck”’ 
is a worker from the heart. He is building up a large 
volume of orders through the able assistance of the 
Taff Office Equipment Company at Greenville, Shoe- 
makers at Wilmington, The Asheville Typewriter Com- 
pany, Spencer-Rhyne Company at Gastonia, the Lenoir 
Office Equipment Company and W. D. Wiggs at Dur- 
ham, along with firms at Fayetteville, Winston, and 
Charlotte. “Aleck’s’” advice to his salesmen is: 

1. Be neat. 

2. Be prompt. 

3. Don’t talk about yourself to your customers. (Let 
them find it out.) 

4. Smile and be pleasant. 

5. Tell the truth always. 

6. Know your products thoroughly. 

7. Remember names and faces. 

* * * 

A long and interesting letter has arrived from 
George A. Carnegie of Norfolk, possessing one of the 
oldest and largest stocks of office appliances in the 
South, an enormous supply of everything. George 
makes it a rule to absent himself from his business 
in Norfolk for 30 days each summer to visit the manu- 
facturers, distributors, dealers and retailers in the 
North and in Chicago. He learns much of value on 
these trips. 

es plaliicaitis 
SON SUCCEEDS FATHER WITH GENERAL PENCIL 


George A. Nitschke, who has represented General 
Pencil Company, Jersey City, N. J., through most of 
the war years in the states of New York, Pennsyl- 
vania, New Jersey, Delaware and Maryland, has been 
re-engaged by the Automatic Pencil Sharpener Com- 
pany. The position is still in the family, however, as 
he has been succeeded at General Pencil Company by 
his son, Gordon Nitschke, who has previously done 
considerable work in the stationery field. George will 
cover the same territory that has been served by his 
father. 





VICTOR VISIBLE SALES SCHOOL—The most recent in a 
series of Victor Visible sales schools was held by the Victor 
Safe and Equipment Co. at the Hotel Lenox, Buffalo, N. Y., 
with an attendance (left to right) including: Daniel Harrigan, 
Horder’s, Inc., Chicago; Walter Anderson, York Office Supply. 
York, Pa.; Elmer Rees, A. Pomerantz Co., Philadelphia, Pa.; 
Henry Block, Lewis Business Furniture Co., Toledo, Ohio; 
Daniel Waldner, D. Waldner Co., Mineola, N. Y.; H. W. 
Barnes, The Victor Safe & Equipment Co., Inc., North Tona- 
wanda, N. Y.; A. R. Huntzinger, E. W. Curry Co., Pittsburgh, 
Pa.; Benjamin Schumsky, Perry Ptg. & Staty. Co., Inc., New 
York, N. Y.; Eugene Miller, Robert Keith, Inc., Kansas City, 
Mo.; George Desmond and Douglas Emore, The Victor Safe 
& Equipment Co., North Tonawanda, N. Y. 
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STARK DESK CALENDARS 


NOW IS THE TIME TO ORDER 


FOR 1946 


An 
Outstanding 
Line With 
Real Selling 
Features 
and 
Best of All 


A Real Proftt Producer 


Printed in two colors, RED and BLUE on quality 
bond paper with maximum writing surface. Priorit 

ratings on Metal Stands essential. Stands only wi 

not be sold separately. 





Write at once 
for catalog. 


STARK 


CALENDARS, INC. 


525 S. Dearborn St. 
Chicago 5, Ill. 





New York Office 
321 Broadway 
New York 7, N. Y. 
Phone COrtland 7-9779 

















Just as Tiffany leads in jewelry—just as 
Ford stands at the head of industrialists 
—so does CANODE stand for what is 
best in duplicating inks. 


45 years ago Fred Canode, a chemist, be- 
gan making duplicating inks. Mr. Canode's 
scientific training, plus 45 years’ experi- 
ence, gives you the finest duplicating inks 
you can buy. Yet they cost no more than 
ordinary inks. 


Try Canode's Premium Imk—quick dry- 
ing—minimum penetration. The finest 
duplicating ink made. 


For a good ink at low cost try our Bul- 
letin Ink. 


Samples and Prices on Request. 


Why buy an inferior ink when you can 
get Canode's at no greater cost? 


INK SPECIALTIES C0., INC. 


519 N. HALSTED ST., CHICAGO 22, ILL. 
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THE OUTFIT CONSISTS of the Scope Table and T Square; also a separate, 
Movable Lamp. The four legs with rubber feet are all removable. The longer 
legs may be placed on the right side thereby tilting the scope at a different 
angle for work the long way of the stencil. The T Square is provided with a 
wooden locking device which holds it tightly in position wherever set. 


The Movable Lamp is placed under the Scope and can be adjusted to bring the 
greatest light right under the working area. The Plastic Diffusion Shield 
avoids glare and does not accumulate heat. It also protects the lamp from being 
accidentally broken. 


The Scales in each side of the table are divided into sixteenth inches and 
standard typewriter spaces for the entire length of the stencil. Scales, top and 
bottom, show regular typewriter pica and elite spaces. Technyscope is 16% 


inches wide by 21% inches long. 
Price, complete with Lamp, Ball Point Stylus, $] 450 


Flexible Writing Plate and Four Manuals AS ge 


Rockies) 


TECHNYGRAPH CO. recuny, it. 
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U. S. CENSUS BUREAU STATISTICAL 
PROGRAM FOR BUSINESS 


The most compelling problem facing business today 
is that of reaching and maintaining a high peace- 
time level of production, distribution, and employment. 
A high level of activity depends in large part on the 
decisions reached concerning such important operat- 
ing problems as the building of new plants, addition 
of new lines, wage policies, opening of new sales out- 
lets or intensification of sales efforts in established 
marketing areas or industries. To reach sound de- 
cisions businessmen need information about the 
market conditions of the goods which they buy and 
sell. Some of the most vital facts will be those con- 
cerning the production and distribution of goods and 
services, the pattern of wholesale and retail trade, 
and the population and its buying power. 


Most of the work of the U. S. Census Bureau in 
these fields was suspended during the war, even 
though major changes were taking place in the pro- 
duction and distribution system accompanied by vast 
mevements of population and changes in income dis- 
tribution. Consequently, as a starting point, com- 
plete censuses of production and distribution should 
be taken for the first full peacetime year so that pro- 
duction and marketing plans may be adjusted to take 
account of the changes resulting from the war. 


In the past, major emphasis in the statistical pro- 
gram of the Census Bureau has been placed on the 
periodic complete censuses taken at intervals ranging 
from two to ten years. The new program recognizes 
that business needs cannot be met merely by collect- 
ing facts at such intervals. Markets change rapidly 
in response to the development of new products, new 
distribution methods, and changes in population and 
purchasing power. 


To meet the most urgent of the needs of business 
and the public generally, the Census Bureau has de- 
veloped a program which will provide both compre- 
hensive censuses and co-ordinated current reports on 
the most significant factors involved. The program 
centers on manufacturing; distribution, including 
wholesale, retail and service trades; and popula- 
tion with particular reference to individuals as con- 
sumers and members of the labor force. The program 
represents an effort to measure and describe markets 
as well as the supply of goods being produced for sale 
in such markets, along with the necessary complemen- 
tary information needed for intelligent analysis of 
the size, location, and conditions existing among pro- 
ducers, distributors, and consumers in each of the 
major producing and composing sectors of the busi- 
ness economy. 


Manufacturing 


The manufacturing statistics program will provide 
information on the production of manufactured com- 
modities, as well as on the movement of materials 
from the mine and farm through the various stages 
of manufacturing up to the distribution channels 
through which products move to the consumer. This 
objective will be accomplished through a program 
made up of two complementary parts—Censuses of 
Manufactures and Mineral Industries to provide com- 
prehensive data on industries and commodities and 
a system of current reports to keep the most impor- 
tant aspects of industrial information up to date. 


Although provided for by law on a biennial basis, 
the Census of Manufactures has not been taken since 
1939, having been set aside by the President under the 
authority contained in the Second War Powers Act. 
The absence of comprehensive measures of manufac- 
turing activity during the war years makes it im- 
perative that the changes in the number, location, size 
and products of manufacturing establishments be 
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In this period of reconstruction of a 
war-torn world, it is fitting and 
proper that all men of good will join 
efforts in attaining the truly great 
things of life. In this spirit we, of 
GUSSCO, greet you with the wish 
for a full measure of health, happi- 


ness and prosperity. 


GUIDE SYSTEM & SUPPLY CO. 


355 Canal St., New York 13, N. Y. 





MANUFACTURERS OF TRANSFILE FILES AND FILING SUPPLIES 
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determined as soon as possible. Therefore, it is pro- 
posed to take the Census of Manufactures (and 
Mineral Industries) covering the first full peacetime 
year, 1946, rather than to wait for the next regularly- 
scheduled census which would not be taken until 
1948 covering the year 1947. 

These censuses will be similar in most respects to 
those taken before the war and will furnish data on 
the production of commodities, consumption of mate- 
rials, employment, man-hours worked, wages, value of 
production, cost of materials, inventories, capital ex- 
penditures, and so forth. This will make it possible 
to determine at least in broad outline the changes 
caused by the war, including shifts in products, 


changes in the size, distribution of manufacturing | 


establishments, the position of the various industries 


as a source of employment and wages, shifts in the | 


fortunes of particular industries, changes in the pro- 
ductivity of labor, and many other significant indus- 
trial developments. Regional, state and other geo- 
graphic compilations will contribute greatly to an 
understanding of the altered importance of each sec- 
tion of the country will respect to production, em- 
ployment, and markets for raw materials and semi- 
finished goods. Furthermore, the censuses, since they 
include all manufacturing and mining establishments, 
will provide a general bench mark in terms of which 
current statistics collected by public and private agen- 
cies may be appraised and adjusted so that their 
accuracy and dependability may be increased. 

The current manufacturing statistics program is 
largely under way at the present time. The program 
includes some 130 carefully selected monthly, quar- 
terly and annual surveys needed to measure the more 
important aspects of industrial operations as often 
as needed. All of the major manufacturing industries 
are represented in the current program but greatest 
emphasis is placed on those commodities which con- 
tribute importantly to the ebb and flow of the busi- 
ness tide. Data are being obtained not only on 
measures of activity, such as production or shipments, 
but also on the “forecasting” items for selected com- 
modities such as the volume of new and unfilled orders 
and inventories of materials or finished products. 

These current surveys will enable businessmen to 
keep in touch with important changes in manufac- 
turing activity and with the market position of lead- 
ing commodities. The current program will furnish 
at least on an annual basis the facts needed to carry 
forward the more significant measures of industrial 
operations during the years not covered by a com- 
plete census. In fact, the full development of the 
current program should make it feasible to take the 
Census of Manufactures at five-year intervals rather 
than on a biennial basis as is now provided by law. 


Distribution 


For wholesale and retail trade and service estab- 
lishments less information is available at present than 
for manufacturing. Major shifts in the distribution 
of population, the amount and type of goods available 
for sale, and the number and size of establishments 
have taken place, but, as in manufacturing, no com- 
plete census has been taken since 1939. Furthermore, 
the Census Bureau’s current reporting program de- 
signed to cover intercensal periods was only in an 
early stage of development when further progress was 
stopped by the advent of war. 

The Bureau’s program contemplates a complete 
census covering all wholesale, retail, and service estab- 
lishments (including contract construction), covering 
the year 1946. This is the earliest year for which the 
bench mark statistics of the complete census would 
reflect peacetime conditions and at the same time 
permit integration with the Census of Manufactures. 
Such a census will provide information on the number 
and size of establishments by kinds of business, sales 
or receipts, and other data shown by small geographic 
areas which will bear directly on business problems 
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SAND 
URN 


As decorative as it is 
practical, this modern 
new Compco ciga- 
rette urn is “‘must”’ 


equipment as a fire- 
proof disposal unit. 


Available now 
through recognized 
distributors. 


* 20 inches high x 1 O inches dia. 


® Baked on wrinkle finish 


* Highly polished rustless top 
and trim. Removable top hos 
ample sand storage space 
underneath. 


Two colors available: 
No. A84— Wrinkle Black 
No. A95— Wrinkle Brown 


Commercial Metal Products Co. 
2255 W. St. Paul Ave., Chicago 47, Ill. 
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One of the little things that can ruin typing 
production is smudgy, hard-to-handle car- 
bon paper. Efficient stenographers and 
typists once they have used Nev-R-Kurl 
Carbon Paper unhesitatingly recommend 
it because it doesn’t smudge, tree or 
wrinkle and spoil their work. These 
boosters are responsible for a steady flow 
of profitable repeat orders which come 
from leading business offices throughout 
the country. 


NEV-R-KURL 


Will not curl, tree, wrinkle or smudge. 


Gives 35 to 50%, more copies per sheet 
by actual tests. 
Universal adaptation—same sheet 
works on siandard or noiseless typewrit- 4 
ers, billing or bookkeeping machines. & 
Wood Stamp Pads 
Typewriter Ribbons 
Carbon Papers 
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DEALERS ! 


Be prepared to meet the ever increasing 
demand for maps. 


SCHOOL — BUSINESS — TRAVEL 


CLEARTYPE MAPS 


BLACK AND WHITE 
COLORPRINT SERIES 


COMBINATION 
RAILROAD — AUTO MAPS 


MAPS MAPS 


for of 
EVERY PURPOSE EVERY WHERE 
WRITE FOR CATALOGUE 
AND 
DISCOUNT SCHEDULE 





AMERICAN MAP C@O., INC. 


MU 2-7581 








16 EAST 42nd ST., N. Y. 17, N.Y. * 








TOO GOOD TO MISS 


This pencil pouch comes in all colors with 
seven lead pencils (5 with rubber tips), 
pen holder and in a special pocket, back 
of pouch a 6 inch rule. 
RETAILS 60c 
Write for price list 
A Great Buy Anytime. A Good Xmas Item 


Satisfaction Guaranteed 


Williams Products Co. 


1855 Milwaukee Ave., Chicago 47, Ill. 
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requiring market analysis, aid in the direction of sales 
programs, serve as a guide in the establishment of 
new businesses and perform a multitude of other 
useful services to the community at large. 

Present legislation provides for a decennial census 
of business with the next one scheduled to be taken 
in 1950 to cover the year 1949. In the decade of the 
30’s the need for more frequent complete descriptions 


| of the business community resulted in a series of 


“special” censuses financed by emergency funds. The 
result was a succession of surveys differing impor- 
tantly in scope and content, which detracted in sub- 
stantial measure from their usefulness. It is, there- 
fore, proposed to conduct the complete Census of 
Business every five years in the future with the first 
one scheduled to cover activity in the year 1946. 
Valuable though the complete census will be, it is 
nevertheless true that even in times of peace our 
economy is so dynamic in character that there is 
need for a continuing flow of information to keep 
pace with current developments. To meet these re- 
quirements, it is proposed to obtain annually for 
intercensal years information on inventories, oper- 
ating costs, and other data which will make possible 
analysis of operating experience by kind of business. 


| The annual statistics thus prepared will be similar to 


those obtained from the complete census, with the 
published information limited to the United States 
totals, regional areas, states, and large cities. 

In order to stay abreast of current market develop- 
ments and provide the basis for future projections, 
data will also be gathered monthly from a repre- 
sentative group of the more important types of retail, 
wholesale, and service trade establishments. In gen- 
eral, the information gathered will consist of readily 
obtainable data reflecting the level of business activity 
—the total value of retail sales, service trade receipts, 
and wholesale sales and inventories. These monthly 
statistics will be published for roughly the same 
geographic areas as the data made available from 
the annual surveys, that is, large cities, states, re- 
gional areas and United States totals classified by 
kind of business. Publication of monthly data can 
begin within a few months of the time that funds 
become available. 

The current monthly and annual program will have 
the effect of maximizing the usefulness of the Census 
of Business by making it possible to carry forward 
the bench mark statistics established. The monthly 
surveys will be of particular importance in providing 


' an improved basis for the estimate of the level, trend, 


and composition of consumer expenditures—informa- 
tion needed not only by business but also by Govern- 


| ment in connection with the establishment of sound 


fiscal policy and the determination of the related 
national income and product estimates. 

In short, the program is designed to provide the 
factual basis needed to deal with the distribution 
problems facing American business. Not only must 
the ground lost during the war be recovered but the 
groundwork must be laid for a continuing and un- 
precedented expansion of marketing and selling enter- 


| prise. If the goal of high production and employment 
| is to be achieved, outlets to absorb the country’s manu- 


facturing and agricultural output must be established. 


Population and Consumer Markets 


The program of the Census Bureau also recognizes 
the vital need of business for consumer market data 
to use in conjunction with statistics on the production 
and distribution of goods and services. It is clear that 
the changes in consumer markets in the post-war 
period will involve large numbers of people and extend 
over a considerable period of time. Hence, up-to-date 
knowledge regarding their extent and character will 
be of prime importance in business planning. 

Under these circumstances, it is apparent that the 
nation is no longer at a stage where its needs for 
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holds grea prromtse fer - € LDC @ ) customers 


You don’t have to gaze into a crystal ball ...nor even 
read the stars .. . we'll tell you—not all—just this 
much ... new ideas... new developments... new 
materials will all combine to give our customers a 
new plus to the advantage of looking to a special- 
ist for their ring binder requirements. Yes... three- 
quarters of a century of specialization continues to 


grow with every up-to-date advantage. In the mean- 





time, contact your jobber for your present needs. 


FELDCO Loose Leaf CORP.  viesco'o itinoss 


NEW YORK - 25 CENTRAL PARK WEST + PHONE CO-5-0282 «+ PACIFIC COAST + 788 MISSION ST., SAN FRANCISCO + PHONE DOUGLAS 8563 
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HIGH POINT CHAIRS )} & 
ARE COMFORTABLE CHAIRS ) | a 


Sitting comfort must be built into chairs, for only chairs the 
correctly designed and honestly made are comfortable. usé 
Fashioning wood to support the human body in a natural ple 
manner is an art perfected only through years of study 194 


and actual chair-making. | I 


In our more than 40 years of chair-making we have ac- rele 
quired the “know how.” So, when you sell HIGH | det: 


POINT Chairs you sell years of sitting comfort. The 


HIGH POINT Chairs have an enviable record for are: 
strength and rigidity resulting from our unique methods acti 
of wood bending. They are worth waiting for. 
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information on the population and its activities can 
be met by a decennial census of the population. It is 
proposed, therefore, that the complete census of 
population, including housing and the labor force, 
be conducted quinquennially instead of decennially. 
Data will be collected annually on a sample basis in 
order to show, for cities of 100,000 or more and for 
states, the year-to-year shifts in population, housing, 
employment, occupation and industry. Decisions re- 
garding expansion of production or of distribution out- 
lets, estimates of sales potentials, and the establish- 
ment of advertising and marketing organizations will 
be greatly aided by comprehensive figures on how 
many people live in a particular area, and what their 
characteristics are. 

Annual surveys of the distribution of consumer in- 
come are also planned to assist producers and mar- 
keters in adjusting their programs. The currently 
available monthly reports on the national labor force 
will be supplemented by the inauguration of a new 
program for labor force statistics which will make 
available on a quarterly basis figures on employment 
and unemployment for each of 50 major local labor 
market areas and for the largest industrial states. 
This series will not only make available overall meas- 
ures of the number employed and unemployed in 
important cities and states but will also make possible 
a more complete analysis of the composition of the 
labor force including part-time employees, duration 
of unemployment, and characteristics of the un- 
employed. Publication of such information can begin 
early in 1946 if funds become available before the 
end of this year. 


General Summary 


The sections above highlight those parts of the | 


proposed Census program changes of greatest direct 
interest to business. For purposes of summary, the 
program may be considered to involve two phases: 
first, current data which can begin to be made avail- 
able to business in the immediate future, i.e., early 
in 1946, including monthly reports of production, 
wholesale and retail sales, service trade receipts and 
the quarterly detailed reports on the labor force; and 
second, data of a more comprehensive character for 
use in the longer term phases of post-war readjust- 
ment to become available in 1947, such as the com- 
plete Business and Manufacture censuses and the 
Survey of Consumer Income, all covering the year 
1946, as well as the Sample Census of Population to 
be taken in the fall of 1946. 

In addition to the above, the program of the Census 
Bureau in other fields will continue to serve many 
types of business use as they have in the past. The 
relaxation of wartime security regulations, for ex- 
ample, will permit the resumption of publication of 
detailed export and import statistics to satisfy the 
needs of those firms with interests in foreign trade. 
The information resulting from the 1945 Census of 
Agriculture will soon be available to describe condi- 
tions in this important producing and consuming 
area. Data on such subjects as vital statistics and 
Government round out the picture of the additional 
activities of more specialized interest being carried 
on by the Census Bureau for businessmen. 


——————-o—____— 


DANGER IN COMPULSORY PATENT LICENSING 


Compulsory licensing of patents as recommended 
in pending legislation would be most damaging to 
smaller manufacturers, John W. Anderson, automo- 
tive manufacturer and president of National Patent 
Council, a new organization of smaller companies 
dependent upon patent protection, said recently in 
a debate with Dr. Anton J. Carlson, chairman of the 
physiology department, University of Chicago. 

“Self-appointed saviors of the small business man 
are advocating forced licensing of patents under the 
guise of combating monopoly,” said Mr. Anderson 
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SOLID BRONZE 


HONOR ROLLS 
AND 


WAR MEMORIALS 


Once again you can sell honor rolls, signs, tablets and me- 
morial plaques of International Solid Bronze. Quick, profitable 
sales to your regular customers — businesses, churches, insti- 
tutions, fraternal organizations, etc. Dignified, imperishable, 
modest in cost. 
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For the ultimate in economy, we continue to make handsome 
International Simulated Bronze honor rolls — mounted on 
solid, hand-rubbed walnut. 


Many standard designs available in both solid and simulated 
bronze — or we submit sketches of custom designs without 
charge. Every cooperation given dealers. Write for complete 
details and free Catalogue A, 








INTERNATIONAL BRONZE TABLET COMPANY, INC. 


36 East 22nd Street, New York 10, N. Y. 





ALL METAL 


OFFICE 
TABLE 


MODERN DESIGN 
UNUSUAL STRENGTH 
CHANNEL LEGS 
RIGID BRACING 
ROUNDED EDGES 
SELF LOCKING WINGS 





Nothing was spared in the construction of this streamline table. 
New production tools and methods makes this table more compact, 
stronger and lighter. The wings have a new type bracket that 
eliminates the danger of accidental! falling when in use. GUILD 
craftsmanship assures safety, comfort and beauty of style. 


om om 


® PART NO. 1005 
% IMMEDIATE DELIVERY 
SHIPPED KNOCKED DOWN 
INDIVIDUAL CARTONS 
SHIPPING WEIGHT 14 LBS. 
WORK AREA 34x 14” 
HEIGHT 2614” 


(ole Cutld Preoducilo Gre, 


515 MADISON AVENUE 





TOLEDO, OHIO - 
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U.S.A. 








ron. 
IMMEDIATE 
DELIVERY e 


MASONITE 
FLOOR MATS 


SIZE 36” x 48” $5.00 LIST 
SIZE 48” x 54” $7.00 LIST 


COLORS—MAROON, BROWN, GREEN 
NO EXTRA CHARGE FOR COLORS 


MASONITE 
DESK TOPS 


SIZE 72” x 36” $5.40 LIST 
SIZE 60” x 34” $5.10 LIST 
Add 10%, in lots of less than 12 


LARGE STOCK OF OFFICE 
FURNITURE USUALLY AVAILABLE 
TO DEALERS 


OFFICE FURNITURE WHOLESALE 


DISTRIBUTORS 
74 BROAD ST. N.Y. 4,N. Y. 


Bowling Green 9-8231 





























Seating America’s 
Office Workers 
Correctly 








is @ responsibility that 
Jasper Seating Co, 
knows how to accept 





Jasper Seating Co. 


JASPER, INDIANA 


REPRESENTATIVES 


CHICAGO: L. H. Farber, 30 E. Congress St. Phone WEBster 3217 
NEW YORK: Office Furniture Warehouse Co., 573 Broadway 
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to an audience of 200 scientists and engineers before 
a meeting of the Chicago Technical Societies Council. 

“Those who believe that compulsory patent licens- 
ing will contribute to competitive enterprise are mis- 
taken. The exclusive right to manage a new invention 
for the traditional period of 17 years is the best in- 
centive that society has ever found to encourage the 
creation of new products and the commercialization 
of them. 

“The share-the-invention philosophy destroys in- 
centive just as does every plan for forcing the shar- 
ing of property by those whose diligence produced 
it, with those who do not produce.” 

Mr. Anderson said that patent protection is vital 
to small business and that the public has been misled 
by propaganda which has associated patents with 
monopoly and big business. 


1946 PACKAGING EXPOSITION SCHEDULED 


The Packaging Exposition of 1946 will be held in 
the Public Auditorium, Atlantic City, N. J., April 2 to 
5, inclusive, 1946, it is announced by the American 
Management Association, the sponsoring organization. 
This show will be the largest in the 15 years history 
of the exposition, according to the AMA announce- 
ment, with some 150 leading manufacturers of equip- 
ment, machinery, supplies and services essential to 
the field of packaging, packing and shipping, parti- 
cipating. 

Concurrently with the exposition, the American 
Management Association will hold a conference on 
packaging, packing and shipping, with outstanding 
authorities in the field addressing the technical ses- 
sions. An attendance of between 6000 and 7000 ex- 
ecutives of package-using industries in the United 
States, Canada and Latin America is anticipated. 


An investigation by the association discloses that 
the housing situation in Atlantic City promises to be 
altogether satisfactory during the week of the ex- 
position and conference. Assurances have been re- 
ceived from hotels there that they will be able to 
accommodate adequately all anticipated visitors. To 
facilitate hotel arrangements for the personnel of 
exhibiting companies as well as visitors to the exposi- 
tion, the association is planning to establish a special 
housing bureau. The address is 16 Central Pier, 
Atlantic City. 

“Holding the Packaging Exposition of 1946 in the 
Atlantic City Auditorium reflects the great strides 
made in the field of packaging, packing and shipping 
during the past 20 years, and particularly during 
the war years,” it was stated by Alvin E. Dodd, presi- 
dent of the American Management Association. “The 
vital role of packaging in the supply phases of the 
war has been acclaimed by numerous high military 
and civilian authorities. Now the field returns to a 
peacetime role of far greater magnitude than it 
played before the war, and the Packaging Exposition, 
which for fifteen years has accurately mirrored and 
contributed to progress in packaging, packing and 
shipping, reflects that advance in its own great ex- 
pansion. 

“Always the outstanding event of the year in the 
field, the Exposition for 1946 will assume particular 
interest and significance for package-using industries 
because many exhibiting companies already are 
planning to use the show as a medium for effecting 
a spectacular introduction to the customer field of 
many radically new products and materials. 

“Since its establishment in 1931 by the American 
Management Association, the Packaging Exposition 
has been confined to a hotel showing, reflecting the 
disinclination of the association to develop a large 
show for the mere sake of bigness, despite the fact 
that during recent years it has been necessary to 
deny participation to scores of companies because 
all available exhibit space has been leased by past 
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A STATEMENT OF POLICY ON RESUMING PRODUCTION 
OF STEEL-AGE OFFICE FURNITURE 


We at Corry-Jamestown have ever sought to build 
quality into Steel-Age office furniture. It has always 
been a Corry-Jamestown policy to combine outstanding 
materials and experienced workmanship in our produc- 
tion. It has worked to the decided advantage of our 
customers, our dealers and ourselves. 


We have resumed civilian production of Steel-Age files 
gaining momentum each day at a rate which could 
only be slackened by a shortage of any materials that 
might result from the tie-ups in the national economic 
theater. 


As soon as conditions permit, we will market our new 
line of Steel-Age products distinguished by many 
improvements in styling and construction. 


It is our policy and plan to hold the confidence and 
good will of our customers by holding rigidly to the 
quality standards for which we have always been 
known. 
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We believe that our dealers and our customers will 
agree with us in wanting it that way. 


DAVID A. HILLSTROM 
President 





207 














READY FOR IMMEDIATE SHIPMENT 


MERCURY 4 
Stencil hy) 
Duplicator 





e Completely collapsible feed and receiving 
tray folds up into a dust proof case when 
not in use. (See picture below). Requires 

(Machine Ready for Use) only a limited space for storage. 






e Fully automatic inking; closed cylinder; its ink distribution 
made perfect by the same internal ink brush used so suceess- 
fully for these many years in Commander Duplicators. 


Front Paper stop for accurate registration. 

Long side guides controlled externally by simply turning a dial. 
Interchangeable inking drum. 

Automatic roller release. 





Stencil Duplicator 





When not in use folds into an 
all metal case. 









e Full Positive Automatic Inking e Instant Drum Removal 
A —s e Precision Built 
e Accurate Automatic Fee © Beauty and Durability 
e Ease of Operation 


e Full Legal Size Printing Surface 


Write or Wire — We will mail a complete Catalogue 


MERCURY DUPLICHTOR CORPORATION 


2404 EAST HENNEPIN AVENUE MINNEAPOLIS 13, MINNESOTA 
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exhibitors. Now, as a result of insistence by the ex- 
hibitors themselves, as expressed unanimously by 
members of the advisory committee, the Packaging 
Exposition emerges from the hotel class and assumes 
its position as one of the country’s major industrial 
expositions. 

“Long known as outstandingly the most beautiful 
industrial show in the United States, the Exposition 
will find a fitting setting in the Auditorium, which 
houses the largest -single exposition hall in the 
country—almost three acres of unbroken space under 
a curved ceiling that rises the equivalent of more than 
eighteen stories from the floor. 

“With adequate space now available for the many 
companies it has in the past been unable to accom- 
modate, the Packaging Exposition of 1946 will be 
more comprehensive and representative than any 
previous showing and hence will achieve a yet greater 
usefulness for the thousands of executives who have 
come to regard it as a foremost medium for first- 
hand acquaintance with the rapid developments in 
the swift-moving field of packaging, packing and 
shipping.” 

Members of the exhibitors’ advisory committee of 
the exposition include M. C. Pollock, chairman, A. B. 
Clunan, Alan S. Cole, J. M. Cowan, Robert D. Hand- 
ley, Roy S. Hanson, L. I. Hodgdon, H. H. Jones, M. P. 
Junkin, M. R. Kambach, L. L. McGrady, Paul Meel- 
feld, C. E. Schaeffer and Paul Thompson. 


niet —<——>e—__. 


NEWLY-IMPROVED SIMULATED LEATHER 
ANNOUNCED BY ATHOL 


A newly improved simulated leather known as | 


Terekan 12, which strongly resembles genuine leather 
in many respects, including workability, eye appeal, 
and flexibility, has just been announced by E. A. 
Clare, president of Athol Manufacturing Company. 
The company was founded in 1915 and is a pioneer in 
the coated fabrics field. 


“Terekan 12 will definitely facilitate manufacturing 
problems that are now being curtailed because of 
the scarcity of coated fabrics in the sheeting group,” 
Mr. Clare declared. 


This greatly improved product, with a synthetic 
latex saturant, was developed by Athol for the sole 
purpose of relieving the present bottleneck in cotton 
base sheetings. Although designed originally to help 
counteract a shortage of certain types of materials, 
Terekan 12 has so many improvements over previous 
products of this type that it will be continued even 
when the supply situation with regard to cotton base 
sheeting is eased. 


This improved simulated leather is particularly 
suitable for the manufacture of electric razor cases, 
portable radio and record player cases, silverware 
cases, linings for loose leaf book covers, fancy jewelry 
cases, books, optical cases, cosmetic novelties, picture 
frames, notebooks, and for all other applications 
where leather-like materials are used. 


Terekan 12 starts with a superlatively strong and 
tough rope fiber base saturated with a synthetic 
latex just recently made available in quantity to the 
commercial production of peacetime goods. With this 
synthetic latex, the product has aging qualities and 
strength which are far superior to products treated 
with natural latex. The saturated rope fiber base is 
coated with pyroxylin. 

Available in any embossed leather grain, and in 
any color except pure white, Terekan 12 can also be 
produced with a two-tone or Spanish finish. 


The caliper measurement is closely similar to the 
thickness of a lightweight sheepskin, and averages 
about 12/1000 to 15/1000 of an inch. Terekan 12 
comes in 40-inch width only 
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No. 1509 (illustrated) 


@ Capacity, 5 Ibs. by 
4 ounces. Computes 
postage for air mail, 
first class mail and 
merchandise up to 4 
Ibs. Easy to use, simply 
place mail matter on 
the platform and 
pointer automatically 
indicates the correct 
weight and amount of 
postage required, 
Accurate and durable. 
List $7.75 


SPECIFICATIONS 


Dial: 614” diameter, glass 
covered, Red and black 
figures on white, red for 
postage, black for 
weight. 

Platform: 512” square. 

Dimensions: 612” x 614” 
x 94". 

Packing: One to a carton, 
Weight packed 6 lbs. 


See your supply house. 





ULL bye) 
SCALE Co, 


325 North Ada Street, 














PARCEL POST SCALE 
No. 1515 
@ Capacity 50 Ibs. by 1 


cunce, Computes 

for merchandise up to $0 
Ibs. for all pov zones. 
Dial 8” diameter, Plat- 
form 7” square. Overall 
dimensions 8” x 744” x 
10”, Weight packed 9 Ibs, 
List $9.50 













Chicago 22, INinois 









INVESTIGATE 
THE MERITS OF 











chine. 





MODEL 95 


The Quality five action, al! steel 
and nickel, Numbering Ma- 


% Capacity for ten wheels. 


% Priced competitive to ordi- 
nary machines of four and 
less actions. 


% UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 


THE ROBERTS NUMBERING MACHINE Co. 


694-710 JAMAICA AVE. 


BROOKLYN, NEW YORK 


Western Distributor LOUIS MELIND COMPANY 


362 W. Chicago Ave., Chicago, Ill. 593 Market St., San Francisco 
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Clear, Crisp Copies by Beck 
Beck supplies for stencil duplicators are well- 
known for their high standard of quality and 
exceptional value. All Beck stencils assure com- 
plete visibility and easy proof-reading. The 
Beck Duplicator Corp. features stencils, dupli- 
eator inks, correction fluid, letter guides, ink 
pads, stylii, and all types of duplicator papers. 
Write today for our complete and exciting 
3 color brochure przsenting all types of 
duplicating machines and supplies. 


Dealers inquiries invited 


BECK DUPLICATOR CORP. 
18 West 18th Street 
New York 11, New York 
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TRADE MARK 


Cally Cue 
—FIBE ROK 


Sturdy, sightly units for office 
and home ... built for enduring 
service. All wanted sizes, many 
finishes. This famous line presents 
a real merchandising opportunity! 
















Send for Literature 


addrasa Ay? 


FEDERAL FIBRE CORP. 


3704-10 Tenth Street * Long Island City 1, N. Y. 
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CPA REPORTS RECORD OF PRIORITIES AID 


More than 9,500 of the 12,000 individuals and com- 
panies seeking assistance from the Civilian Produc- 
tion Administration and its predecessor agency, the 
War Production Board, in breaking industrial bottle- 
necks, have received help in one form or another. 
CPA disclosed this fact on December 2 in its first 
recapitulation on priorities aid. 

This means that almost five out of six, or nearly 
80 per cent of those seeking assistance under the 
emergency rating system provided for by CPA’s 
Priorities Regulation 28, have received some kind of 
help in the job of speeding reconversion and spread- 
ing employment. These figures cover the period from 
August 21 through November 9 of this year, the CPA 
announced. 

When PR-28 was issued, WPB and later CPA officials 
made it clear that CC ratings would be used very 
sparingly, that applicants for priorities assistance 
would have to meet very rigid criteria and that only 
real bottlenecks which were interfering with produc- 
tion at a minimum economic rate would be con- 
sidered. 

As a result, during the August-to-November period, 
only 3,474 ratings have been issued. Some 6,200 cases 
seeking priorities have come to Civilian Production 
Administration field offices or to the Washington 
office and it has been possible to steer them to sup- 
pliers who were able to help them, often with usable 
substitutes, without any CC rating having been 
granted. 

Individual Problems Are Handled 

Each of the 12,000 cases asking for some kind of 
help presented individual problems. Civilian Produc- 
tion Administration files are filled with instances 
where small businesses, as well as large industries, 
have been aided, either in reconversion to peacetime 
production or in starting new production. 

Outlining its other activities in this segment of 
its reconversion work, CPA pointed out that there 
is also the applicant who needs some material which 
is still in such short supply that it is a problem to 
an entire industry. The Civilian Production Admin- 
istration cannot grant rating assistance to one in- 
dividual or firm at the expense of others, unless those 
others have been guilty of pre-emptive buying. Civilian 
Production Administration officials explained in addi- 
tion that they will not grant rating assistance to en- 
able a manufacturer to beat a price, to beat production 
lead times, or to permit pre-emptive buying. 

To cite some examples of the many firms, factories 
and individuals which CPA has aided: A company 
in New York State, making agricultural machinery, 
needed some galvanized sheet steel immediately in 
order to have some of its products ready for the 1946 
season. It was granted a rating and its products will 
be ready for the farmers by next summer. 

A Minneapolis concern making farm combines, de- 
sired some “zinc grip” sheet steel. In this case the 
Civilian Production Administration’s Steel Division 
was able to put the company in touch with a supplier 
who could take care of its needs by supplying an ade- 
quate substitute. Therefore, no rating needed to be 
issued. 

A widely-known manufacturer of domestic heating 
equipment in Maryland was granted a rating for a 
sufficient number of fractional horsepower motors to 
enable him to reconvert his plant from 100 per cent 
war production to a minimum economic rate of 
production of oil burners for home use. 

A “CC” rating was granted an Illinois manufacturer 
enabling him to get necessary heating units for his 
factory. Another helped a new manufacturer to get 
8,000 feet of gypsum board to complete his factory. 


Many Veterans Are Helped 
Numerous veterans, desiring to start a new business 
or to re-enter activities in which they were engaged 
before the war, have been aided as provided for in 
Priorities Regulation 28 and in conformity with the 
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This engineering triumph—another FIRST by Remington Rand—is 


a secretary's dream for operating comfort...and an executive’s ideal 


for top typing efficiency and economy. For THE NEW REMINGTON 


—always swift, smooth, and sensitive—is now almost totally quiet. 
Its new Type Bar Silencer softens the stinging slap of type against 
paper...its carriage travel has been hushed to a whisper...its entire 
mechanism is muted, Remington Rand research scientists, long-time 
leaders in typewriter development, and with experience enriched by 
precision manufacture for war, have engineered QUIET right into the 
machine! This latest Remington Rand FIRST is one more in the long 
series responsible for a famous fact: “More Remingtons have been 
bought than any other make.” See about the new quiet REMINGTON, 


Call your nearby Remington Rand office or representative today. 


THE FIRST NAME IN TYPEWRITERS 
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A NEW APPROACH TO 
POSTURE SEATING 


ORTHOFORM 


Wack Support 


The Most Important Part of a Posture Chair 
More Skillfully Designed—More Physically Correct 


PATENTED July 1, 1941 - Des. 127,977 
















The Greatest Achievement in 
True Back Support and Comfort 


Available only on 
Shepherd “Comfortaire’” Chairs 


Equipped with Foam Rubber Cushions 


Metal Chairs Now in Production 


BANISH OFFICE FATIGUE 
WITH SHEPHERD Comfortaire POSTURE CHAIRS 


N. T. SHEPHERD CHAIR COMPANY 


Executive and Sales Offices 


Box 1656 - Salt Lake City, Utah 


Factory and Shipping Point Washington, D. C., Office 
209 Union Trust Bldg. 


Chicago, Tl 2 
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expressed intent of Congress. These aids have in- 
cluded ratings for a $450 speed camera to enable a 
veteran to engage in commercial photography ... 
sewing machines for one wishing to manufacture 
seat covers . . . 1,200 dozen diapers for a new diaper 
7 wash service .. . and $11,000 worth of equipment for a 
7 veteran entering the bottling business. 

Larger companies, some employing thousands, have 
also been helped by CPA in their efforts to reconvert 
or to replace vital equipment worn out in war work. 
Examples in this field are: the Corn Products Refin- 
ing Company of New York, which needed and was 
given a rating to buy a $100,000 turbine generator; the 
E. I. duPont de Nemours Company, Wilmington, was 
given a rating for about $17,000 worth of equipment to 


... TIME 
.. EFFORT 
. . ERRORS 


INEFFICIENCY 










out 











be used in the manufacture of nylon yarn; seven 100 ¥ ocat 
presses to the Electrolux Corporation of Greenwich, EAeReas B® wne™ 
Conn., for the manufacture of vacuum cleaners. Bist" Ores or 

It was also explained by Civilian Production Ad- CaN Cot Ger? 
ministration that where any application is denied $ ote exvOy 
there is always a definite reason. Many veterans, and mr" CO 


others, come to the Civilian Production Administra- 
ct tion asking for priorities aid in getting textiles. They 
intend to follow the practice common in the trade, 
of delivering the materials to others who will cut 
it up and make it into complete garments. It is 
Civilian Production Administration’s policy to grant 
ratings only to applicants who own and operate their 
own fabricating machinery. Therefore no assistance 
is granted in these cases where materials are sought 
for others. 

Civilian Production Administration officials believe 
that the need for special priority assistance of this 
type will diminish as industry generally increases its 
production, and products and materials then become 
more generally available. It is hoped that within the 
next few months the use of such assistance will be- 
come unnecessary and can safely be discontinued. 





THE TILTING 
2 LEVER 
BALL BEARING 
LINE-BY-LINE 
FRONT VISION 
NOTE BOOK &@ 
COPY-wORK 
HOLDER 













: Copy RIGHT Mfg. Corp. 
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FIRE DESTROYS CANADIAN FORMS, MACHINES 


Millions of Munitions and Supply Department pri- 
ority and other government forms destined for use in 
Canada’s transition from war to peace, were destroyed 
November 27 when a three-alarm fire swept through 
the three-story Morris building in downtown Ottawa. 
There was no immediate estimate of the damage. 


Firemen fought the stubborn flames for eight hours 
as they swept through tons of stationery, some baled 
for shipment across Canada in the building which 
housed the printing equipment and supplies section 
of the department. 

A number of presses and some 150 typewriters were 
destroyed or damaged. An unofficial estimate placed 
the department stock and equipment in the building 
at approximately $300,000 but how much was dam- 
aged beyond further use could not be immediately 
ascertained. 

Origin of the fire, believed to have broken out almost 
simultaneously on the three floors, was undetermined. 
The Royal Canadian Mounted Police are investigat- 
ing.—RC. 

—— oe 
EVERSHARP BUYS CONTROL OF RAZOR FIRM 


Eversharp, Inc., Chicago, has recently announced 
acquisition of control of the Magazine Repeating 
Razor Company as part of an expansion and diversi- 
fication program. 

It is also planned by Eversharp, Inc., to recommend 
to its stockholders a share for share exchange of 
Eversharp common for the minority stock of the razor 
company upon completion of the transaction involving 
controling interest. 

“Both from a standpoint of merchandising through 
the same general channels and of advertising,” said 
Eversharp, Inc., “the products are integrated to a de- 
gree that should result in substantially increased sales 
without a proportionate increase in expense.” 
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Calculator Equipment Corp. 
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VERTICAL TRANSFER CASE 
For Every Transfer Need! 







Ends and bottom of 
wood. Sides of cornell 
: board. Covered with brown 
linen pattern paper. Heavy fibre board lift off cover. 





| Inside Measurement | 
Item —— Price Ship. Wt 
| High | Wide | Deep | Each 











No. 21 Letter size| 10" | 12° | 2314" | $2.40 9 tbs. 
[No 22 Legal size | 10(° | 15° | 235s" | 2.90 | 10 Ibs. 








Packed 3 to carton. Packing charge 2lc net per carton. 


PROMPT DELIVERIES 
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a card of a MEILICKE CALCULATOR. 


He wants to know the exact amount (to the 
penny) of his withholding tax. 


The MEILICKE CALCULATOR will give 
the correct amount instantly to the penny 
(not bracket generalities) on a Weekly—Bi- 
Weekly—Semi-Monthly and Monthly basis. 


MEILICKE SYSTEMS ARE INDISPENSABLE 


PAY ROLL CALCULATORS 


showing regular, overtime and total pay 
on 4 or 1/10 hour basis 


Send for Bulletin 


Meilicke. Systems, Inc. ae td 
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VETS GIVEN TOP PRIORITY IN 
WAR SURPLUS EQUIPMENT PLAN 


By Harold J. Ashe 


BUSINESSMEN returning to civilian life from the 
armed forces are now being given preferential 
treatment in obtaining war surplus equipment and 
supplies with which to resume business or start new 
ventures. Many partnership are also eligible so that 
readers with a partner in service should also consider 
the possibilities of utilizing veterans preferential 
rights in buying suitable war surplus. 

While provisions for purchasing war surplus by vet- 
erans have been in effect for some time it is only 
recently that, following criticism by veterans, the rules 
have been so amended that veterans may actually get 
the surplus they want instead of the run-around. 

Businessmen not yet out of service and wondering 
whether all desirable surplus suitable for equiping 
their business will be sold by the time they are dis- 
charged should be heartened by one change in eligi- 
bility rules. A serviceman no longer needs to have his 
final discharge papers. If he is on terminal leave or 
final furlough he has the same status as though dis- 
charged in respect to war surplus. It should also be 
noted that there will be a continuing flow of equip- 
ment declared surplus, rather than mass dumping at 
any one time. 

Originally, the law provided for only the sale of 
equipment and supplies to veterans in business. Now, 
however, the rules have been liberalized permitting 
the purchase of an initial stock of war surplus prop- 
erty for resale. However, little in the way of consumer 
goods is expected to be placed on the market, certainly 
not enough generally to stock shelves of retailers and, 
for those engaged in professional services, virtually 
none, though certain equipment for resale may be 
available in limited quantities. 








Patience Is Recommended 


While war surplus involves tens of thousands of 
different items, far too many to enumerate even by 
trades and professions, it does not follow that these 
will be available at any one time or at any one place 
in quantities sufficient to supply the demand of a 
particular war surplus item. Principal value of the 
veterans’ preferential buying rights is the opportunity 
to get hard-to-buy equipment and supplies not imme- 
diately available from civilian sources. And, in buying 
from war surplus, patience on the part of the buyer 
is recommended. 

Here is how the veteran goes about buying war sur- 
plus equipment and materials and consumer goods for 
resale: First, he presents his service papers to the 
nearest office of the Smaller War Plants Corporation 
and obtains a certificate showing that he is eligible 
to purchase. He must state at that time that such 
purchases are to be used in his own business. 

Then, the Smaller War Plants Corporation, using its 
top priority, will canvas all disposal agencies in search 
for the equipment the veteran is seeking, and will 
proceed to buy for and sell to the veteran. This may 
include any equipment or supplies of any nature that 
is available, provided only that it is for business 
purposes. It may not include such items as auto- 
mobiles, for instance, if intended for personal use of 
the buyer, even though he be engaged in business. 

Or, as the rules are now amended, if the business- 
man knows of a Government disposal agency that has 
the equipment he seeks he, armed with the SWPC 
certificate of eligibility, may now buy direct from such 
agency and demand and get preferential treatment in 
purchasing. However, under ordinary circumstances, 
the small business man will find it advisable to utilize 
SWPC as a purchasing agent. Exception may be the 
purchase of certain items catalogued as consumer 
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“Somebody ought to tell 


him there’s a war eff” 





1. “Still standing in line! Thought 
that idea hit the trail with Hirohito. 
to feed 


But no, we still queue-up 
figures into a machine you couldn’t 
budge with an atomic bomb. Sure 
wish the boss would get a few Victor 
Portables, those little lightweight 
answe 
ator’s prayer. 


>. 


3. “There's a Victor's light weight 
ds of the most com- 
] machine made. And 
eather-Touch key 
its so small it 
k space than a 
letterhead. It’s noiseless, totals up 
to 9,999,999.99 - + - and has so many 


—just eight poun 
pact practica 
snappy; smooth F 
control. Oh yes .-- 
takes no more des 


other advantages.” 


? 





rs to an adding machine oper- 









2. “1 know from experience that 
be’d be money ahead on every Vic- 
tor. First off, very little ever goes 
wrong with a Victor. It has less than 
half the parts contained in many 
other machines. What’s more im- 
portant, figure work would be easier 

_ and a lot faster! There are 


plenty of reasons why. 





4.. Among the people who do your 
there’s an outstanding 


or Victors of all types 
for both electric and manual oper- 
The reason, Mr. Executive, 1s 
more right answers easier and faster! 


figure wo rk 
preference f 


ation. 


They're PORTABLE ...in either 10-KEY 


or FULL-KEYBOARD models! 


VICTOR ADDING MACHINE CO. 


3900 N. Rockwell S?. 
Norden Bombsi 


Manufacturers of the 


e Chicago 18, Lilinois 


ght for the U.S. Army Air Forces 
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ARE 
COMING! 


And Steady Wartime Advertising 
Has Built Your Peacetime Market 


The minute you get machines 
you'll probably be ready to cash in 
on the Victor advertising that has 
mushroomed your market. When 
we say Victor Portables are “‘com- 
ing” we don’t mean—eventuall 

They’re well on the way! F 


And they'll be tops in quality from 
tape to rubber feet. Sure, the war’s 
over. But it won’t hurt to remem- 
ber and remind your customers of 
this—the new Victors are being 
made by the same craftsmen who 
turned out that most precise war 
instrument—the Army’s Norden 
Bombsight! 


You'll have a quality line—as 
always, at a price that makes 
sense. You'll have strong, un- 
interrupted advertising support 
to help you—right from the 
start. You'll be all set. 
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FOUNT-O-INK 


INSTANT ACTION 






















For profit, prestige, and progress, sell 
Fount-O-Ink Instant Action Writing 
Sets. They open doors to new business 
and build up volume through customer 


BR 


Fount-O-Ink is a-full line. Urility 


models for large installations. Executive 


satisfaction. 


models, gift models, double and single 
sets with style and beauty. Writing 
Sets that particular people are proud 


to own. 


Sell Fount-O-Ink Writing Sets with 
14K Solid Gold Points for long years 
of uninterrupted writing service. 


GREGORY 
FOUNT-O-INK CO. 


3501-11 EAGLE ROCK BOULEVARD 
LOS ANGELES 41, CALIFORNIA 


COPYRIGHT GREGORY FOUNT-O-INK 1945 
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goods, negotiations for which might be expedited by 
dealing directly with the Reconstruction Finance Cor- 
poration, the latest agency given the job of disposing 
of consumer goods, including automobiles. 
Veterans must be given the lowest price at which 
equipment and supplies are being sold. They may 
pay the SWPC or the disposal agency in cash or, in 


some instances, terms may be arranged. Tentatively, | 


these terms may be as low as 15 per cent down and 
four per cent interest on the balance with a maximum 
of five years time in which to pay off the balance. 
Consumer goods, if credit is granted, must be paid 


off in not more than three years time, usually much 


less. 

Where a partnership with a non-veteran exists, the 
veteran must own at least 50 per cent of the business. 

There are 110 Smaller War Plant Corporation field 
offices in as many different cities. Veteran-busi- 
nessmen seeking war surplus equipment, supplies or 
consumer goods should apply to the nearest office, 
either in person or by mail, or write to Washington, 
D. C., for address of the nearest office. 


———~ 9 


WANT CONTINUATION OF PAYROLL SAVINGS 

The results of three recent surveys have demon- 
strated that all America, particularly management 
and labor, advocate the continuance of the payroll 


savings method of buying U. S. Savings Bonds, it was | 


announced recently by the Treasury Department. 

Because of the magnificent record achieved by pay- 
roll savings as a means of helping to finance the war, 
leading poll takers wanted to know whether a large 
part of the public, especially industrial workers, 
wanted the payroll deduction method of saving con- 
tinued in the post-war period. 


Two of the surveys were conducted independently by | 


well-known public opinion organizations—The Amer- 
ican Institute of Public Opinion (Gallup poll) and 
Fortune Magazine (Elmo Roper). 

Still another survey on the same subject was 
conducted jointly by the Treasury and Agricultural 
Departments of the Government in the Detroit area. 
Each proved beyond a doubt that Americans have 
acquired the saving habit, and that it’s here to stay. 

In the Gallup poll, the question was phrased nega- 
tively, making it a simple matter for negative response. 
The question was: “Some people say that since the 
war is over it is no longer important nor is there 
any need to buy war bonds. Do you agree or dis- 
agree?” The majority disagreed with the statement, 
reacting favorably towards the continuation of bonds 
as a medium of saving. The result showed that, 
despite the wording of the question, fully 67 per cent 
believed bonds should be bought after the war. Only 
22 per cent felt that the importance of the investment 
had diminished, and 11 per cent indicated “no opin- 
ion”. 

The Elmo Roper survey asked a more direct ques- 
tion: “During the war most companies are deducting 
a certain per cent of their employees’ wages for war 
bonds. Do you think it would or would not be a good 
idea to continue some sort of payroll savings plan 
after the war even though it’s not necessary for war 
bonds?” The answers, again in favor of continuing 
the purchase of bonds through payroll savings, are 
as follows: 


Geo Wen ......:......2 ....63 per cent 
Mad idea. ...........:........ 10 per cent 
Ra Sa ras oO eae ee 17 per cent 
3 Eee Se aeemmeE, .......10 per cent 


The Treasury-Agriculture Department survey sought 
to learn the popularity of payroll savings as a method 
of saving. It was conducted among thousands of 
workers in the Detroit area. Fully 92 per cent ap- 
proved of the method of saving, demonstrating that 
the saving habit acquired during the war years has 
made a permanent impression on the minds of wage 
earning people throughout the country. 
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Haton’s 


CORRASABLE BOND 


... has a patented surface 





...erases without a trace 


Everyone makes mistakes—sometimes. A pencil 
eraser removes typing errors—without smudge 
or smear—on Eaton’s Corrasable Bond. 


Tell your customers about Corrasable . . . those 


who try it come back for more. 
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gATON'g 


Eaton Paper Corporation, Pittsfield, Mass. 


Fine papers for business and social use 
























See That 
CORNER 
Molded plastic 
Corner (Patented) 


binds tray together 
with vise-like grip. 


Distinctive, practical, 
amazingly durable, these 
handsome trays are made 
of a beautifully grained 
lastic material that com- 
ose extreme lightness 
with exceptional strength. 
Material actually improves 
with use. 
No. 915—Legal Size 
(10x 12/2" x 2%", inside) (10” x 15” x 2%”, inside) 
...-List $1.50 Ea. ....List $1.75 Ea. 


SERVICE PRODUCTS, Inc. 
2035 So. Calumet Ave. ° Chicago 16, Ill. 


No. 912—Letter Size | 
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FINGER-TIP FACT CONTROL oe, ee 


Instant access to needed data instead of a frenzied attempt By George M. Dodson 


to “dig out’ rush information becomes easily possible with DUzNe THE WAR, the “opportunist buyers” made 


Cook’s Steel File Signals. Attached to card and ledger up a new class of customers for the office supply 
records of Stock, Production, Purchasing, etc., they group and equipment dealer. These persons visited all the 

, stores, trying to purchase what was already scarce, 
important facts under readily usable headings. Accurate or might soon reach that classification. In general, 
reports can then be made out quickly by minor this class of trade did little harm (for no one discov- 


tas 1 ered a way to get what wasn’t to be had!) but they 
dlerks—expediting a deportment’s work and did wreck the follow-up systems. Depending on in- 

















SS 
SS A 












saving the valuable time of key men. SW yy . \\ experienced help, the office appliance dealer had to 
Card of samples on request. MO. \ \\ \\ follow up all prospects, or none. 

\\\ \\\ \ Now we are moving back toward normal times, when 

Coo K’ ) \\ \\\\\ \\ once more it will be safe to assume the person who 

STAINLESS STEEL \\ < asks about an item is actually interested in it. Both 

as a customer service and as a safeguard for profits, 

FILE SIGNALS the follow-up methods used before the war should be 


brought out again and carefully studied. But they 
deserve a careful examination for possible improve- 
ments before they go back into practice. 

Luckily, the same setup can work to the benefit of 
both the dealer and the customer. However, as most 
dealers will already have it geared to take care of 
their own profits, we shall look at changes intended 
to better customer service through practical follow- 
ups. 

Almost exclusively, the office supply and equipment 
outfitter will decide yes or no on a particular follow- 
up, entirely on the basis of what profit can be earned 
from completing the transaction. Well, there’s no 
complaint to be found from that angle: no one need 
apologize for trying to earn a profit. But from the 
customer’s standpoint, the size of the sale has little 
to do with its “importance.” Learning to judge when 
a buyer has a special interest in securing something 
not in stock at the moment, the dealer earns dollars 
worth of good will on an order where the immediate 
profit is measured in nickles and dimes. 

It sometimes happens that many calls are received 
for an item which, by its very nature, is not adapted 
to follow-ups. In that case, it ought to be given prom- 
inent display in the windows as soon as it is available. 
Then everyone has the opportunity to see and to buy, 
for we may assume a good part of the prospects will 
see it on display. If the office supply dealer has made 
sure of his system for Keeping the promise, he may 
tell customers, “We expect stock within a week or two, 
and it will be put.in our window displays the same 
day it arrives.” 


; Ai Guessing Will Be Out Soon 

May we wish you N Within a few months, both production and trans- 
~ | portation should be near enough normal to replace 

mR | guesses with actual delivery promises. Your part con- 

sists of (1) checking over your stock records for ac- 
curacy and speed in finding facts, and (2) instructing 


sales clerks to get the exact facts for customers, in- 
stead of using the vague statements which became 


Make Files “Talk 














Seasons Greetings 


Aes: \ something of a fad during the war. Many customers 





LS 
will follow-up their own original inquiries if they have 


the necessary information, so they know when an- 
other contact would be advisable. 
Encourage customers to telephone about stock for 


Our sincere thanks for your valued 


patronage in 1945 and the hope of di | which they have been waiting. But first make certain Y/, 
ontinued cooperation in 1946 px | that no trace of irritation mars the courtesy of the - 
pais P ~ | person who handles such phone inquiries. The nicest 


(and we think one of the most profitable compliments) 
the buyer can pay you is to tell friends, “No matter 


SHIP MAN-WARD MF G. CO. % how often I must call, I get the same prompt and 
325 N. Wells St., Chicago 10 k | polite attention every time.” 


Of course, the best follow-up of all consists of hav- 
o Dealer’ lity Supply House ‘, | ing the customer visit the office supply and equipment 
Fhe Dealer's Quaiity PP'Y Pp store regularly. Fresh stock, new items, interesting 
Since 1892” displays, and alert sales clerks all help in creating an 
attractive atmosphere where coming in to check on 

available stock will be a pleasure. 
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This concealed safe unit is a 





patented Invincible feature. 


Orrice appliance 


dealers who want merchandise with 














sales-punch are sure to like Invincible 
Metal Filing Cabinets. The “Exclusive” 
carries a lot of profit-weight. That's 
why Invincible’s “personal” file with the 
built-in concealed safe is a bell-ringer 


with aggressive appliance dealers. 


INVINCIBLE METAL FURNITURE CO. 
MANITOWOC : WISCONSIN 
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OBLIGATION 


Our War Bond dollars helped 


to make victory possible. 


It is now our obligation to 
bring our armed forces home, 
care for our wounded, maintain 
our occupation troops, provide 
veteran rehabilitation, care for 
the dependents of those who 


made the supreme sacrifice. 


BUY VICTORY BONDS 


INTERNATIONAL BUSINESS MACHINES CORPORATION 
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CULTIVATING BROWSING 
CUSTOMER PAYS DIVIDENDS 
FOR THE DEALER 





By Lawrence A. Keating 





VERY DEALER in office appliances has had the ex- 

perience of seeing a customer walk into the store, 
buy one article, pay for it, and then instead of de- 
parting at once, begin to browse around. He pauses 
to inspect a desk lamp, saunters over to inspect a 
new-type adjustable chair, and presently is thought- 
fully examining a cross-index file. 

What is the proper method of dealing with this 
customer? Ought you to approach him the second 
time and try to sell him some item in which he is 
showing interest? Or should you go about your own 
affairs and let him wander about alone, expecting 
that he will summon you if he wants further atten- 
tion? 

This is an important question, and the way in which 
you decide it will make unexpected sales for you, or 
it will lose sales. Let us consider a few highlights on 
the matter. 

Obviously, the person who has enough confidence 
in your products, yourself, and your store to come in 
and make a purchase is a valuable customer and one 
you don’t want to lose by acting in any way that 
might arouse his resentment. On the other hand, it 
is well to remember that the man who browses after 
making a purchase has an inquiring mind. His very 
looking proves that he is interested in learning about 
new products and new developments. 


Right Approach Is Needed 


Contrast this with the chap who marches straight 
from the door to the counter, reels off his list of wants, 
and stands glued to the spot until they are supplied. 
He does not look around or show interest in anything 
but the article he came to get. You can bet your finest 
mahogany desk and chair, Mr. Office Appliance Dealer, 
that this chap has made up his mind what he wants 
and has no intention of buying anything else. Never- 
theless, do not make the mistake of passing up the 
opportunity of suggesting additional related items. 
Cocksure as he is, he can be forgetful just like all of 
us on occasion, and he will not take offense at well- 
meant reminders. 

The browsing or looking-around sort is different. A 
good plan to adopt in dealing with him is to offer 
explanations of the various articles he inspects. Do 
not, of course, try to sell him these products too 
swiftly. He will like your explanations because he is 
curious to know, and the more accurate your infor- 
mation, the better chance of ringing up another sale. 
Having his attention, you gradually will arouse his 
enthusiasm until he is likely to interrupt with, “I 
think I’d better have a set of those.” Thus you have 
made your sale with the prospect unaware of any 
high-pressure. Instead, he feels that the purchase is 
entirely of his own volition. 

Here are some good rules to follow with this type of 
customer: 

1. Treat him as a guest of the store. 

2. Do not say or do anything that might be con- 
sidered urging. Merely be neighborly in your manner 
as he is neighborly in his passing interest. 

Provide a bench, or two or three chairs, in some 
open space. This will encourage the browser to rest 
while he asks questions and while, in answering them, 
you awaken his desire for possession. The longer he 
stays, the more likely he is to decide, “Well, I believe 
I'd better have this one.” Of course, you must dis- 
tinguish between the really interested browser and 
the loafer sort. 

4. Once in conversation, if you do not know the 
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Supreme Curl-Proof 
Carbon Paper 


1896 — 1945 
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Sharp! 
Clean! &y u Pp rs) € m € All finishes 
CARBON PAPER 
Durable! For only 
those who 
No Curl! demand the 


best! 
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SUPREME 


“The Standard of the Industry” 


RIBBONS 


Send for Samples and Prices 


The Buckeye Ribbon & Carbon Co. 


1458-68 East 55 Street Cleveland 3, Ohie 
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CAN YOU GIVE THEM? 


Conditions are changing daily. Are YOU keeping pace with 
them? Timely information will help you plan sales, act de- 
cisively, push profitable items, keep your stock up to date. 

"The information your Service Bureau gave us was just 
what we needed and placed us in a position to secure addi- 
tional business that otherwise we could not have gotten.” A. 
R. Taylor Co., Memphis, Tenn. 

OFFICE APPLIANCES brings you the latest styles, news and 
trade gossip every month. The Service Bureau helps you 
gain information, lists and data gratis, almost impossible to 
gain elsewhere at any price. 

Ask for FREE copy of OFFICE APPLIANCES and subscription rates. 


OFFICE APPLIANCES, 600 w. Jackson Bivd., Chicago 


























Typewriters yet! 


We still have better ribbons and car- 
bons—at better prices. 


REGALRITE . 


Carbon Papers 

Typewriter Ribbons 
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HEADQUARTERS . 
Royal Typewriter Parts for Dealers 


NOW 


You should try REVIVO; it renews 
platens and cleans type amazingly! 


ANTICIPATE . 


The manufacture of a limited produc- 
tion of new typewriters has been re- 
iP beet -te BM deol -mbel-M-JelolbtloMel-meacettlede)(- 
soon. List your needs with us to be 
notified. ds ,soon as they come in. 


REGAL TYPEWRITER COMPANY 


(INCORPORATED) 


200 Hudson Street New York 13, N. Y. 
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customer’s occupation, try to learn it. Try also to 
discover his hobby. The discovery of these points some- 
times will reveal to you his need for articles you 
carry in stock, and sales possibilities you had not 
suspected are thus brought out in the open. 


Share Customer’s Interest 


5. Share the customer’s interest in articles. Be 
sympathetic toward his interest by exhibiting the 
same interest yourself. You thus get on a comradely 
basis, which is invaluable. It will help you to make 
the browser a regular customer with great confidence 
in your advice and judgment. 

These are, speaking generally, the only two types of 
customers. The cocksure kind buys only what he has 
come to buy. He is the sort of.person always slow 
to take up something new. The other kind is always 
interested in new things and improvements on old; 
he is ready to hear information and explanations and 
will prompt you now and again with an interested 
question. This type will buy more from you in the 
long run than the cocksure customer, because he is 
progressive. 

To get the most benefit from your looking-around 
clients, it is wise to have plenty of neat advertising 
signs around your store to attract his notice. Have 
your merchandise within reach so that he can pick 
up articles. This kind of man will read signs; he will 
pick up an item to examine it; he will test materials by 
touch; he wilf read booklets; and he will ask ques- 
tions. He makes it easy for you to get and hold his 
attention. 


The alert office appliance dealer will so arrange 
his display floor and counters as to appeal to both 
kinds of customers. The browser won’t require swift 
service because he is never in a hurry. The other 
type, however, wants quick service and he requires 
you to pay full attention to him alone. Any office 
appliance dealer or salesperson of experience should 
be able to identify each type as he takes his first steps 
into the store. 


Treat Browser as Friend 


To all customers, of course, you must be cordial. 
To the browser you may go a little farther and be 
friendly. Under no circumstances let any customer 
feel you are in a hurry for him to be gone. He will 
be insulted, and justifiably. 

Even if you do not sell the browser additional ar- 
ticles in your time spent with him, you should not 
feel that you have made a bad investment. The 
chances are that when he is ready and able to buy, 
he will come to you. Meanwhile he is likely to repeat 
what you have said to another prospect. Other sales 
thus are started for the future. Even if you cannot 
trace or label the results, you may be sure that your 
“missionary” work is going to bring results. You have 
made a friend; he will mention your store in a friendly 
way. He probably will recommend you personally. 
Certainly if you have added to his information in an 
interesting manner, he will return, so that by the 
investment of a few minutes you have obtained an- 
other regular customer who will stay with you for 
years. 

a os 


PITNEY-BOWES EMPLOYEES SHARE IN PROFITS 

An employees’ profit-sharing bonus amounting to 
$165,000 for successful operations during 1945 has been 
voted by the board of directors of Pitney-Bowes, Inc. 

To 1150 workers at the Stamford factory and home 
office, to 476 in branch offices across the country, and 
to another 380 employees “on leave with the armed 
forces,” the company sent, on December 11, checks 
ranging in amount from two and one-third per cent 
of a year’s base wage or salary up to a maximum seven 
per cent of base wage or salary. Seniority of service 
determines the amount. 
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A Christmas greeting, of course—and New Year’s, 
too—but we'd like to go farther than that. Publicly, 
we want to go on record as recognizing a debt of 
gratitude to manufacturers and jobbers for the 
fine service rendered in the face of trying times’ 
the past few years. With our season’s greetings we 
include appreciation and thanks . . . all from the 
bottom of our heart. 


| i I ARNHAM Stationery & School Supply Co. 


Ze NG Visit Farnham's New Home— 301 SO. FIFTH ST. +» MINNEAPOLIS 15, MINN. 











Third Avenue So. and 5th St. 
ISSe After January 1, 1946. (Store also at 419 Hennepin Ave., Minneapolis 1.) 
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FOR THE FIRST TIME 
Merry STATIONERY STORES CAN NOW SELL 


q Christmas GENERAL MOTORS ACCOUNTING 
: SYSTEMS 


- SKY-RI TE Used by General Motors, Chrysler and 


Many other Automobile Dealers 























he . ; Write for Samples and Exclusive Agency Terms 

ry, The Very Finest in LIGHTWEIGHT STATIONERY. a oe 8 

a COPYRIGHT 1945 — Agency Paper ce. | LEWIS N. Pemberton Printing Company 

oer 74 Varick St., New York 13, New York Manufacturers & Distributors 

ur New York * Chicago * Los Angeles 717 W. Olympic Blvd. Los Angeles 15, Calif. 

ve 

ily 

ly. e*eee#es  ¢ 2:9 6 € 2 @-B eeeteee#e#e#fee#e#e#e#eee#8e#e¢ 

an — ee 5 

he 7 . 

n- s 

- Have You : SALES MANAGER =: 

. i : ; BUSINESS MACHINES ; 

rs a Friend. business acquaint- cee ' idiiiina aie Bi } 
n wh . . : e anutacturer of new trick-proof adding machine wit ; 

to " ah tr might like to — ™ — . 20% fewer parts and new dictating machine both having P 

en Wi . O neal equipment y reaaing advantages of compact size, lightweight, long life and . 

nc. Office Appliances? If SO, send us the : attractive list prices, desires services of sales manager. ° 

ne name, address and business and we will | P Adequate capital assures aggressive promotion including | 

a send a sample copy with our com- | : national advertising campaign. Only applicants with je 

ks Pi cede : years of top grade national experience need apply. * 

nt p ; 4 Please furnish complete information to Box BY-275, care ° 

en THE OFFICE APPLIANCE COMPANY ; Office Appliances, Chicago 6. 

ice 600 WEST JACKSON BOULEVARD, CHICAGO, U. S. A. 7 . 
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SPEEDIMO 
“12 WAYS BETTER” 
STAMP PADS 


Outlasts 5 ordinary pads. Gives 
sharper impressions with full 
inking. Can be re-inked indefi- 
nitely. Silent, dust-proof, 
ONLY PAD MADE ! sag-proof. Available in a wide £ 
OF SPONGE RUBBER |} range of models and sizes for 
Surface “self- | every stamp pad purpose, in 
; 
i 
' 
' 










Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes: stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need. 


Write us for details. 
Markile Company, Mfrs. 


3633 S. Racine Ave. Chicago 9, U.S.A. 





seals” against ! office, factory, etc. Write for 


eva oration. A new catalog and prices. 
“life time” pad. . P 


RIVET-O MANUFACTURING CO., 96 Jason St., Sy Mass. 












Customers keep coming 
back for 


MOORE 


When you sell one—sell both. Double your 
sales and profits. Preferred since 1900 for 


Ready for the return of 
normalcy are new and 
modern ALMA designs destined 
to make the office more pleasant 
and more efficient than ever before. 


ALMA DESK COMPANY 


HIGH POINT, N. C. 


Stop Petty Thefts 


WONDER R [OcK does everything the or- 


dinary lock can do—plus many things 
no other lock has ever done before. 
Instantly applied and will securely 
lock every kind of a drawer, file or 
door, (See Illustration). Also made 
to protect the contents of show cases. 
No holes to drill—no nails or screws, 
no tools required. Two drawers may 


be secured with one WONDER [OCK 


List Price $2. 50 by the use of brace plate furnished. 


Every store, office, factory and home a prospect. Used by U. S. 
government. Write at once for price and full particulars. 


VWWONDER /OLK Prompt Shipments 


53 W. Jackson Blvd. Chicago 4, Ills. 








every pin-up or hang-up need. 


113-25 Berkley Street, Philadelphia 44, Penna. 
BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 














Write for samples and prices. 
Full particulars on request. 


AMERICAN PASSBOOK CO. 


AKERS BLDG. CLEVELAND, OHIO 


=FNz ATI = NALS— 
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SOLID BR K 0 NZE TABLETS 


INCREASE YOUR SALES! 


Your customers are in the market for 
HONOR ROLLS & MEMORIALS in Solid 
Bronze. Let ‘“‘Bronze Tablet Headquarters” 
supply you with these dignified impressive 
tributes. NO INVESTMENT ON YOUR 
PART! Send now for complete selling in- 
formation to Dept. 





— also — 
« DESK SIGNS 
e DIRECTORIES 
* NAMEPLATES 
e SIGNS, ETC. 


UNITED STATES TE SIGN CO. INC. 


RECORDS 


Save Strain — Speed Work 


SEE YOUR STATIONER 











NATIONAL BLANK BOOK CO. 
HOLYOKE, MASS. 


“BRONZE TABLET HEADQUARTERS” 
570 BROADWAY, NEW YORK 12, N. Y. 








224 


OFFICE APPLIANCES, 


December, 


1945 





OF 














945 








In and Out Registers 


Desk Name Plates 
Bulletin, Directory and 
Menu Boards 


Changeable letter signs 
for every purpose. Send 
for new edition of our 
20-page catalogue. 


37 East 12th St. 
New York 3, N. Y. 





ee 








Hi-Speed Changers 


MAKES CHANGE QUICKLY 
ACCURATE—Easy 


Prevents loss; modern hi-speed 
efficiency. Durable, long-lasting; 
well made of cold rolled steel. 


4 TUBE 
$3" MODEL 


Also made in 3 & 5 Tube 
Models. Easy to operate. 
DEALERS: Write for prices and 
illustrated folder “’F’’ 
Quick Selling, Profitable Item 
J. L. GALEF & SON 
75 Chambers St. New York, N. Y. 




























CLIP BOARDS 


Guaranteed against warping. 
ALSO: TYPEWRITER RIBBONS that 


meet government specifications 

. CARBON PAPER of 100% 
rag content and made of genuine 
Carnauba wax ... and a large 
variety of First Quality MIMEO- 
GRAPH and STATIONERY SUP- 
PLIES, including many specialties. 


Write for Price List No. 104-B 


PENGAD or." 














ROLLING STORE LADDERS 
“A” Type Ladders . Library Ladders 


‘ : For use with Filing Cabi- 
| nets and Shelving, in Of- 

fices, Vaults and Store 
| rooms. 


Made of Oak and Birch, 

in a variety of heights 

and styles, with wheels 

. and Automatic Safety 
Brakes. 











vend for Folder 
and prices. 








I. D. COTTERMAN 


4535 N. Ravenswood Ave. 
CHICAGO 40 











* DOWNERS GROVE, ILL. 


RITE-RITE MFG. CO. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 
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Made 
especially for 
Stationers, 
Gift Shop, 
Window and 
Store Display 





Three Styles—Nine Numbers 














THE 
GIFT DEPARTMENTS 
P| F " CE A Complete Line of Plate, Platter and 
Cup and Saucer Holders for Resale. 
COMPANY 


Write for Dealers’ Price List 


911-913 Marquette Ave., Minneapolis 2, Minn. 











fas 


DAYTON STENCIL 
WORKS CO. °*ciic”™ 





BIG MAPS 


For Little Money 


These maps are 22x26 
inches in size, (except 
U. S. map, which is 
32” x22”, and World 
map which is 28”x 
22”) folded to con- 
venient pocket size. 
Printed in full colors, 
finely detailed. 41 
subjects, including 
continents, oceans, 
principal countries, 
and all war areas. 

Returning service 
men want maps of 
the areas in which 
they have served. 
These maps are ideal for such purposes, and sell fast at 35c each or 3 for 
$1.00. To display these maps is to sell them. Write for Bulletin MS4, giving 
complete description and list of maps available. 


THE GEORGE F. CRAM COMPANY, ING. tecscncpons 7, tna. 
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FREE: This attractive display box sent free 
e with order for 6 dozen or more maps. 














THREE SALESMEN WANTED | 





The manufacturer of one of the most widely dis- 
tributed lines in the stationery industry is looking 
for three salesmen for the metropolitan New York, 
North Jersey and New England territories. The 
successful applicant will be between the ages of 
25 and 35. He will be prepared to live in his ter 
ritory, and car ownership is necessary. We will en- 
tertain your application written in your own hand- 
writing. You should tell us your qualifications, 
your education, and the starting salary you would 
require. Address your reply to BY-273 care Office 
Appliances, Chicago 6. 








EASY FILING! 


Never before such FAST, 





PENDAFLEX(:::. 


new style pike apa that HANG! 


upe 
OXFORD FILING SUPPLY co. New York BROOKLYN St. Louis 





ALL 
I Decrees 


OF 
HARDNESS 











S0-EASY 
MOISTENER 


NO PRIORITY REQUIRED 


You can buy moisteners with- 
envelopes, gummed out priority now. Send me 
labels. your orders. Free information. 


A. MOHLER, Manufacturer 


Onamia, Minn. 






For moistening stamps, 














Available Now 
NO RESTRICTIONS 


MASTER 
SPEED KEYS 


THE STENOGRAPHER’S IDEAL KEY 
SPRING CUSHION—PLASTIC TOP 


WRITE FOR FULL INFORMATION 


SPEED KEY MANUFACTURING CO. 


336 COLUMBUS PLACE BROOKLYN 33, NEW YORK 























MAIL BAGS 


Descriptive Circular 


Send for 
Canvas Products Corporation 


Leather Specialties 
— ~ Box No. QNE 


FOND DU LAC, WISCONSIN 
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NEATYPE 


TYPE & PLATEN 
CLEANER 
Highest Quality 
Large Bottle 
Fast Easy Seller 


Wonderful Repeats 

Large Profit 

AND—Mr Dealer— 
NEATYPE is sealed in such 
a way that there is NO 
EVAPORATION IN STOCK. 


For Full Particulars and Samples, Write 


STARKEY PAPER & SUPPLY CO. 


3800 AGNES AVE, KANSAS CITY 3, MO. 
















Out He 
from wants 
VICTORY Beach’s 
— “Common Sense” 
the Expense 
Salesman Books 





Beach Publ. Co. Detroit 2, Mich. 
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Mery Christmas! 


in fact Merry, Merry Christmas 







and a grand, healthy, 





happy, prosperous New Year 


from Rockwell-Barnes to you. 


Perhaps it may not be an old fashioned 
white Christmas everywhere... 
but certainly it will be 
one of the nicest, most joyous, 
most super ... (Whoa! There goes our 


copywriter again and this is no ad!) 


It’s Merry Christmas, 
Happy New Year and the best ever! 


ROCKWELL- BARNES 


Manufacturers of ROCK-A-FILE 


he, 
%,. % 


It's Gach! ; noued 
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NEW ENGLAND PAPER PUNCH CO., 95 Washington Ave.; Natick, Mass. 


3 
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Dennis 


GUMMED LABEt® 






NOW CHECK 
YOUR ANSWERS: 








Be A gummed label can take unusual 
wear and tear if: 

A—The pulp is agitated 3 days 

B—Sizing is done in the dark of the moon 

C—Strong supercalendered sulphite is 
used 


1. The two most important elements of a 
gummed label are: 


A—Caliper and Watermark 
B—Wet Strength and pH Range 
C—Paper and Gumming 


2. The thing that gives a label smooth 4. The best adhesive for labels is made 


writing qualities is: from: 
A—Proper sizing and level finish A—Distilled leaves of Central American 
Cactus 


B—Long Leaf Pine Pulp 
C—Citrate of Magnesia 


B—Special formula strong glue 
C—Moss from Russian Tundra 
Tick off your answers with a pencil. Then turn the page upside down 
and score your skill. Three right answers are excellent. Four mean 
you’ re an experienced Dennison Dealer. If you are a 4-score man, we 
don’t need to tell you that ‘‘Dennison’’ on a carton of Gummed 
“abels means complete satisfaction to you and your customers. 


Syonnison pr 
FRAMINGHAM, MASS. 
GUMMED LABELS CONSTITUTE JUST ONE ITEM IN THE DENNISON LINE OF ESSENTIAL STATIONERY 
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SUPPLIES FOR COMMERCIAL AND SOCIAL USE 





XS : .X 
Site 
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WRENS 
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Oma ert: 


TRI-PLY Combines RED & GRAY RUBBER 


NO. 399 TRI-PLY 
The leading typists’ eraser. 


CENTER PLY 


Soft gray ink eraser to 
erase single letters; » 
OUTER PLIES 


Red rubber for erasing 
on originals and carbon Uy/, 
copies. 


~ 


a & 
SX ‘ea % 
= es 


= 
NN A'S 
Ss > 


Waldon Rotel Snaronr 


NO. 3900 
TRI-PLY 
“Whisk” 


With new 
style brush. 


Part of the complete 


quality line of 


Woldon RoventS &nabenrbd 


Correct Moslakes in halo 
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WELDON ROBERTS RUBBER COMPANY 


Newark 7, New Jersey 
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2 —@ Cesco ¢ 


i, LOOSE LEAF EQUIPMENT 
AU 


Pay Roll Records 
For the New Year 


—and a greater market than ever before. In the Cesco 
assortment of Pay Roll Records will be found forms 
suitable for most every requirement—and for every size 
business. There are many unique designs—Period Pay 
Rolls for weekly, semi-monthly, and monthly Pay Rolls. 
Earning Records for Visible filing and for Post Binders. 
Also subsidiary forms for the orderly procedure of Pay 
Roll accounting such as Application Blanks, Change of 
Status, Lost Time, Termination Notice, etc. 
cash in on this potential market. 


You can 


Equipment for all Purposes 
Also Forms and Binders for all purposes—Visible Record 



































The “VIC” Pay Roll Outfits 
For Medium Sized Businesses 


A fast selling over-the-counter item, ideal for the small 
and average size business house contains Long and Short 





























Sheet Pay Roll Forms, Individual Earning Record and Tax 
Recap Sheets. Provides for all the necessary Social Secur- 


ity data. All records in one conveniently operated Ring 
Book—sheet size 8!/.” x 11”. 


Books—Pen and Machine Posted Records—Catalog 
Covers, Ring Books, Prong Binders, etc. See that a copy 
of the Cesco catalog is in your Loose Leaf Department. 
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Qutfit No. VIC-25 Outfit VIC-50 For 
For up to 25 Em- up to 50 Employees. 
ployees. List $5.00 List ................$6.00 


The C-€- SHEPPARD CO. 


¢* 4407 21: Streef,- LONG ISLAND CITY. N.Y-- 














TRIMMING BOARD 
SIMPLIFIED CONTROL 


POSITIVE ACTION. |. 


The new Precise Trimming Board looms head and shoulders above the 
field ... first it features a Simplified Control which assures perfect 
squaring of the sheet. No knobs to turn or screws to adjust... just a 
simple flip of the lever locks or unlocks paper guide. Its Quick, Positive 


Action makes it a pleasure to use ... next a high grade steel is used 


on both cutting edges... and third kiln dried hard wood is used for 
the base which is finished in durable black with clear-cut white meas- 
urements. Write today for details and prices. 


FINGER-TIP 
CONTROL LEVER 
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NEW PRODUCTS on the way 


In line with our policy of expanding dealer service we have pro- 








duced a number of patented specialty items in steel which will 


challenge the attention of office supply distributors everywhere. 


Also we have a complete line of steel files and special built-to- 
order work. Information on both specialty and regular lines will 


be supplied promptly upon request. 


Business Efficiency Aids 


BOX 258 D SKOKIE, ILLINOIS 
































Extendible Steel Bars 


for the steeless 


KLERADESK by Sengbusch 














... adding new sales-appeal to this 
already fast-moving item 


. . » providing an opportunity for sub- 
stantial replacement sales 


Flexibility that permits any number of plainly indexed 
compartments — that’s the kind of sales-making story 
you can tell your customers about the steeless Kleradesk 
with Extendible Steel Bar and plastic knobs. That’s the 
kind of sales argument that helps you write more orders 
for first-time purchases of Kleradesk. The Extendible 
Steel Bars fit steeless Kleradesks originally purchased 
with wood rods and porcelain knobs, permitting addi- 
Above: Large size, for models 6V, 7V, 8V, tional expandibility of models now owned. Added to the 
9V, 10V, 11V. With or without knobs. utility, durability, and pleasing appearance of Klera- 
desk, this new feature puts you in a strong position to 
build volume sales and win satisfied customers. Stock 











Above: Small size, for models 3V, 
4V, or 5V. With or without knobs. 


Right: Intermediate bar for 
additional extendibility ‘of 








either size above. up now. Write for circular. 
= 
Above: One intermediate bar extends any Kleradesk one , Sengbusch Self-Closing Inkstand Co. 
to five compartments more than original capacity. Sev- 312 Sengbusch Bldg. Milwaukee 3, Wisconsin 


eral intermediate bars may be added, if desired. 
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Top efficiency offices know the time- 
saving and fatigue-eliminating value of 
Error-No line-by-line copyholders. 










Many office executives have said, “With- 


Y out Error-No we don’t know how our typists could cope 
b 


with the stacks of reports and forms we have to get out.” 
Because of its all-steel, silent, vibrationless, quality 

construction Error-No stands up under constant use. 
Some Error-Nos are being shipped now. Only ma- 

terial limitations prevent us from shipping in quantity. 


Many inquiries have been re- 
ceived about SPEEDRITE, 
the check writer so often 
seen in leading banks, in- 
surance and business offices. 
Some territories are open in 
which sales franchises will be 
granted to dealers. 


DIVISION OF 


Hall-Welter Co. 


ROCHESTER 7, N.Y. 














It's probably no news to you that Triumph Self-Inking Band Daters 
‘ sell at three times the price of simple rubber stamps. But maybe 
you haven't thought about it this way—each Triumph Self-Inking 
Band Dater you sell in place of a rubber stamp adds up to three 


times the sales total and three to five times the profit! In addition, 


you make a friend of your customer—Triumph Self-Inking Band 


TRIUMPH 
Daters give him instant action, less waste effort, greater efficiency. Self-Inking 


Sell Triumph Self-Inking Band Daters . . . you GIVE more and you BAND DATERS 
A snap of the wrist does the 


complete marking job. Unex- 

GET more! celled quality and sturdiness 
are built into this efficient 
time-saver. 


The War is won... The 


Peace remains to be won. 


BUY VICTORY BONDS! RUBBER ST AY Bb 
MANUFACTURERS 
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You still have time! Though the official Victory 
Loan ends December 8th, all Bond purchases 
through your Payroll Savings Plan up to December 
3lst will be counted toward your employee and 


store quota! 


Make December a storewide TOP-THE-QUOTA 
drive! Spotlight employee Bond buying — get fast, 
last minute action! Here’s how: 


% Be sure every employee is resolicited 
to buy an EXTRA Bond! 


*% Pep up interdepartmental competition 


The Treasury Department acknowledges with appreciation the publication of this message by 


OFFICE APPLIANCES 





and the 
HOME STRETCH 
for YOU! 


for greater employee participation— 
and higher percentage of your payroll 
in Bonds! 


% Put special emphasis on the new Frank: 
lin Delano Roosevelt Memorial $200 
Bond! 


From now ’til December 31st, keep Payroll Savings 
purchases at a new Victory Loan high! Buying a 
Victory Bond is the best way of saying “Welcome 
Home” to our returning veterans! It is an active aid 
in assuring prosperity to your nation, your 


employees—and your own store. 





This is an official U. S. Treasury advertisement prepared under the auspices of the Treasury Department and War Advertising Council 
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AS EVER OUR OBJECT IS TO GIVE OUR DEALERS THE BEST 
SERVICE POSSIBLE—THANKS FOR YOUR CO-OPERATION. 


PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK STS., PHILADELPHIA 11, 




















Peacetime Prectiton. too 





The same fine machine techniques which 
qualified AUTOMATIC for ammunition 
manufacture . . . will soon be utilized in 
full swing again in the Peacetime Produc- 
tion of Sharpeners. 

There are now no restrictions regarding 
the manufacture of pencil sharpeners. As 
rapidly as availability of labor and mate- 
rials permits, production will increase. 
For the time being only Dexters and Giants 
are available. Your generous cooperation 
in awaiting ‘full line” production is most 
appreciated. 


~ mmm Automatic Pencil Sharpener Co. 
Ee Division of Spengler-Loomis Mfg. Co. 


wee 58 E. Washington St., Chicago 2 






2 PENCIL SHARPENER 
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De simple truth of the matter is this: guality 
chromium furniture—such as Royalchrome—is still 
not plentiful. It may be a while before supply and 
demand can get together. Therefore, if you need 
chairs or tables today—don’t be misled by beauty 
that may be only skin deep! Buy on the basis of the 
manufacturer's proved reputation—and you'll be 


glad you did in the months to come! 


Soon Royalchrome and other quality lines will be 
offered in quantities to meet any requirement. 
The Royal Metal Mfg. Co. 175 N. Michigan 


Avenue, Chicago 1, Illinois. 






L LINE OF TOMORROW 


Metal Furniture Since ’97 


er st Vatel Ff/, ; 
Royal Steel Folding Chairs + = = « Steel Furniture 


DISTINCTIVE FURNITURE 
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LETTERGRAPH...MODEL C 


Offers every essential feature in an automatic feed stencil dupli- 
cator at an unusually low price. Prints from post card to legal 


size at speeds of 100 or more copies per minute. Simple to 


{ operate. Sturdily constructed for years of satisfactory service. 
Heyer Quality 
ALWAYS SATISFIES 








THE HEYER CORPORATION 


Quality Duplicators and Supplies Since 1903 
901-911 WEST JACKSON BLVD. ° CHICAGO 7, ILLINOIS 





As you sit down wan and weary, 

With the outlook far from cheery 

Your book loaded with dictation notes and such... It’s a “smooth-as-velvet” feeling, 

It is mighty comfy knowing \nd your neat work is appealing 

That the rest is easy going... To the Boss, you want to please so very much. 


On your Underwood, For his picture’s in each letter, 


with Kevs vou love to touch! And you'll make that picture better . 


On your Underwood, 
You ll find ew’ ry key you're striking : , 
Jiao oe with Keys you love to touch! 

Has a touch that’s to your liking, 
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In these day SW hen working comlort means so much a 


Without pounding, fuss or worry, er 
It will pay you to buy a - re 
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You can type things in a hurry 


4 


hat are alt 
hat will be a 


1 make a good 


tur 
and accurate. 


oredit to your firm, ane | 
ver they are sent. 


with Keys you love to touch! 
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-. TYPEWRITER LEADER OF THE WORLD! 








